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Coverage above and beyond a standard Businessowners policy.

Our base policy o�ers very competitive coverages and is a great start to your insurance program.  Adding 
a Bundle endorsement will give additional peace of mind by o�ering even more coverage and limits 
beyond the base policy.

Don’t trust just anyone to protect your client’s business.  Talk to Concord Group and we will work with you 
to tailor a policy to meet your client’s insurance needs.  With over 400 classes, we have lots to talk about.
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At MAPFRE Insurance, we are committed to providing 
our Maine independent agency partners with a 
competitive advantage in the marketplace. To learn 
how our local presence and expertise can help your 
agency grow, visit www.mapfreinsurance.com today. 

FOCUSED ON PARTNERSHIP

MAPFRE Insurance® is a brand and service mark of MAPFRE U.S.A. Corp. and its affiliates, MAPFRE Life insurance 
CompanySM (Cal. COA 2293-9, Dover, DE); American Commerce Insurance CompanySM (Cal. COA 4928-8, Columbus, OH), 
Citation Insurance CompanySM (Webster, MA); The Commerce Insurance CompanySM (Webster, MA); Commerce West 
Insurance CompanySM (Cal. COA. 1372-2, San Ramon, CA), MAPFRE Insurance CompanySM (Cal. COA 3039-5, Florham 
Park, NJ), MAPFRE Insurance Company of FloridaSM (Miami, FL) and MAPFRE Insurance Company of New YorkSM (Garden 
City, NY). Not all products available in all states.
Travel insurance provided by American Commerce Insurance Company in all states except Massachusetts. Travel insurance 
in Massachusetts is provided by The Commerce Insurance Company. Travel assistance services provided by MAPFRE 
Insurance affiliate, Insure & Go Insurance Services USA, Corp. (CA License 0H65127, Miami, FL), a licensed managing 
general agent in all fifty states.

AUTO   |   HOME   |   TRAVEL

www.mapfreinsurance.com
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January 2019 

Happy New Year!   

This directory provides detailed information, including costs and ordering procedures for many 
of the products and services offered through the MIAA, IIABA and PIA National.   

MIAA continuously seeks to add new products and services to our current offerings.  We strive to 
give agents the tools they need to run successful agencies and to better serve their customers.   

Thank you, once again, to our company partners for their continued support of the independent 
agency system.  We encourage you to consider our partners first when making decisions that 
impact your agency.  A list is included in this directory, as well as on our website.  Please take the 
time to thank them for all they do for YOUR association! 

I’d also like to thank our associate members.  Associate members are individuals or companies 
who are affiliated with the insurance industry.  Thank you for your continued support!  A list of 
associate members is included in the directory.   

Lastly, thank you to our volunteer Board of Directors who give so much of themselves for the 
betterment of our industry!  We appreciate their continued support! 

Sincerely,  

 

Lisa L. Veregge, CAE, CPIA 
President & CEO 
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2019

Founded in 1901, Ohio Mutual has over 100 years of
experience in the insurance industry.

With more than a century of successful history behind us,
we retain the values upon which we were founded, while
offering a broad array of industry-leading products and
cutting-edge technology. We are proud to offer products
in Maine and four other New England states.

Steadfast ly c ommitted t o t he Independent Agency System
At Ohio Mutual, we recognize our independent agents as business partners. We’re looking for a
select group of agencies to contribute to our growth in competitive niche markets in both
commercial and personal lines in Maine. We are open to appoint new agents in Maine!

If you feel your agency shares the values and the vision of Ohio Mutual, please contact
Senior Field Sales Manager Philip Archambault at 866-785-9533 or email parchambault@omig.com.
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Local knowledge  
makes a difference.

Rely on the expertise of our Maine-based 

underwriters to offer the tailored coverage your 

clients need. Talk to your territory manager or visit 

LibertyMutualGroup.com/Business to learn more.

© 2018 Liberty Mutual Insurance. Insurance underwritten by Liberty Mutual Insurance Co., Boston, MA, or its affiliates or subsidiaries.
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Dear Fellow Maine Insurance Agents,

As my year comes to a close, I have to admit how intimidating the idea of chairing the Maine Insurance Agents Associa-
tion was when I was first asked.  And now, I can’t imagine having passed up the opportunity and experience.  Being a part of 
the Big I, PIA and our amazing convention were the high-lights, for sure!  I would strongly encourage anyone who hasn’t had 
the opportunity to participate to do so.  Thank you to all the agents that have served in the past and who have continued to 
serve making this Board of Directors and our entire association an engaging and important organization to be a part of.  I am 
honored to have served, with my fellow Board Members, as your chairwoman for the past year.  

This experience has really opened my eyes to the behind the scenes work that is done on our behalf by our dedicated 
association.  Going to Washington, DC to represent the insurance industry on a national level was an amazing trip.  The ability 
to bring insurance issues directly to the source of potential change is an empowering exercise.  Through the remainder of the 
year here in Maine, our lobbyist, Dan Bernier does an excellent job keeping our voices heard and weighing in on important top-
ics that may potentially shape the way we will do business in the future. He continues to advise us of upcoming issues and laws 
that may impact each of us depending on the outcome of the legislative process.

The association’s initiatives have continued to align with our strategic plan, which we are scheduled to give a brush-up 
in June, but include the continued work through InVest to attract young talent to our industry.  We have increased non-dues 
revenue, increased our social media presence, and upgraded some technology at the Hallowell office.  If you haven’t been in a 
while, please stop by to check it out!  The association continues to maintain a positive financial outlook and with the leadership 
in place, I have no doubt this will continue well into the future.

I would like to recognize and acknowledge the staff at MIAA, for the outstanding job they continue to do for all of 
us.  THANK YOU Lisa, Gayle, Shannon & Lynda!!!! Notably, this year marks Lisa’s 30th anniversary at MIAA.  Hard to believe we 
allowed her to start work at such a young age. In all seriousness, Lisa’s dedication to this association is remarkable and her 
loyalty is astounding, rare qualities that we are fortunate to have as she continues to be innovative in her position and expand 
opportunities for the association. 

Looking forward to seeing everyone again this year at our annual convention, April 29th & 30th at the DoubleTree in 
South Portland.  Let’s make it another record year!

Wishing you all the best and continued success in 2019,

Danielle K. Marquis, CPCU
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Tailor-fi t insurance 
solutions...
As one of the largest specialty personal lines and property and casualty 

insurance companies in the United States, National General Insurance 

provides homeowners, personal auto, commercial auto, recreational vehicle, 

motorcycle, supplemental health and other niche insurance products to 

customers throughout the country. 

Our tailor-fi t insurance solutions, competitive commissions, unique 

wealth building opportunities, world-class support and innovative 

technologies have made us a premier leader in the industry.

National General Holdings Corp. 
(NASDAQ: NGHC) is rated A- by A.M. Best.

© 2015 National General Insurance. All Rights Reserved.
Eligibility, coverages and discounts may vary by state. 
Underwritten by member companies of National 
General Insurance.

NatGenAgency.com
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www.InsuranceMadeEasy.com
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Safety Insurance believes in
the Independent Insurance Agency System

 SafetyInsurance.com   

We’ll help you manage life’s storms
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MIAA Overview 

The MIAA is a not-for-profit 
trade association representing 
independent insurance agencies 
across the State of Maine. 

Membership in the MIAA results 
in the assurance of the highest 
level of representation and 
support services available in the 
industry.  Our efforts are 
directed towards the effective 
delivery of valuable products 
and services to our members so 
as to insure, enhance and 
enable them to better serve 
their clients. 

The MIAA is a member of the 
Independent Insurance Agents 
and Brokers of America (IIABA) 
and the National Association of 
Professional Insurance Agents 
(PIA). 

The IIABA was founded in 1899 
and is a voluntary association of 
independent state associations.  
The IIABA or Big “I” as it is 
known is the largest producer 
association in the country, 
representing approximately 
280,000 independent insurance 
agents and their employees in 
28,000 agencies across the 
nation. 

The National Association of 
Professional Insurance Agents 
(PIA) represents independent 
insurance agents in all 50 states, 
Puerto Rico and the District of 
Columbia. They operate cutting-
edge agencies and treat their 
customers like neighbors, 
providing personal support and 
service. That's why PIA has 
adopted the tagline Local 
Agents Serving Main Street 

America.   
PIA was founded with objectives 
that are as relevant today as 
they were back in 1931. 
  

Together, the IIABA, PIA and 
MIAA provide the most 
comprehensive package of high-
quality, professional products 
and services available in the 
industry today.  These services 
include, but are not limited to, 
the following: 
Agency Management 
Education 
Insurance/Financial Plans 
Legislative    
Representation/Industry 
Relations 
Marketing Tools/Public 
Relations 
Product Discounts 
Publications 
Seminars & Convention 
Technology 

Collectively, we feel that these 
programs are an invaluable, and 
virtually indispensable, aid to 
the independent insurance 
agency.   

The long-range goals and 
policies of the MIAA are 
established by our Executive 
Committee, which consist of: 
Chairman/Chairwoman 
State National Directors 
Immediate Past 
Chairman/Chairwoman 
Chairman/Chairwoman Elect 
Vice Chairman/Chairwoman 

The decision-making process 
includes the active involvement 
of our Board of Directors, which 
consists of: 13 agents from all 
areas of the state. 

 
 

 
 

 
 

 

 

Please note: Prices & 
Products are subject 
to change without 
notice. 

 

Our mission is to support, 
promote and represent the 
common business interests 
of independents agents and 
their firms, consistent with 
the best interest of the 
insurance buying public. 
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The Association Staff 

 
 

 
President & CEO 
Lisa L. Veregge, CAE, CPIA 
Lisa@maineagents.net  
Lisa is responsible for the daily 
operations of the Association 

and works closely with the Executive 
Committee and Board of Directors in 
creating policy and strategic planning.  She 
is also your agency’s link to up-to-date 
legislative issues, both State and National.   
 
 

 

Insurance & Financial 
Administrator 
Gayle McPherson 
Gayle@maineagents.net  

Gayle is your connection to Errors & 
Omissions insurance for your agency.  She 
works closely with Swiss Re and UTICA to 
get your agency the best policy for the best 
price! Gayle is also responsible for 
accounting and financial reporting for MIAA 
and Agency Assistance Corp.   
 
 

 
Attorney/ 
Lobbyist 
Dan Bernier  
 

 
 

 

Director of Education 
& Conferences 
Shannon Gorman, AAI, CRIS 
Shannon@maineagents.net 

Shannon is your contact for MIAA’s 
education classes.  Whether you need your 
credits to maintain your insurance license 
or wish to pursue a professional 
designation, she is here to help!  Shannon is 
also staff liaison for the Young Agents 
Committee and plans most meetings and 
conventions for the Association.    
 
 

 

Member Benefits 
Coordinator & RLI 
Administrator 
Lynda Holt, ACSR 

Lynda@maineagents.net 
Lynda is well versed on all benefits of 
Association membership!  Her 
responsibilities include, but are not limited 
to advertising, membership and 
sponsorship.  Lynda is the editor of the 
“Maine Viewpoint” magazine and 
administrator for the RLI Personal Umbrella 
& In-Home Business Program and 
convention coordinator.   
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We set ourselves apart...

At Patrons Oxford, we set ourselves apart by offering superior 
customer service, competitive pricing for our products, and strive to 
responsibly grow our business, our people, and our impact.  

Since the very beginning we’ve had you covered, but along with time 
comes change and the need to adapt and grow responsibly.  

The values we held in the past are still as strong today.  We are as 
committed to our patrons now as we were yesterday, and as we will 
be tomorrow.

Patrons Oxford Insurance Company
For all the things you value.

         Changing world, constant focus. 
company. 
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Patriot Insurance was born in the Northeast in 1966, and it’s still our home.

Here, we look out for our neighbors. And when we insure the people in 

this region, we know the best way to understand their life and needs is to 

have a conversation. Sure, they can buy insurance online. But we believe 

they deserve better — an independent agent and true partner who can 

guide them over time, one on one. Whether it’s for their business, home, 

car, boat, life, or all of the above, we’re both here to help. And we always 

will be. Visit us at PatriotInsuranceCo.com.

A S  N E I G H B O R S  I N  T H E  N O R T H E A S T, 

we’re always standing by. 
YO U  H AV E  O U R  W O R D. 
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2018-2019 Executive Committee  

 

CHAIRWOMAN 
Danielle Marquis, CPCU 
Higgins & Bolduc Agency 
PO BOX 369 
Oakland, ME 04963 
Phone: 207-465-2531 
Fax: 207-465-2532 
Danielle@higginsandbolduc.com 

CHAIRWOMAN ELECT 
Laurie Billings 
Insurance Group of New England 
1662 Post Rd. 
Wells, ME 04090 
Phone: 207-641-2254 
Fax: 207-646-6935 
Laurie.Billings@insgne.com 

VICE CHAIRMAN 
Jeff Shaw, CIC 
Clark Insurance 
PO BOX 3543 
Portland, ME 04104 
Phone: 207-774-6257 
Fax: 207-774-2994 
JShaw@clarkinsurance.com  

IMMEDIATE PAST CHAIRWOMAN 
Wendy J Tapley, CIC 
Tapley Insurance Agency 
PO BOX 808 
York, ME 03909 
Phone: 207-363-7894 
Fax: 207-363-4794 
Wtapley@tapleyagency.com 

 

 

 

 

STATE NATIONAL DIRECTORS 
IIABA 
Ken White 
F A Peabody 
792 Main Rd. North 
Hampden, ME 04444 
Phone: 207-990-2400 
Fax: 207-990-2402 
Ken.White@FAPeabody.com  

PIA 
Jeffrey McDonnell, CPCU 
Allen/Freeman & McDonnell Agency 
141 North Main St. 
Brewer, ME 04412 
Phone: 207-942-7371 
Fax: 207-941-0241 
Jeff@InsuranceMadeEasy.com  
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2018-2019 Board of Directors 

 

Mark Bailey, AAI 
Readfield Insurance Agency 
PO BOX 660 
Manchester, ME 04351 
Phone: 207-620-7276 
Fax: 207-620-7284 
Mbailey@readfieldinsurance.com 

Peter Clavette, CIC 
United Insurance 
PO BOX 159 
Madawaska, ME 04756 
Phone: 207-728-6366 
Fax: 207-728-6369 
PeterClavette@unitedinsurance.net  

Michael Dufour, CIC 
Allen Agency 
PO BOX 578 
Camden, ME 04843 
Phone: 207-236-4311 
Fax: 207-236-6647 
Mdufour@allenagency.com  

Pamela Duranceau, CPCU, AIS 
P&C Insurance 
PO BOX 356 
Biddeford, ME 04005 
Phone: 207-283-1486 
Fax: 207-283-4258 
PDuranceau@insurancepc.com  

 

 

 

 

 

 

 

Patrick Maguire, CIC 
Brown, Holmes & Milliken Agency 
PO BOX 707 
Ellsworth, ME 04605 
Phone: 207-667-5578 
Fax: 207-667-2817 
Patrickm@bhm-ins.com  

William Mitchell, CIC 
GHM Insurance 
PO BOX 649 
Waterville, ME 04903 
Phone: 207-873-5101 
Fax: 207-873-5784 
Bill@ghmagency.com  

Laurie Noel 
Cross Insurance 
745 Roosevelt Trail 
Windham, ME 04062 
Phone: 207- 892-7996 
Fax: 207-892-8229 
Lnoel@crossagency.com 
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fresh outlooks. better outcomes.®

With the same shared vision for delivering fresh, innovative 
workers’ compensation solutions, Great Falls Insurance 
Company has joined Eastern Alliance Insurance Group as its 
newly established New England Region.

For over 20 years, Eastern Alliance has served the specialty 
workers’ compensation insurance needs of many diverse 
companies and organizations. We offer unique perspectives  
and a best-in-class experience, delivered by the most 
professional, talented and passionate employees in the  
workers’ compensation industry.

To learn more about Eastern Alliance Insurance Group, visit EasternAlliance.com.

fresh outlooks. better outcomes. is a registered trademark of Eastern Insurance Holdings, Inc., a wholly owned subsidiary of ProAssurance Corporation. © Copyright, 2018

1192018

A Member of ProAssurance Family of Companies.

Great Falls is now Eastern Alliance
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Experience the

Learn more about our state-of-the-art features and  
exclusive program for MIAA members. Call today.

MARK BADOLATO
cell: 508-654-2705  •  email: mbadolato@bankdirectcapital.com

www.bankdirectcapital.com

Commercial Insurance Premium Financing
– Fully automated online services
– Personalized customer service
– Competitive rates
– Online payments

AdvantageAdvantage
BankDirect

E X C L U S I V E L Y  E N D O R S E D  B Y  M I A A

badolato_ad_v1.indd   1 12/2/2011   9:19:22 PM
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Think you have what it takes
to be an insurance agent?

Join Acuity CEO Ben Salzmann 

and Emmy-Winning TV Host John 

McGivern for this hour-long game show that 

will test our three contestants to see if they 

really have what it takes to be P&C Insurance 

Agents! But you’ll be the real winner when

you take home a shiny new CE credit! Watch 

now at acuityu.com.

   ACUITY

EARN FREE CE CREDITS 24/7!
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Membership Application 
 
MIAA membership is open to independent, licensed insurance 
agencies (individuals, partnerships, or corporations) in the 
property & casualty business at the completion of this application.   

Agency Name:           

P O Box:            

Street Address:           

City/State/Zip:           

County:      Telephone:     

Fax:       Date Established:     

Web Site Address:          

Primary Contact:          
                (Mail, faxes, and all other member information sent from MIAA will be directed to the person listed above.) 

What type of business organization is your agency?   (Please check one box) 
 □Corporation   □Partnership □Sole Proprietorship □Other 

Total Number of Employees: Full-time         Part-time             
E&O Carrier:      E&O Expiration Date:    

 

207-623-1875 Fax: 207-626-0275 

Please Complete All Pages 
RETURN APPLICATION WITH PAYMENT TO: 

17 CARRIAGE LANE, HALLOWELL, ME 04347 
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Annual Dues Calculations 

For the purpose of determining the proper dues owed, “agency employees” indicates 
owners, solicitors, producers or brokers (whether issued W-2 or 1099 forms), CSR’s, 
clerk-typists and other office support staff in the main agency and all additional 
locations.  Independent producers must be counted unless they maintain a separate 
MIAA membership.  Two part time count as one full-time employee. 

 

$ ______ Base per agency of $290.00 for 9 employees or less OR 
$350.00 for 10 or more employees. 

+$       Number of full-time employees (those working more  
  then (20) hours per week) not to exceed 33 @ $100.00  
  each.  Two part-time equal one full-time. 

+$       Number of branch locations (separate locations that  
  share 50% ownership with the main agency) @ $100.00. 

=$       Total annual dues (add all the above figures). 

¹MIAA annual membership is valid from September 1st through August 31st of the following year.   

²The Omnibus Budget Reconciliation Act of 1993 provides that taxpayers will no longer be permitted a 
tax deduction for expenses incurred in conducting lobbying activities.  This means that a portion of 
your dues to the MIAA will not be deductible as an ordinary and necessary business expense.  Notice: 
Dues to MIAA are not deductible as a charitable contribution but may be deducible as an ordinary and 
necessary business expense.  A portion of the dues, however, is not deductible to the extent that 
MIAA engages in lobbying.  Please contact MIAA to find out what percentage is the non-deductible 
portion of your dues are for this year.    

³Membership is subject to suspension if dues are not paid in a timely manner. 

 

I, We, hereby apply for membership in the Maine Insurance Agents Association, Inc., with annual 
dues in accordance with the schedule above.  It is understood that this also includes membership in 
the Independent Insurance Agents and Brokers of America , Inc. (IIABA), the Professional Insurance 
Agents (PIA),  and subscription services for all organizations listed in association with MIAA. 

If elected to membership, I, We, will abide by the Constitution and By-Laws of this Association. 

 

(Signed by Agency Principal)      (Date) 
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 Branch Information 

 Branch Name:           

P O Box:     Street Address:       

City/State/Zip:           

Telephone:       Fax:       

Web Site Address:           

Branch Main Contact:          

Please list all Branch location that share 50% ownership with the main 
location.  Use a separate sheet of paper if necessary.  Total number of 

employees for main location should include total number of branch 
employees. 

 

Agency Staff 

Name/Designations:          

Email:       Birth Date:     /  /  

Primary Function: □ Principal  □ Producer  □ CSR  □ Other     

Name/Designations:          

Email:       Birth Date:     /  /  

Primary Function: □ Principal  □ Producer  □ CSR  □ Other     

Name/Designations:          

Email:       Birth Date:     /  /  

Primary Function: □ Principal  □ Producer  □ CSR  □ Other     

Name/Designations:          

Email:       Birth Date:     /  /  

Primary Function: □ Principal  □ Producer  □ CSR  □ Other     

(please use additional sheet if necessary.) 
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Reach out to your Territory Manager, or  
visit Safeco.com, to learn more. 

The audience for this information includes insurance agents and brokers nationwide and is therefore general in nature. Every agent and broker is responsible for knowing the 
guidelines and laws that govern rating, underwriting, and claims handling in their states. Coverages and features not available in all states; see the Product Guide(s) for details. 

©2017 Liberty Mutual Insurance 

AP 300783 MIAA  2017/10

decoding the online mumbo-jumbo and  
retaining customers is easier with a sidekick.

