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Did you know that PIA’'s company council, The PIA Partnership, has conducted
nationwide research about the insurance buying preferences of small business
owners?

The research is encouraging because it found that small business owners
strongly prefer independent insurance agents as they make choices in today’s
online world.

However, the results also serve as a wake-up call that agents must take steps to
continue to demonstrate their value and also be more engaged online.

PIA and the companies belonging to The PIA Partnership have created a public
website that helps agents understand PIA’s findings.

PIA members also have access to a private website containing a series of strategies
and tools to help them stay ahead of online competition in commercial lines.

To access the newest PIA Partnership project, Small Business Insurance &
The Internet — The Voice of the Commercial Lines Customer, visit us at
www.pianet.com/voiceoftheclcustomer.

If you are not a PIA member and want to access all of the tools available
through this program, contact us for a membership application or visit us
online at www.pianet.com/joinpia.
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We are pleased to recognize the critical role of our partner insurance
agents and brokers in helping us achieve another remarkable year.
Thank you for your ongoing commitment to our company.
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TOP STORIES

PIA NATIONAL &

CYBER INSURANCE

NEED A CYBER PRODUCT TO SELL?

PIA cyber insurance is now available for
association members to sell to clients! Last
week PIA National announced — in conjunction
with our partner ABA Insurance Services
(ABAIS) — that it is working together with Great
American E&S Insurance Company to create a
tailor-made, robust cyber insurance program
that responds to the most common cyber
threats facing small and mid-sized businesses.

Here are the important details:
+ This is a non-admitted program
+ ABAIS will file all surplus lines taxes.

+ If required by state, PIA producers will
need to provide ABAIS with a completed
surplus lines form

+ Direct bill (agency bill available)
+ Sales commission: 12.5%
+ PIA royalty: 2% (split 50-50 with affiliates)

Naturally — and as expected — to sell the PIA
enhanced cyber insurance product you must be
a PIA member.

ABA Insurance Services has a pre-existing
relationship with Progressive Insurance. It has
been instrumental in the distribution of the
product as well as agent clearing. Because

of that PIA members that are appointed with

Progressive can quote the PIA cyber program
through Progressive’s ForAgentsOnly.com
agent portal.

Non-Progressive PIA agents will be registered
directly in ABAIS Procision quoting platform by
ABAIS.

The marketing materials created to promote
this program will direct you to the PIA National
website. There you will click the grey button on
the landing page that will direct you to fill out
the PIA cyber insurance interest form. Because
the form is password protected, submitting it
validates to ABAIS that you are a current PIA
member.

Once you have filled out the form, ABAIS will
receive a notification and will reach out to the
agent to begin onboarding. PIA members will
need their PIA National login and password to
access the form page. If PIA National has your
email address, PIA members can create/reset
your logins 24/365. Otherwise our website has a
simple form asking PIA National staff to assist.

You can also purchase the same PIA cyber
insurance through your local PIA affiliate
producers if they participate. The policy
premium is significantly discounted from rates
found in the standard market and includes the
same PIA-only policy enhancements that are
available to your clients.
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Protect Your Clients With
PIA’S Cyber Insurance Program

Now PIA members can sell the same great PIA cyber insurance
coverage that many have already purchased for their own agency.

e Easyonline quoting
e Special PIA enhancements and social engineering coverage
e Reduced rates

Start protecting your clients at www.pianet.com/sellcyber

RiA

,, . INSURANCE
In order to sell the PIA enhanced cyber product, PIA membership is required. AGENTS
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For the senior
population in the
country, safety is a
quality of life issue.
A website called
TheSeniorList.com
has done a study
on senior safety
based on info from

the Census Bureau.

Fraud crimes per 100,000
population

+ The monthly housing
costs for renters

+ The number of
seniors living in
poverty

+ Average annual rate
of violent-injury or
death of seniors per
100,000

+ Seniors living alone
in percentage of the
total population of a
state
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1. Florida

2. New Mexico
3. Delaware

4. Nevada

5. Washington D.C.

6. Arizona

7. Oregon
8. Alabama
9. California

10. Georgia

March 2019 | Main Street Industry News | www.pianeia.com | 9

50 19 43 39 42
36 19 49 49 36
47 38 23 16 51
48 50 51 7 6
51 34 30 47 14
40 34 30 47 14
23 35 29 45 30
43 7 38 37 31
33 49 42 27 4
49 28 40 31 7

Source: PropertyCasualty360.com
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THE NATION'S MOST
DANGEROUS OCCUPATIONS

Some lines of work are very dangerous. The The number is a slight drop from the 5,190
Bureau of Labor Statistics tracks such things deaths in 2016. The report also notes the fatal
and said there were 5,147 deaths in the injury rate dropped from 3.6 per 100,000 full-
workplace in 2017. That’s the last year with time workers in 2016 to 3.5 in 2017.

available statistics.

HIGHEST FATAL WORK INJURIES FROM 2017 (DEATHS PER 100,000)

Fishers and related fishing workers 99.8
Logging workers 84.3
Aircraft pilots and flight engineers 48.6
Roofers 45.2
Refuse and recyclable material collectors 35.0
Structural iron and steel workers 33.4
Drivers/sales workers and truck drivers 26.8
Farmers, ranchers and other agricultural managers 24.0
First line supervisors of landscaping, lawn service and grounds-keeping workers 21.0
Electrical power-line installers and repairers 18.7

Source: Statista
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AIG'S PAST GAMBLES CAUSE

AIG President and CEQO Brian
Duperreault was grilled by
analysts on Valentine’s Day. In
that questioning Duperreault
looked ahead by looking at the
past. He stared by talking about
what happened before he came
on board in mid-2017.

