
your agency, a full 

choice of continuing 

education options or our 

ability to working with 

the State and the law 

makers of the state to 

AWIA continues to be a 

great benefit to all who 

participate. 

 Our most recent 

activity has mostly to do 

with our political rela-

tionships.  Several mem-

bers of the board, our 

lobbyist Mary Lynn 

Shickich and one of our 

best advocates with the 

State Legislature re-

cently attended the Pro-

(Continued on page 3) 

 This time of year 

is a time for change. 

With the changing of the 

seasons from summer to 

winter (did you notice I 

left out fall), we em-

brace this time of year 

to reflect on the year 

and look forward to end-

ing the year on a high 

note. On behalf of the 

AWIA Board, I would 

like to wish all of our 

members Happy Holi-

days! 

 Despite the chal-

lenges we have in Wyo-

ming with population, 

travel, and weather, 

your AWIA Board con-

tinues to lead the asso-

ciation to provide its 

members with great 

value. From access to 

Big “I” Markets, afford-

able E&O Coverage for 

President’s Report 

PIA National Director’s Report 

 It may be the holi-

day season but that doesn’t 

mean things slow down 

when it comes to address-

ing issues facing agents 

and their clients. PIA 

seems to be busier than 

ever. 

 Of particular inter-

est (at least to me) are sev-

eral issues in no particular 

order: 

 The Policyholder 

Protect Act which has 

been passed by the House 

and prohibits federal regu-

lators from using assets 

designated to pay out in-

surance claims to "prop 

up" an affiliated bank. The 

bill would greatly improve 

state insurance regulators' 

ability to protect policy-

holders by ensuring that 

insurance companies 

structured under larger 

(Continued on page 2) 

 

Special points of in-

terest: 

 Association of Wyoming 

Insurance Agents  Click 

here to see our Facebook 

page and convention 

photos 
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Inside this Issue 

Liz Luce, ARM. AAI 

To add your support to 

InsurPac & PIAPAC go 

to our web site 

www.awia.com and click 

on Advocacy for the con-

tribution forms or go to 

pages 21 & 22 in this 

newsletter.  Any amount 

is appreciated.  Let’s 

show them Wyoming 

Agents want to be heard Chad Craig, CIC, 

CLCS 
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measure.  When 

“Affordable” health care 

would run over $1800 a 

month for a $6000 deducti-

ble per person, no prescrip-

tion drugs, no dental and 

no eye care, it’s difficult to 

believe is a “Cadillac” ex-

cept in what is paid. Cer-

tainly not in benefits.   

 Did you know you 

can access the Hartford 

Flood program via PIA 

and AWIA? Please let 

Susan or me know if you 

need information on the 

financial firms are not held 

financially responsible for 

a bank’s failure.   

 PIA strongly sup-

ports the repeal of the 

Cadillac Tax. Unfortu-

nately, because this repeal 

was included among con-

troversial measures into 

one large bill, even if it 

passes the Senate it will 

not be signed into law as 

the White House has de-

clared it will veto the 

(Continued from page 1) program. Check the web-

site (www.pianet.com) for 

a host of products and ser-

vices available to you as a 

member.   

 Last, but not least, 

please continue to support 

PIAPAC. Every time 

someone from PIA is able 

to attend a function and 

talk to our legislators and 

aides, it makes a differ-

ence. 

PIA National Director’s Report 
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Partners 2015 

Diamond 

Your name 

here in 2016 

Platinum 
Acuity 

Liberty Mutual/

Safeco 

Gold 
Allied Insurance 

Travelers 

Silver 
Blue Cross Blue Shield 

Burns & Wilcox, LTD- 

Capital Premium  

Financing 

Concorde General 

Dairyland Auto 

Fire/EMS Pak-Burns 

Insurance 

Progressive 

Risk Placement Services 

United Fire Group 

Bronze 
EMC Insurance  

Companies 

Met Life Auto and Home 

reduction in revenue from prod-

ucts, programs and services.  Cur-
rently the IIABA is taking a close 

look at what products, programs 

and services our members need 

and don’t.  There is a big push by 
IIABA to provide to its member-

ship valuable tools that will help 

all independent agents survive and 

flourish in the years to come. 
 Trusted Choice is one of 

those tools, making Trusted 

Choice the premier brand for 

agency members is a major objec-
tive.  IIABA continues to seek out 

additional company partners 

(currently there are approximately 

62 insurance companies) as well 
as ways to improve the efficien-

cies between Trusted Choice and 

Other Big I Programs.  Trusted-

Choice.com expects to reach 3 
million visitors to Trusted-

Choice.com in 2015 and is making 

great strides in its search engine 

optimization to help increase the 
number of visitors on 2016. 

