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AFTER THE STORM.

After the sto ncalm;
hm:f;hebru lnﬂm;

Foriheill good, in Lord's own time,
And m?;':i;h becomes a pralm,

After the d hi, the dew;
After the c the blus;
For the sky will smile in the sun's time,

And the earth grow glad new,

Bloom [s the heir of blight,
Dawn is the child of night;

And the rolling change of the busy world,
Bida the wrong yield back the right.

Under the fount of i,
Msny & doth fill,

And the patient lip, though it drinketh oft,
Finds only the bitter still.

Truth seemeth oft to aleep, .
Blessings so slow 1o reap,

Till the hours of waiting are weary to bear,
And the courage is hard to keep.

Neverthelean, [ know
Out of the dark must ",
Sponer or latter whatever i fair,
Since the heavena have willed it so.

THE WEE, WEE BAIRNIE.

" Ste tiy, step gently.™

F snpped Bastily Back. - 1 fered’ T bad
been tresding on some of the cold man's
Bowe

™.

He leant on his spade and made no motion

for some minutes; At length he raived his
head, and in & husky voice began:
SAy, sir, ] mind the time as well as "twere
ymergl{,.:ﬂd it'n forty years since, when
oor wee balrnbe died, Tt 'was his fourth birth
ll.l.f.,llld. he stopped up tae wait till T cam home
wi' & bit present for him. 1 sat doon be' the
fire tae wait for my supper (my wife was ben
the hoose bakin), when [ the patierin' o' his
little feet, an' I looked up an’ held oot my
arma for him. He didna come runnin’ tae
them sae quick aa nsual, an® when [ had him
on my knees, says [ 'An' [a'll ye be, ye wee
bit pickum*

“I'm fayther's wee, wee bairnje."

“An"wi' that he nestled closer to me. He
didna seem cheery, tae | ca'd the tae
fim, an’ the dﬁh cam lazy like ira cors
ner stretchen’ legs. The baimbe bat doon
his little han' an' strokit the dog's head. But
lljbe didna git up an’ play wi't, and seemed tired

ke.

“lanet,” cad [ ben the hoose, "what ails
irniel™
“Ajils hima“ said she. “Awa wi'.ye; nae-
thin ails him.' x3
“But he's tired like"”
* Hoot," says she, “nae wunner, sittin’ up
o night"
“Ah! but it's nae that, it's mair that tired
that he is, Janet; he's nas wee.”
anet took the child in her arma.
Awesl” said ahe, "l-li' he's no weel. 1

“Pit him tae bed the noo, Janet. Dinna'
min’ the cakes.”

“ She took him up aguin in her airma, and
as she did sae his wee facie becam’ as pale ns
death, an' his Tittle body sheok o' ower, [
never waited & meenit, but awa’ I ran oot at
the door for the doctor as hard as [ could rin,
twa miles across the field, wi' my heart beatin'
hard at every step. The doctor wasns in.
Wi a sair heart | turned back. T stopped
runnin when T got till our gate and walked
quietly in. ‘Thee-doctor's nae in.' *Waur
luck,' sald I, as [ crossed the door. Nme a
word. T turned roun' intae the kitchen, an'
there was sich a sicht 1 could never forget.
In ae corner was my wife I{in‘ an the groun’,
nu’ beside her the we bit bairn—nae & soun'
frue either o' them. 1 touchit wife i’ the
shonther, an' she lookit up, an' then rose up
wi'out & word an’ stood beside me, lookin' at
the form of the litile laddie, Suddenly he
gied & wtart an' held out his arms tac me—
*Am I no ver ain wee bairnie, fayther]” ‘Ay
ay, said 1, for [ could hanily speak, an'
knelt doon beside him an’ took his little hand
My wife knelt doon on th® other slde of him
and took his other hand. "Yer wee, wee
bairnie,” he muttered, as tas himsel'—for he

ied himeel' the name—an' then he laid his

ead back, an’ we could see he was gone.
The doggie cam' an' lookit in hia face, an'
lickit his han', an' then wi' & low whine went
an' lay doon st his feet.  Niver a tear did we
weep; but we sal baith o' us Inokin' intae the
sweet wee facie til' th* mornin® broke in on us,
The neebors eam’ 1" the mornin', an' T rose up
and spoke tas them; but my wife she never
atirred nor gied & sound, till ane o them uroh-
o' when he wad be carried tae the auld kirk-
yaird, 'Kirkgalrdt' said she, "kirkyaird!
tae kirkyaird for me. My bairnie shall sleep
whaur he played—in oor gairden. Nae a
farer.” " But it'll niver be allowed." "Allowed
cried she, ‘the bairnie shanna stir past the end
o' the guirden.’  An' she had her way, Nae-
body interfered; an' there he lies jist waor ye
were gaun to pit yer fit, an' there he'll lie ta
the resurrection momin.' An' ilka evenin'
my wife comes an’ sits here wi her knittin',
an’ we pever tire o' speakin o him that fies
beneath.”

And the old man bent down and paseod
hiz hand over the loose mould as il he were
smoothing the pillow of his “wes, wee
balrmie."

Rean the card of the Home Fire Insur-
ance Co., H. H. Walker, state agent.

HOW MUCH LUXURY WE NEED.