Customers for Life™ Workshop 

Producer Development Program 

Bricks & ClicksTM Online Marketing Resource Center 

CSR Development Program

Four programs designed to help you:

With so many competitors out there, you need every edge possible. Safeco gets that. 
That’s why we’re 100% dedicated to your success. Our goal is to give you everything  
you need to sell more insurance. The rest is up to you. 
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Can’t find what you’re looking for?
Ask an expert and get an answer!

independentagent.com/BasicsandBeyond

Access the members-only Big “I” Virtual University, at 
independentagent.com. Our experts explore and explain real issues and 
policy coverage questions in four areas: commercial lines, personal 
lines, life/health and agency management. Users can also dive into 
talent recruitment, tips for starting an agency and much more. 

SM

Find all of this and more at
INDEPENDENTAGENT.COM/VU 

If you can’t find an answer to your insurance query in the more than 17,000 
pages of content in our extensive online library, just use our “Ask an Expert” 
service. A member of our faculty comprised of more than 50 industry 
experts will respond to you with a personalized answer.

The learning curve for a new insurance 
professional is steep, but the Big “I” Virtual 
University is with you every step of the way. 
Our experts have developed on-demand, online 
education to help agents with one or two years 
of experience get ahead.

*Presented through Agents & Brokers Education Network 
(ABEN) platform with a variety of attendance options to work 
for any schedule. (May vary by state)

New Agent Training Solution
Pick and choose from 8 modules 
or follow the BASICS or BEYOND tracks.

REGULATIONS

OPERATIONS

LAWS OF INSURANCE 
CONTRACTS

BASICS OF 
CONTRACTUAL 
RISK TRANSFER

CERTIFICATES
OF INSURANCE

PREMIUM 
AUDITING

COPE

COINSURANCE

Live and On-Demand Education 
The Big “I” Virtual University offers a wide range of live and 
on-demand education taught by leading insurance industry 
experts from across the country developed specifically for 
independent agents. All VU webinars include access to the 
live event and a link to the post-event on-demand recording, 
and our 90-minute deep dive sessions also include a 
transcript, a valuable and value-added reference tool.

Real  Questions ,  
Real  Answers

 
Your Insurance 

Technical  Solution
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ACE Insurance Agency, Denmark 
Adams Insurance Agency, China 
Advantage Insurance, Rumford 
All Points Insurance Inc, Brewer 
Allen Agency, Belfast 
Allen Agency, Camden 
Allen Agency, Rockland 
Allen/Freeman & McDonnell Agency, Brewer 
Anderson Watkins Associates, Westbrook 
Arthur Carroll Insurance Agency, Farmington 
Atlantic FCU Insurance Services, Brunswick 
Atlantic Ins & Benefits, Belfast 
Audie Agency Inc, Biddeford 
Averill Insurance Agency, North Yarmouth 
 
 
 

 

Batchelder Brothers Ins Agency, Sanford 
Bessey Insurance Agency, Turner 
Bilodeau Insurance Agency, Brunswick 
Bilodeau Insurance Agency, Lewiston 
Blackwell Insurance Agency, Dexter 
Blackwell Insurance Agency, E. Corinth 
Brogue Insurance Agency, Bangor 
Brown, Holmes & Milliken Agency, Ellsworth 
Business Insurance Agency, Augusta 
 
 

 
C N Trask Agency Inc, Milo 
Carl M P Larrabee Agency, Wiscasset 
Chalmers Insurance Group, Bridgton 
Chalmers Insurance Group, Center Ossippee, NH 
Chalmers Insurance Group, Fryeburg 
Chalmers Insurance Group, Gorham 
Chalmers Insurance Group, N Conway, NH 
Chalmers Insurance Group, Norway 
Chalmers Insurance Group, Parsonsfield 
Chalmers Insurance Group, Scarborough 
Chalmers Insurance Group, York 
Champoux Insurance Agency, Lewiston 
Chapman & Chapman, Damariscotta  

Cheney Insurance Agency, Damariscotta 
Clark Insurance Agency, Calais 
Clark Insurance, Manchester, NH 
Clark Insurance, Portland 
Clark Insurance, Saco 
Clark Insurance, Windham 
Coastal Ins Group LLC, Portland 
Cole Harrison Agency, Carrabassett Valley 
Cole Harrison Agency, Kennebunk 
Cole Harrison Agency, Kittery 
Corinna-Newport Ins Agency, Newport 
Cornerstone Ins Agency, Waterville 
Cross Insurance, Augusta 
Cross Insurance, Bangor 
Cross Insurance, Bath 
Cross Insurance, Belfast 
Cross Insurance, Lewiston 
Cross Insurance, New Gloucester 
Cross Insurance, Portland 
Cross Insurance, Union 
Cross Insurance, Windham 
Cummings Agency Inc, Mechanic Falls 
Curley Associates, Sanford 
 
 
 
 

D & H Insurance Agency, Lewiston 
Daigle Insurance Agency, Van Buren 
Darling’s Agency LLC, Brewer 
David Chapman Agency, Damariscotta 
Dawson Insurance Agency, Bangor 
Dawson Insurance Agency, Orono 
Down East Insurance, Baileyville 
Down East Insurance, Calais 
Down East Insurance, Machias  
Down East Insurance, Richmond 
Down East Insurance, Topsham 
Down East Insurance, Unity 
 
 
E C Moran Co Inc, Rockland 
E G Gallagher Agency, Caribou 
Eagle Insurance Agency, Turner 
Ellis Insurance Agency, York 
Erickson Bonding & Insurance, Augusta 
Eurich Insurance Agency, Greenville 
 

F A Peabody Co, Calais 
F A Peabody Co, Caribou 
F A Peabody Co, Hampden 
F A Peabody Co, Houlton 
F A Peabody Co, Lincoln 
F A Peabody Co, Madawaska 
F A Peabody Co, Mars Hill 
F A Peabody Co, Presque Isle 
F A Peabody Co, Sherman 
 

First Insurance Agency LLC, Portland 
Foy Insurance of Maine, Scarborough 
Foy Insurance of Maine, York 
 

Garnsey Brothers, Sanford 
George E Howard & Co, Dexter 
George E Howard & Co, Dover Foxcroft 
GHM Agency, Auburn 
GHM Agency, Waterville 
Gosline Insurance Group, Gardiner 
Gosline Insurance Group, Hallowell 
Gosline Retirement Planning, Augusta 
 

Ham Insurance Agency, South Berwick 
Harold W Bishop Agency, Boothbay Harbor 
Higgins & Bolduc Agency Inc, Oakland 
Howard Insurance Agency, Newport 
HUB International, Brunswick 
HUB International, Cumberland Foreside 
HUB International, Winthrop 
 
 Infinger Insurance, Norway 
Insurance Group of New England, Wells 
Insurance Shoppers, Brewer 
Ins. Trust/Equinox F&I Services, Westbrook 

J Edward Knight, Bath 
J Edward Knight, Boothbay Harbor 
J Edward Knight, New Harbor 
J Edward Knight, Rockland 
J Edward Knight, Vinalhaven 
J F Singleton Agency, Bangor 
J T Rosborough Inc, Ellsworth 
John R Crooker Insurance Agency, Bucksport 
 
 

Kasprzak Insurance Associates, N Waterboro 
Katahdin Gateway Insurance, Lincoln 
Katahdin Gateway Insurance, Millinocket 
Kennebunk Savings Insurance, Kennebunk 
Kimberly M Elwell Ins. LLC, Buxton 
Kofstad Agency, Presque Isle 
Kyes Insurance, Farmington 
Kyes Insurance, Rumford 
Kyes Insurance, Skowhegan 
Kyes-Dubord Insurance, Livermore Falls 
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L E Rossignol Inc, Madawaska 
L S Robinson Co, Southwest Harbor 
LaRoche Agency, Lisbon 
Lincoln Agency, Houlton 
Lynam Insurance, Bar Harbor 
Lyons Agency for Insurance, Kennebunk 
 

Macomber Farr & Whitten, Augusta 
Maine Coast Insurance Agency, Hancock 
Maine Insurance Agency, Gray 
Maine Insurance Agency, Portland 
Marsh Agency, Portland 
Merchant, Needham & Associates Ins., 
Northeast Harbor 
Merle B Grindle Agency, Blue Hill 
Midcoast Insurance Agency, Bath 
Miller Associates, Scarborough 
Millinocket Ins Agency, Millinocket 
Morton & Furbish Ins Agency, Rangeley 
 
 
NFP Property &Casualty Services, 
Lewiston 
Norman Assurance Assoc., S. Thomaston 
Northern NE Ins Agency, Augusta 
Noyes, Hall & Allen, South Portland 
 

Oberg Insurance, Bridgton 

P&C Insurance, Biddeford 
P&C Insurance, Saco 
P&C Insurance, Westbrook 
Pease Agency, West Rockport 
Peoples Insurance, Monmouth 
Peoples Insurance, Ogunquit 
Pinkham Agency, Farmingdale 
Pratt Insurance Agency, Westbrook 
 

Quirion Insurance, Augusta 
Quirk Insurance, Bangor 

R D Johnson Agency Inc, South Paris 
Readfield Insurance Agency, Manchester 
Reed Agency Inc, Millinocket 
Richmond Insurance Agency, Richmond 
Riley Insurance Agency, Brunswick 
Robert L Haley Agency Inc, Gray 
Rogers Insurance Agency, Lisbon Falls 
Roland Grindle Ins Agency Inc, Bucksport 
Ronel J Dubois Agency, Sanford 
Rousseau Insurance Agency Inc, Biddeford 
Russell Clowes Ins Agency Inc, Caribou 
Russell D Patten Agency, Hermon 
 

Sanford Insurance Agency, Portland 
Sanford Insurance Agency, Sanford 
Schoodics Insurance Services, Milbridge 
Sevigney Lyons Insurance Agency, Wells 
Sherrard Agency, Calais 
Skillings-Shaw Associates, Lewiston 
Skowhegan Insurance Agency, Skowhegan 
Smithwick & Mariners Ins Inc, Falmouth 
Smithwick & Mariners Ins Inc, Kennebunk 
Spence & Mathews Agency, Berwick 
Spencer E Gray Jr. LLC, Bath 
Spencer Insurance Agency, Deer Isle 
Swan Insurance Agency, Bar Harbor 

Tapley Insurance Agency, York 
The Ins. Source of Maine, Augusta 
Thomas Agency Inc, Winthrop 
 

United Insurance, Auburn 
United Insurance, Augusta 
United Insurance, Bangor 
United Insurance, Caribou 
United Insurance, Farmington 
United Insurance, Fort Fairfield 
United Insurance, Fort Kent 
United Insurance, Madawaska 
United Insurance, Pittsfield 
United Insurance, Portland 
United Insurance, Presque Isle 
United Insurance, Rochester, NH 
United Insurance, Rumford 
United Insurance, Van Buren 
 

Vannah Insurance Agency, Waldoboro 
Varney Agency, Anson 
Varney Agency, Auburn 
Varney Agency, Augusta 
Varney Agency, Bangor 
Varney Agency, Bethel 
Varney Agency, Calais 
Varney Agency, Dexter 
Varney Agency, Dover-Foxcroft 
Varney Agency, Fort Kent 
Varney Agency, Gray 
Varney Agency, Greenville 
Varney Agency, Houlton 
Varney Agency, Lincoln 
Varney Agency, Livermore Falls 
Varney Agency, Machias 
Varney Agency, Scarborough 
Varney Agency, Searsport 
Varney Agency, South Paris 
Varney Agency, Thomaston 
Varney Agency, Unity 
 
 
 
W J Wheeler & Co, Bethel 
W J Wheeler & Co, South Paris 
Weber Insurance Agency, Farmington 
Weber Insurance Agency, Livermore Falls 
Weber Insurance Agency, Madison 
William Clark Ins Agency Inc, Skowhegan 
William E Dennett Agency, Kittery 
Winter Harbor Agency, S. Gouldsboro 

Yarmouth Insurance Agency, Yarmouth 
York Insurance Agency, LLC, York 
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Profit
Growth
Reputation

About 80% of your future business won’t leave
a message after the beep. Boost profit, experience 

growth, and cement your reputation with
The Power of 30 Seconds, a free, online training series 

designed exclusively for Trusted Choice® agents.

independentagent.com/30seconds

About 80% of your future business won’t leave

independentagent.com/30seconds

Set the tone to sell.
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SCU Young Insurance Professional of the Year ~ 

The Young Agents of the MIAA received many outstanding nominations for the Young Insurance 
Professional of the Year Award sponsored by SCU.  The nominations can be completed by 
employers, co-workers, peers and/or MIAA Staff.  We have some amazing young professionals 
in the State and each year we will continue to recognize that one individual that stands out 
amongst the others.   

The recipient of this year’s award received numerous nominations.  Here are a few highlights;  

 This person has really honed her leadership skills this year. She volunteers time to speak 
with High School and College students about what insurance is and career opportunities 
within our industry.  Recruitment is so important to keep our aging industry thriving and 
this person is definitely executing her part. 
 

 She works extremely hard at networking, acquiring new clients for the agency, and 
creating lasting relationships. She shows a passion for insurance and love for the 
industry. She's certainly a role model for other millennials staring insurance careers. 
 

 She speaks at “Think Local” as well as at numerous other local businesses and Chamber 
of Commerce's educating communities about Personal Lines.  She is confident, outgoing, 
energetic, and passionate about insurance.  
 

 She completed Insurance Immersion two years ago and was hired on from her 
internship. She is a fast learner and earned her P+C license and took on a new book of 
business. She brings passion and a unique marketing background to her work. She 
shares the importance of insurance with high school and college students through 
InVEST, and is always ready with a smile to help our new interns succeed. She is 
definitely a rising star in the industry!  
 

 She is a breath of fresh air - always happy and positive.  She currently holds the job title 
of Personal Lines Employer Group Specialist… 
 

 
Congratulations to Lexi Richardson, Chalmers Insurance 
Group, on being awarded the 2018 Young Insurance 
Professional of the Year Award 
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ASSOCIATE MEMBERSHIP APPLICATION 
MAINE INSURANCE AGENTS ASSOCIATION 

 
Business Name: _______________________________________________________________________ 
 
Business Description: 
____________________________________________________________________________________
____________________________________________________________________________________ 
 
Address: __________________________________________________County: _____________ 
 
City/State/Zip: _________________________________________________________________ 
 
Phone: ________________ Fax:  _____________ Email address: _________________________ 
 
Website: ______________________________________________________________________ 
 
List Principals: 
 
President: ______________________________________________ 
 
Vice President: __________________________________________ 
 
Marketing Manager: _____________________________________ 
 
Contact Person: _________________________________________ 
 
Mailings should be sent to: __________________________Title: ______________________ 
 
ASSOCIATE MEMBERSHIP DUES:  $225.00 
 
Dues are payable annually September 1st.  Dues may be pro-rated.  Once membership is approved you 
will be invoiced.  Associate member dues entitles your business to receive all educational, legislative & 
informational bulletins.  Your business will also receive our annual magazine, the “Maine Viewpoint”.  
All employees will be eligible for any of the member discounts given to workshops and conventions. 
 
I, We, Hereby apply for associate membership in the Maine Insurance Agents Association, and agree 
to abide by the Constitution and by-laws of this Association. 
 
__________________________________________  _______________________________ 
(Signed by President)                                                  (Date) 
 
Return application to:  MIAA, 17 Carriage Lane, Hallowell, ME 04347     
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Simply stated, our underwriters are here to provide a solution to your clients’ insurance needs. 
Call on the expertise of our professional problem solvers to craft the right solutions to meet the 
unique needs of your customers. With access to a variety of admitted and non-admitted 
markets, our in-house binding agreements allow us to combine quick turnaround with the 
authority to secure coverage regardless of the complexity of risk.

Here’s a small sample of the classes we regularly see. If you don’t see your customer’s need 
listed, just call and one of our underwriters will gladly discuss your specific situation. Some 
classes are eligible for both monoline and package coverages.

BINDING AUTHORITY

R-T Specialty, LLC (RT), a subsidiary of Ryan Specialty Group, LLC, provides wholesale brokerage and other services to agents and brokers. 
RT is a Delaware limited liability company based in Illinois. As a wholesale broker, RT does not solicit insurance from the public. Some 
products may only be available in certain states, and some products may only be available from surplus lines insurers. In California: R-T 
Specialty Insurance Services, LLC License #0G97516. ©2018 Ryan Specialty Group, LLC

RTSPECIALTY.COM

PROFESSIONAL LIABILITY
• Answering services
• Arbitrators
• Artists
• Bookkeepers
• Call center services
• Charities
• Crane inspectors / Operators
• Data processors
• Diet and fitness coaches
• Distributors
• Document storage & destruction services
• Employment agents
• Encryption services

GENERAL LIABILITY
• Manufacturing
• Start-ups
• Vacant
• LRO
• Contractors (including NY)
• Restaurants
• Plowing
• Special Events

PROPERTY
• Vacant
• Coastal
• Distressed
• Habitational
• Warehouse
• Subsidized / Student housing
• Shopping centers / Office buildings

UMBRELLA/EXCESS
• $1-25 million limits
• With or without underlying GL

LIQUOR LIABILITY
• Restaurant / Bar
• Special events
• BYOB / Host
• Caterer
• Nightclub
• Retail

WORKERS’ COMP
• Direct appointments with most major
   mono-line guaranteed costs carriers
• Broad appetite across all industries 
   (except NJ, NY, and MA)
• Ability to place loss sensitive plans
   countrywide

PERSONAL LINES
• High net worth clients
• Personal articles floaters
• Primary, secondary, and seasonal homes
• Primary & excess personal umbrellas and liability
• 1-4 family dwellings

STANDARD MARKETS
• Garage
• Inland marine
• Auto
• BOR’s accepted
• BOP / Package
• Many markets dep

OTHER COVERAGES
• Builder’s risk
• Contractor’s equipment
• Motor truck cargo
• Crime
• Miscellaneous professional
• Garage - dealers & valet parking
• Inland marine

SUBMISSION 
REQUIREMENTS
• All submissions should include
   ACORD application form(s)
• Supplemental per class
• 3-yr loss summary
• Internet website URL

COVERAGE 
HIGHLIGHTS
• $5,000,000 TIV capacity
• Deductibles $0 to $2,500
• Blanket AI available
• ISO occurrence forms

MINIMUM PREMIUMS
• $500 Monoline
• $750 Package

SERVICE STANDARDS
We hold ourselves to 24-hr 
response accountability. In most 
cases you’ll experience even 
quicker response and if you’re in 
a hurry, just let us know.

CONTACT 

RT Binding - BOSTON
175 Federal Street
Boston, MA  02110

Kerri Welsh, ASLI AU AINS
Senior Underwriter
(860) 656-1270 
(508) 471-6215 - Cell
kerri.welsh@rtspecialty.com
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Associate Membership Program 

 

 

Associate Membership Program 
The Associate Membership Program is made up of companies and individuals that actively support the MIAA.  All organizations and 

individuals not eligible for regular membership are eligible to apply.  The following is a list of our associate members. 

 

New Associate Members: 
 
Brady Risk New England, Portland, ME 
CBU Benefits, Hallowell, ME  
Combined Benefits United, Inc., Hallowell, ME 
Donegal Insurance Group, Marietta, PA 
Gremesco Corporation, Bridgeport, CT 
Ritter Insurance Marketing, Harrisburg, PA 
Santee Risk Managers LLC, Bangor, ME  
 
 
 
 
 
 
 
 
 
 
 
 

Acadia Insurance Co, Westbrook, ME  
Acuity, Sheboygan, WI 
Am Trust North America, Nashua, NH 
AmWINS Access, Hopedale, MA 
Andover Companies, Kennebunk, ME  
 
 
 
BankDirect Capital Finance, Nottingham, NH 
Bouchard Cleaning & Restoration, Bangor, ME 

CHUBB, Boston, MA 
Colonial Adjustment, South Portland, ME  
Concord Group, Concord, NH 
Countryway Insurance Co, Portland, ME 
CRDN of Maine, Brunswick, ME  

E A Kelley Co, East Providence, RI 
Eastern Alliance Insurance, Auburn, ME 
Enterprise Rent-A-Car, Westbrook, ME  

Foremost Insurance, Grand Rapids, MI 
 

Green Mountain Agency, Inc., Rutland, VT 
 

Hanover Insurance Group, Portland, ME 
Huestis Insurance Group, Saint John, NB 
Hull & Company Inc., Horsham, PA 
 

Imperial PFS, Worcester, MA 
Insurance Center Special Risks, Agawam, MA 
Insurcomm Inc., Portsmouth, NH 
 

Liberty Mutual, So. Portland, ME 

MAPFRE Insurance, Webster, MA 
MEMIC, Portland, ME 
MetLife Auto & Home, Scarborough, ME 
MMG Insurance, Presque Isle, ME 
Moody’s Collision Center, Gorham, ME 
 

National General Ins., Winston-Salem, NC 
NGM /The Main Street America Group,  Keene, 
NH 
Nationwide Insurance, Harleysville, PA 
New England Excess Exchange, LTD., Barre, VT 
New England Flood Insurance, Portsmouth, NH 
North American Ins. Alliance, LLC, Rangeley, ME 
  

Patriot Insurance Company, Yarmouth, ME 
Patrons Oxford Insurance Co., Portland, ME 
Philadelphia Insurance Companies, Portland, ME 
Pope Housing, LLC, Kingston, NH 
Progressive Ins Co, Mayfield Village, OH 
Providence Mutual, Providence, RI 
 

Renaissance Group, Wellesley, MA 
Risk Placement Services, Portland, ME 
R-T Specialty, LLC, Boston, MA  

S & H Underwriters, Inc., E. Montpelier, VT 
Safeco Insurance, Keene, NH 
Safety Insurance Company, Boston, MA 
SAN Group, Hampton, NH 
SCU, Scarborough, ME 
ServiceMaster Fire & Water Restoration, 
Auburn, ME 
Servpro of Maine, Gorham, ME 
Summit Adjustment Services, Westbrook, ME 
 

Tapco Underwriters Inc., Burlington, NC 
TC Hafford Basement Systems, Wells, ME 
Travelers Indemnity, Hudson, MA 
 
 
Union Mutual Fire Ins. Co., Montpelier, VT 

Vermont Mutual Ins. Co., Montpelier, VT 
 
 

Ohio Mutual Insurance Group, Bucyrus, OH 

Dan Colacino, LLC, Delmar, NY 
DeCotis Insurance Associates, Providence, RI 

Johnson & Johnson, Inc., Charleston, SC 

Thank You for your continued 
support of the MIAA and their 
individual member agencies! 
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We are an account market for 
businesses large and small: 
FARM INSURANCE  •  CONSTRUCTION

FINANCE & REAL ESTATE  •  WHOLESALERS
LEISURE & HOSPITALITY  •  TRANSPORTATION
RETAILER  •  SERVICE  •  WOOD PRODUCTS

INSTITUTIONS  •  MANUFACTURING

At Acadia, we are
Closer Coverage.SM

With empowered teams positioned
locally, Acadia Insurance provides its
agents with a high level of hands-on
service and a deep understanding

of a customer’s needs.

