
in interim committee 

meetings than ever be-

fore.  This is where we 

need to start our re-

quests and by the time 

we get to the Shrimp 

Bash (January 19th, 

2015) the bills should be 

a well on their way and 

we can spend that time 

thanking legislators and 

priming the pump for 

the upcoming interim.  

A particular area of in-

terest this year is adjus-

tors of electronic device 

policies.  We feel it is 

important that these 

policies be clearly de-

(Continued on page 3) 

 Hello all, hope 

you are having a strong 

finish to this year.  

Seems like this year has 

flown by as usual.  I 

wanted to end the year 

with a summary of 

things AWIA has done 

and is doing on your 

behalf. 

 Legislative is-

sues have been and re-

main a high priority for 

your AWIA board.  We 

continue working with 

our excellent lobbyist 

Mary Lynn Shickich.  

She was a huge help in 

getting the new certifi-

cates law passed.  Al-

though it has not solved 

all the problems with 

certificates, it has given 

agents ammunition 

against unreasonable 

requests.  We have also 

been much more active 

President’s Report 

PIA National Director’s Report 

 What a stunning 

autumn so far. It’s only 

just now that the crim-

son, orange and yellow 

leaves are gone from the 

bush outside my win-

dow and I can see the 

Greek Orthodox Church 

across the street. Let us 

hope our winter is this 

mild and we don’t have 

claims! 

 PIA had a 

changing of the guard at 

our September meeting 

when Tim Russell was 

elected the new Secre-

tary/Treasurer and the 

Richie Clements from 

Louisiana was sworn in 

as PIA’s new President. 

Richie, of course, under-

stands all too well the 

importance of not only 

(Continued on page 2) 
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Special points of in-

terest: 

 Association of Wyoming 

Insurance Agents  Click 

here to see our Facebook 

page and convention 

photos 

PROFESSIONAL
INSURANCE
AGENTS
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PIA Branding 15 
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23 

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 Bob McIntyre, 

CIC 

http://www.facebook.com/?ref=home#!/pages/Association-of-Wyoming-Insurance-Agents/121751101244860
http://www.facebook.com/?ref=home#!/pages/Association-of-Wyoming-Insurance-Agents/121751101244860
http://www.awia.com/


 

at PIA. This month’s 

Connection had a whole 

article on ride sharing. 

 The Connection 

will also provide you 

information on their 

member benefits. From 

E&O coverage to man-

agement tools to driver 

history info to succes-

sion planning; you will 

find a resource to help 

you in the agency. 

flood insurance but the 

broader picture of natu-

ral disasters and we will 

find him to be an advo-

cate of helping us pro-

tect our clients.  

 If you are not 

getting the PIA Connec-

tion, please let me know 

because between the 

Connection and the 

email news line, you can 

stay abreast of the issues 

(Continued from page 1)  I am writing this 

on Halloween and hop-

ing it is a safe one for 

all. Please don’t hesitate 

to contact me with any 

questions or concerns. 

 The first five 

people who e-mail the 

AWIA office 

awia@vcn.com to let me 

know they read this will 

win a Sacajawea Dollar.  

Thanks for reading! 

PIA National Director’s Report 
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Partners 2014 

Diamond 

Your name 

here in 2015 

Platinum 
Acuity 

Liberty Mutual/

Safeco 

Gold 
Allied Insurance 

Travelers 

Silver 
Allstate 

Blue Cross Blue Shield 

Burns & Wilcox, LTD- 

Capital Premium  

Financing 

Dairyland Auto 

Fire/EMS Pak-Burns 

Insurance 

Progressive 

Risk Placement Services 

 

Bronze 
EMC Insurance  

Companies 

Met Life Auto and Home 

spend organizational re-

sources so that we get the 

most that we can for our 

members.  Trusted Choice 

was discussed, commercial 

was launched in October as 

a part of the continuing roll-

out of creative materials in 

the Freedom Campaign.   