The statements — and the questions — came
about after AIG posted a $622 million net

loss from the fourth quarter of 2018. AlIG’s
General Insurance arm also lost $1 billion in
underwriting.

Those losses come from investment income
troubles and high catastrophe losses.

That set the stage for Duperreault’s
comments. He contends — though — that he
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and his new executive team have positioned
AIG for its long-awaited and much-anticipated
return to glory.

“I have done turnarounds throughout my career
and remain committed to completing this

one,” Duperreault said. “I am more confident
today than | was a year ago that AlG is on the
right path. We continue to focus on making
sustainable changes that will yield long-term
profitable results.”

Analysts — as you’d expect — aren’t
impressed. They’ve heard it all before and
many reminded Duperreault that he has
promised an underwriting profit from General
Insurance in 2019.

The AIG CEO responded and said, “l am
reaffirming that we are entering 2019 expecting
to make a [General Insurance] underwriting

profit.” He expects a combined ratio below 100.

It was 115 in the fourth quarter

“A combined ratio below 100 is an inflection
point. It is by no means where we expect to
be longer-term,” Duperreault added but said
he hopes it will be start of something more
positive. “Crossing over to profitability for the
first time in over a decade is an important
milestone we will achieve in repositioning AlG
for the future,” he said.

And with that the AIG CEO took a long look
at the past. He said his biggest challenge is
overcoming a past where his predecessors
tried to return to the glory days of being the
world’s largest and most profitable insurance

company before the near collapse of the
Great Recession.

“While | had some understanding of the ‘go
large’ strategy before | arrived at AIG, | had not
appreciated the extent of the issues it created
or that it had been deployed throughout the
company,” Duperreault said.

That’s why he has returned to what he calls
“insurance fundamentals” instead of the go-
large battle fought years ago. “It created
outsized risk and volatility for AlG,” Duperreault
noted. “By expanding risk to encompass very
large limits on gross and net balance, it added
significant risk to [our] earnings pattern and
balance sheet.”

Those limits — written on a

multi-year basis — caused
the firm serious problems.

That led to discussion of problems with General
Insurance. They — Duperreault said — came
from a private client group in 2018. In some
geographic zones it had a “disproportionally
large and dense accumulation” of insurance in
catastrophe prone areas.

Since then AIG has reduced risk which is why

Duperreault thinks General Insurance will see a
profit this year.

Source: Carrier Management
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A'{aRCIS we value our crop insurance agents. You receive excellent - ¥
support and service, innovative private lnsuraAce coverages and AW o (
advanced tech tools for enhanced speed, accuracy and convenience. % %
We invest in you — and in the growth of your business. g‘"

Contact an RCIS field service representative or visit RCIS.éom today.

RCIC is an equal opportunity provider. In accordance with Federal law and U.S. Department of Agriculture (USDA) civil rights regulations and policies, the USDA, its Agencies, offices, and employees, and
institutions participating in or administering USDA programs are prohibited from discriminating on the basis of race, color, national origin, religion, sex, gender identity (including gender expression),
sexual orientation, disability, age, marital status, family/parental status, income derived from a public assistance program, political beliefs, or reprisal or retaliation for prior civil rights activity, in any program
or activity conducted or funded by USDA (not all bases apply to all programs). Some products not available in all states or counties. This is intended as a general description of certain types of insurance
and services available to qualified customers provided solely for informational purposes. Coverage is underwritten in all states by Rural Community Insurance Company, Anoka, MN except in Montana
where hail coverage is underwritten by Tri-County Farmers Mutual Insurance Company, Malta, MT. Nothing herein should be construed as a solicitation, offer, advice, recommendation, or any other service
with regard to any type of insurance product or services. Your policy is the contract that specifically and fully describes your coverage, terms and conditions. The description of the policy provisions gives a
broad overview of coverages and does not revise or amend the policy. Coverage may vary by state. Coverages and rates are subject to individual insured meeting our underwriting qualifications and
product availability in applicable states. RCIS is a registered trademark of Rural Community Insurance Company. © 2018 Rural Community Insurance Company. All rights reserved.
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THE ANNUAL PIA NATIONAL

NATIONAL UNDERWRITER INDEPENDENT AGENT SURVEY

Over three days National Underwriter’s
online publication PropertyCasualty360.com
published the results of the annual National
Underwriter and the National Association of
Professional Insurance Agents (PIA National)
survey of independent insurance agents.

The results the 2019 survey are also featured in
the March issue of National Underwriter.

The annual NU-PIA survey checks in with
independent agents to see how they feel about
the commercial lines segment of the business.
It also looks at their books of business and their
hopes for the future.

This year somewhere around 1,500 agents from
around the U.S. participated.

PIA National Executive Vice President and CEO
Mike Becker said a big part of the focus of the
survey is the relationship of agents with carriers.

“More than half of the agents participating in
the survey reported that their commissions
increased, and more than one quarter said
they remained the same,” Becker said. “In
addition, more than half who had a decrease
said it was relatively modest, between 1%
and 5%. This indicates ongoing stability in
agent compensation in the current market
conditions.”

Generally — Becker said — agents are pretty
happy with carriers. “When asked to rate
their overall level of satisfaction with the

P&C carriers they use for commercial lines,
agents responding ‘very satisfied’ (36.5%) or
‘somewhat satisfied’ (50.6%) were more than
three-quarters of those responding.”

While they are satisfied with the status quo,

many agents are also concerned about the
future. One respondent said, “Changing
ecosystem of who an insurance agent is. There
are less and less small insurance shops, and a
growing number of aggregators.”