Acadia Insurance is a regional
company serving businesses in
Maine communities since 1992

Closer CoverageSM means 
more value, delivered 
with a personal touch.
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MAINE INSURANCE AGENTS ASSOCIATION 
PAST CHAIR HONOR ROLL 

 

 

1899-1900 SAMUEL D. LEAVITT 
1900-1901 M S BIRD 
1901-1902 L C TYLER 
1902-1903 H N PINKHAM 
1906-1907 F C LYNAM 
1910-1911 J W MCCLURE 
1912-1913 J P HUTCHINSON 
1913-1914 GEORGE E ALLEN  
1914-1915 W J WHEELER 
1915-1916 E C CARLL 
1916-1917 THOMAS C WHITE 
1917-1918 PHILIP O JONES 
1918-1919 HAROLD HODGE 
1919-1922 IVAN LANG 
1923-1924 GEORGE HUSKINS 
1924-1925 JOE ROACHE 
1926-1928 FRANK PEABODY 
1928-1930 JOSEPH COLE 
1930-1932 HENRY BAIRD 
1932-1934 HAROLD BRAITHWAITE 
1935-1936 LEON HELSON 
1936-1937 ROBERT M PENNELL 
1937-1938 FRANCIS BARTLETT 
1938-1939 JOHN WHITCOMB 
1939-1941 RALPH L YOUNG 
1942-1944 E SHEPLEY PAUL 
1945-1946 PAUL J JULLIEN 
1947-1948 HOWARD E KYES 
1949-1951 CLAUDE L RYDER 
1951-1952 A M DODGE 
1952-1953 CLYDE P JOHNSTON 
1953-1955 CLYDE T CONGDON SR 
1955-1957 EDWARD R LADD 
1957-1959 HERBERT W CHALMERS 
1959-1960 DAVID R HARDING 
1960-1961 CARLTON F SCOTT 
1961-1962 ROBERT S WINSLOW 
1962-1963 HOWARD W COLE 
1963-1964 JAMES W MCCLURE 
1964-1965 LLOYD M ANDERSON 
1965-1966 G CECIL GODDARD 
1966-1967 CHARLES E COLE 
1967-1968 RICHARD J BARON 
1968-1969 WILLARD W HEHR JR 
1969-1970 CLYDE T CONGDON JR 
1970-1971 MERLE B GRINDLE JR 
1971-1972 ROBERT B MOORE 
1972-1973 FREDERICK M NEWCOMB 

1973-1974 ROBERT W MARQUIS 
1974-1975 BRUCE A CHALMERS 
1975-1976 JAMES F DOUGHTY 
1976-1977 ARTHUR S O’HALLORAN 
1977-1978 ASA O PIKE IV 
1978-1979 BERTRAND L GAGNON 
1979-1980 D WAYNE HODGDON 
 1980-9181 EDWARD D NOYES III 
1981-1982 DAVID M FENDERSON 
1982-1983 TIMOTHY R LOVE 
1983-1984 JOHN D CHAPMAN 
1984-1985 F STEVENSON BURTON 
1985-1986 ROBERT E ANDERSON 
1986-1987 E NELSON GOSLINE  
1987-1988 ROBERT W DUBOIS  
1988-1989 DAVID C ANDERSON 
1989-1990 PETER DODGE 
1990-1991 CHARLES K HENNESSEY 
1991-1992 JAMES A THIBODEAU 
1992-1993 WILLIAM W CHALMERS 
1993-1994 JOHN V FINNEGAN 
1994-1995 SARA K MONTGOMERY 
1995-1996 RICHARD A ALBERT 
1996-1997 JAMES P BROWN 
1997-1998 DAVID W NICHOLSON 
1998-1999 KENNETH J SALVATORE 
1999-2000 SUSAN M LESLIE 
2000-2001 THOMAS E PERRY 
2001-2003 KRISTIE ROWELL 
2003-2004 PAUL J MITCHELL 
2004-2005 LEON D LIBBY 
2005-2006 DANIEL J O’HALLORAN 
2006-2007 DANIEL GUERETTE 
2007-2008 GARY BLACKWELL JR 
2008-2009 DAN FISHER 
2009-2010 JASON BEEVER 
2010-2011 CHRIS CONDON 
2011-2012 DAVID MILLAR 
2012-2013 SHEILA SAWYER  
2013-2014 KEN WHITE 
2014-2015 JEFFREY MCDONNELL 
2015-2016 ANNA B EDGERLEY 
2016-2017 MICHELLE IBARGUEN 
2017-2018 WENDY TAPLEY 
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Young Agents Committee (YAC)  
The MIAA actively encourages young agents to participate in association affairs, recognizing 
that they are the insurance leaders of the future!  Our commitment is evidenced by the fact 
that several past and present MIAA Board of Directors, are Past Chairmen of the Young Agents 
Committee. 
 
The purpose of the Maine Young Agents Committee is to encourage young agents to get 
involved with, and to be aware of, the Maine Insurance Agents Association objectives and 
goals.  This involvement promotes and develops a source of new talent to operate within a 
training environment to develop the future leaders of the Maine Insurance Agents Association.   
 
 
The Objectives of the Maine Young Agents Committee are: 

 To perpetuate the support of MIAA 
 To promote involvement in, and awareness of, local and state activities of the MIAA 
 To develop leadership abilities of young agents in Maine 
 To maintain an effective means of communication between the Young Agents of Maine and the 

MIAA Board of Directors 
 To maintain an effective means of communication with other young agents in the state 
 To conduct and maintain a financially self supporting young agents committee 
 To promote involvement in national activities of the IIABA, PIA and the National YAC Committee 

 
GOALS: 

 To conduct an annual sales and leadership conference each year 
 To present the Company of the Year Award 
 To conduct the Agent/Company Golf Outing 
 To conduct informational presentations to Maine High Schools / Promote InVEST 
 Participate in Career Fairs 
 Publish a Quarterly Newsletter 

 
Who Is A Young Agent? 
A Young Agent is anyone who has worked in the insurance industry less than fifteen years or who is 40 
years of age or younger.  A “young agent” does not have to be a licensed insurance agent.  The 
committee shall consist of no more than 30 members including a chairperson, co-chair & past chair.  Of 
the 30 total members, no more than 10 insurance company representatives are eligible for membership 
on the committee.  Before a member can be elected to the position of co-chair, the member must have 
served as a committee member for two years.  If there is no member who qualifies as co-chair, the 
chairperson will appoint a co-chair.  Company representatives may not serve as chairperson.  The past 
chair will remain on the committee for an additional year and may continue thereafter until he/she no 
longer meets the qualifications of a young agent.  A committee member may not have more than two 
unexcused meeting absences per year.  The absence must be reported to the YAC staff liaison prior to 
the meeting.  More than two unexcused absences will be grounds for dismissal.  The staff liaison will 
notify members of committee meetings. 
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Committee & Events  
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2009 - 2018
89 State Street, P.O. Box 188, Montpelier, VT 05601  |   800.451.5000   |   VermontMutual.com

Seasons May Change, But Our Commitment to the 
Independent Agent Channel Remains the Same...

Vermont Mutual Insurance Group® is proud to have been named a Ward’s 50®  
Top Performing Company for the past ten consecutive years.

And we could not have done it without you, our  Independent Agency Partners.

Thanks for a Decade 
of Excellence.
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Mines Press Printed Office Supplies 

Order your Big “I” and Trusted Choice logo 
calendars, business cards and stationery from 
The Mines Press, and you’ll know that your 
promotional gifts and correspondence will 
deliver the message of quality as well as care. 

Visit the Mines Press online at 
www.minespress.com or call 1-800-447-6788 
for more information. 

Advertising & Promoting Your Agency 

This comprehensive kit provides information on 
IIABA’s national advertising campaign, discusses 
ways to define agency image through use of the 
Big “I” logo and much more.  

For more information, please contact the IIABA 
communications group at 1-800-221-7917 

 

Agency Web Sites from PIA and Emerald 

Emerald and PIA have partnered to bring your 
independent web site that will set you apart 
from the competition.  Coupled with flash-
enhanced technology, an Emerald web site will 
improve your customers’ experience and brand 
your agency as a cutting edge professional 
organization.   

PIA members receive an exclusive PIA member-
only discount on Emerald agency web sites. 

For more information, please visit 
www.bestagencywebsites.com  

 
 

 

 

 

 

PIA Spanish Advertisements 

It just got a whole lot easier for PIA members to 
market to Spanish speaking insurance buyers.  
That’s because PIA has released a series of 
Spanish print and radio advertisements that PIA 
members can use free of charge.  Like their 
English counterparts, each ad can be tagged 
with the PIA member agency’s contact 
information and the name of a company they 
represent.  

To preview and download any of PIA’s ads, and 
to see a list of company sponsors of the PIA 
Branding Program, visit 
www.pianet.com/piabrandingprogram 

 

IIABA & PIA UPS Savings Program 

Members can save up to 34% on air, 
international and ground shipping services.  For 
more information on UPS and to receive your 
special savings:  
IIABA Members: www.1800members.com/iiaba 
or call 1-800-636-2377 
PIA Members: 
www.savewithups.com/pianational or call        
1-800-325-7000 and mention promo code 
COR190. 

 

 

 

 

 

Advertising & Communications 
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CONGRATULATIONS! 
As voted by the members of the Maine Insurance Agents Association  

            

2017-18  
COMPANY OF THE YEAR  



41

Trusted Choice 

Trusted Choice in Maine is an official sponsor of 
the Cross Insurance Arena Box Office in 
Portland, Maine AND the Cross Insurance 
Center in Bangor, Maine.   

This affiliation includes:   

 ●  Signage - Exclusive advertising at the box 
office 
●  Inclusion in all promotional materials from 
both locations, including but not limited to 
Emails, Social Media, Brochures, Print, Website, 
Radio, Television and more! 
● Every event held at both locations will be tied 
to the Trusted Choice Box Office!  Purchase 
your tickets at the Trusted Choice box office.  

Trusted Choice signs are also displayed on all 
interior doors to the arena of the Augusta Civic 
Center!   

What does this mean for independent 
insurance agents?  Trusted Choice visibility to 
hundreds of thousands of consumers a year for 
concerts, ice shows, business meetings, trade 
shows, sporting events, the circus and more!  
Think about the diverse groups of people that 
will visit these civic centers for these events.  All 
of these people will see our signs and that 
amounts to over 1 million consumers every 
year!   

Trusted Choice signs are also displayed on all 
interior doors to the arena of the Augusta Civic 
Center!   

 

This brand differentiates our members from the 
direct and captive writers who represent just 
one company!  Visit www.trustedchoice.com   

For more information, contact Lisa Veregge at 
lisa@maineagents.net 
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$17M
Aroostook

$9M
Somerset

$3M
Piscataquis

$29M
Penobscot

$7M
Washington

$13M
Hancock

$26M
York

$9M
Oxford

$6M
Waldo

$9M
Knox

$7M
Lincoln$5M

Sagadahoc

$21M
Kennebec

$68M
Cumberland

$20M
Androscoggin

$5M
Franklin

MEMIC
DIVIDEND

& CAPITAL CONTRIBUTION

RETURN
1998–2018

Thank You to Our Agents 
for Naming Us MIAA’s 
Insurance Company 

of the Year

2017-18
INSURANCE

COMPANY
OF THE YEAR
EXCELLENCE IN

ALL AREAS
MIAA
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MUTUAL 
IS OUR 

MIDDLE 
NAME

How does MEMIC 
return millions  to 
Maine employers?

SHARED SUCCESS
As we conclude the celebration of our 
25th anniversary, we’d like to share 
our story of the mutual success of our 
company, our agency partners and our 
policyholders—it’s a story of shared risks 
and welcomed rewards.

Maine Employers’ Mutual Insurance 
Company (MEMIC), specializes in workers’ 
compensation insurance that protects 
both employees and employers when a 
worker is injured on the job. Since MEMIC’s 
inception in 1993, we have paid more 
than $2.3 billion to support injured 
workers and pay for their medical 
care. But that’s just part of the story.

HOW DOES A MUTUAL 
INSURANCE COMPANY WORK?
The mutual insurance company is a 
classic American form, dating back to The 
Philadelphia Contributionship, started by 
Benjamin Franklin and his neighbors. It 
is a collective approach to insurance that 
provides a needed service and whose 
profit motive, the profit motive, is for the 
benefit of its policyholder customers. 

Michael, Bourque, President and CEOMichael Bourque 
MEMIC President and CEO

In our line of work, the best way to succeed 
is to prevent injuries and to be very good 
at helping injured workers get healthy 
and back to work. That’s why workplace 
safety and injury management are 
MEMIC’s primary mission!

Fewer injuries at our policyholder 
workplaces mean lower costs for workers’ 
compensation insurance—as well as 
potentially paying dividends with the 
savings. Injuries in Maine have been 
reduced by more than 40 percent and 
the cost of insurance has dropped by 
60 percent since we began operations. 
We also have a legion of people who help 
injured workers return to health. 

Being a mutual insurance company means 
our policyholders are in it together. If 
everyone does their part to avoid injuries 
and we beat the odds, MEMIC distributes 
some of the annual profits as dividends 
back to qualified policyholders. Since 1998, 
MEMIC has distributed more than $263 
million back to employers throughout 
Maine. In that time, approximately 17,000 
Maine employers have received a check 
every year. This year, MEMIC distributed 
a record $22 million back into the 
Maine economy, right where it belongs. 

A PUBLIC PURPOSE FROM A 
PRIVATE COMPANY
If you remember, it wasn’t always this 
way in Maine. Far from it! In the early 
1990s, most private insurance companies 
determined Maine’s laws made the state an 
expensive and unfair place to offer workers’ 
compensation insurance. One by one 
they turned in their licenses and the cost 
of insurance grew to twice the national 
average. Then-Governor John R. McKernan, 
Jr. worked with the state legislature 
to lead the state out of crisis with the 
help of a Blue Ribbon Commission that 

recommended the formation of MEMIC. 
The idea was to have all policyholders 
share in the risks and rewards of the new 
company. With the reforms to the workers’ 
compensation insurance system, MEMIC 
became a private company with a 
public purpose and, as they say, the rest 
is history.

BEST IN THE NATION
As we celebrate the end of our 25th 
anniversary, we are proud to have been 
named in 2018 “the top workers’ 
compensation insurance company in 
the U.S.” by ACORD, the global standard-
setting organization for the insurance 
industry. We also are grateful to have been 
voted “Company of the Year” by the 
Maine Independent Agents Association. 
You are the capable professionals who help 
consumers make informed choices that 
protect both people and property.

We share these honors with our agency 
partners, thousands of caring Maine 
employers and their employees who 
have made workplace safety a priority as 
well as the many governors, legislators 
and regulators who have supported our 
award-winning approach to workers’ 
compensation insurance. And, we are 
striving every day to get just that much 
better so we can continue to share the 
profits that come from safety. 

We hear all the time from our policyholders 
and agency partners that they are proud of 
our company. 
All we can 
say is, the 
feeling is 
mutual!
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    WHY YOUR CUSTOMERS 
NEED A STAND-ALONE
   PERSONAL    
 UMBRELLA 
        POLICY

BECAUSE UNEXPECTED 
EVENTS HAPPEN. 
Scenario: In Louisiana, an 
insured’s teenage son was 
driving his younger sister and 
her friend to the movies. He lost 
control of the vehicle, left the 
road and hit a telephone pole. 
The friend permanently lost the 
use of her right arm and suffered 
severe brain injuries resulting in 
permanent brain damage. 

Outcome: The claim was settled 
for more than the insured’s auto 
policy would cover. Without the 
Personal Umbrella Policy, the 
insured would have had to pay  
$1 million out of their own pocket.

A SMART SOURCE OF PROTECTION FOR YOUR CUSTOMERS.
You’ll find an RLI Personal Umbrella Policy is a good idea.

• Stand Alone Umbrella — No requirements on underlying carriers

• Excess UM/UIM offered in all states

• No age limit on drivers 

• Admitted in all 50 states and D.C. 

• Self-Underwriting Application

• Easy online quoting

• Available limits up to $5 million

DON’T LET YOUR CUSTOMERS MAKE THE WRONG ASSUMPTIONS. 
People have homeowners and auto insurance — however, if your customers aren’t  
protected by a personal umbrella policy, they could be putting their house or financial 
assets at risk. 

An RLI Personal Umbrella Policy is a low-cost policy that substantially increases overall  
liability coverage beyond the basic protection provided under homeowners and auto  
insurance policies.

RLI, rated A+ by A.M. Best, offers their personal umbrella coverage so your customers can 
protect their hard-earned assets. Getting a quote is easy and coverage is very affordable.

FOR FULL DETAILS ON HOW TO 
ACCESS THE RLI PERSONAL 
UMBRELLA POLICY, CONTACT:

A PERSONAL UMBRELLA POLICY provides an extra layer of very affordable 
liability protection for your clients’ personal assets and future earnings.

WWW.RLIPERSONALUMBRELLA.COM

The RLI Personal Umbrella Policy is 
available through selected agents and 
program administrators in all 50 states.

Lynda Holt
RLI Administrator
207-623-1875
Lynda@maineagents.net

www.maineagents.net
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Hanover Platinum offers personal 
insurance account solutions, with 
powerful protection and the 
convenience of a single account, 
from a teen’s first car to a  
family’s hard-earned lifestyle.

Superior agent and 
customer experiences 
From our state-of-the-art quote 
and issue platform system to our 
self-service tools, we consistently 
invest in and deliver excellent 
service experiences to our 
agents and their customers.

Unparalleled insights  
and expertise 
Our unique partnership 
model allows us to focus 
our investments and insights 
on unlocking the potential 
and performance of premier 
independent agents.

Delivering exceptional insurance solutions in a dynamic world

WE’RE ON THE MOVE  
IN PERSONAL LINES 

  

WATERCRAFT 

HOME AUTO UMBRELLA

DWELLING 
FIRE

RECREATIONAL 
VEHICLES

SCHEDULED 
VALUABLES

Tailored account solutions  
for every life stage

hanover.com
701-10007 (8/18) 
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Interactive Agency Self-Diagnostic Tool 

This interactive tool will allow an agency to take 
a look at critical aspects and determine where 
improvements can be made.  It also includes 
a workbook will allow you to compare your 
year-end results with the results obtained by 
the Best Practices Agencies, and to calculate 
any performance gaps between the two. A 
basic understanding of navigating Microsoft 
Excel will help improve use of this product. 

Member Price: Electronic Version $99.95 
To order, contact IIABA at 1-800-221-7917 

Top Producers: Discover, Train, Reward 

Have you wanted to know how much time and 
money will the hiring process cost?  What’s the 
best way to recruit, screen and interview 
candidates? How do you avoid any legal pitfalls 
in the interviewing and hiring process?  How 
long until a new producer is profitable to the 
agency, and what kind of tools, training and 
support will it take to bring them to that point? 
And, once that excellent producer is on board, 
how do you keep them motivated? The 160 plus 
page guide helps answer those questions 
and includes information on selection, 
development and motivation.  

Member Price: Hard copy $89.95                           
Electronic Version $69.95 
To order, contact IIABA at 1-800-221-7917 

 

 

 

 

 

 

 
 
Guide to Producer Contract 

The 33 page guide walks the reader through 
many different areas within an effective 
agreement including: Parties to the Agreement, 
Recitals, Term of the Agreement, 
Responsibilities of the Producer, 
Responsibilities of the Agency, Exclusive Nature 
of Employment, Compensation, Benefits and 
Expenses, Non-compete, Non-piracy, Non-
disclosure, Collections, Authority of the 
Producer, Option to Purchase Agency Interest, 
Vesting of Commissions, and more. 

Member Price: Hard copy $29.95                           
Electronic Version $15.95 
To order, contact IIABA at 1-800-221-7917 

The Customer Service Experience 
Handbook 

Your independent agency today has more 
opportunities to prosper than ever before in the 
history of the insurance industry.  The 
complexion of today’s marketplace allows your 
agency to be the hub of its own community as 
well as a member of many other communities – 
all populated by consumers. Some of these 
consumers are your customers, and you want to 
make sure they stay with you.  Others are 
prospective customers who need to be 
convinced to do business with you. 

Member Price: Electronic Version $29.95 
To order, contact IIABA at 1-800-221-7917 

 

 

 

Agency Management 
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With proven strategies, turn-key marketing programs, effective sales tools, and a staff of highly trained 
sales executives, Travelers can help you get and keep more customers.