Runkin says some sennible things on this
llowing paragraph:

1 am no advocate for meanness of private
hﬂmm would i:immduﬂ lu.I::;l all
magn care an wore are
posaible ; bot 1 would not hl{u that useless
expense in unnoticed fineries or Tormalities;
cornicing of cellings and graining of doors,
and fi ng of curtains, and thousands of
sach “&'ﬁ" which have become foolishly and

Iy on whose cotmn-
mon applisnce hang whole o which
there never yet belonged Lhe g of giv-
ing one ray of real pleasure, or hnuui__'ﬁ of
the remotest or most contemptible ngs
which cause hall the expense of life, and

destroy more than hall its manli-
respactability, freshness and facility, 1T
" from ce. | know what it s to

five in & cot with a deal floor and roof;
and & hearth of mica®late; and [ know it to
bt in many respects healthiecand than
living between a Turkey carpet and gilded
ceiling, beside m ateel grate and polished fen-
der. 1 do not say that such th have not
their place and propriety; but 1 say this
tmﬁhmiully,thn the tenth part of the expense
which is sacrificed in domestic vaniiies, [ not
abeolutely and meaninglessly loat in domestic
discomfort and incumbrances, would, il col-
lectively offered and wisely employed, bulle &
marble church for every tovwn in England;
such & church as it should be & joy and bless-
ing even (o pass near in our daily ways and
as it would hin? the light into the eyes l'mE
afar, lifting its fuir height above the purp
erowd of humble roofs,

Barwarp, Cor & Savres, have in every
respect a first class immurance agency.

The Northwestern Mulnal Lifa [minrance
Company
affords & safe and sure protection to encum-
bered estates.

Eveny man should settle his own estate
during his lifetime, so far as lies in his power.
He who does his own life-work, allotted him
to perform, does that work better than any
depuly, however well paid, and especially
when that deputy s an attorney or adminis-
trator intent upon increasing own estate,
with no gﬂuniny interest in the estate of
him who ls removed from the walks of life.

THE estate that owes nothing, or I pro-
tected by a policy in the Northwestern Mutual
Life Insurance Company, lo an amount squal
to its indehtedness, s already virtually settied.

Barnard, Coe & Sayles,

Dmarzrs e

FIRST CLASS

FIRE INSURANCE

75 and 77 East Market Street,

INDIANAPOLIS.

We waich carefully the interests of our
customers, from the time the policy is issued

till the loss is paid,
Special attention given to form of pelicy.
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prestigious Rough Notes Agency of the Year Award

Features
Rough Notes has just one target audience—independent agents—
and our feature stories reflect our strong commitment to them

Vendor/Consultant Profiles
Strategies and technologies that power growth for
independent agencies

Special Sections
Rough Notes focuses on industry groups, allowing their members
increased visibility to our agent audience

Editorial Calendar

Our editorial calendar keeps you up to date on our planned
content each month, from specialty and personal lines to
benefits products and services

Mechanical Requirements
Sending an ad? These are the “mechanical specs”
that work best for us

Advertising Sales Representatives 27

Our sales professionals are waiting to take your call

o &N N W

12
14
15
16
19
21

Editorial
A seasoned staff, plus input from our agent advisory board,
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he R Agent Editorial Advisorv Boar

Our editorial strength starts with our foundation. No other publication has an
editorial board composed solely of independent insurance agents.

As the exclusive sponsor of the prestigious Rough Notes Agency of the Year award, Rough Notes
has the opportunity to connect powerfully with leading agency principals from around the country.
The winners of this coveted award are invited to share their experiences, insights, and strategies as
members of the Rough Notes Agent Editorial Advisory Board.

Each year, the editorial board meets with the magazine’s editors to talk about their top-of-mind
concerns, challenges, and goals. The informal setting promotes frank discussion and generates a
wealth of fresh ideas and keen perspectives that inspire the creation of vibrant features for future
issues of Rough Notes.

From eager new faces to seasoned veterans, these top-performing agents drive a dynamic exchange
that energizes the readers of Rough Notes all year long.

Rough Notes
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 Rough Notes Agency of the Month

Our ongoing commitment to the independent agency system keeps readers engaged

From inspiring stories of entrepreneurship to growth opportunities in the marketplace,
Rough Notes gives the nation’s leading—as well as up-and-coming—agents and brokers an
unbiased look at the ideas, trends, and products and services that are shaping the independent
insurance agency arena.

Rough Notes’ involvement with and reputation among agents and brokers are evidenced by
the fact that our Agency of the Month and Agency of the Year have become coveted awards
among the nation’s top agencies and brokerages. Rough Notes editors recognize and

select our featured agencies from thousands of top-notch firms throughout the country. At the
end of the year, an Agency of the Year is selected from the previous monthly winners.

CONGRATULATIONS

Elite Insurance Solutions
2019 Agency of the Year

;|=II-I
L
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Rough Notes
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Our commitment to agents and brokers goes beyond the day-to-day business of insurance.
Rough Notes was the first national insurance publication to recognize the vital role our readers
play in the communities in which they live and work. Our annual Community Service Award
honors independent agents for the extraordinary philanthropic initiatives they support and create.

Since 2001, The Rough Notes Company has contributed over $550,000 to the various agent

charities around the country.

Tameeens s e,
Maine, was dying, as were
other small towns in the industrial
‘What does this have to
do with The Rough Notes Company's
Community Service Award? Well, it
has to do with Bill Mitchell, owner
of long-time family-owned GHM
ing other things. It’s
the “other things” that lead us to the
Community Service Awart
Bills role in the annals of the
award is unusual in two ways: First,

Hometown entrepreneur wins Rou
Community Service Awarc

By Alice Ashby Roettger

Notes

because of the onslaught of the corona-
s s wuansshle o be hanorsd st
the snnual Rough Notes Agency of the
Year cclebration that

specitic nganization, it wns implcs that
the gward was for

o Bill has had fingors in
the many pies that e Woterville.