Another issue is a society that seems to want
everything in an instant. One person said,
there is a “greater demand for fast quotes in a
world that gives customers everything in the
snap of a finger. Inability to always provide
immediate information because of complexity
of commercial insurance.”

Like Becker, National Underwriter Editor
Rosalie Donlon said — though relationships
can sometimes be a bit dicey — the agent and
carrier relationship is pretty good.

In her editorial on the survey, Donlon said, “I
was most struck by the responses to the open-
ended question, ‘In your opinion, what are

the top three challenges facing competitors

in your industry over the next 3-5 years?’ The
challenges noted by the 2019 respondents are
similar to the answers in previous surveys. Over
the three years we’ve been doing this survey,
there have consistently been some tensions,
although there is good news in the overall
relationship between carriers and agents.”

Donlon said, yes, the relationship is good

but the survey also points out that agents
worry about competition from carriers. As an
example, she pointed to the comment from
one respondent that said, “Carriers that do not
focus on [the] independent agency channel
pose a direct threat.”

Agents also said they worry that the marketing
given to them from carriers has been cut
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back. In some cases it has been completely
eliminated. Premium volume requirements are
also an issue. That means — Donlon noted —
that smaller agents and agencies are pretty
much on their own.

Many are finding it difficult and expensive to do.

Some are facing size issues and an inability to
compete. “They’re seeing challenges to their
books of business from out-of-state wholesalers
and brokers. They’re also finding it difficult

to work with certain carriers due to premium
volume requirements,” she wrote in her editorial.
“For agents in small towns or small markets,
they see few opportunities to increase their
volume, which further limits their options in
placing commercial business for their clients.

Technology is also a challenge. Some suffer from
an inability to keep up and others are faced with
carriers whose technology is antiquated and that
take too long to place business.

Donlon also wrote the survey results note
that agents find many underwriters lack the
experience needed to help them place business.

Survey Results: Who is doing what and who
is responding?

+ 85.7% are agencies
+ 20.1% are brokerages
* 5.2% are an MGA

Dollar figures of the total P&C premiums
controlled by the responding firms —
The largest percentage have an annual
premium total of under $5 million:

$0 to $500,000 56.3%
$500,000 to $1 million 16.5%
$1 million to $5 million 12.3%
$5 million to $10 million 6.6%
$10 million to $25 million 6.3%
$25 million or more 1.9%

The annual survey also asked responding
agents and agencies their goals for today and
their goals for the future.

First the resulis for today
+ 60.8% want to hit $250 million
+ 9.6% target revenues of $250 to $750 million
« 37.7% want revenues of $750 million

And in the future?
+ 61.6% want revenues totaling $250 million
« 22.5% want to build revenues to $750 million
+ 29.8% think hitting $750 million is ideal

The survey also asked responding agents to
give information on their lines of business:

LINES OF BUSINESS

Commercial Auto 72.2%

Total annual revenues of the respondents. Commercial Property 79.3%
Most have revenues under $500,000 a year: .

Commercial Liability 84.3%

$0 to $500,000 42.9% Workers' Compensation 64.5%

$500,000 to $1 million 14.5% Affirmative Cyber (Stand Alone) 19.0%

$1 million to $5 million 25.7% Personal Lines 64.2%

$5 million to $10 million 7.6% Employee Benefits 14.9%

$10 million to $25 million 5.3% Individual Life and Health 25.3%

$25 million or more 4.0% Specialty 8.3%

March 2019 | Main Street Industry News | www.pianeia.com | 15



TOP STORIES

Carriers: the survey asked what commercial
carriers — in the agent or agency'’s opinion
— have the most well-regarded brands.

LINES OF BUSINESS

Travelers 60.7%
Liberty Mutual 45.8%
The Hartford 44.7%
Chubb 441%
Progressive 41.9%
Nationwide 25.3%
Auto Owners 24.2%
AIG 18.5%
CNA 17.4%
Philadelphia 17.4%

Respondents were also asked for their
level of satisfaction with P&C commercial
lines carriers.

* 50.6% — somewhat satisfied
+ 36.5% — very satisfied

Overall premium volume expected in the
next 12-months and in what segments —
Compensation is always important.

Increase 82.68%
Stay the same 14.51%
Decrease 2.8%
Increase 81.72%
Stay the same 15.68%
Decrease 2.6%

COMMERCIAL LIABILITY

Increase 79.0%
Stay the same 17.9%
Decrease 3.1%

Increase 64.3%
Stay the same 32.6%
Decrease 3.1%

WORKERS' COMPENSATION

Increase 63.5%
Stay the same 23.4%
Decrease 13.1%

AFFIRMATIVE CYBER (STAND ALONE)

Increase 69.3%
Stay the same 29.2%
Decrease 1.5%

EMPLOYEE BENEFITS

Increase 71.7%
Stay the same 24.5%
Decrease 3.8%

INDIVIDUAL LIFE & HEALTH

Increase 70.33%
Stay the same 18.68%
Decrease 10.99%

Increase 76.7%
Stay the same 23.3%
Decrease 0%

March 2019 | Main Street Industry News | www.pianeia.com | 16



TOP STORIES

Agents and agencies responding were
asked how they expected compensation
to be in the next 12-months. Most felt
compensation is going to rise.

Increase 32.4%
Stay the same 54.7%
Decrease 12.9%

If compensation for 54.7% is going to go
up, what will be the average percentage

of increase.
1.5% Increase 33.3%
5% to 10% 35.5%
10% to 20% 20.3%
20% or more 10.9%

A small percentage of those responding —
12.9% — said they expect compensation
to drop. The survey asked by what average

percentage?