We offer:
• National strength and stability

• Award-winning sales and marketing programs

• A full line of innovative personal and business insurance products

• Agency development programs

• Support from sales executives who understand your needs in the local marketplace

• Superior claim service where response time is measured in hours, not days

For more information about joining Travelers, visit travelers.com

travelers.com 

© 2017 The Travelers Indemnity Company. All rights reserved. Travelers and the Travelers Umbrella logo are registered trademarks of  
The Travelers Indemnity Company in the U.S. and other countries. PL-16209 Rev. 11-17 

At Travelers, you don’t face market  
challenges alone.
You have us.



48

Best Practices Joint Planning Tool Quick 
Step 

As a successful agency owner, you want to 
create more productive partnerships by sharing 
information and planning responsibilities with 
the carriers your represent.  By working 
together, you can maximize your joint efforts 
and resources to generate greater efficiencies 
and profits and enhance your mutual 
success.  This Microsoft Excel based 
spreadsheet tool will help you establish and 
monitor collaborative planning relationships 
with insurance partner.  

Member Price: Electronic Version $79.95 
To order, contact IIABA at 1-800-221-7917 

Sales Potential Quick Check 

Do you want to measure your sales 
performance and potential?  Use the Sales 
Potential Quick Check Excel spreadsheet to test 
and analyze the level of sales potential being 
leveraged or left untapped in your agency. 
You'll answer questions related to the following 
topics: 
Worksheet A - Does your agency have a sales 
culture? 
Worksheet B - Does your agency demonstrate a 
commitment to sales? 
Worksheet C - Do you have a well-thought 
business development strategy? 
Worksheet D - Are you getting the job done; 
focusing on the results? 

 
To order, contact IIABA at 1-800-221-7917 

 

 

 

 

 

2018 Best Practices Study 

Do you want to know what the best agencies 
are doing to achieve superior results? Use the 
benchmarks to create your 
agency's performance dashboard. 

What’s Included: 
Introduction & Overview 
Brokerage Industry Perspectives 
Executive Summary 
Cross Category Comparison 
Glossary of Terms Used 
Analysis of Agencies 
Under $1.25M in revenue 
+Between $1.25M and $2.5M in revenue 
+Between $2.5M and $5.0M in revenue 
+Between $5.0M and $10.0M in revenue 
+Between $10.0M and $25.0M in revenue  
+Over $25.0M in revenue 

Member Price: Hard copy $99.99                           
Electronic Version $59.99 
To order, contact IIABA at 1-800-221-7917 

PIA Closing the Gap- Growth & Profit 

The PIA Partnership’s newest tool provides PIA 
members with calculators so they can project 
and plan for new business growth and 
profitability.  Agencies are then offered three 
proven, turnkey approaches for improving 
retention, sales and account-rounding in their 
agencies. 

For more information, visit www.pianet.com  

PIA Agency Touch Points 

Learn how to capitalize on Partnership research 
to give personal lines customers what they 
really want, instead of relying on commonly 
held misconceptions. 

For more information, visit www.pianet.com  
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Accounts Receivable Management 

I.C. Systems has been providing Accounts 
Receivable management for MIAA members 
since 1968.  The professional, ethical, and 
effective services provided by I.C. Systems are 
the only collection programs formally endorsed 
for members of the MIAA.  I.C. Systems offers 
various products to fit your collection needs. 

I.C. Systems has a strong commitment to 
service after the sale, backed by a customer 
service staff, easily accessible by a toll free 
number easy to use on-line tools.  

For more information, call 1-800-279-3511 or 
visit www.icmemberbenefits.com  

Agility Recovery 

Agility recovery works with over 1000 insurance 
agencies helping them be prepared to get back 
in business after a disaster. 

For more information, call 1-866-364-9696 or 
visit www.agilityrecovery.com  

DocIt for Agents- a Traffic Violation 
Reporting Tool 

 PIA members across America are discovering 
the many advantages of using DocIT for Agents, 
one of PIA’s newest member-only services. 
Using DocIT for Agents’ driver violation 
information, PIA members can help applicants 
for auto insurance policies recall their motor 
vehicle violations early in the quoting process, 
find undisclosed drivers in a household, and 
better place drivers with the right auto 
insurance carrier earlier in the quoting process. 
As a result, agents are saving time quoting auto 
insurance, reducing MVR chargeback fees from 
carriers and other MVR costs, and making auto 
insurance sales more profitable for their 
agency. 

For more information, visit www.pianet.com  

Starting an Agency – New Agency Tool Kit 

This toolkit is designed to educate and assist in 
the process of starting an independent agency, 
but it is up to you to make it happen. Building 
an agency from scratch is possible. If you're 
successful, the rewards are considerable, 
including the ability to call your own shots, a 
healthy return on investment in the form of 
owner’s equity and the satisfaction of being in a 
business that protects people and their 
valuables. On the other hand, starting an 
agency from scratch is challenging. 

For more information, visit 
www.maineagents.net  

ACT- Agents Council for Technology 

ACT’s mission is to bring the stakeholders in the 
independent insurance agency distribution 
system together to advance the use of the most 
effective business processes, practices and 
technologies, in order to enhance productivity, 
service, marketing, sale and security.  A key 
focus for ACT is to keep informed on the 
strategic trends that will drive future consumer 
expectations and business opportunities.   

For more information, contact Laurie Billings, 
ACT State Technology Liaison, 
laurie.billings@insgne.com  

Defendify: 

The all-in-one cybersecurity platform for small 
business.  Until now, cybersecurity has been 
complicated and expensive.  Defendify changes 
the game, making cybersecurity simple, 
manageable, and affordable.  Online, all the 
time, Defendify helps small business 
superheroes detect, protect, and defend. 

For more information, call 1-888-508-9221 or 
visit www.defendify.io  
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Agency Performance Analysis (APA) 

Reagan Consulting is known for its annual Best 
Practices Study, the highly competitive 
evaluation of the best independent agencies in 
the country from every revenue bracket. These 
agencies are evaluated against their peers, and 
learn a great deal from the customized analysis 
that comes with the Best Practices Agency 
designation.  Reagan Consulting offers a similar 
service to any agency through our annual 
Agency Performance Analysis (APA). When you 
subscribe to APA, you will discover how your 
agency measures up to leading firms of 
equivalent size. Just compile your year-end 
fiscal information and the experts at Reagan 
Consulting will provide a succinct but 
comprehensive analysis of your operating 
performance.  In addition to your individual 
analysis, the customized APA report identifies 
how your results compare to the leading firms 
from the Best Practices Study in terms of 
employee productivity, account retention, new 
business development, profitability and other 
important benchmarks. 

For more information, contact Shirley Lukens at 
404-233-5545 

Best Practices Gateway 

Since 1993, Reagan Consulting and the Big “I” 
have partnered to produce the Best Practices 
Study, a comprehensive examination of the top 
performing agencies across the country.  The 
study compiles benchmarking data on the key 
metrics of agency performance and value 
including revenue growth and profitability, 
financial stability, expense management, and 
sales and operations productivity.  Data is 
provided for each of six revenue categories 
(from under $1.25MM to over $25MM), and 
nominations for agencies in each of these 
categories are accepted at the beginning of 
each three-year study cycle. The aggregate 
results of the highest performing firms 
(approximately 40 per category) are included in 

the study and these agencies earn the 
prestigious status of “Best Practices Agency,” 
and the industry recognition and exclusive 
benefits that accompany it. 
Best Practices are timeless and cutting-edge 
strategies developed from studying top U.S. 
insurance agencies of all sizes for over 20 years. 
They have proven to be transformative tools for 
agencies seeking to excel. Here you can browse 
the latest research on top-rated agencies and 
see how your agency’s results compare with the 
best. You can also link to a variety of useful 
tools to help improve agency performance. 

For more information, contact Shirley Lukens at 
404-233-5545 

Agency/Company Contract Reviews 

IIABA will review agency profit sharing and 
interface contracts between agents and 
companies.  The review consists of major 
concerns, a provision-by-provision review and a 
“provision missing from agreement” section.  
The review is designed to aid the agent in 
understanding the language that has been used 
and recommends any changes or additions to 
the contact.  Because laws differ from state to 
state it is recommended that the receiver of the 
review consults their own attorney to make 
certain the contract being used properly 
expresses both the intent and the 
understanding of all the parties to the contract 
and conforms to state law.  This review is a 
tremendous benefit to the agent since it 
explains what the contract really means and 
identifies hidden provisions that may not be in 
the best interest of the agent.  This service is 
currently free of charge for MIAA members.   

For more information, contact IIABA at              
1-800-221-7917 

PIA agency agreement review service.  Looking 
for guidance on agency agreements?  PIA offers 
a review service for agency agreements to both 
members and carriers.  PIA recommends 
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changes to carrier and highlights concern for 
member so they can make informed decisions 
about the agreements they sign.   

For more information, visit www.pianet.com  

Caliper Personality Assessments 

Big “I” members receive exclusive discount 
pricing on the premier personality testing 
products in the industry.  Let Caliper tell you 
what you need to know before you hire.  A test 
and comprehensive consultation is just $245. 
For over 30 years, Caliper has helped IIABA 
members match people goals to business goals.  
Caliper is able to maximize your ability to 
achieve business results by delivering initiatives 
that help you to select, manage and develop 
people and understand the gaps between you 
are versus where you want to be.  Their proven 
approach has helped more than 25,000 
companies worldwide define the skills, 
competencies and strategies necessary for 
achieving corporate goals and objectives.   

For more information call 609-524-1200 or visit 
www.calipercorp.com  

PIA Practical Guide to Successful Planning 

The PIA Partnership has created this Practical 
Guide to Successful Planning as an online 
reference and resource center. 
It is a tool created by agents - for agents. Its 
purpose is to assist agents in planning efforts 
within their own agencies and coordinating 
those plans as they work with the carriers they 
represent. 
It does not matter whether you are new to 
planning, have had previous experience, or are 
currently involved in planning efforts, this tool 
can help you be more successful. 
Select your own starting point and then 
proceed from there to access the right tools to 
help you be successful in your planning efforts. 

For more information, visit www.pianet.com  

PIA Perpetuation Central 

PIA has created Perpetuation Central as an 
online reference and resource center for 
agencies to access as they plan and take steps 
to implement agency perpetuation or other 
form of agency ownership transfer. 
It offers step-by-step guidance and assistance in 
identifying issues to be considered, creating a 
plan and locating available resources. 

For more information, visit www.pianet.com  

PIA Reaching Gen Y 

Based on extensive focus group research with 
Gen Y age group insurance consumers, this 
online tool, developed by The Partnership, 
helps agents understand and reach this 
important age group.  Beyond the research 
itself, this new online resource provides 
agencies with tools they can use to convert Gen 
Y age group prospects into loyal agency clients 
and customers.   

For more information, visit www.pianet.com  

Docusign 

Big "I' members may now receive exclusive 
discounted pricing from the industry's #1 
esignature solution, Docusign. DocuSign is used 
to accelerate transaction times to increase 
speed to results, reduce costs, improve 
customer service and reduce E&O exposure. 

For more information, visit 
www.docusign.com/iiaba  

Central Licensing Bureau 

Central Licensing Bureau takes the hassle out of 
licensing so you can focus on selling insurance. 
Whether you operate in multiple states, 
maintain different types of licenses or have 
many agents in your firm, the Central Licensing 
Bureau can handle your agent licensing needs. 
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Their end-to-end system will ensure that 
nothing falls through the cracks. Their 
streamlined process will save you time. 

For more information, visit www.pianet.com or 
call 501-664-8044.  Be sure to mention that you 
are a PIA member to receive your discount. 

WAHVE- Work At Home Vintage Experts 

Work at Home Vintage Experts (WAHVE) is an 
innovative contract staffing solution that 
engages vintage insurance professions who 
work from home on a full-time or part-time 
basis for insurance firms.   
WAHVE bridges the gap between insurance 
firms staffing needs and vintage insurance 
professionals desiring to phase into retirement, 
what we are calling “pretirement.” Our 
innovative staffing approach helps 
vintage professionals stay productive longer 
and insurance firms have continued access to 
highly seasoned workers. 

For more information, call 646-807-4372 or visit 
www.wahve.com  

The Omnia Group 

The Omnia profile takes the guesswork out of 
personnel decisions.  Our products, all based on 
the Omnia Profile, can be tailored to 
accommodate high volume positions, 
management coaching, succession, selection, 
retention, career development and team 
cohesion. 
MIAA members that sign up with Omnia receive 
a free employee profile. 
Selection: Candidates are compared to your 
specifics performance expectations, the 
workplace environment, as well as up to 3 
prospective peer group members and the 
prospective supervisor.  Reports include specific 
tips to the supervisor on how to focus and 
motivate each candidate. 
Promotion:  Internal candidates are compared 
to others performing successfully for you in the 

prospective position as well as Omnia’s 
database of thousands of profiles of managers 
performing well in that position. 
Retention:  Omnia examines the compatibility of 
the employees with the demands of the 
position and the workplace, compatibility with 
the team roles (if any), and compatibility with 
the supervisor’s management style.  Specific 
recommendations are made to increase 
compatibility in all areas. 
Career Planning: Most employees must believe 
that their employer agrees on their personal 
growth and career steps; their motivation and 
retention depend on it. 

For more information, contact Carletta Neal at 
1-800-525-7117 or email 
Cneal@omniagroup.com  

PIA AVYST eForms Wizard- Automated 
Workflow Management 

As a producer in an independent agency, are 
you tired of the endless back and forth working 
with your underwriters? Do new, required 
forms somehow show up late in the process? 
Do last-minute data corrections make it difficult 
to obtain accurate quotes at the outset? 
AVYST eForms Wizard is a fast and easy solution 
that will allow you to quickly prepare 
submissions. Each form has intelligence that 
allows information to be keyed once and shared 
across all other applications and forms for that 
client! Type it once and you're done! 
eForms Wizard expedites the completion of 
hundreds of included ACORD forms for 
commercial lines, personal and high-value 
clients, professional lines, agriculture, bonds, 
proof of insurance and more! Agents are able to 
build, share, and edit forms across their team 
and send forms as a secure PDF to multiple 
underwriters when ready. 

For more information, visit www.pianet.com  
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Professional Liability (E&O) 

Your Association takes pride in offering to our 
members two of the finest professional liability 
products in the marketplace.  This provides you 
with a wide range of coverage options, 
deductibles and limits with different rating 
structures. 
Costs vary by the nature of operations.  
Member agents also have the opportunity to 
obtain credits for attending loss control classes. 

The two companies offering these products are: 

Westport (Swiss Re):  This program is adopted 
countrywide by IIABA.  The Big “I” professional 
liability program offers a comprehensive 
program, for insurance agents, structured using 
a modular approach, providing solid core 
coverage as well as coverage units to insure 
against other exposures of concerns.  Rating is 
done by the gross premium volumes with credit 
applied for expertise and loss control 
attendance. 

Utica National Insurance Group:  Since 1966, 
Utica has been a leader in providing quality 
protection for agencies in the US.  Their long 
term relationship with local and state 
association brings additional talent and 
expertise to the task of protecting you and your 
business.  Rating is done by the number of 
employees with credits applied for expertise 
and loss control attendance. 

To find out more about the companies and the 
policy forms, contact Gayle McPherson at  
207-623-1875 or Gayle@maineagents.net  

 

 

 

 

 

Agency E&O Commercial Umbrella 

Agency E&O Umbrella is now available through 
the Big “I” Professional Liability!  A commercial 
umbrella by Swiss RE (rated A+ by A.M. Best) is 
available exclusively to Big “I” members. 
Designed in conjunction with IIABA to meet the 
needs of independent insurance agents. 
Broad coverage over primary casualty lines.  
Limits up to $10 million, can be packaged with 
your primary E&O coverage to provide limits up 
to $20 million in E&O protection. 
May be written over E&O carriers other than 
Westport Insurance Company. 

For more information, contact  
Gayle McPherson at 207-623-1875 or 
Gayle@maineagents.net  

 
Employment Practices Liability Policy (EPLI) 

As an employer you need protection.  Utica and 
Westport can provide that protection for your 
agency through an Employment Practices 
Liability Policy.  For some agencies that meet 
the criteria, it could be as easy as additional and 
endorsement to your current policy.  (10 or less 
employees)   

For more information, contact  
Gayle McPherson at 207-623-1875 or 
Gayle@maineagents.net  

 

 

 

 

 

Insurance & Financial Products 
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Cyber Liability Coverage 

Can your agency afford to weather a data 
security breach? 
A full 80% of businesses that experience a data 
breach do not recover.  As a part of our 
continuing effort to provide our members with 
cutting edge coverage, we are offering a slot-
rated data breach program for members only 
with a short form application for a stand alone 
coverage.  Binding coverage is as easy as 1, 2, 3. 

For more information, contact  
Gayle McPherson at 207-623-1875 or 
Gayle@maineagents.net  

 
Life and A/H Insurance Agencies E&O 

This product is available to members and their 
insureds.  It is nationally endorsed and 
underwritten by Westport/Employers 
Reinsurance Corp.  Insurance professionals for 
insurance professionals designed it.  The IIABA’s 
Life & A/H Agencies E&O policy offers broad 
coverage at competitive rates.  Several limits 
and deductibles are available. 
Utica has also made available a very 
competitive Life/Health E&O Product. 

For more information, contact  
Gayle McPherson at 207-623-1875 or 
Gayle@maineagents.net  

 
MIAA Group Health Insurance 

For more information, contact  
Gayle McPherson at 207-623-1875 or 
Gayle@maineagents.net  

 

 

 

 

IIABA Flood Insurance Program 

Together, Big "I" Flood and 
Selective's relationship helps deliver members 
an unparalleled flood program. Together, we 
offer agents several layers of support to meet 
any and all flood insurance needs. Get to know 
the Big "I" and Selective staff and get your flood 
questions answered. With personalized 
support, competitive commissions, and an easy-
to-use quoting platform, it is an easy decision to 
start writing your flood business through the Big 
"I" Flood-Selective partnership today. 

For more information, contact Big “I” Flood at 
1-800-221-7917 or BigIFlood@iiaba.net  

 

PIA Flood Insurance Program 

Since 2004, PIA and The Hartford have joined 
together to provide PIA member agents the 
opportunity to offer your customers flood 
insurance through The Hartford, a WYO 
company. The program is available to PIA 
members and their policyholders in all 50 
states, the District of Columbia and Puerto Rico. 
PIA members earn great commissions on flood 
insurance sales with The Hartford and, if they 
want, a flood insurance processing center that 
does most of the heavy lifting for them. 

For more information, contact Michele Battis of 
The Hartford at 704-972-5918 or  
Michele.Battis@thehartford.com  
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PIA Trust 
 
One of the many advantages of being a member 
is having access to a variety of high-quality, 
competitively priced insurance plans offered 
through the PIA Services Group Insurance Fund 
(The PIA Trust).  By offering products unlike 
those available in the open market at rates not 
available on the open market, the Fund gives 
you the opportunity to provide yourself, your 
employees and families with the insurance 
coverage they deserve. 
The products offered through the Trust are as 
follows; basic term life, voluntary life, 
dependent term life, business overhead 
expense coverage, short term disability, long 
term disability, accidental death & 
dismemberment & hospital indemnity. 

For more information, contact our plan 
administrator, Lockton Risk Services at                
1-800-336-4759 or visit www.piatrust.com  
 
Big “I” Employee Benefits 

The Big “I” Employee Benefits program provides 
full service group benefits for our member 
agents.    Our program is underwritten by The 
Guardian Life Insurance Company of America, a 
multi-line insurance group with many years of 
experience in the business and administered by 
a dedicated service team just for Big “I” 
Members.  Offering Group Life, Group Short & 
Long Term Disability, Group Dental and Group 
Vision, the program offers varying lines of 
coverage options to meet the diverse needs of 
our members and also provides guaranteed 
issue with certain requirements being 
met. Whether you are a new member or an 
existing one, we quote and add coverage on a 
continuous basis. 

For more information, contact Christine Munoz 
at 1-800-848-4401 or 
Christine.munoz@iiaba.net  

Retirement Programs 

Having trouble deciding which retirement plan 
is right for you or your agency? Big "I" 
Retirement Services is here to help you choose 
which plan best meets your circumstances. 
We’ve worked with more than 1,000 agencies 
to help them achieve their retirement goals. 
With over 25 years in the retirement business, 
the Big "I" serves as a strong advocate for 
participating agencies. Whether it concerns a 
complicated transition from another provider, 
or perhaps a sale of the agency, we know your 
business, understand your market, and can 
grasp your needs. 
Our advisers are available to all IIABA members 
to provide consultation on existing and new 
plans alike at no cost or obligation. At Big "I" 
Retirement Services, we consider you a 
member first, and a client second. Whether 
we’re building a new plan for your agency from 
the ground up or simply rolling over your 
existing plan in order to save you money with 
our low administrative fees, we strive to make 
your experience with us pleasant, professional, 
and hassle-free. 
Whether your goal is to maximize owners’ 
contributions, lower your agency’s tax burden, 
or retain key employees, our retirement 
professionals can tailor and customize a plan to 
fit your needs. 

For more information, contact Christine Munoz 
at 1-800-848-4401 or 
Christine.munoz@iiaba.net  
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RLI Insurance Products 

RLI Personal Umbrella Policy 
RLI Home Business Insurance Policy 

A publicly owned insurance holding company, 
RLI Corporation provides specialty property and 
casualty insurance and other niche products.  
RLI Insurance Company, the largest subsidiary 
of RLI Corporation is admitted in all 50 states 
and the District of Columbia and is rated A+ by 
A.M. Best. 