That leads me into the topic 

that the Board and State 

Executives discussed exten-

sively, the IIABA 3 year 

Strategic Plan (2015-2017) 

was presented to the Board 

by the planning committee 

and the Board approved and 

funded the plan.    The plan 

consists of three main focus 

areas:  improving products 

and services; helping agen-

cies attract, recruit and de-

velop talent; and enhancing 

communications between 

the association and its 

agency members and state 

 It is always excit-

ing to report back to the 

members of AWIA what 

took place at the IIABA 

Board meeting, the Sep-

tember Board meeting was 

held at Grand Rapids, 

Michigan on September 13 

and 13. Normal  items of 

business that were dis-

cussed were the 2015 

budget, the finance com-

mittee presented the pro-

posed 2015 budget and it 

was approved by the 

Board, with regard to the 

budget a few comments are 

in order, the IIABA is a 

well run organization and 

associations.  It’s clear that 

the Strategic Plan that was 

adopted will benefit all 

member agencies in many 

ways.   The area that I al-

ways like to mention is In-

surPac, our organization had 

victories on both Flood and 

Crop insurance on the Fed-

eral Level this year and there 

are additional areas that need 

to be addressed.  InsurPac  

helped many people get 

elected this year, there are 

things to be considered in 

Congress next year that re-

late to the insurance industry, 

maybe with the new  mem-

bers of Congress we will get 

a bigger voice on items that 

concern our businesses and 

our futures.  Please continue 

to support InsurPac, it’s our 

future and our business that 

we are protecting. 

IIABA NATIONAL DIRECTOR 

Tony Schebler, CIC 



President’s Report 

try.  So be sure to send 

your ideas and questions 

to the board so we can 

take these up on your 

behalf. 

 The 2015 Con-

vention is coming to 

Sheridan in June16-18th.  

We will have the time-

tested favorites: Com-

pany Appreciation 

Night, Young Agents 

Casino Night, CE, Golf, 

Fishing, etc.  We are 

also expanding our 

Company Round Tables 

(speed dating) to allow 

for more time with carri-

ers.  This was well re-

ceived by carriers and 

agents alike and we want 

to expand it this year.  

Carriers are talking of 

bringing more underwrit-

ers to the convention due 

to this expanded oppor-

tunity to connect with 

agents.  Please consider 

coming or sending pro-

ducers from your agency 

to take advantage of this 

time with carriers.  IT 

really is a win-win.  We 

are also working on 

some additional activi-

ties that would be new 

this year, so stay tuned. 

 AWIA provides 

many services to its 

members, too numerous 

to list in a short article.  

So don’t forget to check 

out www.awia.com and 

the links there to the Big 

fined. Watch for our leg-

islative update by email 

as we progress into the 

session. 

 Several AWIA 

members take part in the 

Insurance Commis-

sioner’s Advisory Group 

meetings.  These meet-

ings are a good opportu-

nity for us to talk over 

issue with the Depart-

ment of Insurance Staff 

including Commissioner 

Hirsig.  As an associa-

tion, we are also seeking 

additional times to meet 

with Commissioner Hir-

sig and his staff to tackle 

issues facing our indus-

(Continued from page 1) 
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 It has been a suc-

cessful year for your asso-

ciation.  We added a new 

event during our annual 

convention to allow more 

time for agents and compa-

nies to meet one on one.  

That event “speed dating” 

will be improved and con-

tinued at the 2015 conven-

tion in Sheridan.  Watch 

for more information and 

registration forms on our 

web site after January 1st.  

Sheridan is always a great 

location for a convention, 

so mark your calendars for  

June 16, 17 and 18.  If you 

are looking for an ethics 

class, Safeco is providing 

a 3 hour class on Tuesday, 

June 16. 

 The success of 

certificate legislation is 

due in no small part to the 

efforts of several members 

of your board as well as 

our lobbyist, Mary Lynne 

Shickich.  We will hold 

our annual “Shrimp Bash” 

on Monday, January 19, 

2015.  There is a registra-

tion form included in this 

newsletter, or you can reg-

ister online at our web site 

www.awia.com.  Please 

join us for a “meet and 

greet” with your legisla-

tors. 