Bill was nominated by his friend
Kennoth Walsychif exetive offer
of Waterville's Alfond Youth &
munity Canter (AYCO) spcclﬁcalb for
his work with the Boys & Girls Clubs
and YMCA of Greater Waterville,

ROUGH NOTES

hose home is in the center. Walsh
sent informative letters along with the
nomination form. Because of his long-
time association and friendship with
Bill, it seems appropriate to allow him
to speak through excerpts from these

Original intervention
“In 1992.” Ken reminiscences, I

was a dying community, losing many
jobs due to closures of mills. The Boys
& Girls Club was 15 years in the red,
on the verge of closing its doors duc
to lack of funding” Bill volunteered to
serve on the group's board of directors
and led a capital campaign that helped
to restore financial stability to the
organization to
$10 million. In addition, he sparked
oys & Girls Clubs
and the YMCA—the first such merger
in the nation. (Incidentally, Bill was an

Boys & Girls Clubs-YMCA were going
ed in the newly constructed
AYCC, “Bill taok on the role of

Outside the AYCC arethe Mary Nsh Bea
Ststanable Gardens and Compbels Tue
Value Rased s Theseare tended by kics
inthe AYCCS earty chere afer school,
Simmarenichment

e cre e T ten
ke pride i ths contrbus

MAY 2020

u
/n every venture, Bill engages the

entire community in innovative and
exciting ways, delivers a fun and quality experience
that keeps participants returning year after year, and
thus increases the number of kids we can serve,
the quality of our services, and community
awareness of our programs.”
—Kenneth Walsh

Chief Executive Officer
Alfond Youth & Community Center

B¢

While Bill was collaborating with
Ken on the Boys & Girls Clubs, he nat-
urally got involved in other activities
that benefited both that organization

(That was, of course, in

addition to the many community activ-
ities in which he was already involved.)
According to Ken, through the years,
Bill has given in & number o ways

comstruction of the building,working

5 per week for a
eninessae? (acidantall, Bill alsols
& commercial re:

d owns & property management and
‘maintenance business; however, much
of his work on building projects is done
on a volunteer basis.)

ut that's not all. “When the doors
Ken continues, “the AYCC

was the largest licensed school-aged
program inthe Northeast

worked with me to create a planned- ik
Giing campaign” The AYC snried
i o i Ao, and“Unlike some donors who simply lend

“hroigh aggressive hard work, a of
this date, we now have $22 million.” y
i e At ol SomeTatultins il s e evnt
bylaws and affliation agreement for from start to finish,” Ken explains.
o “We just show up to accept the check
the combined organization. “It comes Just show up to accept the
a5 no surprise we inducted Bill into 27 the 18" hole"The grand total
our 2001 Ispivational Hall o Fame for 3£ he cvent’s contributions tops
s immense contributions 0 the 5000 $0G000 0 date, L
;‘",:;ﬂ‘;n;;‘;gffggd (om0 systom to Camp Tracy the AYCCs
o Simmer day camp program
ajor donor, il supported
adding a sccond floor 0 the Alfond
Center and became  member of the
Founders Club, pledging a legacy gift.

And i i where the “fngers in

nd Meals Back-
iackpack Backpacks.”
Rccording to Ken, 80% o the children
served by AYCC

They finish their day with a hot meal,
but what happens over the weekend?

Bill helped drive that growth.
He “issued a 92-Day Backpack
Challenge to our community

5,000 backpacks in 92 days through a
raffle sponsored by the Alfond Youth
Center, (radio station) Mix Maine,
and another of Bill's businesses, The
Proper Pig restaurant,” Ken says.

www.roughnotes.com 5



features

First-hand knowledge of, and a strong relationship with, the
influential agents and brokers you want to reach

Rough Notes was the first national insurance publication to target
independent agents. We know agents and brokers because we're actively
involved with them—and have been for more than a century.

Unlike industry publications that serve multiple audiences, Rough Notes
focuses on growth-oriented independent agents and brokers who are
constantly searching for new and smarter ways to do business. If these are
the agents and brokers you want to reach, there’s no better value for your
advertising dollar than Rough Notes.

Each month, thousands of agents and brokers avidly read Rough Notes,
searching for innovative ideas and information on new products and services.

Your message in Rough Notes is a powerful draw for the top producers
youe targeting.
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features

h&T

By Elaine Nance

hen I started as a licensi
cilist in 2003, it was stll
Largely a paper-based process. We hat

TECHNOLOGY

v TECH EVOLUTION:
) LESSONS LEARNED

Wisdom gained over time can help agency

professionals ride the next insurtech wave

shipments to the various regulators so
charg

For example, carly efforts to

allows then to share

o keep different sizes and colors of
paper in stock to meet specific state
requirements.

‘When Arleen and Ted Taveras
founded Tnsurance Licensing Services
primary goal

al applias
for i e e

eata dovip o mpemant

information more casil
exson for the next wave: While
technology tends to change how.
her than what
we do, sea-change moments are

rplus lines wsing o stan
,.....: sce busd o the SRR Bt

of all szes access the licensing and
complianceservces that then were

competitive, insurance professionals
need totruly understand
our industry.

Lthm 1t allows licensing se
o be delivered hy a handul of ighly
rainad exportsthat bafore would have

« i atus
against the NIPR (National Insurance

Today,internet access, podeasting,
blogs, and mobile apps mean that ech-

St e bt o
over-hyped technology can be just as
devastating as lagging behind the
adoption curve.

“An excellent solution is adopting
greentield approach to innovation—
or starting from scrateh. A

with the captives of nationally recog-
nized brands on an even playing field.
course, it also means that
sour new competitor can come from
whe

insurance process must be willing to
implement new solutions o remain
relevant.

The (i

It that

Its
S0 much faster and more aceurate!

tech
incumbent agencies and carriers alike.

sharing is, well regulators are sharing
information. When & regulatory

simultancously. R

that insurance customers face. Often,

meot changes in consumer nt
xpectations.
aditi

greater uniformity may be mistaken
for sameness. If everyon ia doing the
same things the same way, how does
‘anyone set themselves apart from their
competition?

talk about insurance a3
being a relationship-hased business.
T gy, b he idea of o

out about t, and you want to be lly,investments by

echnolo a
Also, y dienis P ient over a cup of coffee o discuss
can i

producer’s history, so protecting your
regulatory reputation s eritical

expectations. Once clionts

o conpumers This rend fuels

shioned. Younger clents, in
lar, actually seem av.

thatthe e

of
even question whether echnalogy will
make insurance as we know it obsolete.