The RLI Personal Umbrella policy is a stand-
alone Policy providing $1, $2, $3 or $5 million 
dollars of coverage over the minimum required 
underlying limits.  The insured is not required to 
carry his underlying policies with RLI, nor is the 
insured required to carry his underlying policies 
with the same insurance company. 

RLI PUP Special is available.  RLI has expanded 
their underwriting criteria so you can serve 
more insureds.  Only $1 million dollar policies 
are available for PUP Special.  Charges for PUP 
Special additional exposures apply. 

1 million excess UM/UIM coverage now 
available. 

The Home Business Insurance Policy is stand-
alone and offers more coverage than the 
standard homeowners’ endorsement with a 
much lower price than a traditional BOP.  It 
provides coverage for business personal 
property and up to $1 million business general 
liability, plus medical payments and business 
interruptions protection.   

Agents’ commission on the Personal Umbrella 
Polices is 10% and commission on the Home 
Business policies is 10%, 

For more information, contact Lynda Holt at 
207-623-1875 or Lynda@maineagents.net  

 

 

Eagle Agency 

Eagle Agency is a Managing General Agency 
(MGA) facility created exclusively for IIABA 
members.  It gives Big “I” member agents easy 
access to top-rated companies without volume 
commitment. 

For more information, contact IIABA’s Eagle 
Agency at 1-800-221-7917. 

 
Anderson & Murison Personal Excess Policy 

The A & M personal umbrella is a stand-alone 
policy admitted with A+ rated by A.M. Best 
Company. It does not require that underlying 
policies to be underwritten by A & M.  This 
personal umbrella provides up to $10M limit of 
umbrella liability coverage over the insured’s 
underlying policies.  Also, this Personal 
Umbrella policy can be written to cover up to 6 
unit apartment buildings, vacant land and farm 
land with primary liability coverage on a 
personal form.  There is no limit to the number 
of owner-occupied homes.   

The key sales features are: no volume 
requirements, flexible rating structure, 
worldwide coverage, ability to cover “target” 
personalities and acceptability of less than 
perfect driving records and young drivers.  
Online rating and prefilled application are 
available at www.AndersonMurison.com  

This program also offers Excess Personal 
Umbrella Policy- giving your clients very high 
limits of coverage for a much lower premium 
than a primary umbrella alone.  A&M has 
specialized in personal umbrellas for more than 
20 years.   

For more information, call 1-800-234-6977 or 
email 
personalumbrella@andersonmurison.com  
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Big “I” Advantage Virtual Risk Consultant 

The Big “I” Advantage Virtual Risk Consultant 
powered by Rough Notes (“VRC”) is an online 
sales and service resource designed to help 
your agency better serve your customers.  Using 
this tool will lead to increased sales by 
improving your staff’s knowledge of a 
prospect’s operation enabling them to better 
identify and cover customers exposures.  The 
VRC will help your staff better understand the 
product they sell.  It will also assist agency staff 
with preparing proposals, explaining 
complicated insurance terms, and most 
importantly documenting client files.  It is truly 
a tool that will increase the professionalism of 
staff and help your agency grow while limiting 
your exposure to E&O claims.   

Big “I” members have exclusive access to Big I 
Advantage Virtual Risk Consultants.  The VRC is 
an incredible value and is extremely affordable 
compared to similar products.   

For more information, visit www.iiaba.net/VRC 
to learn more and purchase or call                      
1-800-221-7917 

 

 

 

 

 

 

 

 

 

 

 

 

Big “I” Markets 

Big “I” Markets is an online market access system 
available exclusively to Big “I” members featuring no fees, 
no volume commitments and competitive commissions. 

Benefits of Big “I” Markets:  
Ownership of expirations 
No initial access or termination fees 
No obligation to submit other accounts 
EFT commission payments 
Only one login needed to access all programs 
Weekly e-newsletter featuring product knowledge and 
special interest pieces 
Doing business with Big "I" Markets supports your state 
association 

What can you access? A suite of top tier 
products including affluent homeowners, 
bonds, commercial packages, habitational, non-
standard homeowners. 

To review a list of available products visit 
www.bigimarkets.com  

For more information, call 703-647-7800 or 
email bigimarkets@iiaba.net   
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Lobbying 

MIAA continues to operate an aggressive, full 
time governmental affairs program 
concentrating on legislative and regulatory 
activities of Maine State government.  The 
association’s lobbyist, Dan Bernier, with 
guidance from the President and board of 
directors, serves as a state house advocate for 
independent insurance agents. 
Although governmental affairs are a top priority 
on MIAA’s agenda, the most important 
components of the lobbying effort continue to 
be agents themselves. 
Of all the lobbying and trade associations in 
Augusta, MIAA has the reputation of having the 
most active and responsive membership.  Of 
greater importance, the legislature, the 
governor and other decision-makers at the 
state house know this track record of 
involvement.   
MIAA keeps agents informed by sending 
legislative bulletins on a regular basis 
throughout the legislative session. 

Questions or Suggestions?  Contact Lisa 
Veregge at 207-623-1875 or 
Lisa@maineagents.net  

MIA PAC 

The purpose of the PAC, which is not affiliated 
with similar national efforts, is to assist in 
Maine Legislative and gubernatorial races with 
a goal of making the Maine Legislature more 
responsive to business issues. 
The MIA PAC will continue to remain active on 
legislative issues as they have in the past.  Your 
continue support must not diminish. 
For more information, contact Lisa Veregge at 
207-623-1875 or Lisa@maineagents.net  

 

 

 

 
IIABA National InsurPAC 

InsurPAC was created by the IIAA in 1976 for 
the sole purpose of making contributions to 
candidates for the United States Congress.  
InsurPAC is the largest property/casualty 
Political Action Committee in Washington, D.C.  
The Wall Street Journal and the Federal Election 
Commission list InsurPAC among the top 15 
business and association political action funds 
in the country. 
InsurPAC pools the voluntary, individual 
financial contributions of thousands of 
independent agents to create a cohesive and 
important voice in our nation’s capital.  All 
InsurPAC disbursements to candidates for 
federal office are reported monthly to the 
Federal Election Commission. 
The contribution levels for InsurPAC are as 
follows: 

General Contributor $150.00 & below 
Founders Club $150.00- 249.00 
Pioneer Club $250.00- 499.00 
Gold Club $500.00- 999.00 
Centennial Club $1,000.00- 2499.00 
Platinum Club $2500.00- 4999.00 
Millennium Club $5000.00+ 
 
IIABA members who donate have their names 
published in Independent Agent magazine.  All 
InsurPAC members contributing $100 or more 
and young agents, receive lapel pins designating 
their club type. 

For more information: InsurPAC 
 20 F Street NW, Suite 610 
 Washington, DC 20001 
 202-863-7000 or InsurPac@IIABA.net   

Legislative Issues/ Industry Relations Services 
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PIA National’s PIAPAC 

Since 1931, the National Association of 
Professional Insurance Agents has been 
supporting the ideas and issues of local 
independent insurance agents on Capitol Hill.  
PIAPAC, the Professional Insurance Agents 
Political Action Committee, was created in 1970 
to help provide access to Congress and elect 
pro-business, pro-agent candidates to the U.S. 
Senate and U.S. House of Representatives.  
Before contributing to candidates, PIAPAC 
carefully examines candidates’ stances and 
voting records on issues important to agents.  
Selection criteria include: key committee 
assignments, support of the insurance industry 
in general, support of small business, and party 
or committee leadership positions. 
All donations to PIAPAC are valuable; however, 
contributions from individuals, sole 
proprietorships and partnerships are most 
important because they are the only funds that 
can be contributed directly to political 
campaigns.  Corporate contributions are 
primarily used for administrative purposes and 
cannot be contributed to candidates. 
The contribution levels for PIAPAC are as 
follows: 

Bronze $500+ 
Silver $1000+ 
Gold $1500+ 
Platinum $2000+ 
 

For more information:  
     PIAPAC 
     400 North Washington St. 
     Alexandria, VA 22314 
     703-518-1364 
  

 

 

  

Future One 

 Future One is a cooperative effort of IIABA and 
the nation insurers.  Future One’s goal is to 
enhance the competitive position of 
independent agencies and their companies.  
Created in 1981 as a means for coordinating 
industry efforts on the legislative, technical, 
marketing and servicing fronts, it has grown to 
be a vehicle for bringing a coordinated industry 
message to consumers and regulators; a means 
for agent and companies to address key issues 
in the most cost-effective way; and as a forum 
where IIABA leadership and their company 
counterparts can meet to further the dialogue 
necessary for moving the Independent Agency 
Systems forward.   
Future One places emphasis on State 
Government Affairs and Research activities.  
The Grant Program affords IIABA state 
associations the opportunity to petition Future 
One for funds to assist in the promotion of 
positive state insurance reform.  Future One has 
provided grants ranging from broad issues such 
as Florida workers’ compensation reform, to 
more specific issues like defeating pay-at-the-
pump auto insurance in California.  Future One 
also plays a key role in coordinating 
agent/company lobbying that develops public 
policy impacting the insurance industry.  Best 
known for the wide acclaimed Agency Universe 
Study, Future One’s Marketing Research Task 
Force provides a forum enabling companies to 
aggregate their resources, minimize cost and 
maximize the quality of research gained. 
 

For more information, contact IIABA’s 
Government Affairs Advocacy Group at             
1-800-221-7917 

 

 

 



60



61



62

2019 MIAA PARTNERS
PINNACLE PARTNER

DIAMOND PARTNERS

PLATINUM PARTNERS

2019 MIAA PARTNERS



63

 

GOLD PARTNERS

SILVER PARTNERS

BRONZE PARTNERS

2019 MIAA PARTNERS

2019 MIAA PARTNERS
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Virtual University 
www.iiaba.net/vu 
Research Library
Ask the Expert
Register for on-line CE classes and webinars
Sign-up for the free newsle er

IA magazine
www.iamagazine.com
Access online ar cles from the monthly print publica on 
and read your weekly Insurance News & Views newsle er.

Legal Advocacy 
www.iiaba.net (Click on “Legal Advocacy”)
Carrier Contract Reviews   
Hot topics on Capitol Hill
Informa on on insurance related Federal court cases
Industry Legal Issues

Big “I” Markets 
www.bigimarkets.com
Access commercial and personal lines products such as 
affluent homeowners and commercial package products 
from top carriers, with no fees and no produc on mini-
mums. 

Big “I” Professional Liability Virtual Risk Consultant 
www.iiaba.net/vrc 
Use your login creden als to purchase the on-line under-
wri ng and sales reference library. 

Big “I” Professional Liability Risk management Website 
“E&O Happens”
www.iiaba.net/EOHappens
Dive into a wealth of risk management resources available 
to Swiss Re Corporate Solutions policyholders.  

Trusted Choice®
www.trustedchoice.com/agents 
Access logos, adver sing material, branding guidelines plus 
your agency’s pro�lle and account informa on. 

It is important that names and email addresses for each
agency employee be listed in our member database. Many 
of our website pages are proprietary and may only be 
accessed with your  user ID and password. Your email 
address is your user ID. If you don’t know your password 
select the “Forgot username or password?” op on listed on 
any page of the IIABA website (www.iiaba.net) and it will be 
sent to you.

Feel free to contact us at (800) 221-7917 with ques ons on 
these resources or other member benefits.

Unlock
Your Big “I” 
Member Bene�ts 
What will your email address 
and password help you access 
to on the Big “I” Web site?

Your IIABA username and password are the keys to a 
host of online resources available exclusively to Big “I” 
members. Visit www.iiaba.net to explore the program 
offerings or use the direct addresses below to log in 
and see what treasures you may find. 
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Gold Club ($500-$999)      Bronze ($500-$999)  
Chris Condon of United Insurance     Gary Blackwell of Blackwell Insurance Agency      
Dennis Hilton of Cheney Insurance Agency     Jeffrey McDonnell of Allen/Freeman/McDonnell Agency 
Sheila Sawyer of Carl M P Larrabee Agency    Sheila Sawyer of Carl M P Larrabee Agency     
Michael Varney of Varney Insurance             
Pioneer Club ($250-$499)      General Contributors 
Kenneth Bailey of Gosline Insurance Group    Laurie Billings of Sevigney Lyons Agency 
Laurie Billings of Sevigney Lyons Agency          Diane Champoux of Champoux Insurance Agency                                                            
Ron Guerin of Varney Agency       Dan Fisher of Sanford Insurance 
Michelle Ibarguen of Cross Insurance      Danielle Marquis of Higgins & Bolduc Agency 
Jeffrey McDonnell of Allen/Freeman/McDonnell Agency                              Lisa Veregge of Maine Insurance Agents Association      
William Mitchell of GHM Agency             
Wendy Tapley of Tapley Insurance Agency            
Eric Tawfall of MMG Insurance        
Founder Club ($150-$249) 
Chris Anderson of F.A. Peabody Company  
Diane Champoux of Champoux Insurance Agency  
E.J. Dorsey of United Insurance  
Daniel Guerette of Brogue Insurance Agency  
Robert Haley of Robert Haley Agency  
Danielle Marquis of Higgins & Bolduc Agency  
Lisa Veregge of Maine Insurance Agents Association  
Kenneth White of F.A. Peabody Co 
General Contributors 
Robert Anderson of F.A. Peabody Company 
Jonathan Becker of Acadia Insurance 
Meesha Bodman of Allen Insurance & Financial 
Michael Dufour of Allen Insurance & Financial     
Shae-Li Fendler of MEMIC 
Shannon Gorman of Maine Insurance Agents Association 
Dana Iannillo of Foremost Insurance 
John Kneeland of Providence Mutual Insurance 
Rebecca Knotek of Acadia Insurance 
Jeffrey Martin of SCU 
Alan Michaud of United Insurance 
Ashely Purington of Gosline Insurance Group 
Alexis Richardson of MMG Insurance 
Ashely Rosborough of J T Rosborough Inc  
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Visit us online at ipfs.com or download our mobile app today 
using your Android™ or IOS® device to get started.  

*Some payment options are subject to a fee, disclosed in advance. Credit card payments are processed through a third party vendor. Imperial PFS is a trade name affiliated with IPFS Corporation (IPFS), a premium 
finance company. Access to products and services described herein may be subject to change and may be subject to IPFS Corporation’s terms and conditions in all respects. Android is a trademark of Google Inc. 
IOS is a registered trademark of Cisco Systems, Inc. and/or its affiliates in the United States and certain other countries. 

IMPERIAL PFS® THANKS THE  
INDEPENDENT INSURANCE AGENTS OF 
MAINE FOR THEIR CONTINUED SUPPORT.

Connect anywhere, 
anytime with any 
mobile device.

Your	RLI	Administrator	is	Lynda	Holt.
Lynda@maineagents.net	•	207.623.1875	•	Fax:	207.626.0275
www.maineagents.net
Please	contact	Lynda	with	any	and	all	of	your	RLI	needs!

I	look	forward	to	helping	you	place	
your	client’s	business	with	the	
RLI	Personal	Umbrella	program.

Now	servicing	ME	and	VT.

PUP508 (10/15)

    WHY YOUR CUSTOMERS 
NEED A STAND-ALONE
   PERSONAL    
 UMBRELLA 
        POLICY

BECAUSE UNEXPECTED 
EVENTS HAPPEN. 
Scenario: In Louisiana, an 
insured’s teenage son was 
driving his younger sister and 
her friend to the movies. He lost 
control of the vehicle, left the 
road and hit a telephone pole. 
The friend permanently lost the 
use of her right arm and suffered 
severe brain injuries resulting in 
permanent brain damage. 

Outcome: The claim was settled 
for more than the insured’s auto 
policy would cover. Without the 
Personal Umbrella Policy, the 
insured would have had to pay  
$1 million out of their own pocket.

A SMART SOURCE OF PROTECTION FOR YOUR CUSTOMERS.
You’ll find an RLI Personal Umbrella Policy is a good idea.

• Stand Alone Umbrella — No requirements on underlying carriers

• Excess UM/UIM offered in all states

• No age limit on drivers 

• Admitted in all 50 states and D.C. 

• Self-Underwriting Application

• Easy online quoting

• Available limits up to $5 million

DON’T LET YOUR CUSTOMERS MAKE THE WRONG ASSUMPTIONS. 
People have homeowners and auto insurance — however, if your customers aren’t  
protected by a personal umbrella policy, they could be putting their house or financial 
assets at risk. 

An RLI Personal Umbrella Policy is a low-cost policy that substantially increases overall  
liability coverage beyond the basic protection provided under homeowners and auto  
insurance policies.

RLI, rated A+ by A.M. Best, offers their personal umbrella coverage so your customers can 
protect their hard-earned assets. Getting a quote is easy and coverage is very affordable.

FOR FULL DETAILS ON HOW TO 
ACCESS THE RLI PERSONAL 
UMBRELLA POLICY, CONTACT:

A PERSONAL UMBRELLA POLICY provides an extra layer of very affordable 
liability protection for your clients’ personal assets and future earnings.

WWW.RLIPERSONALUMBRELLA.COM

The RLI Personal Umbrella Policy is 
available through selected agents and 
program administrators in all 50 states.

Lynda Holt
RLI Administrator
207-623-1875
Lynda@maineagents.net

www.maineagents.net
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Commercial Lines: 
• Architects & Engineers Professional Liability by CBIC an

RLI Company

• Bonds: Bid, Contractor, Performance, Surety

• Commercial Auto Monoline

• Commercial Lessors’ Risk

• Community Banks Business Insurance Program

• Cyber Insurance – Coalition

• Cyber Liability-Small Business Solution

• Cyber Liability and Cyber Crime (Wrap+)

• Directors and Officers Liability (Wrap+)

• Employment Practices Liability - Wrap+

• Fidelity/Crime - Wrap+

• Flood - In, Above & Outside of the NFIP!

• Habitational Markets

▪ Apartments

▪ Condo and Homeowner Associations

• Highly Protected Risks

• Pollution Contractors-Farms-USTs-Other

• Real Estate Agents/Property Manager E&O

• Small Commercial Markets

▪ Travelers

▪ Chubb

▪ CNA

• Wrap+ Executive Liability for Private Companies

As of October 16, 2018 Online Registration 

Product Availability – Maine 

Personal Lines: 
• Affluent Package

▪ AIG

▪ Chubb

• Auto & Home – Standard Markets (formerly Eagle
Express)

• Flood - In, Above & Outside of the NFIP!

• Home Business Insurance

• Jewelry

• Non-standard Homeowners, Renters, Condominium,
Rental Dwellings, Vacant Dwellings

• Personal Articles Floater

• Personal Excess Policy

• Personal Umbrella Policy

• Recreational Marine

• Recreational Vehicles

• Travel Insurance

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

We’ve made it easier than ever to Plug into the Power of Big “I” 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 start quoting in minutes!  
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Green Mountain Agency, Inc     
PO Box 828    

Rutland VT 05702-0828   
 

Phone 800-451-4279
Fax 802-775-5590  www.gmunet.com 

¨ Commercial Auto Liability—including Trucking 
¨ Commercial Excess or Umbrella Coverage 
¨ Personal Liability or Umbrella Coverage 
¨ Manufactured Homes or Dwellings 
¨ Watercra�, Snowmobiles or An�que Vehicles  
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2009 - 2018

89 State Street, P.O. Box 188, Montpelier, VT 05601  |   800.451.5000   |   VermontMutual.com

Seasons May Change, But Our Commitment to the 
Independent Agent Channel Remains the Same...

Vermont Mutual is here to help you meet the unique needs of your small business customers.
As always, our Agent Partners enjoy the Vermont Mutual advantage:

S m a l l  B u s i n e s s  i s  O u r  B u s i n e s s

20% Commission
No Coinsurance
Easy to Rate  
Binding Authority

(with quick premium indications)
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2019 Young Agent Partners 
 

*** DIAMOND *** 
Acadia Insurance  

Concord Group Insurance Companies 
Gosline Insurance Group 

The Hanover Insurance Group 
Johnson & Johnson, Inc. 
Liberty Mutual Insurance 

MEMIC 
MMG Insurance  

Patriot Insurance Company 
Patrons Oxford Insurance Company 

Progressive  
RT Specialty   
SAN Group 

Safeco Insurance 
Union Mutual 

Vermont Mutual Insurance Group 
Weber Insurance Group ll 

 

PLATINUM 
Acuity 

Providence Mutual  
SCU 

 

GOLD 
Andover Companies  

Cross Insurance 
Eastern Alliance Insurance  

Green Mountain Agency, Inc  
National General Insurance 

Ohio Mutual Insurance Group 
Quaker Special Risk 

Risk Placement Services 
S&H Underwriters Inc  

 
 Silver        Bronze 
Bouchard Cleaning and Restoration, Inc.                             Colonial Adjustment Inc 
Enterprise        Foremost Insurance   
Imperial PFS      GHM Insurance Agency 
MAPFRE Insurance     Insurance Group of New England 
MetLife       Moody’s CoWorker Owned 
New England Excess Exchange     North American Insurance Alliance      
NGM/The Main Street America Group                              Philadelphia Insurance Co  
Safety Insurance       
ServPro of Maine          
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Utica National and Maine Insurance Agents 
Association can help. More than 10,000 
agencies have placed their trust in Utica National 
over the last 50 years because they offer:

›  Access to staff, including a claims team, 
     who is dedicated 100% to Agents’ E&O

›  Tailored levels of coverage based on your   
     needs

›  Risk management services that stay
     ahead of emerging issues to help you 
     prevent claims

›  A variety of ways to pay your premium 
     without premium financing or interest 
     charges
 
Invest a few minutes in the future security of 
your agency. Go to www.uticanational.com/eo 
to get started on an Easy Estimate, and then 
add and subtract coverages to get the 
combination of protection and premium 
you need!