 The 2015 CISR 

schedule will be posted and 

online registration avail-

able by January 1.  Thank 

you for your participation 

in the program. 

Executive Vice President’s Report 

I website.  From CE to 

markets to networking 

and beyond, AWIA is 

here to help you make 

more of your industry.  

As always, please con-

tact me or any other 

board member if you 

have questions or ideas. 

http://www.awia.com
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Silver Partner 2014 

Silver Partner 2014 

Rene Fenton 

307 432-2817 

Silver Partner 2014 

Silver Partner 2014 
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 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 2014 
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Visit pianet.com for member benefits 

from PIA National 

Mary Campbell  

303 683-9035  

Silver Partner 2014 

Silver Partner 2014 

http://pianet.com/benefits/overview
http://www.PIAAgencyMarketingGuide.com
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2014 Gold Partner 

  

Silver Partner 2014 

JENNIFER NAPOLITANO 

800 274-4055 X54429 

JNAPOLI@PROGRESSIVE.COM 

ANNUAL SHRIMP BASH 

MONDAY, JANUARY 19, 2015 

6 PM 

CHEYENNE HOLIDAY INN 

REGISTRATION AVAILABLE ONLINE OR ON 

PAGE 5 OF THIS NEWSLETTER 

mailto:JNAPOLI@PROGRESSIVE.COM




Executive Board 
 
President  
Bob McIntyre, CIC (Cynthia) 
Burns Insurance Agency, Inc. 
400 Coffeen Ave. 675-1015 
Sheridan, WY  82801  
 bobm@burnsia.com 
 
President Elect 
Chad Craig, CIC, CLCS (Jenny) 
Willis of Wyoming 
PO Box 1388 637-4231 
Cheyenne, WY  82003  
 chad.craig@willis.com 
 
Vice President 
Richard Kidd (Danielle) 
Tegeler & Associates 
PO Box 1660 787-6506 
Lyman, WY 82937  
 rkidd@tegelerinsurance.com 
 
Secretary-Treasurer 
Zach Clark, CIC (Jennifer) 
BW Insurance Agency, Inc. 
PO Box 819 682-9397 
Gillette, WY 82717  
 zachary.clark@bankofthewest.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) 
Willis of Wyoming 
PO Box 2680  266-6568 
Mills, WY  82644  
 tony.schebler@willis.com 
 
 
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 
 
Braunschweig, Jeff ........................ 777-6893 
Financial Examiner 
 
Case, Ruth ..................................... 777-7402 
Consumer Affairs Specialist 
 
Chafin, Deanna ............................. 777-7310 
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 
 
Hirsig, Tom ................................... 777-7401 
Insurance Commissioner 
tom.hirsig@wyo.gov 
 
Johnson, Linda L....... ................... 777-5619 
Chief Financial Examiner 
 
Melvin, Doug ................................ 777-6897 
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 
 
Weiss, Amy.................................... 777-7402 
Office Assistant 
 
Wilhelm, Dee ................................ 777-6916 
Legal Assistant 
 
 
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 
 
Bryan Stevens 
AAA Mountain West 
2316 Dell Range Blvd., Ste B  634-8861 
Cheyenne, WY 82009 
 bstevens@mtw.aaa.com 
 
Brett Anderson 
Burns Insurance Agency, Inc. 
237 Storey Blvd., Ste. 200 634-5757 
Cheyenne, WY 82009 
  bretta@burnsia.com 
 
Ex-Officio 
Cheri Krieter, CIC, CISR (Glen) 
BW Insurance Agency, Inc. 
PO Box 819 682-9397 
Gillette, WY  82717  
 cherolyn.krieter@bankofthewest.com 