same time, data collection from social

‘media and IoT devices and analytics

nearinstant rosponses, oven a short Y also is making of historical data promise to et us
ink about between now

it How tapping licyhold . ever before.

your foot ¢ waiting for the

‘microwave to ding? Cssential, don' s Same

o information requires an
ongoing investment in technology

they don't want o provid tho same

s knowing them? In our rush to
implement sales funnels, argeted
keting,

infor

. e losing

things have changed!
While a i spocilty oenses il
involve paper forms, he majority of

compliance under the Nonadmitted
‘and Reinsurance Reform Act (NRRA)
floundered. Today, shared tools like

oy Did meeacig

v tax
fling tooD) and SLIP (Surplus Lines

the technology to accept elients’ demo-
but

confidential information online—

this uster,

Information
inroads, Stil, surplus lines procedures

thana

‘measures. It also
skilled personnel to maintain them.

e

b
their systems and are building out

bump in the bottom line?

Skillfully presented
Jeature stories help
growth-oriented
independent agents
and brokers succeed
in today'’s challenging

market

pe p
adoption of

despi us. P ve
created fllable versions of the dif
ent state application forms and linked
them o ourdntabase, At tht ime,
many in the business were sill typing
hppeatons

Even though we tapped technology
early an, we still needed to print th

10 uniformity?

. mind, its a it of a
came first: the chicken or the c
question. Improved technology a
that bonefitied everyone. Toda
insurance professionals not only

but

because only
accepted online applications. We had
e full-time job

 time, from anywhere in the.
‘Certainly, the evolution has n

BROKEN GLASS

FROM

NS
AGENCY OWNE

By Elisabeth Boone, CPCU
[43

you blink, you might miss t”
That' the clché people use’
to doseribe any of the countless small
towns that dot the American landscape,
and tiny Corydon, Indiana, may
of those towns. Tucked into the south:
rnmost corner of the Hoosier State,

2

- ey 1 graduated from colege with
Gaining credibility teaching degree, and at that time there
p was  toacher gt so there were n
and respect in o thre

a “man’s world”

Corydon is home to Benn
Bt ot e, whieh b bocn
sering the region for 125 years. The

sgency, office in New
Ibany, ndiana

of
ton and until 1825 served as ts first
capital. Far from the

and sprawling suburbs of Indianapolis,

Al

and Rentucly and operates undor the

leadership of Pamela Bennett Martin,

CIC, and her brother, Larry Bennelt,
Like

i i in the

a position opened up, and the rest is

history. T started with the agency in
1980 and have been here ever since.” were ostracized at
artin

ety T adtion t personal and
mercial lincs, the agency offers lie,
Heaith,and beneta
asically a generalist, but

insureds,” Martin

at
represent some $5.9 billion i premium
volume.

“Insurance girl"

ho had beern in the
business for 40 years likely can recall
some instances When she was treate
with less than the lovel of respeet to
which she was enitled.

don't pat me on the shoulder—or
anysehere lse.
imtheimmediate past chair of
the Indiana Big T
e and e Tound that

Z
/ 'm encouraged
to see that those old
attitudes and behaviors
are becoming a thing
of the pasf,"
Pl et it CIC

Bennett & Bennett Insurance, Inc.

Asking focused questions and

a valued partner in our success and
Tongovity”

Opportunities abound
Its no secret that the insurance
industry has a less than stellar
reputation among young people,
who often sce it s stodgy and out of
touch with their valucs, AL the same
time, they're being bombarded with
advertiing messages chat eature
barz being v an
ic cashier, nlkmg ko,
e Moghen. T here
for young people i this oot but
confising milanee
AP —
eople want to have a
positive impact in their community,

dopends
‘member of the community”

Empathy and listening
ed what qualities she.

‘my gender
i Antied v

by that I by

and to my min
to'do that than to be an independent
agent” sho declares. ven in a small

s yourself, his i the carcer

Also appealing to young people,
she points ou, is the flexibility

they were brought up by a generation

Iearn what my

cusomer Wo'have o cultue mour 10t a ki bosktball gme or
h

luntoer

withcommunityprjec

loed be

A identi :wm.mmm

treated as if

When T was youn,
incudedin omersation nd ofen
il aswell an

then became personal lines manager
and later moved.

o3¢0 that thore ol '\mmdcx and

side. She and her brother
e agency from ther ather in 2006
Sho soves s prosidnt, and s
seeretary-tre:
et & Bennet has 16 S empoyees
wide

the mid-South than the Midvwest.

industry:

arrayof coverages in s st

5
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ing of the
past

e sl have  long oo,
but we're moving forward, and |
hope that in my eadership oles I
helping to create a more level playing
field for everyone. Istrive to be a

a

business” answpen i mtghiern, oend.
and 1. Bei dependent

Martin
bserves, is another quality that

.t way to engage in your
‘women bring to the work setting L}

community at all level

Da)w know a female independent
¥ agony I e ol fure s
iobaiviowar  peas ematl el abo hr s ol

G CPOL, venior etines edtor
el Boneerctoucom). Vol e s

ddress them with appropriate
coverages, loss control measures, n

professional

MARCH 2020

mtm e T S
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specia]ty lines

Keen insights ... consistent focus

Diverse, dynamic, and disciplined, the specialty marketplace thrives on building
relationships with successful retail agents and brokers.

Since The Rough Notes Company began publishing the annual specialty lines directory
The Insurance Marketplace® more than 56 years ago, agents have come to depend on
Rough Notes to keep its finger on the pulse of the excess-surplus and specialty market.

The Insurance Marketplace serves as a “13th issue of Rough Notes” when it comes out
each December, giving agents instant access to specialty and E&S insurers, MGAs and

MGUs, wholesale brokers, and program administrators.

What's more, The Insurance Marketplace is updated continuously on the Rough Notes
website.

Rough Notes highlights the fast-growing specialty market in three powerful ways:

1. An insightful overview of an individual specialty market niche. Hot new products
... emerging trends ... market outlook ... and more.