Protect the Reputation and Assets 
You’ve Worked Hard to Build: 
Choose the Right Agents’ 

Errors and Omissions 
Program!

Contact Gayle McPherson at 
Maine Insurance Agents Association 

by phone at 207-623-1875 or 
via email at gayle@maineagents.net 

for more information.
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Maine Viewpoint 

The Maine Viewpoint magazine is the official 
publication of the MIAA.  The Maine Viewpoint 
is distributed to over 200 independent agencies 
and insurance companies in the State of Maine, 
as well as several state dignitaries and the 
Maine Bureau of Insurance.  This, represents 
hundreds of insurance agents in the State of 
Maine.   
If you would like to advertise in The Maine 
Viewpoint, please contact Lynda Holt. 
The Maine Viewpoint is Free to MIAA members. 

For more information, contact Lynda Holt at 
207-623-1875 or Lynda@maineagents.net  

Independent Agent Magazine 

Independent Agent is the premier 
publication for independent insurance agents 
and brokers. Every month, readers turn to IA for 
the latest in insurance and industry trends, 
forecasts and how-tos. 
As the official publication of the Independent 
Insurance Agents & Brokers of America, IA is 
uniquely positioned to bring our readers news 
and analysis that they won't find in other 
insurance publications. Our originally reported 
articles provide the most important angle: How 
insurance industry news and trends affect 
agents and brokers. 

IA magazine iPad app.  To download the IA 
magazine app, search “Independent Agent 
magazine” in the iTunes store.  The app is open 
and free to download, and new issues are 
published at the beginning of each month.  The 
app is currently only available for iPad, but will 
soon be available for Android. 

For more information, call 1-800-221-7917 

 

 

 
PIA Connection Magazine 

PIA Connection is the award-winning, print 
newsletter of PIA National. It contains current 
insurance industry news and analysis that is 
particularly relevant to independent insurance 
agents. PIA Connection is published ten times 
annually, monthly with combined issues in 
Nov/Dec and July/Aug. 

For more information, visit www.pianet.com  

PIA Newsline 

PIA Newsline is emailed to affiliates weekly 
(usually on Tuesday) and the articles are posted 
online. 

For more information, visit www.pianet.com  

PIA Agent to Agent 

Articles written by and about agents, for agents.   

For more information, visit www.pianet.com  

PIA 2019 Agency Marketing Guide 

Each summer PIA publishes the PIA Agency 
Marketing Guide. This annual publication helps 
PIA members stay ahead of the curve when it 
comes to marketing their services in the 
modern insurance marketplace. 

For more information, visit www.pianet.com 

 

 

 

 

 

 

Publications 
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PIA Consumer Brochures 

PIA has created a series of nine consumer 
information brochures designed to help you 
answer your clients' questions about insurance - 
what it is, what it does, and how you can help 
them make informed choices. 
 Auto Insurance 
 Careers in Insurance 
 Choosing a Profession Insurance Agent 
 Homeowners Insurance 
 Natural Disasters 
 New Insurance Buyers 
 Please God, I’m Only 17 
 Protecting Your Property 
 Workers Comp 

 
For more information, visit www.pianet.com  

IIABA News & Views 

We know insurance agents crave information, 
and being in the loop is a must in the industry. 
Keeping tabs on this ever-evolving environment 
is Insurance News & Views. With more than 
63,000 subscribers, this weekly e-mail 
publication is an online extension of IA. It 
contains originally-reported articles that agents 
won't see in other e-publications. 

For more information, visit 
www.independentagent.com  

IIABA Two For Tuesday 

Two for Tuesday is a weekly email sent out to all 
registered Big "I" Markets members outlining 
new products, services, success stories and 
marketing techniques.  Big "I" Markets is IIABA's 
free specialty market access platform which 
offers a large selection of commercial and 
personal lines specialty products to our 
members. 

For more information, visit 
www.independentagent.com  

Rough Notes Advantage-Plus Solution 

The Rough Notes Advantage-Plus is a vital 
online resource for insurance professional’s 
roadmap to success.  This solution contains 
simple, easy to understand insurance and risk 
information in an easy to use Web-based 
format. The Rough Notes Advantage-Plus will 
help insurance professionals identify the many 
risk exposures and provide detailed coverage 
analysis associated with both personal and 
commercial lines policies. The Rough Notes 
Advantage–Plus also describes the related 
coverages that should be considered for each 
classification. Expanded definitions of the 
coverages – with links to PF&M – provide more 
complete coverage analysis. Both the 
commercial and personal lines risk systems 
include a line for client/agent signatures to help 
mitigate an agent's E&O exposure. 

For more information, visit www.pianet.com 

Big I Advantage Newsletter 

Big I Advantage newsletter is an all-member 
agency publication that goes out on a quarterly 
basis.  It consists of in-depth articles and 
advertising pertaining to all of our programs.   

For more information, visit 
www.independentagent.com  

Big I Markets Product Guide 

Big I Members enjoy exclusive access to 
products with no fees and no volume 
commitments.  Plus, you own your book of 
business.  Bonds, non-standard homeowners, 
rental dwelling, condo, renters or vacant 
dwelling, habitational program, non-profit D&O, 
recreational vehicles-personal, hotels, jewelry, 
recreation watercraft, travel insurance, 
contractors just to name a few.   

For more information, visit 
www.bigimarkets.com  
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IIABA’s Virtual University VUpoint 
Newsletter 

VUpoint is the Big I Virtual University’s free 
biweekly e-newsletter.  It is sent to thousands 
of subscribers across the U.S. and Canada and 
to individuals in more than 70 countries.  Past 
issues include: From the Editor, Ask an Experts 
Briefs, Communications with your Prospects & 
Customers: The Key to Selling More Insurance & 
Keeping Your Customers, Building Codes Turn 
Partial Property Losses into Total Losses.   

 For more information, visit 
www.independentagent.com  

 

ACT News 

Agents council for technology (ACT) News is a 
free monthly newsletter providing the latest 
information on technology trends impacting our 
industry, as well as insights from across our ACT 
membership. 

For more information, visit 
www.independentagent.com  
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As a national, multi-line carrier, we are committed to the Maine independent 
agents and brokers who have helped contribute to our success.

We offer wealth-building opportunities, specialty product expertise 
and an ever expanding suite of products.

National General Insurance (NASDAQ: NGHC) is rated A- by A.M. Best.

NATIONAL GENERAL
is grateful for your business...

© 2015 National General Insurance. All Rights Reserved.
Eligibility, coverages and discounts may vary by state. 
Underwritten by member companies of National 
General Insurance.

NatGenAgency.com
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Studies show that customer satisfaction 
jumps from 37% to 77% when rental 
reimbursement covers the full cost of the 
rental during a claim*.
 
Learn why $45 is the new $30!

Contact Joelle.M.Rehse@ehi.com for more 
information on the course.

*2012 J.D. Power Proprietary Rental Reimbursement Study

Sponsored by

Rental Reimbursement 
CE Course

THE RIGHT MIX
At The Main Street America Group’s NGM Insurance Company, we pride 

ourselves on our commitment to serving you, our customer, better than anyone else.

Day in and day out, our Maine field marketing and underwriting team partners with 
our MIAA agent-customers to drive mutual profitable growth via our comprehensive 
commercial lines and personal lines products and WOW! policy and claims service  

for your insureds. Let our experience and local market knowledge win for you!

To learn more about how we partner with our Maine customers to achieve success, 
please contact Beth Dame at (207) 747–8534 or DameB@msagroup.com.

www.msagroup.com

55 West Street, Keene, NH 03431   •   (800) 258–5310
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the Big “I” Professional Liability Program

Prevent. 
Our exclusive risk management 
resources help your agency avoid 
making common preventable 
mistakes. 

Protect.
Our superior coverage through 
Swiss Re Corporate Solutions and 
our experienced claims teams are in 
your corner in the event of a claim. 

Prosper. 
When you know you have the 
best agency E&O Protection, you 
can focus on growing your most 
important asset–your business. 

The Big “I” and Swiss Re Corporate Solutions are committed to providing IIABA 
members with leading edge agency E&O products and services. The IIABA and 
its federation of 51 state associations endorse the comprehensive professional 
liability program offered by Swiss Re Corporate Solutions.

Visit www.iiaba.net/EOContact 
to connect with your state association today.
Insurance products underwritten by Westport Insurance Corporation, Overland Park, Kansas. 
Westport is a member of Swiss Re Corpor ate Solutions and is licensed in all 50 states and the District of Columbia. © 2018  

 WHEN YOU KNOW your agency is protected by 
the best E&O PROGRAM in the nation,

you can focus on 

hunting for business.

Swiss Re Corporate Solutions policyholders: 
Don’t miss out on the invaluable risk 
management resources available exclusively 
to you. Log in to www.iiaba.net/EOHappens 
to access claims statistics, prevention tools, 
insightful articles and more.
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MIAA Annual Convention 

The MIAA holds its annual convention in April.  
The convention features the finest in 
educational seminars, entertainment and 
exhibits.  Our annual convention is the largest 
on-going insurance industry convention in 
Maine.  The 2019 Annual Convention will be 
held of April 29th and 30th at the DoubleTree by 
Hilton hotel in South Portland, Maine. 
 
This years speakers include Superintendent of 
Insurance, Eric Cioppa and keynote address 
from Sam Glenn.  Education will be presented 
by Todd Davis.  Tuesday night concludes with 
our Young Agents Gala Reception, Company 
Night and our closing night party with the No 
Warning Band. 
 
Our convention gives you the opportunity to 
increase your knowledge, exchange information 
with fellow agents and meet with the staffs of 
most major insurance companies.  Ample 
opportunity is also provided for leisure time, 
sightseeing, or just socializing in insurance 
company hospitality suites.  We hope to see 
you there! 

For more information, contact Lynda Holt at 
207-623-1875 or Lynda@maineagents.net  

 

 

 

 

 

 

 

 

 

Young Agents Sales & Leadership 
Conference 

The annual Young Agents Sales & Leadership 
Conference provides a forum for agency staff 
members to exchange information and develop 
common goals and strategies for the future.  
The conference includes a variety of 
educational and social events that foster 
professionalism and enchance career 
development.  The 2019 conference will be held 
in the Fall.  Date & location to be determined. 
Our Young Agents Committee is a key 
ingredient in our Association’s vitality and their 
annual conference enables them to establish an 
agenda of on-going projects and activities that 
serve the mission of the MIAA. 

For more information, contact Shannon 
Gorman at 207-623-1875 or 
Shannon@maineagents.net  

National Young Agents Leadership Institute 

The National Young Agents Leadership Institute 
provides an opportunity for young agents to 
network with industry peers and professionals 
in an exciting new location every year.  This 
event is filled with information on leadership, 
career management, increasing sales and 
excelling as a young agent.  It includes 
workshops, seminars, entertainment and social 
program.   
The 2019 conference will be September 13th-
14th at The Westin Savannah Harbor Golf Resort 
& Spa, Savannah, GA.   

 

 

 

Meetings & Events 
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Call (866) 467-2262 or 
visit InsurBanc.com

Optimize Your Agency’s Cash Management
With A Bank That Works Like You

• Depository Accounts     
•  Investment Accounts
•  Online Banking  
•  Online Bill Pay  

•  Remote Deposit         
•  Remote Lockbox                                                                                                        
•  Positive Pay
•  Token Layer Authentication

•  Electronic Data Interchange
•  Electronic Funds Transfer
•  Wire Transfers    

InsurBanc was founded by insurance industry leaders, giving us the expertise to assess your independent 
agency’s financial position and, like you, provide professional advice and recommendations. We combine 
the flexibility and convenience of technology with the personal touch of our dedicated staff.

InsurBanc recognizes the uniqueness of your agency business and offers a range of specialized deposit  
products to help facilitate cash management and maximize value. We look at your agency’s individual cash 
flow situation, then design a cash management program to meet your needs. 

In addition, we keep you informed on the latest banking trends and new ways to optimize your cash  
management process.

From competitively priced investments to e-business solutions, InsurBanc helps your agency reach its  
financial goals. InsurBanc’s suite of cash management products include:

To partner with an advisor that knows the agency business turn to InsurBanc.
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Aside from their home or car, for many clients their 
engagement ring is the most valuable item they own and 
most likely not insured. 

According to a survey by Jewelers Mutual Insurance 
Group, 40 percent of U.S. households with an engagement 
ring do not have specialty jewelry insurance to protect it. 
This despite the fact that close to one third of the 2,500 
respondents surveyed consider the engagement ring as 
one of the most expensive items in the household.
Your clients can never be too careful.

If something happens and your clients need to submit a 
claim, it’s important they’re taken care of by experts who 
understand jewelry. After all, not all insurance claims 
professionals will know the difference between a princess 
or emerald cut diamond like an expert jewelry insurer 
would.

Big “I” agents have access to Jewelers Mutual Insurance 
Group–a company that’s been insuring jewelry and only 
jewelry for 105 years-through Big “I” Markets. Jewelers 
Mutual was founded by jewelers and includes GIA Gradu-
ate Gemologists and American Gem Society Certi�ied 
Gemologists on staff whose passion and specialty is 
jewelry. 

With Jewelers Mutual, your clients receive an extra level of 
protection beyond what would be covered by their typical 
homeowners or renters insurance. Our specialty jewelry 
insurance is a standalone policy and is not connected to 
any previous coverage. 

What’s covered? All types of jewelry – engagement rings, 
watches, earrings, even loose stones being set – are 
protected by comprehensive repair or replacement 
coverage. 

Common liabilities associated with jewelry loss – like 
mysterious disappearance. And, if you have clients that 
enjoy traveling, their policy extends worldwide. 

If something happens to their jewelry, they have the 
�lexibility to work with a trusted jeweler of their choice to 
repair or replace their piece with the same kind and 
quality as before. No need for multiple estimates.

Retain your clients. Offer a quote for worry-free jewelry 
coverage at jewelry.bigimarkets.com. 

For more information about Jewelers Mutual, visit 
www.bigimarkets.com. Coverage is available to Big "I" 
agents in all states.  

Protect Your Clients with Standlone 
Jewelry Coverage from Jewlers Mutual 



83

PERSONAL UMBRELLA
ENDORSED BY MIAA

PROGRAM HIGHLIGHTS
$210 for $1,000,000 Limit for standard risk,

two cars and one residence!

• Youthful Drivers Accepted

• Limits up to $ 10,000,000

• No Restrictions on Vehicles

• No Self Insured Retention

• Direct Bill Renewals

• No Supporting Business Required

• Experienced Underwriters for Tough Cases

• 10% Commission New & Renewal

Go To AndersonMurison. com and  
Click the “Flying Umbrella Man” for OnLine Quotes and Pre-filled Applications 24/7

For information and quotes call toll free 

(800) 234-6977 Ext. 260
9:00 A.M. to 8:00 P.M. (EST) or  e-mail personalumbrella@andersonmurison.com

Anderson & Murison, Inc.  •  800 West Colorado Blvd.  •  P.O. Box 41911  •  Los Angeles, CA 90041
Insurance Lic. # 0323106  •  800.234.6977 Ext. 260  •  Fax 323.255.0957

This is a marketing notice only.  Nothing contained hereon alters, modifies or changes
the actual policy language as may be issued by an insurance carrier.

Serving Independant Agents 
For Over 40 Years! 

www.AndersonMurison.com
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Big “I” Legislative Conference 

This annual conference brings IIABA member 
agents to Washington, DC, to meet with their 
elected representatives in Congress.  Agents 
have the opportunity to discuss important 
legislative issues with their delegates and 
educate them on the potential impact of 
proposed legislation on their agency businesses.  
These face-to-face meetings yield far greater 
impact than telephone calls and letters. 
In addition, attendees hear speeches from 
national political leaders.   
The 2019 conference will be May 8th-10th, at 
Renaissance Washington, DC Downtown Hotel, 
Washington, DC 
 
2019 PIA Federal Legislative Summit 

Join the MIAA staff on congressional visits 
during this summit, which is scheduled for   
April 1st-4th, 2019 at the Hilton Crystal City Hotel 
at the Reagan National Airport in Arlington, VA. 

For more information, contact                 
Roxanne Johnson at Roxannejo@pianet.org  

Trusted Choice Big “I” National 
Championship 

The Trusted Choice Big “I” National 
Championship is the nation’s largest junior 
stroke-play golf tournament and one of the 
premier junior golf events.  The event, 
organized by the IIABA, attracts elite junior 
golfers from throughout the United States.  
Over 2000 junior golf champions from 43 states 
compete in one of the premier US national 
championships. 
 
For more information, visit www.bigigolf.com  

 

 

 

MIAA Agent/Company Forum 

MIAA offers a forum for all agents and company 
representatives to voice industry concerns and 
learn about pertinent legislative issues.  We 
have been known to have special guest 
speakers, such as representatives from the 
Bureau of Insurance and political candidates. 
Quarterly meetings are held, as needed, at the 
MIAA office in Hallowell. 
 
If you are not currently on our email list and 
would like to be contact Lynda Holt at           
207-623-1875 or Lynda@maineagents.net 

MIAA Sponsored Events 

MIAA sponsors several events throughout the 
year.  Starting in January, the Maine Insurance 
Agents make their annual trip to Sugarloaf USA 
for the Special Olympics.  Agents and 
companies come together from all across the 
state to make the event memorable for the 
participants.  Mark your calendar to be sure to 
attend the Agent/Company golf outing- always 
the last Monday in July.   
With a year packed full of exciting meetings and 
events we hope that you are able to make it out 
to one or all of our get togethers!   
For information on any MIAA events call        
207-623-1875 
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Young Agent Committee Member of the Year ~ 
 
 
The Young Agent Committee member of the year award was established to recognize 
outstanding contributions in the following categories from a current young agent committee 
member:  

 Regular attendance at meetings & events 
 Active involvement in subcommittees 
 Leadership 
 Excellent communication skills 
 Enthusiasm & dedication to the industry  

 The recipient of this year’s award  
• Studied Risk Management at the University of Southern Maine  
• Joined the Young Agents Committee in March of 2013   
• This person is always the first to send out reminders about upcoming events to her 

fellow committee members, first to volunteer and first to say “how can I help?”   
• Has traveled to Washington DC, Chicago, New Orleans and Springfield Mass to 

represent Maine at National Young Agent Meetings 
• She is currently a Branch Manager in her family agency – the Gosline Insurance 

Group 

 
 
 

The recipient of the Young Agent Committee Member of the 
year was awarded to Ashley Purington, Gosline Insurance 
Group.   
 
 
She attended all our committee meetings, has been an integral 
part of the planning and success of all events that the YAC 
participates in and she has also attended numerous National 
IIABA Sales & Leadership Conferences over the years.  Thank 
you Ashley for your dedication and efforts on behalf of the 
committee!   
 
Congratulations Ashley! 
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Innovative solutions for
today’s business challenges.
We’ve been in business more than 140 years, and continue to innovate by providing

you a portfolio that offers the kind of protection your business needs — today.

 Employment Practices Liability
Insurance, EPLI

 Equipment and Mechanical
Breakdown

Business Property and Liability
Insurance Products

Visit Patrons.com to find an independent Maine agent near you.

Insuring Maine Business — Insuring Maine People
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RISK

   S
ALES

Big I Advantage®

Virtual Risk Consultant
A SALES & RISK EXPOSURE EVALUATION TOOL YOU CAN AFFORD.

Purchase or renew at independentagent.com/VRC.
Contact brett.sutch@iiaba.net or nancyl@roughnotes.com for program details.

COMMERCIAL
& PERSONAL

RISK
EVALUATION

FORMS
E&O

CHECKLISTS,
POLICY FORMS

& MANUALS

BUSINESS
BUILDING
LETTER

TEMPLATES
VAST

EMARKETING
CONTENT
LIBRARY

The Big I Advantage® Virtual Risk Consultant (VRC), powered by Rough 
Notes, is a trusted insurance knowledge base platform available exclusively 
to Big “I” members. Quickly get the information you need to understand 
your customers’ operations and exposures while identifying appropriate 
coverages. Gain access to the resources your agency needs, such as E&O 
checklists, sales and marketing tools, proposal language, plus training and 
development support.

Annual plans for
VRC start at

$250/year per agency
for up to 15 users.



88

Patriot Insurance was born in the Northeast in 1966, and it’s still our home.

Here, we look out for our neighbors. And when we insure the people in 

this region, we know the best way to understand their life and needs is to 

have a conversation. Sure, they can buy insurance online. But we believe 

they deserve better — an independent agent and true partner who can 

guide them over time, one on one. Whether it’s for their business, home, 

car, boat, life, or all of the above, we’re both here to help. And we always 

will be. Visit us at PatriotInsuranceCo.com.

A S  N E I G H B O R S  I N  T H E  N O R T H E A S T, 

we’re always standing by. 
YO U  H AV E  O U R  W O R D. 
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 BUSINESS 
OWNER’S 
POLICY 

 COMMERCIAL 
PACKAGE 

POLICY

 CYBER  INTERNATIONAL

WORKERS’ 
COMPENSATION

CRIME  ERRORS AND 
OMISSIONS

AUTO
 EMPLOYMENT 

PRACTICES 
LIABILITY

UMBRELLA

Delivering exceptional insurance solutions in a dynamic world

WE’RE ON THE MOVE  
IN SMALL COMMERCIAL 

  

Broad appetite, tailored 
account solutions
Our diverse portfolio of essential 
coverages, industry enhancements 
and specialized offerings enables  
our partner agents to offer 
account solutions to small 
businesses in 500+ classes.