Standing Committees 
 
Education & Mountain Plains ..................... Susan Worthington ................ 283-2052 
Grievance ................................................................. Bob McIntyre ................ 675-1015 
Legislature/WIALAC .. ............................................ ..Max Carre’ ................ 634-5757 
ISO/ACORD/Mid-America ....................................... Zach Clark ................ 682-9397 
InsurPac .................................................................... Cheri Krieter ................ 682-9397 
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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INDEPENDENT INSURANCE AGENTS ASSO-

CIATION OF MONTANA/WYOMING 

406 442-9995 

porcessing@iiamt.org 



2014 PARTNERS 



PLATINUM PARTNER 

2014 

TREVOR VOTRUBA  (307) 438-3521 

TREVOR.VOTRUBA@ACUITY.COM 

mailto:TREVOR.VOTRUBA@ACUITY.COM


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

Allied Insurance 
Krystal Seyfried  
7979 Tufts Ave #1700 303 843-4601 
Denver, CO 80237  
 seyfrik1@nationwide.com 
Allstate 
Reggie McConnell  
115010 Outlook Street, Ste 425 913 685-6702 
Overland Park, KS 66211  
 rmcaf@allstate.com 

Bituminous Insurance Companies 
Jean Whyte 
PO Box 280729 303 985-9494 
Lakewood, CO  80288 Fax: 303 985-0808 
 jwhyte@bituminousinsurance.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 
Reid Wilson 
9815 S.  Monroe St., #510 801 432-5422 
Sandy, UT  84070 Fax: 801 944-4893 
 rowilson@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 
9003 S. Bear Mountain Dr. 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 303 791-0850 
 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 
  
 jnapoli@progressive.com 
 
Risk Placement Services, 
Casper-Salt Lake City-Scottsdale 
Barbara Cote’ Barbara_Cote@rpsins.com 
Christy Anderson Christine_Anderson@rpsins.com 
Peg Mann Peg_Mann@rpsins.com 
Natalie Ostler Natalie_Ostler@rpsins.com  
 
Safeco Insurance 
Sarah Williams 
14123 Denver West Parkway 605 430-2748 
Golden, CO 80401  
 sarah.williams@safeco.com 
Travelers Insurance 
Julie Knipe 
6060 South Willow Drive 
Greenwood Village, CO 80111 720 200-8185 
 jknipe@travelers.com 
 

 
JOIN TODAY 

 
 

AWIA Affiliate Members 
Please thank these people for their support of your association 
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GOLD PARTNER 2014 

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 some-

one 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 

marketing 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 insur-

ance agents since 1923. 

PROFESSIONAL
INSURANCE
AGENTS
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Gold Partner 2014 

Gold Partner 2014 



 
 

  For over 25 years, the Big "I" Professional Liability Program underwritten by Westport Insurance Cor-

poration (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 pre-

vention 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 Becky Laroque at (406) 443-7810 ext. 105 or blaroque@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 cur-

rently 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 includ-

ing securities. Coverage will not be provided for real estate activities associated with these P&C agen-
cies. 
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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 ex-

perience 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 servic-

ing 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 separate E&O coverage for these activities. 

 Any Agency with revenue generated from the sales or administration of structured settlement an-

nuities. 

 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 Becky LaRoque at (406) 443-7810 ext. 105 or blaroque@iiamt.org 

To Learn more about E&O Click Here 

E&O Tips Regarding Certificates 
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InsurPac 2014 
Karen Ackerman, A.D.I. Insurance 