2. Interviews with carrier executives, MGAs, and program managers—Niche market
professionals who interact with the Rough Notes audience of top retail producers.

3. Reliable data from trusted industry sources—Vital information to help Rough Notes
readers understand the scope of the market and identify opportunities in specific niches.
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Can rate hikes
and telematics
turn around
this distressed
market?

By Joseph S. Harrington, CPCU

SPECIALTY LINES MARKETS

I he good news s that the patient
i not gotting sicker. The bad

o the cling  rcine

that shows no sign of abating, even

Chough AN, Bessexpected & modest
ercial auto

That, in essonce, sums up the state

operating results in 2019,

& Ensironmental Insurance,
wer-based program manager,
Seems to agree.

leslplaying eld Therunaye are
ot pecurring in our fed N
e af b s ey

b
s o o o esardons
material haulers, Freberg has “lost &
1 accounts” as it -held frm” to
b

significantly or rotreated altogother
from writing iability lines.”
0 Dunlap, plaintifs’

it at
the g o theday we ro beter .
3 auto rates continue to climb,

‘and notplay pricing games.”

Rising rates
Gallagher Bassett,  leading.

exponential incre:
fowor participants
fleots e forced to increase their risk.
participation with higher deductibles
and retentions.”

Jbpar results

hicle conditions and driver
performance.

Arrayod agains thoseatempts
to impror i results

drives incroased activity by investors

shortage by bringing negligent
hiring and rotention claims against
motor carriers who bire s
acceptable”drivers.

arginally

//[D ]emand for
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_vendor/consultant profiles

Connecting you with motivated buyers of technology and services
In addition to being key decision makers when it comes to insurance
markets, the agents and brokers who read Rough Notes are personally
involved in purchasing:

* computer hardware and software

* office equipment

* telecommunication and Internet services

* educational and training resources

* back-office processing

* human resource consulting

e third-party loss control and claims adjusting services

... and much more

Place your message where these decision makers look for resources—in the

pages of Rough Notes, the industry-leading publication that agents trust
more than any other.

ongh !
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__columns & departments

Experts share concepts and strategies that power agency growth

Each month, Rough Notes readers turn to our columns and departments
for expert advice on how to motivate producers, build quality business, and
manage people and work flows.

Rough Notes is privileged to present exclusive commentary from top
agency management consultants such as Roger Sitkins and Scott Addis,
as well as front-line agency leaders, like Chris Paradiso, Randy Boss and
Marc McNulty. Other respected contributors cover a host of topics that
resonate with a wide range of agency professionals, from legal trends and
risk management to human resources issues, customer service and public
policy analysis.

Your message in Rough Notes reaches 38,500 growth-oriented independent
agents who are eager to discover how your products and services can help
them achieve their goals.

.
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COURT DECISIONS

WINNING STRATEGIES
By Brent Kelly

BRIDGING THE PERFORMANGE GAP:
STOP TALKING AND START DOING

How to transition from ideas to execution

I%cticing self-care, being present,
and staying connected ... help each of us
individually ... (and) have a positive impact on
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Editorial columns and departments deliver timely,
practical information on need-to-know topics:

* Agency Financial Management * Mergers and Acquisitions

* Employee Benefits * Perpetuation Planning

* Digital Marketing and Engagement * Court Decisions

* Human Resource Management * Public Policy Analysis and Opinion
* Leadership and Coaching * Alternative Risk Transfer

* Customer Service * Risk Management

and much more
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specia] sections

TARGET P®)) MARKETS

RISK PLACEMENT SERVICES
Beyond the Benefits: The Impact of Culture on Teams and Client Success

PLACEMENT
SERVICES

5,

-

If they can do i, we can placeit.

% SERVUCE.PROVIDERS

Harmony

Insurance Networks Alliance

.'-; i,

AGENCYK®I
i

During the year, Rough Notes magazine publishes a “Special Section” which focuses on
industry groups, allowing their members to take advantage of a discounted advertising rate
and increased visibility to our agent audience.

Target Markets Program
Administrators Association

NGENCY KPI

THE PROBLEM WAS HIDING
IN PLAIN SIGHT

SO WE SET OUT TO

CONQUER IT

Insurance networks had no systematic approach
to manage the overabundance of data produced Lasonaie
by the fragmented, legacy systems found

across the insurance industry.
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multimedia

Delivering your message in Rough Notes heightens your
credibility and allows you to capitalize on our powerful brand,
built over 140 years of serving the independent agency system

Our print edition delivers crisp, focused content and compelling images
each month to a receptive audience of agency decision makers who want
your products, your services, your tools for growth. No stale news, no
listings to boost page count, no useless fillers—just fresh ideas, emerging
trends, and keen insights focused 100% on the independent agent.

Our digital edition brings your online message to life! Rich in vital
resources for agents, www.roughnotes.com showcases our dynamic digital
edition, and direct hyperlinks deliver motivated decision makers to your
website.

Receiving over 50,000 unique page views per month,
www.roughnotes.com is the information destination for agents.
Each month the entire contents of Rough Notes magazine is available
online in a digital version—free of charge.

What's more, readers enjoy speedy,
on-demand access to a complete

electronic archive of Rough Notes
articles.