1.5% Increase 57.6%
5% to 10% 27.3%
10% to 20% 9.1%
20% or more 6.1%

Respondents were also asked about carriers
that they’'ve heard of that they are not using.
The survey asked which of those they'd
consider using in the future.

Cincinatti 24.4%
Chubb 20.7%
Auto Owners 17.8%
CNA 15.6%
Travelers 14.9%
Liberty Mutual 14.2%

AlG 12.4%
Great American 12.4%
Philadelphia 12.4%

When an agent or agency decides to use a
new carrier or is evaluating a current carrier
— on a scale of 1 to 9 — what is the criteria

used to make that decision.

8.41 Products and Coverages

8.35 Responsive Service

8.18 Claims Management

8.14 Underwriting Process

7.92 Financial Strength

7.61 Positive Brand and Reputation
7.55 Partnership Approach

7.36 Compensation Program

6.90 Risk Management and Loss

Control Programs

5.14 Adequately Handles My Global
Insurance Needs

As for keeping or dropping carriers,
respondents were asked what their plan is in
the next 12-months.

Keep the same carriers | use 38.1%
now

Add additional carriers 27.3%
Keep the same number of 26.6%
carriers but add some and

delete others

Consolidate business among 8%
fewer carriers

Sources: PropertyCasualty360.com

March 2019 | Main Street Industry News | www.pianeia.com | 17



TOP STORIES

THERE IS A RIGHT TIME AND A WRONG TIME FOR
YOUR CLIENTS TO LEARN ABOUT FLOOD RISK.

MAKE FLOOD INSURANCE SALES EASIER WITH FLOODBROKER.COM

B ht te by PIA H

ol S el fc Contact Evan Spindelman at 855.442.4130 or
CJ

PA

available only to evan.spindelman@floodbroker.com or visit

PIA members. WWW.PIANET.COM/FLOODBROKER

g2

Protecting the Prosperity
of the American Farmer

Diversified
Crop Insurance Services

This is what we do.
This is who we are.

View our “l am a Farmer” video on our YouTube channel.

Follow us on social med ith #ChooseDCIS ™
Toll Free: (866) 669-3429 | Email: infd@divefsifiédservices.com

www.diversifiedcropinsuranceservices.com | FIE Q1M

Diversified Crop Insurance Services is a company of (GB Enterprises, Inc. and is an Equal Opportunity Provider. #10643_011119
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INDEPENDENT
INSURANCE
AGENT

More than a trusted brand, AAA is the perfect lead - and close.

Every sale has a beginning and end. And AAA can help your independent agency with both.
Add AAA to your product mix and grow your bottom line selling quality insurance through AAA and
the extensive benefits of AAA Membership — an unbeatable combination of security and savings.

If you’re ready to grow, we’re here to help with the products and support that can help you earn more.

® Quality insurance with competitive rates ® Powerful brand recognition
® Sales manager support ® Product training ® Extensive marketing co-op program
® Competitive commission on insurance and membership

17-1A-1985B LC 3/17

Contact: Donna Kimmes, Regional Sales Director - 952-707-4952 - donna.kimmes@mn-ia.aaa.com
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A CONCERN

HOMEOWNERS PURCHASING/HOMEOWNERS ONLI

e

Chubb has a new survey out. It’s a worrisome
tome called Winning the Client Journey.

The conclusions are somewhat frightening as
Chubb found that 53% of respondents say they
are looking for homeowners insurance online.

Adding to the 53% figure is 61% of those
responding saying they’re going to do more
looking online in the future.

The insurer says this is not necessarily a
negative and is something independent agents
can take advantage of and explore. Chubb
spokeswoman Mary Parsons — who heads the
firm’s personal risk services — says agents and
brokers can take advantage and should make
themselves available.

“While the option to shop for homeowners’
insurance online can appear to be a time
saver, there is risk in using the same online
shopping strategy for buying a pair of shoes to
purchasing homeowners’ insurance,” she said,
and that is where the independent insurance
agent advantage comes into play.

“Insurance can be very complex, especially
for those that are financially successful and
have a number of valuable assets that are

in need of customized strategies to ensure
they are properly protected from a range of
unanticipated, adverse events,” Parsons said.
“One size does not fit all, and independent
agents and brokers are uniquely positioned to

help clients make sense of all the information
available online, so that they can choose the
right coverage, with peace of mind.”

More from Chubb’s survey:

* 69% of successful individuals are likely to
look for homeowners insurance online

+ 73% of successful families say they’ll do
the same

+ They are the two most likely groups to
look online

+ 35% say the reason they shop online is to
save time

* 67% note the main advantage of working
with independent agents and brokers is the
advice they get on how to protect a home

* 64% say there is an advantage to talking
with a real person when it comes to claims

+ 80% think they ought to prioritize the
purchase of adequate insurance instead of
price

There’s also a bit of warning from the last
point as 54% of successful individuals and
households say agents and brokers LOSE
credibility when they lead proposals with the
lowest price option.

Source: Insurance Business America
Photo Credit: Photo by Tom Rumble on Unsplash
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DRIVING & &

DAYDREAMING

SOME DAYS ARE MORE
DANGEROUS THAN
OTHERS

On the other hand, Tuesdays in February have
the least number of daydreaming crashes.

Erie Insurance is worried about daydreaming
drivers. The company is so worried that it

did a study on which days are the worst for
daydreaming. It grabbed police data from a
report from the Fatality Analysis Reporting
System (FARS) and also consulted with the
Insurance Institute for Highway Safety (IIHS).
Between the report and the consultation, Erie
found that Saturdays in September are the most
dangerous daydreaming driving days of all.