 I look to 2016 as being 

another busy year for IIABA’s 

Governmental Affairs Committee, 
there is a good chance that the 

Cadillac Tax will be repealed, the 

 As I sat at the October 

2015 Board meeting in New Or-
leans it became very clear that the 

Insurance Industry continues to 

be an evolution of extraordinary 

developments, such as the merger 
of ACE and Chubb.  Our industry 

will be affected by the changes in 

Washington that already have 

occurred such as the new leader-
ship in the U.S. House of Repre-

sentatives as well as the changes 

that will occur as a result of the 

elections in 2016.  Independent 
agencies are also changing be-

cause of all of the merger and 

acquisition activity (Wyoming is 

a perfect example in the last few 
years), this activity is affecting 

the way business is being done as 

well as affecting the IIABA Na-

tional Organization, fewer agen-
cies means the IIABA budget will 

see a reduction in dues and a 

implementation of NARAB II will 

happen along with the National 
Elections.  There is going to be a 

lot of things going on that will af-

fect our clients and our agencies, 

therefore I highly recommend that 
we all dig a little deeper in our 

pockets in 2016 and support our 

PAC’s, our Pac’s represent us well 

in Washington and in 2016 its go-
ing to take a lot of extra money to 

make sure our industry is treated 

fairly.    

 As I close this report I 
would like to wish each of you a 

very Merry and Safe Christmas and 

New Year’s holiday.  Enjoy this 

special time with your family and 
friends. 

IIABA NATIONAL DIRECTOR 

Tony Schebler, CIC 

http://www.pianet.com


President’s Report 

tinued discussion about 

certificates.  The Com-

mission also informed us 

that they are attempting 

to reduce the regulations 

imposed but a substan-

tial sum and have asked 

all of us for input.  If 

you have a comment or 

question about a particu-

lar regulation, please 

contact one of your 

AWIA board representa-

tives or the Commission 

office.   

  As always, the 

Annual Shrimp Bash 

will take place in Febru-

ary of 2016.  The 

Shrimp Bash is a great 

place to get more “one 

on one” time with your 

state Representative and 

to have group discussion 

about items affecting 

you or your agency.  Be 

on the lookout for the 

registration email or visit 

our website to register.   

 I also want to 

plant the seed for the 

2016 AWIA Convention.  

We will have the con-

vention in Cheyenne.  

Because of the short dis-

tance, it is always a great 

turnout form the com-

pany side and would be a 

great opportunity for 

your agents, both young 

and old, to attend.  As 

with the  

Shrimp Bash, be on the 

lookout for more infor-

ducer Advisory Group 

meeting presented by the 

Wyoming Department of 

Insurance.  This meeting 

is a great way for inde-

pendent agents to stay 

involved with the hot 

topics our agencies face.  

Because we live in a 

State like Wyoming, we 

also have unique access 

to the Insurance Com-

missioner and the Insur-

ance Commission staff.   

Outside of the Afford-

able Care Act and the 

recent happenings at 

WINhealth, which took 

up a majority of the 

meeting, there was con-

(Continued from page 1) 
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  Another year is 

almost over.  I hope 

yours was a great one. 

As we look forward to 

2016, I hope you will 

join us in Cheyenne on 

February 15th for our 

annual Shrimp Bash.  

The event began in 1981 

and since then AWIA 

and NAIFA-WY have 

joined forces every year 

meet and greet our legis-

lators and share our 

ideas.  You will find a 

registration form in this 

newsletter or you can 

register online at 

www.awia.com. 

 CISR classes for 

2016 are posted on our 

website. 

 We will be back 

in Cheyenne in June for 

our annual convention 

on June 15 and 16.  We 

will again be offering an 

ethics class on June 14 

and you do not have to 

register for the conven-

tion to attend this class.  

We have a great lineup 

for the convention.  Bill 

Wilson from IIABA will 

be joining us and pre-

senting a 2 hour  CE 

class on Certificates of 

Insurance.  “Speed Dat-

ing”  will be returning on  

Thursday afternoon and 

plan to stay for the 

Thursday night, “Johnny 

Cash Tribute”.   

 Your continued 

participation in AWIA 

events helps support our 

convention, shrimp bash 

and CE.  Thank you for 

being there. 

  

Executive Vice President’s Report 

mation regarding our 

convention.  I look for-

ward to seeing you all at 

both events. 

 Take the time to 

focus for a strong year 

end and we at AWIA 

wish you the best start to 

2016. 

 

 

  

 

MERRY 

CHRISTMAS 
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Silver Partner 2015 

Silver Partner 2015 

Rene Fenton 

307 432-2817 

Silver Partner 2015 



 Have you visited the PIA 

web site to learn what benefits are avail-

able to you as an AWIA member?  Dis-

counts, products, logo information, brand-

ing programs, help with web sites.  Please 

make your membership count. 