Superior agent and 
customer experience 
We consistently invest in 
and deliver excellent service 
experiences, from our self-service 
tools and point-of-sale system,  
to our fast, fair and efficient  
claims handling.  

Operational efficiency  
Our streamlined underwriting, 
operational processes and first-
rate customer service center allow 
our partner agents to effectively 
write business while improving the 
efficiency of their operations.

hanover.com
701-10007 (8/18) 
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EDUCATION OPPORTUNITIES 
 
 

Please be sure to visit www.maineagents.net for the most recent class & 
webinar listings as they are updated frequently. 

 
 

 WEBINARS always are a go – never canceled – NO EXAM! 
 

 If you plan to take a classroom class, please register EARLY! 
 

Pre-Licensing classes are offered twice a year  
April 2-4, 2019 

September 17-19, 2019  
At the MIAA Office in Hallowell, ME  
Presented by Robin Federici, CPCU  

 
Commercial Lines School 

May 14-16 
Register early! 

At the MIAA Office in Hallowell, ME  
Presented by Robin Federici, CPCU 

 

 
Flood Classroom sessions  

April 30 – Bangor  
May 1 – Hallowell 

May 2 – So Portland  
Presented by Selective Ins. 

 
 Contact Shannon Gorman for any education questions  

shannon@maineagents.net 
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Meet Your Future Workforce—
Connect with InVEST. 
Industry perpetuation is more than a buzz term, it’s a process – and InVEST 

gets it. Each school year InVEST educates students about insurance and the 

wealth of  career opportunities the industry offers. Classroom instruction, paired 

with the assistance of  volunteer insurance guest speakers, is proving to be the 

avenue to attract the millennial generation to insurance careers.

GET INVOLVED TODAY. 
Investprogram.org 
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Your clients are unique.  
Their coverage should be, too.  

Count on our specialists and dedicated inland marine 

underwriters to protect all your clients value, with 

tailored solutions for goods in transit, work-site 

equipment, and materials on loan or stored off-site.

 Talk to your territory manager or visit 

LibertyMutualGroup.com/Business to learn more.

© 2018 Liberty Mutual Insurance. Insurance underwritten by Liberty Mutual Insurance Co., Boston, MA, or its affiliates or subsidiaries.
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A NEW YEAR. A NEW DIGITAL You.

Trusted Choice® Digital Checkup
Free one-on-one consultations are available for Trusted Choice Agents

Trusted Choice will offer a “digital review” for agents who would like to create or improve
their social media outlets and websites. To request a private consultation, send an email
with links to your website and social media outlets to Trusted Choice staff. The consultation
service will include:

A 15-30 minute telephone or Skype conversation

Content services referrals

Follow-up conversation

TO GET YOUR FREE WEBSITE review, contact: TO GET YOUR FREE SOCIAL MEDIA review, contact:

Madeleine Stern
Marketing Coordinator

Madeleine.Stern@iiaba.net
703-706-5402

Demarcus Johnson
Communications Coordinator
Demarcus.Johnson@iiaba.net
800-221-7917 x 5434
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AAI
Accredited 
Adviser in 
Insurance

Self-Study 
Designation Course 
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t

Accredited Adviser in Insurance

INVEST IN YOURSELF. INVEST IN YOUR FUTURE.

The AAI designation program was formed by 
the Insurance Institutes of America to teach 
students property and casualty principles, 
risk management processes, life insurance 
basics, agency operations, legal & ethical 
considerations affecting the insurance 
business and much, much more.

Take Your Career to
the Next Level…
Pursue AAI

Gain a Competitive Edge
Training for the AAI designation 
gives you a competitive edge in the 
work place:  Increase commissions 
and avoid E&O claims.

No Annual Update
No annual update required to 
maintain the designation.
 

ORDER books at www.maineagents.net

s
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Self-Study courses are all 
approved for CEC’s upon 
successful completion of 
the exam.

ORDER books at 
www.maineagents.net

Ethics Requirements
Ethical behavior is crucial to 
preserving the trust on 
which Insurance 
transactions are based and 
also the public’s trust in our 
industry. That’s why 
completing the FREE online 
Ethical Guidelines for 
Insurance Professionals will 
be required for all 
designation programs 
offered by the institutes. 

Logon;
www.TheInstitutes.org/ethics
to sign up for the free ethics 
course.

             Who is AAI Designed For?
The AAI program is suited for both new and experienced producers, 
experienced CSR’s, account executives, supervisors of producers, 
insurance company field representatives, and agency managers 
and principals.  In addition, AAI is suitable for anyone interested in 
becoming a producer.

AAI Courses are offered as self-study only
Each segment (BULLETED BELOW) includes Textbook & Exam

Exam (multiple choice)  

Member pricing $150         Non-member $180 

Course Sequence:  It is best to take AAI 81 before AAI 82.  AAI 83 can be 
taken at any time.

AAI-81 Foundations of Insurance
 Principles of Insurance (AAI 81A)
 Personal Insurance (AAI 81B)
 Commercial Property Insurance (AAI 81C)

AAI-82 Multiple-Lines Insurance Production
 Commercial Liability Insurance (AAI 82A)
 Other Commercial Insurance (AAI 82B)
 Specialized Insurance & Bonds (AAI 82C)

AAI-83 Agency Operations and Sales Management
 Principles of Agency Mgmt. (AAI 83A)
 Insurance Product Environment (AAI 83B)
 Agency Management Tools & Processes (AAI 83C)
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AAI-81

Principles of Insurance (A)
This segment covers the 
principles of insurance.  You 
will get an overview of the 
insurance business including 
principles, nature and 
organization, as well as legal 
issues, risk management and 
insurance sales, and account 
development. 5 CEC’s

Personal Insurance (B)
This segment covers all 
aspects of the personal lines 
insurance products that the 
typical person or family 
purchases. Subjects include 
homeowners, dwelling, flood, 
personal auto, miscellaneous 
vehicles, inland marine, 
aviation, and personal 
umbrella. Additionally, 
personal financial products, 
social security, and various 
life insurance products will 
be examined. 6 CEC’s

Commercial Property 
Insurance (C)
This segment is dedicated to 
commercial property 
insurance. Topics include 
building and personal 
property coverage forms, 
causes of loss forms and 
several commonly used 
inland marine policies.          
6 CEC’s 

AAI-82

Commercial Liability 
Insurance (A)
This segment focuses on 
liability insurance. The 
subjects to be discussed are 
occurrence and claims-made 
liability policies and their 
popular endorsements, 
commercial auto, garage and 
truckers.  6 CEC’s

Other Commercial Insurance (B)
This segment takes a close 
look at a multitude of 
commercial property and 
casualty coverages. You’ll get 
a close look at Commercial 
Crime, Business Owners and 
Farm insurance, Workers 
Compensation and various 
other miscellaneous 
commercial coverages, 
including business life 
insurance.  6 CEC’s

Specialized Insurance and 
Bonds (C)
This segment gives the 
student a broad overview of 
those commercial lines 
products that are not as 
commonly used as 
commercial general liability 
& commercial property 
policies. Topics include 
specialized property 
coverages, com’l umbrella, 
ocean marine & com’l 
aviation coverages. 
Additionally the various 
types of surety bonds will be 
examined for proper use.
6 CEC’s

AAI-83

Principles of Agency 
Management (A)
This segment is a look into 
the principles of agency 
management. You’ll learn 
about the formation and 
environment of an agency, 
organizational management, 
sales management and 
personal production plans 
including time management 
and negotiating skills. 
6 CEC’s

The Insurance Production 
Environment (B)
You’ll get an inside look at 
the insurance production 
environment. You’ll get a 
closer look at the relationship 
between producer and 
insurer, ways of developing 
the public image of your 
agency, and how to handle 
agency growth and customer 
communications. You’ll also 
discover the world of market 
segmentation and target 
marketing.  3 CEC’s

Agency Management Tools 
and Processes (C)
This is the final frontier in the 
Agency Management series. 
We’ll take you through the 
ins and outs of agency 
management as it relates to 
automation, client services, 
financial management and 
the producer’s legal and 
ethical responsibilities.
6 CEC’s
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Maine Insurance Agents Association    www.maineagents.net 
17 Carriage Lane, Hallowell, ME   Phone: 207-623-1875  1-800-439-1875  Fax:  207-626-0275        REV 11/15 

                           
  

 
Accredited Advisor in Insurance 
              Order Form 

 

Self-Study Designation Program
  

Offered by the Maine Insurance Agents Association in partnership with the Institutes 

The AAI designation program was formed by the Insurance Institutes of America to teach students property and 
casualty principles, risk management processes, life insurance basics, agency operations, legal & ethical 
considerations affecting the insurance business and much, much more. 

   

Students Name: ___________________________________________________  License #:_________________ 
Agency/Co: _________________________________________________________________________________ 
Address:  __________________________________________________________  Phone:  _________________ 
City/State/Zip: _______________________________________________________________________________ 
□ My check made payable to MIAA is enclosed for $_________________________________________________ 

PLEASE NOTE:  If paying with a credit card for security reasons you MUST FAX this form to the MIAA.  
Orders emailed to us cannot be processed.  Thank–you!  FAX 207.623.1875 
□ Please charge my           □ Visa     □ MasterCard                           Amount to be Charged:  $_________________ 
Account Number:  _________________________________________________ Exp. Date:  _________________ 
Print name of cardholder:  _________________________________________3 digit CVV (back of card)_________ 
Cardholder address:__________________________________________________________________________ 

Course
Continuing 

Ed
Credits 
(CECs)

Cost $ Total

AAI 81A Principles of Insurance 5 $150 Member
$180 Non-member

AAI 81B Personal Insurance 6 $150 Member
$180 Non-member

AAI 81C Commercial Property Insurance 6 $150 Member
$180 Non-member

AAI 82A Commercial Liability Insurance 6 $150  Member
$180 Non-member

AAI 82B Other Commercial Insurance 6 $150 Member
$180 Non-member

AAI 82C Specialized Insurance & Bonds 6 $150 Member
$180 Non-member

AAI 83A Principles of Agency Management 6 $150  Member
$180 Non-member

AAI 83B The Insurance Production Environment 3 $150 Member
$180 Non-member

AAI 83C Agency Management Tools and Processes 6 $150 Member
$180 Non-member

Sub Total

5.5% ME State Sales Tax

Shipping & Handling: 
Add  $5.50 per manual

Grand Total

 Must pass Institutes FREE Ethics course at www.aicpcu.org to complete 
Designation requirement.  

 Practice exam links are included with the purchase of the book through the MIAA.
 NO Annual Updates required.
 Course Sequence:  It is best to take AAI 81 before AAI 82.  AAI 83 can be taken at 

any time.

 Course waiver information:  If you hold the IIA Certificate in General Insurance (INS); or have passed CPCU 553 or 555 (CPCU 2), 
CPCU 551 (CPCU 3) and CPCU 552 (CPCU 4); or hold the CIC designation, the AAI 81 exams are waived.  

 CEC’s cannot be issued unless you receive a passing grade.  Please forward verification of passing grade to 
Shannon@maineagents.net Students not passing the exam on the first attempt may purchase a second exam for $30.00. You must 
notify Shannon of a passing grade within 20 days.

Self-Study Instructions: Upon receipt of your paid and completed order form, MIAA will mail your textbook directly to you.  Once you are 
ready to take the exam, please contact Shannon (shannon@maineagents.net) to schedule a date to take your exam at the MIAA Office.  All 
exams must be monitored as they are closed book and time allotted for the exam is one hour.  
The MIAA recommends you take the exam within 4 months of ordering the textbook.  Exams and textbooks are updated periodically.  
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Support your local Association by participating in our educational offerings.  We know there are many, 
many providers in the marketplace but we are asking for your business!  Support us (buy local!) so we can 

continue to bring quality choices to meet your education needs.   
 

MIAA is an EXCELLENCE in EDUCATION National Award Winner 7 years in a row.   
 

 
 

Visit www.maineagents.net for a complete listing of classes & webinars. 

Classroom Training ~ 
We encourage you to review the online 2019 calendar and to register early for seminars!  We 
have a popular Commercial Lines School offered in the spring and ACSR is growing as a 
classroom session!  If you started that designation consider finishing it up in 2019.   

We are offering great webinars with a variety of topics that receive excellent reviews!  No exams, 
training is live, you see the instructor, the power point presentation is on the screen and you have 
materials that you can print out and keep as a reference.  Webinars also allow us to bring experts 
from all around the country to present what they know!  We encourage you to give it a try.   

Thank you to all the agents out there that support the Association education opportunities.  
We are asking for your business so we can continue to bring you these great choices!   

NEW EMPLOYEE TRAINING  
New Level Partners - On Demand Offering – learn the basics of risk management, personal 
lines, commercial lines and more! 

MERG - Virtual Classroom – online learning at your own Pace

Education for ME 
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WEBINARS
Brought to you in partnership with

Professional Training Associates (PTA)

A few testimonials about our webinars from your fellow Maine Agents; 

 This was the best webinar I have participated in – I like that it’s live and I can 
interact with the instructor 

 Being able to take webinars from home is a plus! 
 I like that the instructors are experts in the field and we don’t have to pay a lot 

to get that expert instruction. 
 The ability to view the webinar as a group has worked very good for our agency.  

It’s like bringing the instructor to the office! 
 NO EXAM!!! 
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VIDEO ON DEMAND  
The MIAA offers VIDEO ON DEMAND, available in our classroom in Hallowell.  We have 4 
seminars that have been previously recorded and are approved for 3 CEC’s each.  

Courses can be scheduled from 9am to Noon or 1pm – 4pm based on classroom availability.   

Seminars available ~ approved for 3 CEC’s each; 

 Teaching Ethical Behavior – Who’s Job Is It?                 Course #21203   
 HO2011 – This Is Not The Same Old HO Policy            Course #21202 
 Auto Rental Tears & Fears                                               Course #21205 
 Commercial Property – Direct vs. Indirect                       Course #21204 

MIAA Member Discount Price:             $ 50 per individual/per course 
Nonmember Price:                                  $100 per individual/per course  

This is a classroom course and you will receive handouts to follow along with the DVD and there 
is no exam requirement.  Contact Shannon to schedule a date & time that works for you!  

Property/Casualty Pre-Licensing Review Classes 
The MIAA offers an intensive three-day seminar to help individuals better prepare for the 
Property/Casualty Licensing exam.  We ask that students read and study the materials before 
attending the class.  Two days are spent reviewing the class concepts (based on the Pearson Vue 
outline) and one full day is spent on the Maine law portion of the material.  The class is 
interactive and fun!  It’s always best to have all the staff in your offices obtain that ever important 
Agents P&C License.  To register for one of the review classes visit the EDUCATION Tab on 
our website at www.maineagents.net

2019  Property Casualty Pre-Licensing review classes  

Offered at the MIAA Office (17 Carriage Ln, Hallowell) 

April 2-4 
September 17-19

3 day seminar classroom fees: 
MIAA Member Discount Price:  $300.00     
Nonmember Price:                       $385.00 

Property/Casualty & Life/Health Licensing Books are available to order from the MIAA.  
Study materials include Concepts & the Maine Law.  $75.00 plus tax and shipping/handling 

MIAA also offers an Exam Simulator.  The Exam Simulator is a Windows based on-line 
program that helps you study smarter by familiarizing you with the question and computer format 
of your actual exam.  The Exam Simulator will assess the user to find out where they are having 
problems with the materials.  The software will then modify the exam each time to assist the user 
in their potential problem areas.  This allows the user to study more efficiently and maximize 
their ability to PASS the Maine State Licensing Examination.  Internet Access is required.  
Product codes are given in order to access the exam online.   

The Practice Exams are available for Property/Casualty and/or Life/Health for $45.00 plus tax 
Order forms available at www.maineagents.net under the Education Tab/Licensing 
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E&O Courses – available as Classroom and Webinar formats  

The MIAA brings to you a variety of E&O courses for CEC and for policy credits.   

We offer the E&O Meeting the Challenge of Change course with custom modules that are joined 
to create a 6 CEC course that has been approved by Westport and Utica for loss control credits 
toward your E&O policy written through the Association.  The state filing requires a certain 
number of attendees based on your agency size.  Please contact Gayle McPherson at the MIAA if 
you need additional information regarding the credit requirements.  This six hour seminar also 
qualifies for 6 Continuing Education Credit hours. 

The Modules consist of the following topics; 

 Agency/Carrier Relationships – Law of Agency 
 Agency/Carrier Contracts – E&O Considerations  
 Compliance with State & Federal Laws  
 Understanding Agent Duties  
 An E&O Claim – 360 degree View  
 Reporting an E&O Claim  
 The Role of Agency Procedures 
 Agency Defenses – Documentation  
 Risk Assessment Questionnaires and Coverage Checklists  
 E&O Considerations of Agency Operations 
 E&O Issues of Certificates of Insurance  
 Minimizing E&O Exposure from Excess and Surplus Lines  
 Limiting Exposure to Data Breaches 
 E&O Exposures When Using Social Media 

We also offer the newest course E&O Roadmap to Policy Analysis which is the first in a series of 
IRMI written modules that can be taught for the Swiss Re Loss Control Credit.  This course is 
designed to guide experienced professionals step by step through the process of reading policy 
language, applying a basic coverage analysis to look for possible gaps in coverage, and 
understanding advanced coverage issues. It will explain what to look for in terms of wording, 
punctuation, and formatting, including negative and positive implications of specific wording. In 
addition, the course will address E&O loss control issues and help the agency look at ways to 
obtain and retain business. 

E&O exposures can be created by anyone in an agency, including owners and managers, 
producers and support staff.  

Be sure to register early for the classroom seminars! 
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On-Line Courses 

If you are in need of those last few continuing education credits consider an online course 
with one of our partners.  You will receive a discount off the online course and the MIAA 
receives a small revenue share.  Check them out today at www.maineagents.net

 

If you are an Agency member of the Maine Insurance Agents Association, you have a user ID and 
password.  If you are not sure what your ID and password are….. please call the MIAA @ 

207.623.1875! 

Improved search engine on the New & Improved IIABA Website www.independentagent.com 

 

 Access to insurance, business and technology articles  

Members and subscribers have access to insurance, business and technology articles, many full 
sample ISO forms, white papers and information on issues affecting today's insurance 
marketplace.  This should be your go-to site for all research and questions.  Also includes articles 
on Agency Management and highlights on Commercial and Personal lines hot topics.  Don’t wait 
to check it out later….do it today! 
 

 Ask An Expert!  

Members using the Big "I" University sometimes need answers to questions that they can't find 
after doing some initial research. In such instances, we have a volunteer faculty of experts who 
can find an answer to your questions.  Many, many agents use this resource and they have had 
great success in learning more about coverage areas that can be difficult to understand and 
even have had success in presenting information to have companies pay some of those claims 
that are initially declined.  If you have a question that you just cannot find an answer to please 
visit the Ask an Expert area of the Big I   website today! 

ADD THE IIABA’s Virtual University 
TO YOUR FAVORITES! 
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Designation Courses
Certified Insurance Counselor
The Certified Insurance Counselor (CIC) Program is a nationally acclaimed continuing education 
designation program. Its course content and practical application make it the most essential 
program for both agency and company personnel. There are two NEW additional CIC institutes 
that will allow you to more closely tailor your education to the work you do. To complete the 
designation, you will need to complete five out of the seven options below and pass the 
comprehensive essay examination that follows each institute. You are not required to take the 
two additional institutes but you will find them to be excellent update options. 

 AGENCY MANAGEMENT 
 COMMERCIAL CASUALTY 
 COMMERCIAL PROPERTY 
 COMMERCIAL MULTILINE     

 LIFE & HEALTH 
 PERSONAL LINES 

 INSURANCE COMPANY OPERATIONS     

You have a period of five years to take and pass the five parts you choose from the seven 
options.  The CIC program has been approved in all states that have mandatory continuing 
education. This makes CIC a great opportunity for you and your staff to meet requirements for 
your resident and non-resident licenses. Every seminar is submitted to each state for their 
review. Final issuance of continuing education credits (CEs) is determined by individual states. 
Please call the Society at 800/633-2165 for the CEs granted for Maine. CEs are subject to change 
without notice. The state requires that all registrants attend each course in its entirety to 
receive continuing education credits. Partial credit is not given for partial attendance. Late 
arrivals will not receive any continuing education credits. 

Certified Insurance Service Representative
The Certified Insurance Service Representative (CISR) program is a practical program that 
stresses the understanding and analysis of risks and exposures. A student should have a basic 
knowledge of insurance.  The CISR program consists of 5 one-day courses that cover all phases 
of the CSR's daily work.  

 Agency Operations 
 Commercial Casualty 
 Personal Residential 
 Personal Auto 
 Commercial Property 

You may take the courses in any order and each course is followed by a one-hour exam.  Anyone 
may attend the courses and receive the CEUs without taking the exam. However, if you wish to 
attain the designation, you must pass each of the 5 exams. To earn the CISR designation you must 
successfully complete the program and pass the exams within three calendar years following the 
passage of the first exam. 

CIC & CISR is offered in Maine through a partnership with the Massachusetts Association of
Insurance Agents.  For additional information, contact the Massachusetts Association of 
Insurance Agents @ 1-800-222-2699 or visit their website at www.massagent.com
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Accredited Customer Service Representative
The Accredited Customer Service Representative (ACSR) program is offered in 
partnership with The Institutes (www.aicpcu.org) to bring you a national customer 
service designation program that promotes and recognizes the professionalism of 
customer service personnel in the insurance industry. 

“ACSR is more than a program, it’s an investment in agency success”.