All this daydreaming studying came about
when Erie’s researchers found that being
“generally distracted” or “lost in thought” is the
number one distraction revealed in fatal auto
crashes. The company concluded that from 84
possible combinations.
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Erie’s vice president of personal auto is Jon Bloom. “We released this data to raise awareness of the
ongoing need to combat distracted driving in all its forms, whether it’s texting while driving, or simply
letting your mind wander behind the wheel,” Bloom said. “No matter what day of the week or what
month it is, we urge all drivers at all times to keep their eyes on the road, their hands on the wheel,
and their attention on what they are doing.”

Source: Insurance Business America / Photo Credit: Photo by paje victoria on Unsplash
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The Senate Finance Committee held a

public hearing last week on the high cost of
pharmaceuticals. Executives from a number

of companies were called to testify. Members
of the committee asked the obvious hard
questions like why drug costs are not only very
expensive but are rising.

The explanation — untenable to some — is

a supply system that is convoluted. That
convolution is blamed on insurance companies
and middlemen who don’t pass their savings
onto the consumer.

Like most of you likely will, the members of the
committee didn’t buy that explanation at all.

=2
HIGH DRUG PRICES

CONGRESS TO TAKE ACTIONe MAYBE
[

f? \;_

lowa Republican Sen. Chuck Grassley said,
“We’ve all seen the finger pointing. Every link in
the supply chain has gotten skilled at that. But,
like most Americans, I’'m sick and tired of the
blame game. It’s time for solutions.”

This might be one of the few areas these days
where Republicans and Democrats will be
able to work together. Grassley is working with
Democrats on ways to keep pharmaceutical
companies from being able to keep generic
drug makers out of the loop.

The Republican senator and his Democratic
Party allies have already started an

investigation into the high cost of insulin and
more hearings will be held other drug prices.
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At this hearing, Grassley and his colleagues
pushed the manufacturers to drop their list
prices. The executives said they cannot. The
current supply chain structure would — they
say — put them at a financial disadvantage.
In addition, the executives argued that the list

prices aren’t what patients are paying for drugs.

Merck CEO Kenneth Frazier said discounts are
given to insurance companies and middlemen
who — as the execs noted earlier — aren’t
passing those discounts onto the people.

“If you bring a drug to the market with a low list
price in this system, you get punished financially
and you get no uptake because everyone in

the supply chain makes money as a result of

a higher list price,” Frazier told the committee
members. “The system itself is complex and
interdependent and no one company can
unilaterally lower list prices without running into
financial and operating disadvantages that make
it impossible to do that.”

Oregon Democrat Sen. Ron Wyden is the
ranking committee member. He argued that
the high list prices are catastrophic for people
with high-deductible plans and for those whose
copays are based on the list price. “I think you
and others in the industry are stonewalling on
the key issue, which is actually lowering list
prices,” Wyden told Pfizer CEO Albert Bourla.
“Reducing those list prices is the easiest way
for American consumers to pay less at the
pharmacy counter.”

Michigan Democrat Sen. Debbie Stabenow
angrily took on AbbVie CEO Richard Gonzalez.
His company produces Humira. It’s an
autoimmune drug that runs many thousands of
dollars a year to those having to use it.

“I think that you charge more here because
you can,” she said. “American taxpayers
are subsidizing all of you to be able to have
incredibly high profits.”

Gonzalez said Humira’s profits are not really
profits. They help fund research and the
development of other drugs. He also said
AbbVie also gives drugs to patients that can’t
afford them.

To many of the senators on the committee the
statements don’t have a lot of credibility. This
is especially true of the generic market. Sen.
John Cornyn — the Texas Republican — said
pharmaceutical companies and the testifying
executives are playing games with the patent
system. He and others pointed out that they
have extended market exclusivity for years in
order to keep out competition.

Cornyn noted that AbbVie’s Humira patent
doesn’t expire until 2034. The drug came onto
the market in 2001 and the list price is $60,000
a year!

“Is it your companies position that it should
have an exclusive monopoly on medicines

for 31 years?” he asked. “l support drug
companies recovering profits based on
research and development. But, at some point,
that patent has to end so patients can get
access to drugs that are much cheaper.”

The executives said they want change. That
change begins with Congress and the Trump
administration doing a realignment of the entire
system so they can drop prices. Part of that

is to eliminate the rebates given to Medicare
and the middleman by the manufacturers. The
executives say they could — then — give those
discounts to patients.

Those rebates are given to insurers — they

say — to get favorable placement on the lists
approved by them. That helps profits. What
isn’t happening — as noted earlier by the CEOs
and Pfizer’s Bourla — is those discounts finding
their way down to the consumer.

“None of the close to $12 billion of rebates that
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Pfizer paid in 2018 found their way to American
patients,” Bourla said.

The executives testifying all claim to support
Grassley’s Creates bill to speed up the
development of generic drugs and said
they’d lower their list prices if the rebates
were eliminated from private plans as well as
Medicare.

While pharmaceutical companies are claiming
to Congress they are victims of the supply chain
structure, they continue to spend huge sums on
television, newspaper and online advertising.

The proliferation of prescription drug ads is
growing and ads recently topped five-million
times in 2016 which is the the last year tallied.
In 2019 it’s probably a lot higher.

Spending topped $30 billion that year. In 1997
it was $18 billion. Consumer-focused ads

are going up but it’s doctors and other health
professionals getting a huge chunk of that
money to pay for free drug samples.

Health policy expert and over-diagnosis and
over-treatment critic, Dr. Steven Woloshin of
Dartmouth College said, “Marketing drives
more treatments, more testing” and it’s tests
and treatments they don’t often need.