 

http://pianet.com/benefits/overview 

download a PDF of the Agency Marketing Guide at 

www.PIAAgencyMarketingGuide.com  
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Silver Partner 2015 

PROFESSIONAL
INSURANCE
AGENTS

Visit pianet.com for member benefits 

from PIA National 

Mary Campbell  

303 683-9035  

Silver Partner 2015 

Silver Partner 2015 

http://pianet.com/benefits/overview
http://www.PIAAgencyMarketingGuide.com
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Silver Partner 2015 

JENNIFER NAPOLITANO 

800 274-4055 X54429 

JNAPOLI@PROGRESSIVE.COM 

Not all Nationwide affiliated companies are mutual companies and not all Nationwide members are insured by a mutual company. Nationwide, Nationwide is On Your Side, and the Nationwide N and Eagle 

are service marks of Nationwide Mutual Insurance. © 2015 Nationwide NPO-0655AO (07/15) 

Silver Partner 2015 

Robin Feist 

406 227-5919 

rfeist@unitedfiregroup.com 

mailto:JNAPOLI@PROGRESSIVE.COM
mailto:rfeist@unitedfiregroup.com


Executive Board 
 
President  
Chad Craig, CIC, CLCS (Jenny) 
USI Insurance 
PO Box 1388 635-4231 
Cheyenne, WY  82003  
 chad.craig@usi.bis 
 
President Elect 
Richard Kidd (Danielle) 
Tegeler & Associates 
PO Box 1660 787-6506 
Lyman, WY 82937  
 rkidd@tegelerinsurance.com 
 
Vice President 
Zach Clark, CIC (Jennifer) 
Wyoming Financial Insurance 
542 Running W Drive 686-0313 
Gillette, WY 82717  
 zclark@wercs.com 
 
Secretary-Treasurer 
Bryan Stevens 
AAA Mountain West 
2316 Dell Range Blvd., Ste B  634-8861 
Cheyenne, WY 82009 
 bstevens@mtw.aaa.com 
  
  
PIA National Director 
Elizabeth B. Luce, ARM, AAI (Greg) 
Rocky Mountain Capital 
PO Box 248 635-2491 
Cheyenne, WY  82003  
 lizrmca@qwestoffice.net 
 
IIABA National Director 
Tony Schebler, CIC (Julie) 
USI Insurance 
PO Box 2680  266-6568 
Mills, WY  82644  
 tony.schebler@usi.biz 
 
 
Executive Vice President 
Susan Worthington,  CIC (Vic) 
PO Box 799 283-2052 
Sundance, WY  82729 
 Fax: 777-796-3122 
 awia@vcn.com
 
  

Important AWIA Contact Information 

Austin, Renee ........................... 777-7319 
Licensing Supervisor 
 
Case, Ruth ..................................... 777-7402 
Consumer Affairs Specialist 
 
Chafin, Deanna ............................. 777-7319 
Agent Licensing 
 
Colarusso, Dawn ........................... 777-7319 
Agent Licensing 
 
Feurt, D’Anna ............................... 777-7336 
Policy & Planning Analyst P&C 
 
Fiechtner, Cheryl .......................... 777-6887 
Business Office Coordinator 
 
Higgins, Tammy............................ 777-7318 
Accountant 
 
Glause, Tom .................................. 777-7401 
Insurance Commissioner 
tom.glause@wyo.gov 
 
Johnson, Linda L....... ................... 777-5619 
Chief Financial Examiner 
 
Olsen, Nancy ................................. 777-7402 
Consumer Affairs Specialist 
 
Patch, Brenda ............................... 777-2447 
Senior Policy and Planning Analyst-Health 
 
Rude, Jeff ................................... 777-7401 
Deputy Insurance Commissioner 
 
Schildmeier, Todd ........................ 777-7402 
Consumer Affairs Specialist 
 
Stewart, Donna ............................. 777-7308 
Policy & Planning Analyst 
 
 
 
 
Wyoming Insurance Department 
 
 
Mail:      106 East 6th Avenue 
               Cheyenne, WY 82002 

Board 
 
Sherri Wilkinson, CISR (Troy) 
Rams Head Financial Services 
PO Box 472 765-4419 
Greybull, WY 82426  
 swilkinson@bighornfederal.com 
 
Max Carre’, CISR (Yvette) 
Burns Insurance Agency, Inc. 
237 Storey Blvd. Ste. 200 634-5757 
Cheyenne, WY  82009  
  maxc@burnsia.com 
 
Brett Anderson 
Burns Insurance Agency, Inc. 
237 Storey Ave Ste 200 634-5757 
Cheyenne, WY 82201 
  bretta@burnsia.com 
 
Daniel York (Nikki) 
Tegeler & Associates 
PO Box 687 358-4527 
Douglas, WY 82633 
  dyork@tegelerinsurance.com 
 