— R
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L

wwuw. mugbnotes. com
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JANUARY Ad closing: 12/04/20 FEBRUARY Ad closing: 01/05/21
Materials: 12/09/20 Materials: 01/08/21
Editorial Highlights: Benefits Products & Editorial Highlights: Benefits Products &
Services: ices:
Specialty Lines: ervsees Specialty Lines: Services:

* Identity Protection * Critical Illness

* Sports & Leisure * Construction

¢ Private Flood Bonus Circulation: * Agents E&O

¢ Insurance Networks
Alliance Annual

Focus on Technology Meeti
eeting

Focus on Professional
Development

Ad closing: 02/05/21 Ad closing: 03/04/21

Materials: 02/09/21 Materials: 03/08/21

Editorial Highlights: Benefits Products & Editorial Highlights: Benefits Products &
Services: Services:

Specialty Lines: Specialty Lines:

« Municipalities ¢ Accident Insurance « Professional Liability * Disability
¢ Cannabis ¢ Commercial Auto/
Trucking
Focus on Leadership

Focus on Risk

Management
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Editorial Highlights:
Specialty Lines:
e Social Services

* Cyber Insurance

Focus on Personal Lines

Editorial Highlights:
Specialty Lines:
* Cargo

* Architects & Engineers
E&O

Focus on Risk
Management

Ad closing: 04/05/21

Materials: 04/09/21

Benefits:

* Independent Agency
“Capitalizing on
Benefits”

Bonus Circulation:
¢ NetVU Accelerate

* Target Markets Program
Administrators
Association Mid-Year
Meeting

Ad closing: 06/04/21
Materials: 06/08/21

Benefits Products &

Services:

¢ Life Insurance

Bonus Circulation:

e LAAIA (Latin Ameri-
can Association of
Insurance Agencies)
Convention

Editorial Highlights:
Specialty Lines:
* Bars & Restaurants

¢ Condo Associations

Focus on Technology

Ad closing: 05/04/21
Materials: 05/07/21

Benefits Products &

Services:

¢ Dental & Vision

Bonus Circulation:

« PIA of NJ & NY
Annual Conference

* Insurance Marketing
& Communications
Association Annual
Conference

¢ FATA Annual
Convention

ALSO: FIORIDA SPECIAL SECTION

AUGUST

Editorial Highlights:
Specialty Lines:
¢ Construction

* Workers Comp

Focus on Professional
Development

Ad closing: 07/05/21
Materials: 07/08/21

Benefits:

* Independent Agency
“Capitalizing on
Benefits”

Bonus Circulation:

* Wholesale & Specialty
Insurance Association
Annual Marketplace

* Workers Compensa-
tion Institute WCI360

www.rougbnotes.com
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SEPTEMBER

Editorial Highlights:

Focus on Leadership

Benefits Products &
Services:

* Stop Loss, Self-Insur-
ance, High Deductible

Ad closing: 08/05/21
Materials: 08/09/21

Bonus Circulation:
* AppliedNet

¢ National African
American Insurance
Association Annual
Conference & Em-
powerment Summit

* Target Markets Pro-
gram Administrators
Association Summit

ALSO: TARGET MARKETS PROGRAM
ADMINISTRATORS ASSOCIATION
SPECIAL SECTION

NOVEMBER

Editorial Highlights:
Specialty Lines:
* Cyber Insurance

e Social Services

Focus on Technology

Ad closing: 10/04/21
Materials: 10/08/21

Benefits:

* Independent Agency
“Capitalizing
on Benefits”

Bonus Circulation:

* Insurance Networks
Alliance Annual
Meeting

OCTOBER

Editorial Highlights:
Specialty Lines:
* Professional Liability

e Commercial Auto/
Trucking

Focus on Personal Lines

DECEMBER

Editorial Highlights:
Specialty Lines:

¢ Environmental/
Pollution

* Security

Focus on Leadership

Ad closing: 09/03/21
Materials: 09/08/21

Benefits Products &

Services:

* Hospital Insurance

Bonus Circulation:
* PLUS Conference

Ad closing: 11/04/21
Materials: 11/08/21

Benefits Products &

Services:

* Wellness Programs
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2021 Rongh Notes Magazine Rates |

Effective January 2021

Rough Notes is edited for growth-oriented
property/casualty insurance agents and brokers.

Published monthly, Rough Notes’ audience-
driven editorial focuses on agency marketing,
new products and insurance markets and provides
readers with ideas and information that can
help them grow their businesses. Imagine an

Covers & Guaranteed Positions
(Earned Space Rate)

Second CovVer....uuueeeeeiiiieeeeeieeeeeeenn. +15%
Third Cover ....oooveeeeeeeeeieeeeeeeeeeen +10%
Fourth Cover.....cooovvvivviviiiiiiiiieeens +15%
Other Guaranteeds.......ccccooveueeeennn. +10%
Color

Each Matched (PMS) color................ $645
Four-Color Process, extra per page ..$1,655
Metallic/Fluorescent......cccveeeveeuveeenne. $835
No Additional Charge For Bleed

Circulation

Audited by BPA.

Publication & Closing Date
Rough Notes is published on the first day of

every month.

Inserts

Inserts and postcards are available. Please contact
your advertising representative for details.

Commission

15% of gross billing allowed to recognized
advertising agencies on space, color and position
if paid within 30 days of invoice.

No cash discounts.

article written about your specialty niche.
While independent agents across the country
are learning about the topic, what if they see

an ad for your business, offering services that
they've been reading about, embedded with

the article? Talk about exposure! But how much

will this cost?

National Advertising Rates

Rates include advertiser’s national ads at Rough Notes’
website with a hyperlink to the advertiser’s home page.

Black/White 1x 6x 12x
Full Page $5,775 $4,945 $4,485
2/3 Page 4,605 3,945 3,590
1/2 Page 3,460 2,955 2,705
1/3 Page 2,435 2,155 1,955
1/4 Page 1,925 1,645 1,495
1/6 Page 1,310 1,195 1,045
2-Color 1x 6x 12x
Full Page $6,420 $5,590 $5,130
2/3 Page 5,250 4,590 4,235
1/2 Page 4,105 3,600 3,350
1/3 Page 3,080 2,800 2,600
1/4 Page 2,570 2,290 2,140
1/6 Page 1,955 1,840 1,690
4-Color 1x 6x 12x
Full Page $7,430 $6,600 $6,140
2/3 Page 6,260 5,600 5,245
1/2 Page 5,115 4,610 4,360
1/3 Page 4,090 3,810 3,610
1/4 Page 3,580 3,300 3,150
1/6 Page 2,965 2,850 2,700

www.rougbnotes.com
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Regional Advertising Rates