In his report, Woloshin said spending on
consumer marketing rose the highest from $2
billion — or 12% of the total marketing — to
almost $10 billion and a third of overall spending.

By the way, only two nations in the world allow
consumer prescription drug advertising. They

are the U.S. and New Zealand. Much of that
advertising is disease awareness and those ads
more than doubled in the U.S. to $430 million
for 401 campaigns.

Doctors want the ads banned. Or at least the
American Medical Association (AMA) does. The
industry — via the Pharmaceutical Research
and Manufacturers of America — says the
practice of direct to consumer advertising is

a good thing because it makes patients more
informed about their health and treatment
options.

While Congress doesn’t believe the
pharmaceutical executives, it appears neither
do consumers. A survey from the Kaiser Family
Foundation says 79% of us think drug prices
are unreasonable. Just 17% of those surveyed
found them the opposite.

A high percentage — 24% — say they
find it very difficult to pay the cost of their
prescriptions.

Like the members of the Senate committee,
there is a lot of support from those responding
for lower prescription costs. A staggering —
but not surprising — 76% of those want out-
of-pocket costs limited for people on Medicare.
An also not very surprising 88% want to make
generic drugs more available.

A lot of the 1,440 adults who took the survey
said they often ration drugs or skip doses
altogether. High costs are the reason.

Sources: The Hill, Insurance Journal
Photo Credit: Haley Lawrence on Unsplash

and freestocks.org on Unsplash
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SAVE 75% OI-
YOUR STAFFF'S
TIME TO COMIPLETE
A SUBMISSION

STREAMLINE YOUR SUBMISSION
PROCESS WITH

IT'S NOT MAGIC U - Access ACORD, agency, and carrier unigue forms.

IT JUST WORKS LIKE IT - Input data once and it shares across multiple
forms.

As a producer in an independent agency,
are you tired of the endless back and
forth working with your underwriter? 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? - Create packages of applications to ensure your
producers cross sell.

Available on or offline—complete your client
interview with or without the internet.

IRMI definitions integrated, enabling producers
to easily discuss coverage options.

What if there were a way to accurately
complete all data insertion and - Build, share and edit forms across your team
easily send completed forms to your in a secure PDF or editable format.
underwriter in one pass? Software like
that would allow you to quickly block the
market and provide your client with an
accurate quote the first time...

Share multiple forms easily with wholesalers
and carriers.

- Get to market in hours — not days.

Now there is a way. Using eForms Wizard
you can streamline your submission process
and block the market faster.

Bronze level package available for free to all PIA members
or upgrade to Gold level package for $50 per user per year (a
50% PIA member discount off the regular price).

PA AVYST

www.avyst.com/mypia Immem -rForms WizARD

AGE“TS AUTOMATED WORKFLOW MANAGEMENT


http://www.avyst.com/mypia

On-Line Insurance Pre-Licensing

WExamFEX>»

Online Training & Assessment

Insurance and Securities Pre-license Training

Professional Insurance Agents of NE IA
visit us at www.pianeia.com

A RATER FOR THE CARRIERS YOU ALREADY HAVE,
AND MARKET ACCESS FOR THOSE YOU DON'T .

ACCESS OPTIONS
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CONGRATULATIONS
FOR YOUR EARNED DESIGNATION

The Professional Insurance Agents NE IA would like to congratulate everyone

who has earned a designation from The National Alliance in 2019.

Ms. Krista Casper, CIC Ms. Kimberly Bell Esser, CISR
Cottingham & Butler Kunkel & Associates
Dubuque, IA Dubuque, IA

Mr. Jesse Ryan Drolema, CIC
Cottingham & Butler
Dubuque, IA

Ms. Danielle Nicole Steele, CIC, CPCU,
AU, AFIS, AINS, AIC, API

Danielle Steele Consulting LLC

Casey, IA




PIA NE IA EVENTS

"'Upcoming Events Calendar 2019

r"’lnformatlon and to register

“Click Here or call (402) 392=1611.

Date Class/Webinar Where When
March 6, 2019 CISR: Insuring Personal Auto Exposures Hiawatha K|rkyvood Linn
Regional Center
*NEW* Homeowner's Policy Coverage Webinar:
March 12, 2019 Concerns for the Modern Family NE/IA 12:00PM - 3:00PM
March 13, 2019 CPIA 2: Implement for Success Waukee Holmgs Murphy and
Associates, LLC
On Ethics: Data, Dilemmas and Webinar:
March 13, 2019 Knuckleheads NE/IA 12:00PM - 3:00PM
March 15, 2019 CPIA 2: Implement for Success Omaha Paul Davis Restoration
*NEW* Cyber Coverage - Data Breach and Webinar:
March 19, 2019 So Much More! NE/IA 12:00PM - 3:00PM
March 19, 2019 CISR: Commercial Casualty 1 Des Moines Hlltpn Garden Inn Des
Moines/Urbandale
Certificates of Insurance and Additional Webinar:
March 20, 2019 Insureds: Making Sense of It NE/IA 8:00AM - 11:00AM
A Walk Around the Farm: Farm Liability Webinar:
March 27, 2019 Considerations NE/IA 12:00PM - 3:00PM
Webinar:
March 27, 2019 Excess and Umbrella Fundamentals Plus lowa 8-:00AM - 11:00AM
April 4, 2019 CISR: Commercial Casualty 1 Davenport Sal.nt Ambrose
University
. . . . . . Webinar:
April 9, 2019 NEW?* Ethics and E&O: Synergy, Not Rivalry | NE/IA 12-00PM - 3-00PM
. *NEW* Commercial Liability Claims That Webinar:
April 10, 2019 Cause Problems NE/IA 12:00PM - 3:00PM
. *NEW* How Savvy Businesses Use Life Ins. Webinar:
April 11,2019 to Hedge Against Financial Loss NE/IA 12:00PM - 3:00PM
. *NEW™* Construction Contracts: What The Webinar:
April 16, 2019 Ins. Agent Should Know, Do & NOT Do NE/IA 8:00AM - 11:00AM
April 17, 2019 *NEW* Insurance Issues for Today's World | NE/IA Webinar:

12:00PM - 3:00PM
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April 17, 2019 CISR: Commercial Casualty 2 Hiawatha Klrk\.NOOd Linn
Regional Center
i . ; Webinar:
April 18, 2019 E&O: Reasons and Solutions NE/IA 12-00PM - 3-00PM
. *NEW* Everything's Soaked and My Stuff Webinar:
April 23, 2019 Stinks: The Water Damage Webinar NE/IA 1:00PM - 4:00PM
April 23, 2019 CISB: William T. Hold: Advanced Learning Waukee HoIme§ Murphy and
Seminar Associates, LLC
: *NEW*Alphabet Soup: The Mistakes and Webinar:
April 30, 2019 Coverage Behind D&O, EPLI, FLI and EBL | NE/IA 12:00PM - 3:00PM
. . . , Hilton Garden Inn Des
May 8, 2019 CISR: Insuring Commercial Property Des Moines Moines/Urbandale
*NEW* Homeowner's Policy Coverage Webinar:
May 14, 2019 Concerns for the Modern Family NE/IA 12:00PM - 3:00PM
A Walk Around the Farm: Farm Liability Webinar:
May 15, 2019 Considerations NE/IA 12:00PM - 3:00PM
May 22, 2019 CISR: Elements of Risk Management Hiawatha K|rkyvood Linn
Regional Center
Webinar:
May 22, 2019 Contractors, Contractors, Contractors NE/IA 12-00PM - 3:00PM
Catastrophe: The Coverage Expertise You'll Webinar:
May 23, 2019 Need When It Matters Most NE/IA 8:00AM - 11:00AM
On Ethics: Data, Dilemmas and Webinar:
May 23, 2019 Knuckleheads NE/IA 12:00PM - 3:00PM
Certificates of Insurance and Additional Webinar:
June 5, 2019 Insureds: Making Sense of It NE/IA 12:00PM - 3:00PM
June 5, 2019 CISR: Insuring Personal Auto Exposures Davenport Sa'.nt Ambrose
University
. . . ) . Webinar:
June 6, 2019 NEW?* Ethics and E&O: Synergy, Not Rivalry | NE/IA 12-00PM - 3:00PM
June 12, 2019 E&O: Reasons and Solutions NE/IA Webinar:
’ ' 12:00PM - 3:00PM
*NEW* Cyber Coverage - Data Breach and Webinar:
June 18, 2019 So Much Morel NE/IA 8:00AM - 11:00AM
*NEW* Everything's Soaked and My Stuff Webinar:
June 18, 2019 Stinks: The Water Damage Webinar NE/IA 12:00PM - 3:00PM
June 18, 2019 CPIA 3: Sustain Success Waukee Holmgs Murphy and
Associates, LLC
June 19, 2019 CISR: Dynamics of Service Waukee Holmgs Murphy and
Associates, LLC
*NEW*Alphabet Soup: The Mistakes and Webinar:
June 20, 2019 Coverage Behind D&O, EPLI, FLIand EBL | N\o/A 12:00PM - 3:00PM
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June 20, 2019 CPIA 3: Sustain Success omaha Paul Davis Restoration
July 11, 2019 CISR: Personal Lines Miscellaneous Hiawatha Kirkwood Linn
Regional Center
. , , Hilton Garden Inn Des
July 25, 2019 CISR: Commercial Casualty 2 Des Moines Moines/Urbandale
August 7, 2019 CISR: Elements of Risk Management Davenport Saint Ambrose

University

August 14, 2019

CISR: Insuring Personal Residential Property | Waukee

Holmes Murphy and
Associates, LLC

Kirkwood Linn

September 11, 2019 | CISR: Insuring Commercial Property Hiawatha Regional Center
) " Holmes Murphy and
September 23, 2019 | CPIA 1: Position for Success Waukee !
Associates, LLC
September 25, 2019 | CISR: Personal Lines Miscellaneous Des Moines H|It9n Garden Inn Des
Moines/Urbandale
September 26, 2019 | CPIA 1: Position for Success omaha Omaha Marriott Hotel
) . Holmes Murphy and
October 9, 2019 CISR: Agency Operations Waukee Associates, LLC
. Saint Ambrose
October 23, 2019 CISR: Commercial Casualty 2 Davenport . .
University
November 6, 2019 CISR: Commercial Casualty 1 Hiawatha Klrk\.NOOd Linn
Regional Center
November 20, 2019 | CISR: Elements of Risk Management Des Moines Hilton Garden Inn Des

Moines/Urbandale

You Can't Always Prevent An Accident...But You Can Prepare For One With The PIA Trust

Accidental Death and

Dismemberment Insurance Plan

AD&D COVERAGE DESIGNED WITH LOCAL AGENTS IN MIND

As a PIA Member* serving Main Street America, you and your
employees** have access to a high-quality, competitively priced
AD&D plan through the PIA Services Group Insurance Fund.