Ex-Officio 
Bob McIntyre, CIC (Cynthia) 
Burns Insurance Agency, Inc. 
400 Coffeen Ave. 675-1015 
Sheridan, WY  82801  
 bobm@burnsia.com 

Standing Committees 
 
Education & Mountain Plains ..................... Susan Worthington ................ 283-2052 
Grievance ................................................................. Bob McIntyre ................ 675-1015 
Membership ....................................................................................  
Legislature/WIALAC ................. Nancy Stichert, Darren Hart.... ................ 265-0144 
Financial, Budget & Audit ........................................................... . 
ISO/ACORD/Mid-America ...................................... Zach Clark. ................ 686-0313 
Liaison with Commissioner .......................................................... . 
InsurPac .................................................................... Cheri Krieter ................ 686-0313 
PIAPAC ............................................................................ Liz Luce ................ 635-2491 
Young Agents ..............................................................Chad Craig ................ 367-2154 
Technology & Planning ................................................................ . 

Wyoming Insurance Department 
Telephone List 

Print This Page So You Always Have  
Up-to-date phone numbers 

Important Important Important 
Phone Phone Phone    

NumbersNumbersNumbers   
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2015 PARTNERS 



PLATINUM PARTNER 

2015 

TREVOR VOTRUBA  (307) 438-3521 

TREVOR.VOTRUBA@ACUITY.COM 
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Acuity 
Trevor Votruba  
2800 S. Taylor Drive 307 438-3521 
Sheboygan, WI 53081  
 trevor.votruba@acuity.com 

Allied Insurance 
Ali Blaylock  
8777 N. Gainey Center Drive 303 843-4601 
Scottsdale, AZ 85258  
 BLAYLA1@nationwide.com 
 
Beacon Hill Associates 
Tim Morgan/Robye Davidson  
PO Box 1532 800 596-2156 
Charlottesville, VA 22902  
 tmorgan@b-h-a.com 
 
 
Blue Cross Blue Shield of Wyoming 
Rick Schum 
PO Box 2266 307 634-1393 
Cheyenne, WY 82003 Fax: 307 638-6927 
 rick.schum@bcbswy.com 
 rene.fenton@bcbswy.com 
 
Burns & Wilcox, Ltd., UT 
Tiffany Van Ry 
9815 S.  Monroe St., #510 801 432-5422 
Sandy, UT  84070 Fax: 801 944-4893 
 tavanry@burns-wilcox.com 
 
Capital Premium Financing 
Paula Brossman 
PO Box 30293 800 767-0705 
Salt Lake City, UT  84130 Fax: 800 700-3170 
 pbrossman@capitalpremium.net 
 
Concorde General Agency, Inc. 
Melanie Elsner  
720 28th St. SW, PO Box 10459 701 373-8923  
Fargo, ND  58106 Fax: 701 373-0923
  info@concorde-ga.com 
 
Dairyland Auto 
Mary Campbell, CIC 
9370 Burgundy Circle 303 683-9035 
Highlands Ranch, CO  80126 Fax: 303 471-1530 
 mary.campbell@sentry.com 
 kristy.lange@sentry.com 
  ron.denslow@sentry.com 
 
Fire Pak/Public Entity Pak (Burns Insurance) 
Bob McIntyre, CIC 
400 Coffeen Ave. 307 675-1015 
Sheridan, WY 82801 Fax: 307 675-1016 
 Bobm@burnsia.com 
 
Genesee General of Colorado 
Gloria Jimenez  
12303 Airport Way, #100 303 791-0600 
Broomfield, CO 80021  
 gjimenez@geneseeins.com 

 
 
 
 
 

Imperial PFS 
Colleen Marley 
12596 W. Bayaud Ave. Ste 120 303 988-3443 
Lakewood, CO 80228  
 colleen.marley@ipfs.com 
 
Liberty Mutual Mountain Region 
T. Carrie Little 
5975 S. Quebec Street, Ste 300 307 620-2474  
Centennial, CO 80111 
 carrie.little@libertymutual.com 
 
 
Premium Assignment Corp (PAC)) 
Carla Johnson 
12812 Newport Way 720 202-1629  
Thornton, CO 80602 
 carla.johnson@suntrust.com 
Progressive 
Jennifer Napolitano 800 274-4055 x 54429 
  
 jennifer_B_napolitano@progressive.com 
 
 
Risk Placement Services, 
Casper-Salt Lake City-Scottsdale 
Barbara Cote’ Barbara_Cote@rpsins.com 
  
 
Safeco Insurance 
Sarah Williams 
14123 Denver West Parkway 605 430-2748 
Golden, CO 80401  
 sarah.williams@safeco.com 
Travelers Insurance 
Tim Bishop 
6060 South Willow Drive 
Greenwood Village, CO 80111 720 200-8104 
 trbishop@travelers.com 
 
United Fire Group 
Robin Feist 
7301 N. Federal Blvd, Ste. 200 
Westminster, CO 80030 406 227-5919 
 rfeist@unitedfiregroup.com 

 
JOIN TODAY 

 
 

AWIA Affiliate Members 
Please thank these people for their support of your association 
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GOLD PARTNER 2015 

Platinum Partner 2015 



Platinum Partner 2015 

The Local Agents Serving Main Street AmericaSM Story   
Local Agents. That’s what PIA members are. Professional Insurance Agents who are members of their communities. 