ACSR is the nation's largest and most prestigious program of its kind.  ACSRs have more 
product knowledge, better selling and account rounding skills and are highly prepared to 
provide clients with outstanding service.  ACSR designations can be earned in Personal 
Lines, Commercial Lines or Life and Health. ACSR Modules are approved for CEC’s 
and are available in the classroom and through self-study.  You may take the courses in 
any order and you must complete the Institutes FREE Ethics course which you can find 
on their website.   If you only have a few classes left to take, or if you have any questions 
about obtaining the designation please contact Shannon.  

Earning the ACSR designation clearly conveys your commitment to excellence in 
customer service and professionalism.  Plus, the ACSR designation distinguishes you as 
being prepared to meet the complex insurance challenges your clients face.  
 
 
Bottom-Line Benefits of ACSR 

 Enhance profitability by managing a better book of business and avoiding E&O 
claims, with a more comprehensive knowledge of insurance products 

 Increase ability to cross-sell products with a thorough understanding of client 
needs 

 Improve overall efficiency with an increased confidence in your capabilities and 
knowledge 

 Develop customer loyalty by demonstrating higher levels of professionalism and 
customer service 

For self study materials or to see the classroom dates visit www.maineagents.net   

For more information, contact Shannon Gorman at the MIAA, Shannon@maineagents.net
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Coverage above and beyond a standard Businessowners policy.

Celebrating 90 years in business, Concord Group Insurance is an A. M. Best A (Excellent) rated insurer.  
We are focused on industry-leading service to our independent agents and your customers.   

At Concord Group, we know the unique insurance needs of convenience stores.  We love to help you place 
your Businessowners customers.  Give us a call.  
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Cybersecurity…
You can do it.
Simple. So you can sleep at night.
Affordable, flexible, all-in-one.

Meet Defendify: 
The All-In-One Cybersecurity Platform for Small Business
Until now, cybersecurity has been complicated and expensive. Defendify changes the game,  
making cybersecurity simple, manageable, and affordable. Online, all the time,  
Defendify helps Small Business Superheroes detect, protect, and defend.

Defendify • Cybersecurity. Simplified. • Learn more at www.defendify.io
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Cybersecurity Dashboard

•  Health Grade
•  Recommendations
•  Reports & Documents
•  Alerts & Notifications
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Cybersecurity Toolbox

•  Checkups & Assessments
•  Policies, Plans, & Procedures
•  Awareness Training & Testing
•  Technology Suite
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Cybersecurity Support System

•  Dedicated Advisors
•  Live Chat, Phone, & Email
•  Knowledge Base
•  Educational & Instructional Content

Resources

Chat

Support
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Breaches at smaller organizations are increasing 
rapidly, and the impact can be devastating.

It’s estimated that half or more of all cyberattacks target 
small business, and that targeting is likely to continue.

“I can sleep a little better at night knowing our 
company is doing everything it can to protect itself.”

Owner,
Atlantic Coast Title
[real estate settlement services]

Interested in learning more? Visit www.defendify.io or contact us today!

888.508.9221  •  hello@defendify.io
1 Marginal Way, 2nd Floor, Portland, ME 04101

Why Defendify?
It’s easy
It’s affordable
It’s more than just technology
It’s continuous improvement
It’s a support system

Defendify Features:

Multiple Layers of Cybersecurity Defense

Cyber-Smart Culture of employee awareness and institutional knowledge.
Training Videos • Awareness Posters • Managed Phishing Simulations • Personalized 
Training • Classroom Training Sessions

Cyber-Solid Foundation of policies, procedures, and plans.
Cybersecurity Health Checkup • Threat Alerts • Stolen Password Scanning • Incident 
Response Plan • Technology & Data Use Policy • Ethical Hacking • Vulnerability 
Scanning • Cybersecurity Report Card

Cyber-Strong Technology that goes beyond traditional antivirus and firewalls.
Next-Generation Antivirus • Website Scanning • Website Monitoring & Protection • Password 
Vault •  Mobile Device Protection Suite • Advanced Computer Protection Suite • Advanced 
Server Protection Suite • Email Encryption • Spam Protection • Network Alarm System



110

2019

Founded in 1901, Ohio Mutual has over 100 years of
experience in the insurance industry.

With more than a century of successful history behind us,
we retain the values upon which we were founded, while
offering a broad array of industry-leading products and
cutting-edge technology. We are proud to offer products
in Maine and four other New England states.

Steadfast ly c ommitted t o t he Independent Agency System
At Ohio Mutual, we recognize our independent agents as business partners. We’re looking for a
select group of agencies to contribute to our growth in competitive niche markets in both
commercial and personal lines in Maine. We are open to appoint new agents in Maine!

If you feel your agency shares the values and the vision of Ohio Mutual, please contact
Senior Field Sales Manager Philip Archambault at 866-785-9533 or email parchambault@omig.com.
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IIABA Logo 

IIABA’s logo is one of the most widely respected 
and recognized logos in the industry.   

For more information, contact IIABA at              
1-800-221-7917 

PIA Logo 

One of the more important benefits of being a 
PIA member is the privilege of authorized use of 
the PIA logo to convey your relationship with 
PIA.  PIA members may use the PIA logo on a 
variety of items including stationery, signage, 
websites and more.   

For more information, visit www.pianet.com  

BankDirect Capital Finance 

Commercial Insurance Premium Financing 
 Fully automated online services 
 Personalized customer service 
 Competitive rates 
 Online payments 
Visit www.bankdirectcapital.com to learn more 
about our state-of-the-art features and 
exclusive program for MIAA members. 

For more information, contact Mark Badolato at 
603-773-0069 or email 
mbadolato@bankdirectcapital.com  

MIAA On-Line Store 

Introducing our new partnership with “Winter 
People”  Winter People provides quality 
embroidered apparel, uniform programs, and 
promotional products with your logo.   

For more information, call 1-800-552-6199 or 
visit www.winterpeople.com  

 

 

 

CVS Prescription Discount Card 

PIA, in conjunction with CVS-CareMark, is 
pleased to announce our PIA RxSavingsPlus 
Discount Card. Through this program, PIA 
members and their clients can save money 
when filling prescriptions not covered by 
insurance. 
There are no forms to fill out. Just go to your 
pharmacy, show the card to your pharmacist 
and they will verify the discount. All of your 
family members, employees and clients can use 
the card even if they already have insurance. 
The lowest prices are guaranteed. Your discount 
card includes a toll-free phone number to call 
CVS support staff with any questions. 

For more information, visit  
https://pia.rxsavingsplus.com/ 

Alamo Rent a Car 

PIA members save on great prices with Alamo 
Rent a Car.   

For more information, call 1-800- GO ALAMO or 
visit www.alamo.com  Be sure to request ID 
number 93140 at the time of reservation.   

 

Additional Member Benefits  
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Acuity Loves You!
PROUD TO PARTNER WITH THE BEST

INDEPENDENT AGENTS IN  THE BUSINESS!
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When it comes to your 
lood carrier, it’s a bright 

idea to select Selective. 

Selective makes writing flood insurance easy through quality customer service and superior 
technology. Together, Big “I” Flood and Selective’s relationship helps deliver members an 
unparalleled flood program by offering: 

An enhanced quoting and policy issuance system
Direct access to dedicated and skilled underwriters, assigned to each agency rather 
than a TPA call center
Competitive commission structure
�ocalized and experienced �lood territory managers with intimate knowledge of �lood 
insurance
Access to free customizable marketing materials and campaigns
�oti�ications of important �FIP program changes
On site book roll-over assistance
Carrier appointed claim adjusters and in-house claim examiners following a �looding 
event
The knowledge that participation supports Big “I” advocacy efforts on 
Capitol Hill

Learn more and sign up today at www.independentagent.com/Flood.
















115

The way insurance should be.
providencemutual.com
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. 

Life Insurance 
Company of America and administered by a dedicated service team just for Big “I” 
members.   The program offers various coverage options to meet the diverse needs of 
our members and also provides guaranteed issue with certain requirements being 
met.   

Contact Christine Munoz at IIABA at (800) 848-4401 or christine.munoz@iiaba.net to 
learn more about any of these options or visit www.iiaba.net.

Cover Yourself and Your Employees Simply and Effectively
with Exclusive Big “I” Employee Bene its

#workplacebene its #joy

As a Big “I” member, you have access to Group Life, Group Short-Term and 
Long-Term Disability, Group Dental and Group Vision.
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DO YOU HAVE A CLIENT WHO RUNS 
A SMALL BUSINESS FROM HOME?

H O M E  B U S I N E S S  I N S U R A N C E

RLICORP.COM

HBI-MK503 AGT (05/17)  

Rated A+ by A.M. Best
Rated A+ by Standard & Poor’s

Policies are underwritten by RLI Insurance Company 
*Premiums start at $150 for $300,000 liability and $5,000 business personal property in the lowest rated class 
in the lowest rated territory. Actual price may be higher depending on your individual characteristics and coverages 
that you select. Not all businesses will qualify for coverage.

WILL THEIR HOMEOWNERS INSURANCE  
PROVIDE COVERAGE WHEN…

• Business equipment is stolen  
out of their vehicle?  .   .   .   .   .   .   .   .   .   .   .   . NO!

• They accidentally knock over the display  
next to them at an exhibition or show? .   .   .   .   . NO!

• Groceries spill onto inventory in the  
trunk of their car?.   .   .   .   .   .   .   .   .   .   .   .   . NO!

• A power surge damages their computer  
and fax machine? .   .   .   .   .   .   .   .   .   .   .   .   . NO!

• Someone steals their cash box?   .   .   .   .   .   .   . NO!

Most homeowners and renters policies do not cover  
liability or damage to property from business activities.

PROTECTION FOR HOME-BASED BUSINESSES!

Your customers are not home free with most homeowners 

policies. What would happen if your client had inventory 
damaged or stolen? Typical homeowners insurance does not 
cover those losses for people if they run a small business out 
of their home. 

We are pleased to offer the perfect coverage for your in-home 
business: RLI’s Home Business Insurance policy.

Features:

• Liability limits up to $1 million

• Satisfies most event or show liability requirements

• Business property protection up to $100,000  
(with $250 deductible)

• Optional Coverages Include:  Money & Securities, 
Garagekeepers, Unmanned Aircraft (state  
restrictions apply)

• Electronic data processing coverage (optional in CA & FL)

• Loss of income coverage

• Premiums starting as low as $150 annually*

FOR MORE INFORMATION:

Lynda Holt, RLI Administrator
207-623-1875
Lynda@maineagents.net
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*Current PIA Membership Required. Available in the 50 U.S. states and DC. Carrier availablity varies by state.  

Provided through partnership with InsureZone.com of Texas, Inc. 

PIA Market Access




 • 
 • 
 • 
 • 
 • 











MARKET ACCESS

R

New For 

PIA Agents!

PIAMarketAccess.com

Sign up to begin your two months free!

To learn more, visit 
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BOSTON
(781) 794-1400

Looking   for   specialty, 
excess,  or   surplus   lines?

We've  got  you  covered. 

PROVIDENCE  
(401) 351-0066

BALTIMORE 
(443) 846-0400

DeCotis Specialty Insurance is one of New England’s leading 
wholesale insurance brokers. Since 1989 we have been 
providing agents with access to some of the most 
comprehensive coverage solutions available for their specialty, 
excess, and surplus line clients.

WWW. DECOTIS.COM
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When you work for yourself, you make your own success.
But that doesn’t mean you can’t get help along the way. 
That’s why Safeco offers programs and services that position  
you to  win. From producer-development and agency-training  
programs to Bricks & Clicks™, Customers for Life™, and our  
Marketing Solutions Center, we’re there.

being independent doesn’t  
mean going it alone.

The audience for this information includes insurance agents and brokers nationwide and  
is therefore general in nature. Every agent and broker is responsible for knowing the  
guidelines and laws that govern rating, underwriting, and claims handling in their states. 
Coverages and features not available in all states; see the Product Guide(s) for details.

©2017 Liberty Mutual Insurance

AP 300783 SMART2  2017/10

Reach out to your Territory Manager, or 
visit Safeco.com, to learn more.
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Maine Insurance Agents Association 
17 Carriage Lane   Hallowell, ME 04347 

1-800-439-1875   www.maineagents.net 
 

 

THE MAINE VIEWPOINT 

Advertising Rate Schedule 

Position Size: Dimensions: Rate: 
   

Inside Front Cover 7-1/2 x 10 $365.00 
Back Cover 7-1/2 x 10 $365.00 

Inside Back Cover 7-1/2 x 10 $340.00 
Full Page 7-1/2 x 10 $255.00 

2/3 Page Vertical 4-7/8 x 10 $230.00 
2/3 Page Horizontal 7-1/2 x 6-7/8 $230.00 
1/2 Page Horizontal 7-1/2 x 5 $200.00 

1/3 Page Vertical 2-3/8 x 10 $145.00 
1/3 Page Horizontal 7-1/2 x 3-3/8 $145.00 

1/3 Page Square 4-7/8 x 4-7/8 $145.00 
1/6 Page Vertical 2-3/8 x 4-7/8 $120.00 

1/6 Page Horizontal 7-1/2 x 1-3/4 $120.00 
1/6 Page  4-7/8 x 2-1/2 $120.00 

1/12 Page 2-3/8 x 2-1/2 $95.00 
 

*** PINNACLE, DIAMOND & PLATINUM MIAA SPONSORS RECEIVE                               
COMPLIMENTARY ADVERTISING ***  

Advertiser: 
Contact Person: 
Address: 
City:                                                            State:                                                      Zip: 
Telephone: 
Email: 

 
The Maine Viewpoint is hereby authorized to insert our advertising in the size and issue indicated below within 
one year from the date of initial insertion. 

Size of your advertisement: 
Preferred placement: 
Authorized signature: 

 
General Information:  Deadline: Nov. 15, 2018.  Color is an additional $100.  All advertising is subject to 
acceptance as to character, layout, text and illustration.  Specified position:  See advertising rate schedule.  All 
rates are non-commissionable. 

Please make check payment to:  MIAA      Rates effective 10/2018 
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869 Main Street

P. O. Box 307

Westbrook, ME 04098

207-797-2288(office)

207-232-7548(after hours)

Quality Adjustments, Timely, and tailored to your needs.

Multi lined Adjusters handling Maine and New Hampshire

Maine owned and established in 1997.

Please visit our website: www.summitadjustment.com 
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Agency Assistance Company, Inc. provides meeting space for all 
businesses including nonprofits.  The rooms are available for 
rental Monday through Friday during regular business hours. 

The board room accommodates up to 20 individuals.  The 
training room is available for up to 30 individuals classroom 
style and 49 theater style. 

 

For rates and more information, contact Lynda Holt @                
1-800-439-1875 or Lynda@maineagents.net  
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GMA Goes to Bat for You!
Real People, Real Service, Real Solutions

Quality Wholesale Specialty
Insurance Products
and Services since 1900!

CGL & Packages
Mercantile, Residential, Internet,
Professional, Restaurants, Bars
or Manufacturing

BOPS
Architects & Engineers, Design & Build
Contractors, Programmers, Consultants,
Professionals, Web Based Exposures

Property
Occupied, Vacant or Builders Risk

Commercial Auto
Trucks, Garages, Repair Shops,
Contractors, Delivery Vehicles,
Taxis, Buses or Limos

Personal Lines
Manufactured Homes, CPL, XSCPL,
PUP, High Valued Homeowners,
Dwellings, Boats, Snowmobiles,
Motorcycles or Collector Vehicles

info@gmunet.com
submissions@gmunet.com

Green Mountain Agency, Inc.
PO Box 828
Rutland VT 05702-0828

www.gmunet.com
Toll Free Phone 800-451-4279

Toll Free Fax 877-500-6293
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   www.iiaba.net/EOhappens to login 

CLAIMS HAPPEN: This section examines the types of errors made that lead to E&O Claims. 

 Claims Frequency Data 
 Common Causes 
 Claims Examples 
 How to Report a Claim 

CLAIM PREVENTION 

Agency Management:    E&O Audits and Self Assessments 

Agency Procedures:  Valuable tools you can utilize 

 Coverage Checklists 
 Disclaimers 
 File Documentation 
 Sample Customer Letters 
 Sample Procedures Manual 
 Record Retention Recommendation 

Tips:    Loss Prevention Tips 

NEWS & PUBLICATIONS 

Publications:   E&O Related Articles from a variety of sources 

Webinars:   Free Webinars on a variety of EO related topics Presented by the Big “I” 
Professional Liability Program, Swiss Re Corporate Solutions as well as some of the most knowledgeable 
sources in the industry 

Resources:   Valuable materials focused on E&O Related Issues 

SEMINARS 

Questions?  Contact Gayle McPherson, 207.623.1875 or Gayle@maineagents.net 

June 19th MIAA Office, Hallowell, ME

June 20th DoubleTree, So Portland, ME

Nov 7th MIAA Office, Hallowell, ME



127

BUSINESSES

A new staffing  
solution for  
insurance firms
Find experienced staff today 

Work At Home Vintage Experts (WAHVE) is an innovative contract 
staffing talent solution that matches retiring, experienced, trained 
and knowledgeable insurance professionals with insurance 
firms nationwide based on specific job needs. WAHVE delivers 
“pretiring” talent to fill most any insurance position and at a cost 
savings.

Our screening and placing process provides a complete 
and effective solution to talent qualifying, hiring, and HR 
administration. We match the right vintage talent, wherever they 
may live, to the needs of our clients wherever they are located.

With WAHVE, you can
• Fill staffing needs when you can’t find the talent, whether part-time or full-time.

• Save on hiring, training, managing, overhead and turnover costs.

• Free up highly-paid staff for more time with clients and prospects.

• Generate operational efficiencies and drive growth.

Reaping the rewards from WAHVE
•  Wahves are highly trained insurance professionals with 25+ years of experience.

• We match the best “pretiring” talent to fit your staffing needs.

• You interview them and choose the right person for the job.

• Your wahves are ready to go with minimal training.

• They are highly productive, have a great work ethic and are tech savvy.

• They are there for you for the long-term and on a dedicated basis.

Hire a wahve today

“I WANTED YOU TO KNOW 

HOW AMAZING OUR WAHVE 

HAS BEEN. NOT ONLY IS SHE 

SMART AND QUICK AS A WHIP, 

SHE IS ALSO VERY SWEET 

AND WONDERFUL TO WORK 

WITH. SHE IS DETAILED AND 

THOROUGH WITH HER WORK. 

I AM SO VERY THANKFUL FOR 

OUR WAHVE AND ALL THAT 
SHE HAS DONE FOR US!” 
BAILEY M. BATTLE , KEEN BATTLE 
MEAD & COMPANY   

CALL: (646) 807-4372  EMAIL: pretirement@wahve.com LEARN MORE AT: www.wahve.com

Endorsed by IIABA state 
associations across the 
country
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Prosper
Timothy S. Curley
President of Curley Associates – Sanford, ME
Member since 2004

SAN Group is the largest alliance of independent insurance agents in the 
northeast, with more than 370 member agencies and $700 million of in-force 
premium. Join us and gain access to the resources you need to prepare for 
today… and the future!

“ Joining SAN Group years ago was the best   
 decision I made for my business. SAN membership  
 has given me the ability to remain independent and  
 be competitive, resulting in great customer service  
 while maintaining steady growth.”

Contact us to schedule your membership consultation. 
sangroup.com | 800.790.1395





Proven expertise 
you can count on!
For Independent Adjustment Needs… We’ve Got You Covered!

Offering Claims Service 
24 hours a day, 7 days a week

Claims can be reported 24 hours a day, 7 days a week, by calling  
800-445-2330. You may also assign a claim to us on our website: 

www.colonialadj.com

Our experienced staff and team of adjusters average 20+ years in the business, and have 
a proven track record of fast response time, attention to detail, and superior customer 
service. We deliver what we promise – that is our guarantee.

There when you need us - Colonial Adjustment, Inc. is New England’s largest independent 
adjustment company. We have licensed adjusters ready to help you 24 hours a day, 7 days 
a week, throughout the states of Maine, New Hampshire and Vermont.

Company Headquarters: 111 Westcott Road, South Portland, ME 04106 | Phone (207) 797-9036 | Fax (207) 797-6820 
Toll Free (800) 445-2330 | newassignments@colonialadj.com | www.colonialadj.com

Property
Colonial provides full adjustment services for 
property loss on the following:

•  Large Loss Team
•  Homeowner Residential
•  Condominiums
•  Commercial Buildings
•  Business Interruption
•  Municipalities
•  Theft – Mysterious Disappearance
•  Environmental Losses
•  Inland Marine
•  Formal Appraisal
•  Expert Testimony

Casualty
We can handle all your General Liability 
Homeowners and Commercial needs including:

•  Auto Accidents
•  Product Liability
•  Premise Liability, Slip and Fall
•  Personal Injury, Dog Bites, Trespass
•  Liquor Liability
•  Marine Liability
•  Contractor Liability
•  Trucking Losses

Auto/Contents
Our team of Auto Property Damage Adjusters are 
CCC and Audatex trained to assign and manage 
your auto claim:

•  24-Hour Emergency Pager Service
•  Same Day Contact
•  Appraisal Assignment within 24 Hours
•  Cost Efficient Management of  Rentals
•  Liability and Third-Party Claims
•  Total Loss Settlement

Vermont
Brattleboro         Burlington

Maine Locations
Company Headquarters: South Portland
Saco
N. Berwick
Standish
Windham
N. Windham

Yarmouth
Bath
Auburn
Bangor
Waterville

Belfast
Skowhegan
Howland
Machias

New Hampshire
Conway
Exeter

Manchester