Regional Black & White
Advertising Rates

Region 1 Region'2" Region3 Region4 N:CUILNE Full Page 1x 3x 6x 9x 12x
Connecticut Alabama Illinois Arkansas Alaska 1Region $2,675 $2,545 $2’295 $2,2 15 $2, 110
Maine Delaware Indiana Colorado Arizona 2Regions 3525 3.400 2.895 2860 2765
M: D.C. Michi I liforni
assachusetts ° e o California 3Regions | 4,350 4,235 3,720 3,590 3,400
New Hampshire Florida Minnesota Kansas Hawaii N
4 Regions 5,160 4,975 4,420 4,235 4,045
New Jersey Georgia Ohio Louisiana Idaho 2/3 Page 1x 3x 6x 9x 12x
New York Kentucky Wisconsin Missouri Montana 1 Region $2,165 $2,080 $1,835 $1,780 $1,740
Pennsylvania Maryland Nebraska Nevada 2Regions 2.850 2.755 2.400 2.395 2.205
Rhode Island | Mississippi New Mexico | North Dakota 3 Regions 3,510 3,365 3,015 2,875 2,755
Vermont North Carolina Oklahoma | South Dakota 4 Regions 4,135 3,980 3,525 3,395 3,225
Canada South Carolina Texas Oregon 1/2 Page 1x 3x 6x 9x 12x
Tennessee Utah 1 Region $1,635 $1,565 $1,395 $1,335 $1,270
— - 2 Regions 2,130 2,055 1,810 1,740 1,645
Virginia Washington
3 Regions 2,615 2,545 2,220 2,165 2,045
West Virginia ‘Wyoming
4 Regions 3,065 2,975 2,635 2,545 2,295
1/3 Page 1x 3x 6x 9x 12x
Color 1 Regi $1,105 $1,090 $1,035 $950 $895
egion 5 ) >
Each Matched (PMS) color......ccevveeuveeennnnn. $645 :
2 Regions 1,515 1,480 1,320 1,250 1,180
Four-Color Process, extra per page ........... $1,655 o o o0 e o 50
. egions s B 5 5 3
Metallic/Fluorescent......eeeeeeeeeeeeeeeeeeeeeeeeenans $835 ?
No Additional Charge For Bleed 4 Regions 2,240 2,140 1,905 1,820 1,675
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Required Material

Electronic files are preferred when submitting ma-
terials, if possible. Acceptable program formats for
sending material for ads in Rough Notes magazine
are as follows in order of preference:

PDF files set to print-quality specifications
are the preferred format for ads
submitted to Rough Notes.

Acrobat 5.0 (PDF 1.4) or higher, minimum
resolution 300 dpi, fonts embedded. Convert all
images to CMYK in their original format before
creating the PDF file. PMS spot colors will be
converted to CMYK unless otherwise specified.

Please note: Full page ads are to be created to the
document size of 8.25”x 11.125.” (See chart opposite
page or specifications for a two-page spread and
live area.) No crop or registration marks are to be

included in the final PDF file.
Photoshop 300 dpi or higher TIFF file with a final

size equal to ad size or document size for full page
(see above). Do not submit layered .psd or.tiff files.

Quark or InDesign document for Mac or PC
* ALL art/graphics files must be included.
* ALL screen and printer fonts must be included.

* High-resolution transparency flattening must be
applied to drop shadows and layered items.

* If any .eps files are used, fonts embedded in the
file must also be included unless they have previ-
ously been converted to paths.

* Convert PMS and spot colors to CMYK.

(See below for ads using true spot colors.)

* A full-size proof that is created from the
finished file must be included. (Laser copy is
accepted only for black and white ads.)

* Digital color proofs must be sent with four-color

files (e.g., Rainbow or Fuji).

lllustrator .eps files for Mac or PC

» Save Illustrator file as an .eps file with raster
setting at high resolution.

* All graphics used in the original file must be
included (tiffs, embedded .eps, logos, etc.).

* Fonts (embedded in .eps files and/or used in
the document) must be converted to paths
before the .eps file is created. This is especially
important when sending a PC file. Watch for
“hidden” text when converting,.

* Convert PMS colors to CMYK (process color)
and uncheck the “spot color box.” (See next
section for ads using true spot colors.)

* A full-size proof that is created from the
finished file must be included. (Laser copy is
accepted only for black and white ads.)

* Digital color proofs must be sent with four-color
files (e.g., Rainbow or Fuji).

www.rougbnotes.com
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Mechanical Requirements Trim Size
Standard Unit Sizes (in inches) Final trim size is 8-1/8” x 10-7/8”

Dimensions for submitted files
Full-page bleed size for perfect binding

Document size must be 8-3/8” x 11-1/8”
(8.375x 11.125). (NOTE: The trim is 1/8” top
and bottom and approx. 1/16” left and right).
The bleed is included in the document size. Do
Full Page 7x10 2/3 Page 4-5/8x10  1/2 Vertical 4-5/8 x 7-3/8 not include crop and/or registration marks in the
submitted file. Live area for type falls 1/4” from
document edges on all sides. (Please do not set

bleeds beyond the document page.)

Two-page spread with bleed
for perfect binding

Create full-page document (8-1/4” x 11-1/8”) as
- above and set up as a two-page spread (final size
will measure 16-1/2” x 11-1/8” with trim includ-
ed in gutter and outer edges). Live area for type is
1/4” on each side of the center line of gutter and
1/4” inside document edges on all sides. (Please
do not set bleeds beyond the document page.)
Do not include crop and/or registration marks
unless needed for gatefold or other specialty ads.