But PIA members are more. PIA members are friends who help their neighbors protect what they value most: their homes, their automobiles, their 

businesses, their assets—their very way of life. 

PIA members provide their neighbors with personal support and service, plus a choice of insurance products to meet their needs. Not from just one 

company, but from many quality insurance companies that support America’s independent agency distribution system. 

Serving Main Street America. Main Street is more than a location. It’s an attitude. It’s where PIA members do business. Main Street is where our 

heart is, and it’s where our customers want to do business. Why? 

Because people prefer to deal with someone they know and trust when it comes to protecting what they have worked so hard to achieve. 

The opportunity. PIA is an association that’s dedicated to providing unlimited opportunities for its members. That’s the way it’s been since 1931. 

PIA members are already well-known in their communities. After all, they are local agents. 

PIA members are sponsors of the local Little League team, volunteer fundraisers for a host of local charities and active members in many local civic 

organizations. When there’s a crisis, PIA members help their neighbors. When there’s a need, PIA members are there. 

And people know that when they need help to insure their home, their autos, their businesses — their way of life — it’s best to go to someone they 

already know and already trust: their neighborhood Professional Insurance Agent. 

A new brand, not a new identity. The PIA Branding Program does not attempt to create a new identity for PIA members. PIA agents don’t need a 

new identity. They already have one. Their customers know who they are. They are Professional Insurance Agents. They’re local and they care. 

The PIA Branding Program, Local Agents Serving Main Street AmericaSM, simply extends the reach of that already-established identity with mar-
keting materials that highlight what Professional Insurance Agents bring to the table. The goal? To attract new customers. To write more business. 

To make more money and increase market share for PIA agencies and their carrier partners. To ensure that the independent agency distribution 

system continues to prosper, now and in the future. 

"Local Agents Serving Main Street America" SM collectively describes the membership of the National Association of Professional Insurance Agents and it's affiliate 

associations. It is not part of the brand or trademark, is not intended to speak for, and should not be confused with The Main Street America Group, also known as 

MSA Group, or its subsidiary companies. The MSA Group and its subsidiaries have offered insurance exclusively through independent insurance agents since 1923. 
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What Stops Salespeople From Moving Forward? 

By 

John Graham 

 

No matter what we sell, there are times when the brakes are on. Something is holding us back, keeping us from moving 

forward. 

Then, we feel even worse when hearing about someone who gets ahead by overcoming unspeakable adversity. “You can 

do it. Just change your thinking.” It sounds easy and most of us have tried it dozens of times. And it works —for about 

five minutes. 

As most salespeople know, moving forward is tough, but changing our behavior can help knock down obstacles. Here 

are eight ideas to get the wheels moving in the right direction: 

1. Get over easy. Next to free, easy has earned a permanent place in the operation of every business — when placing 

orders, answering inquiries, handling complaints, simplifying procedures, and cutting out what’s complicated. 

But easy can also be an enemy. 

Instead of taking time to cultivate and engage prospects, just grab the phone and make phone calls — that go nowhere. 

That’s easy. “I’ll take care of it tomorrow,” we say. That’s easy, too. So is ignoring details and deadlines. Ignoring prom-

ises is easy. Not getting back to people quickly is easy, too. Taking it easy has its reward; it leads to a dead end. 

2. Turn off the autopilot. Perhaps the biggest temptation in business is to get to the point where we know the routines, 

the expectations, the nuances, and the people so that we don’t need to think. 

As one 40 year-old male said, “I know my job.” You can call this getting through the day on autopilot — avoiding 

change, ignoring challenges, and never putting ourselves to the test. We’re efficient, predictable, and we do our job. And 

without even knowing it, we paint a clear picture of ourselves for everyone to see — one that stops us from moving for-

ward. 

3. Develop doubt. Sales gurus say it takes a strong dose of self-confidence to succeed in sales. While self-assurance is 

necessary, it may also send a message to customers that a salesperson is arrogant. 

What’s needed is a balance so we can clearly understand what’s going on with customers. Doubt does that by keeping us 

sharp, alert, and always on our toes. How many times do we say, “I should really have picked up on that issue,” or “I 

wish I thought of that,” or “What could I have done to improve the proposal?” That takes digging down and asking ques-

tions. It takes doubt. 

4. Avoid self-inflation. In a word, overestimating our competence is both common and dangerous. It’s so easy to push 

aside or ignore anything that makes us uncomfortable about ourselves. 