Joanna Akers, First State Insurance, Member of Burns Insurance 

Mark Anderson, Burns Insurance Agency 

Zach Clark-BW Insurance Agency 

Chad Craig-Willis of WY 

Pam Davidson-Tegeler & Associates 

Charles Gulley, BW Insurance Agency 

Darren Hart, BW Insurance Agency 

Kory Hill, BW Insurance Agency 

Stephanie Hitt-Hitt Insurance Agency 

Julie Knipe-Travelers 

Cheri Krieter, BW Insurance Agency– WY InsurPac Chair 

Liz Luce-Rocky Mountain Capital 

Bob McIntyre-Burns Insurance Agency 

Stella McGee-BW Insurance Agency 

Laura Miller-IMU 

Tom Minkler-IIABA Chairman 

Tim Moss, HUB International 

Cort Petersen, BW Insurance Agency 

Linda Pinder-HUB International 

Skyler Pownall-BW Insurance Agency 

Tony Schebler, Willis of WY 

Nancy Stichert-Tegeler & Associates 

Tyler VanSpanje-IMU 

Sherri Wilkinson-Rams Head Financial Corp. 

Susan Worthington, AWIA 

 

PIAPAC 2014 
Joanna Akers-First State Insurance, Member of Burns Insurance 

Darren Hart-BW Insurance Agency 

Cheri Krieter, BW Insurance Agency 

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

Bryan Stevens-AAA Mountain West 

Nancy Stichert-Tegeler & Associates 

Sherri Wilkinson, Rams Head Financial Corp. 

Susan Worthington, AWIA 

Scroll down to the last 2 pages of this newsletter to print forms 
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 Q hope you can help us with a concern we have in our agency about using coverage waiver forms.  We are provided with a form where we 

can fill in the blanks about some coverage the insured is rejecting, and then have the insured sign the form.  Our instructions are to use the form 
when “appropriate”.  We have a lot of discussion about this, but not a lot of agreement.  I know some of the account managers use the form fre-
quently, and some use it almost never.   Can you help us determine when it is “appropriate”? 
Merilee, Texas 

 A Merilee, this is one of the most challenging areas of E&O protection in the agency, and yet very important.  I know some agencies will 

instruct employees to use a waiver or rejection form whenever “significant” coverage is removed.  Yet, that still doesn’t explain what “significant” is.  
Isn’t everything “significant” to the insured once the loss has occurred?  Well, yes. But if you think of it in terms of an E&O claim that might help.  
How much exposure is involved?  Sometimes management sets a requirement, such as $10,000 for property exposures, while requiring that all liability 
exposures rejected be in writing.   

The reason coverage rejections or waivers are used is to provide stronger documentation that the insured did not want a particular coverage or limit.  
We could put a note in our file indicating that the insured does not want a coverage, but then later that insured may say he never asked for that cover-
age to be removed.  We could send a letter to an insured indicating that a coverage offered was rejected, but he could then say he never received the 
letter.  Obtaining something in writing from that customer, or a signed rejection form is a much stronger defense in an E&O situation. 

Let’s break it down a bit, and talk about removing coverages first.  If the insured requests that a certain coverage be removed from the policy, many 
agencies will require a rejection form to be signed.  Other agencies require that you say “I am sorry, but I cannot remove any coverage from the policy 
until I receive your request in writing.”  Receiving a letter or email from your customer regarding the removal of coverage is good documentation in 
lieu of a signed rejection or waiver form. 

Another time it is appropriate to obtain a signed rejection is at the time a new policy is sold, or at the time of a coverage review.  If the agent suggests a 
particular limit or coverage, but the customer is unwilling to purchase that option or coverage, then a signed document is recommended.  Some agen-
cies will use an “options” page on a commercial proposal, or some other type of checklist to give the customer an opportunity to “sign off” coverages 
rejected.   

Another suggestion is to create a general waiver form for each line of business, and include the most-often rejected options on one page.  Provide an 
area for the customer to initial and check the coverage rejected, and a signature and date at the bottom.  This helps the CSR or producer to have a 
simple tool at their fingertips, rather than having to complete a generic rejection form. 

Whichever method works best for your agency, make sure that you establish clear guidelines so that the use of any rejection or waiver forms is uniform 
throughout the agency.  Consistency is one of the best defenses in an E&O situation.  

Mary LaPorte is a consultant and educator with a strong background in Errors & Omissions loss prevention.  Forward your E&O 

questions to marylp@lpinsuranceconsult.com. 
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