Screen
150-line screen

1/3 Vertical 2-1/4 x 10  1/4 Vertical 2-1/4 x 7-3/8 1/4 Square 4-5/8 x 3-5/8

1/2 Horizontal 7 x 4-7/8 1/3 Square 4-5/8 x 4-7/8  1/3 Horizontal 7 x 3-1/4

Printing And Binding
Printed: Web Offset, CTP (computer to plate)
Binding: Perfect

1/4 Horizontal 7 x 2-3/8 1/6 Horizontal 4-5/8 x 2-3/8 1/6 Vertical 2-1/4 x 4-7/8
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Additional Ad Specs

Two- or three-color ads [black plus spot
color(s)] and other ads must meet the following
guidelines:

* Ads containing non-buildable PMS inks
(i.e., PMS colors with transparent white):
Send original file. All graphics and fonts must
be included and/or converted to paths accord-
ing to the above directions.

* Always convert spot colors to CMYK in
4-color ads. Additional spot color plates in
4-color ads will be billed accordingly, or
converted to CMYK in prepress.

* Ads submitted on disk must follow above
formatting specifications.

* Ads under 11MB may be submitted by email.
Contact the advertising coordinator before
sending.

We will not make changes to any files without

notifying you. Ads that do not open or do not

fit the specifications above will need to be cor-
rected and resubmitted. If no proof is sent with
the file, one will be generated and invoiced.

Copy and Rate Policies

Rate protection—We will protect advertisers
against rate increases for 11 months following
their first insertion. Any advertisement within
that period may be combined for frequency
discount.

Earned rate credits for increased frequency are

deducted from the first billing after the change.

Short rate charges for cancellation or decreased
frequency are added to the first billing after
the change.

Cancellation and automatic repeats—

We will not accept cancellations after the closing
date. Without materials or instructions,

we reserve the right to repeat the advertiser’s
latest advertisement of the same size.

Ad change policy

It is not the policy of The Rough Notes Company
to change a client’s digital ad in any way. All ads
should be submitted as per the specifications
described in the reproduction requirements
section above. However, upon written request,
and in order to facilitate the production of
Rough Notes magazine, The Rough Notes
Company will at no charge make minor changes
to digital ads submitted by our clients. The
Rough Notes Company will not guarantee or
warrant these changes and will be held harmless
in the event that these changes are not printed
correctly. The client is responsible for full payment
of the advertising space.

Rough Notes reserves the right to decline or
discontinue advertising at any time and for any
reason, including, but not limited to, any that
would, in our judgment, tend to draw readers
from the insurance industry into another or that
is, in our judgment, inconsistent with the best
interests of the insuring public, the insurance
industry or its agents or salespeople. Advertisers
and their agencies will indemnify and hold Rough
Notes harmless against any claim, suit, loss or ex-
pense, regardless of nature or basis that might arise
from advertisements published. We reserve the
right to hold the advertiser and advertising agency
jointly and severally liable for monies due us.

SHIPPING INFORMATION:

materials to:

Send orders and Tricia Cutter

Production/Advertising Coordinator

The Rough Notes Company; Inc.
11690 Technology Drive
Carmel, IN 46032

Ph (800) 428-4384, ext.1019
(317) 582-1600

Fax (317) 816-1000

triciac@roughnotes.com

wwuw. rougbnotes. com
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__standout services for our valued partners

Regional Advertising—Whether you're doing business in a certain
geographic area or want to test a new product or service in a specific market,
let Rough Notes help you do it efficiently and cost-effectively. From our five
regional editions, choose the areas you want to target.

Bonus Distribution—In addition to Rough Notes’ regular circulation, you get
bonus distribution at key industry meetings and conventions. For a complete
list of bonus circulation opportunities, see the Editorial Calendar in the back

pocket of the folder.

Complimentary Copies of Rough Notes—To launch your campaign, we'll
send a copy of the magazine along with a cover letter to your key customers
or prospects. Prepare your own letter, or we'll create it for you. Give us your
list and we’ll handle the mailing. This service is free to 3X national and

6X regional advertisers.

Ad Reprints—Rough Notes ofters black and white or color reprints to all
advertisers at cost. They can be designed as a single page or as a 4-page with
a customized sales message. Just supply the artwork for your sales message—
we'll do the rest.

When agency leaders are looking for new insights, strategies,
products, and technologies to drive growth in their businesses,
they turn to Rough Notes.

Count on Rough Notes to put you in front of “The Deciders.”

- —

o e S
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__ standout services for our valued partners

As a Rough Notes advertiser, you enjoy exclusive access to a wide array
of services designed to deliver maximum impact for your ad dollar

Inserts and Custom Options—Rough Notes offers a wide range of inserts and
ad formats—from ride-alongs, tip-ins, coupons, and posters to gate and barrel
folds. Take advantage of packaging options like customized polybagging and
belly bands to get your message in front of your target audience the moment
Rough Notes arrives on their desks.

Free Online Exposure—The Rough Notes Company publishes an online
digital version of Rough Notes magazine every month. As a Rough Notes
advertiser you will receive bonus online exposure for free!

Reader Service—Rough Notes makes it easy for agents and brokers to learn
more about your products and services—and easy for you to fulfill requests for
information and track responses. A postage-paid Reader Service Card is bound
into each issue. Inquiries can be forwarded to you via fax, mail, or email.

www.roughnotes.com 25



 Rough Notes: the #1 agent partner, advocate, and resource

Here'’s why independent agents consistently say Rough Notes is #1:
* Exclusively focused on the independent agent community for more than 140 years
* Presenting keen insights and bold concepts that drive agency growth

* Connected to agents ... carriers ... specialty markets ... trade associations ...
consultants ... vendors ... and more

* Consistently delivering top results for our advertising partners

Rough Notes: The independent agent’s most trusted resource since 1878

A e
ey
.
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Ro

Eric Hall
Executive Vice President—Advertising

National Sales Director

Ph (800) 4284384, ext. 1022
(317) 816-1022

Fax (317) 816-1000

ehall@roughnotes.com

Marc Basis

Vice President

National Sales Director

Ph (866) 461-3045
(561) 740-8110

Fax (561) 740-8101

march@roughnotes.com
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