That’s why we are shocked when passed over for an expected promotion, upset when we thought we aced the interview, 

or find it hard to believe the participants gave us a low rating on yesterday’s presentation, the one we were sure went 

great. Although “enhancing” a resume may seem dishonest, many of those who do it believe they were telling the truth. 

In fact, most of us have a hard time seeing ourselves as we are, which may be close to impossible. That’s why getting an 

objective opinion is critical in becoming the people and workers we want to be. 
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5. Stop winging it. Bluntly, when we didn’t take the time to prepare and are winging it. And it’s what they remember 

about us. Simply put, winging it is dangerous to one’s career health. 

Instead of winging it, it’s much better to be a winner. Even if there’s only a few minutes to write a memo, an important 

email, or plan a presentation, it can be done. There’s no need to get nervous and anxious and make a mess of it. To be 

prepared and never need to apologize, put this formula on your smartphone so it’s always nearby: 

Main Idea: “Lowering prices will backfire on us” 

Supporting Ideas: 

“We can’t raise our prices later.” 

“Competitors will say we’re in trouble and use it against us.” 

“We will lose credibility with our customers.” 

Action Idea: “Rather than lower prices, we can: 1) Enhance our guarantees; 2) Provide an app that simplifies order-

ing; and 3) Post a video with customers describing how we have reduced costs and improved reliability. 

Your message will be clear and you won’t stumble or ramble. Plus, you’ll get rave reviews. 

6. Never say no. When opportunities come up or you see the possibility of taking on a project or responsibility, never 

say no. Most of us would like to say yes, but venturing into the new and unknown holds us back. “I’d like to but I’m too 

busy right now,” we say. 

So much for excuses. If you want to move ahead, put yourself on the line and say yes. Then, come up with a plan and 

figure out how to do it. You’re not alone; there’s always help. 

7. Ditch the dated. No question about it, experience has value. It helps in spotting problems, seeing possibilities others 

miss, and avoids making “beginner’s mistakes.” 

Even so, there’s another side to experience. We can give it too much weight. When we do, our skillsets and knowledge 

base fall behind. That’s when we convince ourselves that our experience makes up for it. 

It doesn’t work. Change is so swift, it’s easy to become “dated.” To stay current takes a consistent effort. Moving for-

ward takes a combination of both experience and present knowledge. 

8. Listen closely. Jeff Short is a listener. And it’s one reason why he’s the successful VP of Sales at K&W Tire, a whole-

saler, based in Lancaster, PA. He wants to know what his sales team says about the competition. 

But Jeff doesn’t just listen — he listens for patterns. “You nibble a big enough piece of somebody else's pie and you 

have to be ready when they come back after you,” he says. “Sometimes ‘price’ is a big factor but many times it's way 

down the list. Lots of little buying signals jump out at me...years of listening closely.” 

In sales, there’s nothing as valuable as gathering and putting together pieces of intel, making the connections, and dis-

covering the patterns.  

While a positive mental attitude is always good, it takes something more to propel salespeople forward. It takes the right 

actions. 

John Graham of GrahamComm is a marketing and sales strategist-consultant and business writer. He publishes a free 

monthly eBulletin, “No Nonsense Marketing & Sales Ideas.” Contact him at jgraham@grahamcomm.com, 617-774-

9759 or johnrgraham.com. 

Page 14 

AWIA  NEWS  Issue 2, Volume 1 
T H E  A S S O C I A T I O N  O F  W Y O M I N G  I N S U R A N C E  A G E N T S  

mailto:johnrg31@me.com


 
 

  For over 25 years, the Big "I" Professional Liability Program underwritten by Westport Insurance Corporation (rated 

  "Excellent" by A.M. Best) has been the premiere choice of IIABA member agents for insurance agents and brokers 

  E&O insurance. Why? Because our program is a trusted source for the most comprehensive coverage in the 

  marketplace. 

 

Key features of this program include: 
·         Claims made for with full prior acts available 

·         Broad definition of professional services and who is a named insured 

·         Available first dollar defense 

·         Defense costs in addition to the limits of liability 

·         Aggregate limits and deductibles 

·         True world wide protection 

·         Liberal extended reporting periods 

·         Coverage for advertising activities including libel and slander 

·         Various policy credit opportunities 

Why Big "I" E&O? Because not only does the program’s exclusive policy form provide market-leading coverage 

benefits, such as advertising activities and contractual liability, but a comprehensive loss prevention seminar is also 

available to help you avoid claims and to improve business processes.  

The Westport policy form contains exclusive enhancements that are available only to members that write their E&O 

through Big "I" Professional Liability Program. 

