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One of the moral obligations we have as insurance agents is to
assist clients in all aspects of asset preservation.

Most agents assist in mitigating obvious risk of loss and comfort,
and ability to make a living by insuring hard assets:

Homes and Autos; and
Businesses and Business Interruption.

We are unsure and frankly disturbed why so many agents avoid
also insuring economic tragedies by ignoring clients’ :

Loss of Life;
Loss of income due to accident or disability; and
Loss of assets due to no long term care planning.

The last three are just as likely to unexpectedly occur and cause
family financial tragedies, than auto or home losses — perhaps
more So.

Encourage your clients to consult with an attorney, an accountant,
or financial planner to determine their exposure to loss. Then
either write the appropriate coverage, consult with one of our
specialists, or directly refer the business to one of our partners.

We are professionals with a profound obligation to assist clients in
all aspects of loss, not just Property and Casualty. You may be
their only chance. It is the right thing to do.
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Autos, Homes, RV’s, Motorcycles
Aviation
Transportation
Financial Institution Collateral Protection

Equine Mortality
Vacation or Second Homes
Investment or Commercial Properties

Life, Health, Disability
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Travel Medical — National and
International

Short and Long Term Care

Medicare Supplements, Senior Vision

and Dental, Annuities

Small Employer Solutions

Premium Finance Solutions

Life Settlement Options

Wealth Transfer

Airports and Aircraft

Classic Vehicles | "

Long Term Care Facilities # $ % &.



A number of details should be considered when forming
an agency or when going “independent” from a captive
carrier environment.

If you are already an agency owner and not considered
all of the following, you may want to do some planning
for this year and take another look at the following.

Of course, you should always consult with appropriate
professionals such as attorneys, accountants and tax
professionals for your particular individual agency needs.

Develop a business or marketing plan with short,
intermediate and long term goals including a succession
plan. (Referral to SPA Consulting) (you should consider the
purchase of “Key Man” or individual life insurance for
business perpetuation or “wrap-up” expenses for survivors.)
Determine what type of “company” the agency will be. (LLC,
S-Corp, Stock Corp, partnership, sole proprietor etc. — you
may need a new or separate FEIN)

Some States require an Agency License.

All appointing companies will require E&O coverage. If a
Corporation with a Board, you may wish to also consider
D&O.

Some states require a “Producer Bond.” You may wish to
consider a fidelity bond covering employees.

Payroll service? (we can refer)

Access to group health? (we can refer)

Will you desire an Agency Management System?

Consider a rapid rater for simultaneous multiple company
quotes.

Access to carriers for majority of targeted client risks.
Access to LexisNexis MVR driver records (we can refer)
Purchase adequate personal insurance for business
interruption such as short and long term disability, and
health coverage.

Affiliation with an “Aggregator” for access to multiple
carriers and Excess and Surplus Lines providers, where no
or minimal production quotas per company exist.
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