PA
qualified dependents can be covered in case T ——

of an accident 24 hours a day, anywhere in the TRUST

world -- at home, at work, or on vacation. PIA SERVICES GROUP
INSURANCE FUND

Accidents can occur anytime, anywhere.
With the PIA Trust Accidental Death &
Dismemberment Insurance Plan, you and your

*PIA National membership, when required, must be current at all times
**No minimum participation required

For more information about the PIA Trust Accidental Death & Dismemberment Insurance Plan, please contact your local PIA
Affiliate or call the Plan Administrator at 1-800-336-4759. Additional information is also available on-line at www.piatrust.com.

The policy orits provisions may vary or be unavailable in some states. The policy has exclusions and limitations which may affect any benefits payable.
Underwritten by Unimerica Insurance Company, Association Administrative Address, PO. Box 17828, Portland, ME 04112-8828, under Policy Form ADD-6001-A (UIC).
Insurance Program Administered by Lockton Affinity, LLC.

DY
[L]

; am

N v NI = 4

v

Stand out from the competition.

With FMH as your partner, you gain a competitive edge

with innovate products like RAMP™ and Cyber Risk
Protection, cutting-edge technology like Precision Crop
Insurance Solutions”, and access to industry-leading
collaborations with companies like The Climate Coproration.

Stand out. Partner with FMH.

Farmers Mutual Hail

Insurance Company of lowa

www.fmh.com

ompany of
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MERG: Commercial Lines
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Institute

April 8 - June 7, 2019 . Online Online Course
Coverage Basics
April 8 - May 31, 2019 MEBG: Make Your New Employee Online Online Course
A Winner
April 24-26, 2019 CIC: Commercial Casualty WestDes | 1y iday Inn Hotel & Suites
Institute Moines
August 21-23, 2019 CIC: Insurance Company West Des Holiday Inn Hotel & Suites
Operations Institute Moines
July 17-9, 2019 CIC: Commercial Multiline Institute | Omaha Omaha Marriott Hotel
June 10 - August 2, 2019 MER.G: Make Your New Employee Online Online Course
A Winner
June 10 - August 9, 2019 MERG: Commermal Lines Online Online Course
Coverage Basics
MERG: Delivering Quality
June 10 - July 26, 2019 | Service (to the Customer and the | Online Online Course
Employer)
June 12-14, 2019 CIC: Commercial Property Institute | Cedar Rapids | Cedar Rapids Marriott
March 4 - April 19, 2019 MEBG: Personal Lines Coverage Online Online Course
Basics
March 4 - April 26, 2019 MER.G: Make Your New Employee Online Online Course
A Winner
March 13-15, 2019 CIC: Commercial Property Institute | Omaha Omaha Marriott Hotel
May 13 - July 5, 2019 MERG: Make Your New Employee | ;o Online Course
A Winner
May 13 - June 28, 2019 | MERG: Personal Lines Coverage | ;o Online Course
Basics
May 15-17, 2019 CIC: Personal Lines Institute Lincoln Marriott Courtyard
November 12-13, 2019 Ruble: Graduate Seminar (NE) Omaha Omaha Marriott Hotel
October 16-18, 2019 CIC: Commercial Multiline Institute \I\’Avgfrfe[;es Holiday Inn Hotel & Suites
September 25-27, 2019 CIC: Commercial Casualty Omaha Omaha Marriott Hotel




THE HARTFORD’S FLOOD PROGRAM

N A\ 1 I r & /.- !
PIA MEMBERS - ACCESS THE TOOLS, TECHNOLOGY AND
SUPPORT YOU NEED TO GROW YOUR FLOOD BUSINESS

The Hartford and PIA have joined together to make it easier for PIA member agents to provide their
clients with flood coverage through The Hartford. The program is available to PIA members and their
policyholders in all 50 states and Puerto Rico.

HELPING YOU MARKET

+ On demand training

THE PIA ADVANTAGE

- Webinars

- Marketing materials and newsletter [ When you participate in

+ Dedicated Flood Sales Executive HK _PIA National’s official flood

- Access to Transfer Consultant - we make moving insurance program from
your flood business to The Hartford easy W The Hartford, you have the

« Access to Training Consultant - we help you power of PIA behind you.
build flood expertise PIA’s dedicated staff is ready to help if

you need assistance. And, you’ll have
access to The Hartford’s Flood Insurance
FOR EASE OF DOING BUSINESS Matketing Support Center.
+ Flood zone determinations
- SEMCAT and Vertafore integrated flood quote CONTACT US
technology
+ Electronic application submission

- Assistance in obtaining elevation certificates
+ Technological upgrades due to legislative changes

MEASURING YOUR SUCCESS Michele Battis
Phone: 704-972-5918
Email: Michele.Battis@thehartford.com

For more information about The Hartford’s
Flood Insurance program for PIA agents,
contact your local Flood Sales Executive:

+ Claims reporting

+ Policy database download and maintenance

- Electronic movement of premium and
commission funds

+ Increased revenue with competitive commissions

+ Reports on demand

- Repetitive loss review

LEARN MORE AT PIANET.COM/HARTFORDFLOODINSURANCE.

THE
HARTFORD

The Hartford® is The Hartford Financial Services Group, Inc. and its subsidiaries, including issuing companies, Hartford Fire Insurance Company, Hartford Insurance Company of the Midwest and Hartford Underwriters Insurance Company. Its headquarters is
in Hartford, CT. All policies are written subject to the National Flood Insurance Program. Please note that this product is available in most states. Features and credits may vary by state. For simplicity, this brochure does not include all the features, exclusions
and limitations of the policy. For full information, The Hartford suggests that you read your policy or consult with your independent agent. On all losses and claims, policy terms apply. All information and representations herein are as of March 2018

PLA245-1 © March 2018 The Hartford Financial Services Group, Inc. All rights reserved.
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