For more information, please contact Kerri Emmons  at (406) 442-9555 ext. 105 or kemmons@iiamt.org 

E&O Loss Control Announcement 
 

To Learn more about E&O Click Here 

E&O Tips Regarding Certificates 

The Fireman's Fund policy offers broad coverage tailored to insurance agencies. Fireman's Fund is currently rated A 

XV by AM Best and is the second largest provider of Agency E&O in the country. 

TARGET MARKET & ELIGIBILITY 
The target market for this program are agencies and/or brokers with gross revenues of $3,000,000 or less, a staff size 

of less than 30 employees, and that have been in business for at least three years. The primary revenue source for these 

agencies will include traditional property and casualty sales, but may include ancillary income from Accident & 

Health, Life, Annuity and other financial products including securities. Coverage will not be provided for real estate 

activities associated with these P&C agencies. 

  

Eligible Risks 
· Coverage for agencies where the primary source of their revenue is from traditional property and casualty sales. 

· Majority of business placed in standard markets 

· Minimum of 3 years in business under the current ownership or evidence of adequate licensed experience for the 

principal of the firm. 

Favorable claims experience 

Ineligible Risks 
· Any Agency that does not derive a minimum of 60% of their revenues from the sale and/or servicing of Property and 

Casualty Insurance Products. 

· Any Agency acting as a real estate agent or broker, property manager or mortgage broker and does NOT carry sepa-

AWIA  NEWS  
T H E  A S S O C I A T I O N  O F  W Y O M I N G  I N S U R A N C E  A G E N T S  

Issue 2, Volume 1 
Page 15 

mailto:blaroque@iiamt.org
http://mt.iiaa.org/PRIM/E&O/losscontrolannouncement.pdf
http://www.iiaba.net/MT/08_AgencyBusinessResources/04_ErrorsOmissions/NAV_AGNCYErrorsOmissions?ContentPreference=MT&ActiveState=MT&ActiveTab=STATE&ContentLevel1=MEMPROD&ContentLevel2=AGNCYBUS&ContentLevel3=AGNCYEO
http://mt.iiaa.org/PRIM/E&O/EOTips.pdf


rate E&O coverage for these activities. 

· Any Agency with revenue generated from the sales or administration of structured settlement annuities. 

· Any Agency that operates as a Third Party Claims Administrator (Claims TPA) for other than workers compensation 

plan. 

Any Agency involved in the marketing, sales or servicing of Alternative Risk Transfer Arrangements, Captive Plans 

or Arrangements, Risk Retention Groups, or Risk Purchasing Groups 

COVERAGE HIGHLIGHTS & AVAILABILITY      

Coverage Highlights 

· A rated carrier 

· Specialized experience in claims settlement 

· Coverage for the sale of both P&C and L&H available 

· Admitted carrier 

· Broad definition of covered professional services and activities 

· Available first dollar defense 

· Provides coverage for services provided to Controlled, Owned, Related, and/or Managed entities 

· Policy limits available up to $10,000,000 

· Deductibles with aggregates 

Full prior acts available 

For more information, please contact Kerri Emmons at (406) 442-9555 ext. 105 or kemmons@iiamt.org 

To Learn more about E&O Click Here 

E&O Tips Regarding Certificates 
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The Night Before Christmas for Insurance Agents 

 

‘Twas the night before Christmas (12:01 a.m. 12/25) and all through the house (single family, joisted masonry, e.c.3, terr. 44, pc5), not a creature 

was stirring, not even a mouse (thorough pride of ownership and excellent maintenance). 

The (flame-retardant) stockings were hung by the (contractor-installed) chimney with care, in hopes that St. Nicholas soon would be there (in spite 

of deadbolt locks and central station alarm system). 

The children (ages 4, 8, 14, & 16) were all nestled snug in their beds (check MVR on 16-year-old) while visions of sugar plums danced in their 

heads (check for drug use). 

Ma in her kerchief (scheduled heirloom) and I in my cap (no slave to fashion) had just settled down for a long winter’s nap. (Check employment, is 

insured sleeping all day?) 

When out on the lawn there arose such a clatter (check into condition of premises, housekeeping, etc.), I jumped out of bed to see what was the 

matter. 

Away to the window I flew like a flash, threw back the curtains and tore open the sash (intentional destructive act, no coverage; also, appears in-

sured only wearing a cap in front of uncovered window). 

When what to my wondrous eyes should appear, but a miniature sleigh and eight tiny reindeer. (check if sleigh is rated business use and corporate 

owned.) With a little old driver so lively and quick, I knew in a moment it must be St. Nick. (Notify life underwriting, order medical on 600-year-

old driver). 

More rapid than eagles (check MVR for speeding violations) his coursers they came and he whistled and shouted and called them by name 

(possible aggressive driver). 

Now Dasher (turbo equipped?), now Dancer (classic?), now Prancer (check occupation), now Vixen (definitely check occupation), on Comet 

(possible muscle deer), on Cupid (check credit score), on Donner (4×4) and Blitzen (possible drinking problem?). 

To the top of the porch, to the top of the wall (check for structural damage; also look into height exposures), now dash away, dash away, dash away 

all (old man climbing walls either in great shape or overly medicated). 

So up to the housetop his coursers they flew, with a sleigh full of toys and Saint Nicholas, too. (Check for possible retail delivery classification of 

autos). And then, in a twinkling, I heard on the roof, the prancing and pawing of each little hoof. (Check for shingle damage; also classification of 

operations—roofing is a prohibited class). 

As I drew in my head and was turning around, down the chimney he came with a bound. 

He was dressed all in fur (scheduled items) from his head to his foot, and his clothes were all tarnished with ashes and soot. (Part-time job as fire-

fighter?) 

A bundle of toys he had flung on his back. (Check to see if insured has safety committee; check lifting training). His eyes how they twinkled, his 

dimples how merry, his cheeks were like roses, his nose like a cherry (order updated medical report, possible drinking and/or drug abuse). 

The stump of a pipe he held tight in his teeth (ineligible for nonsmoker discount) and the smoke encircled his head like a wreath (check batteries in 

smoke detectors to make sure operational). 

He was chubby and plump a right jolly elf (overweight for height) and I laughed when I saw him in spite of myself. A wink of his eye and a nod of 

his head soon gave me reason I had nothing to dread (Stranger enters past alarm and insured not worried? Sounds suspicious.) 

He spoke not a word, but went straight to his work, and filled all the stocking, then turned with a jerk (review workplace for ergonomic compli-

ance). 

And laying his finger aside of his nose (obscene gesture?), and giving a nod, up the chimney he rose. (Check operations, chimney sweeps are pro-

hibited classification, look into GL PD deductible.) 

He sprang to his sleigh, to his team gave a whistle, and away they all flew like the down of a thistle (not likely with fat man and sleigh full of toys. 

Check GVW for proper classification, light/service/local seems unlikely). 

And I heard him exclaim as he drove out of sight, “Merry Christmas to all, and to all a good night!” (Check hours of operation; 24-hour service 

operations prohibited. Also check into seasonal nature of business.) 

NOTE: ORDER NEW LOSS CONTROL REPORT. DIARY FOR 07/01/06 TO DISCUSS WITH AGENT. 
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For room reservations call 307 638-4466/Room Block “Shrimp Bash” 

ANNUAL SHRIMP BASH RECEPTION 

Monday, February 15, 2016 

Holiday Inn 

Cheyenne, WY 

6 PM 

Legislative Bill Review.......................................3:30 PM 

Shrimp Bash........................................................6:00 PM  

Please register by February 6, 2016-by fax or e-mail to the AWIA office 

Send Registration to:  AWIA 

    PO Box 799 

    Sundance, WY 82729 

    e-mail:  awia@vcn.com 

    Phone: 307 283-2052 

    Fax: 775 796-3122 

   

Name________________________________________________________________________ 

Agency/Company______________________________________________________________ 

Address______________________________________________________________________ 

City/State/Zip_________________________________________________________________ 

 I am a member of AWIA [  ]  NAIFA-WY [  ]  Registration fee is $50 per person 

To pay by credit card check here [ ] e-mail address? _____________________________ There is a $5 conven-
ience fee for credit card payments. 

My check is enclosed for $___________Made Payable to WIA-LAC      Tax ID#830232744 

To register multiple people, please attach a list. 

You may register online at www.awia.com 



InsurPac 2015 
 

Joanna Akers-First State Insurance, Member of Burns Insurance 

Mark Anderson-Burns Insurance Agency 

Mary Campbell-Dairyland Auto 

Max Carre’–Burns Insurance Agency 

Zach Clark-Wyoming Financial Insurance 

Charles Gulley-BW Insurance Agency 

Trudy Godwin-Burns Insurance Agency 

Kory Hill-Wyoming Financial Insurance 

Cheri Krieter-Wyoming Financial Insurance– WY InsurPac Chair 

Liz Luce-Rocky Mountain Capital 

Bob McIntyre-Burns Insurance Agency 

Tim Moss-HUB International 

Sherri Wilkinson-Rams Head Financial Corp. 

Susan Worthington-AWIA 

 

PIAPAC 2015 
Joanna Akers-First State Insurance, Member of Burns Insurance 

Max Carre’-Burns Insurance Agency 

Zach Clark-Wyoming Financial Insurance 

Darren Hart-HUB International 

Cheri Krieter-Wyoming Financial Insurance 

Liz Luce-Rocky Mountain Capital-WY and National PIAPAC Chair 

Nancy Stichert-Tegeler & Associates 

Susan Worthington-AWIA 

go to www.awia.com and click on Advocacy for contribution 

forms or scroll down to the last 2 pages of this newsletter to 

print forms 
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