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AFTER THE STORM.

After the ato s calm;
After the bruise, & balm;

For the ill brings good, in the Lord's own time,
And the sigh becomea a psalm,

After the drought, the dew;
Adfter the ¢ the blus;

For the sky will smile in the sun's
And the earth grow glad

Bloom is 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 foont.of i,
Many = cup doth fill,

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

Truth seemeth oft to sleep, |
Blessings so slow to reap,

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

Nevertheleas, I know
Duit of the dark muat "
Sooner or latter whatever is fair,
Since the heavens have willed it so.

time,

e W,

THE WEE, WEE BAIRNIE.
" Ste tly, ste ntly."

1 mwfﬂ.ulrp k" 1 feared 1 had
been treading on some of the old man's

He leant on his spade and made no motion
for some minutes, At length he raised his |
head, and in a husky voice began:

®Ay, sir; I mi > the time as well an 'tw‘fcr:

ny, and it's forty years since, w
;Dt wee {liﬂl’ﬂ died. [l:r"lru his fourth birth
dl.r. and he s up tae wait till I cam home
wi' a bit present for him. I sat doon be' the
fire tae wait for my supper (my wife was ben
the hoote bakin), when I the patterin’ o' his
little feet, an' I Jooked up an' held oot my
arms for him. He didna come runnin' tae
them sae quick as ulnu.l, rl}‘ when I had him
on my knees, s ‘An' fa'll ye be, ye wee
bit ni':'tum P o / Al

“I'm fayther’s wes, wee bairnie."

“An"wi' that he nestled closer to me. He
didnu seem cheery, sae | ca'd the tae
cor-

'tm, un' the ﬂ?ie cam lazy like fra
ner stretchen’ his legs. The bairnie but doon
his little han' zn' strokit the dog's head. But
uhehdl:lnl git up an’ play wi't, and seemed tired

“Janet,” cad I ben the hoose, “what ails
the bairnief"

“Ails him;" said she. “Aws wi'.ye; nae-
thin ails him. d

“But he's tred like."

“ Hoot," enys she, “nae wunner, sittin' up

till thia time o' night."
“Ah! but it's nae that, it's mair that tired
that he is, Janel; he's nae wee”
anet took the child in her arma.
Aweel” smid she, “an’ he's no weel. TI'll
him tae bed when I hae done wi' the
7" an' wi' that she set him down 1" the

floor. Forty years it in syne; but I can see

the laddie {tundln.‘ thu‘mi wi' his head
" owre his clean and his wee bit

leggiea bare tae the koees,

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

“ She took him up again in her airma, and
as she did sae his wee facie becam’ as s
death, an’ his little body shook &' ower. 1
never walted a meenit, but swa' [ ran oot at
the door for the doctor as hard as [ could rin,
twa miles noross the field, wi' my heart beatin’
hard at every step. The doctor wasoa in.
Wi' a sair heart [ turned back. I stopped
runnin when I got till our gate and walked
quietly in. ‘Thae-doctor’s nae in.' ‘Waur
luck, maid I, s I crossed the door. Nae a
word. 1 turned roun® intae the kitchen, sn'
thers was sich & sicht I counld never forget.
In ae corner was my wife lying on the groun',
nu’ beside her 111-!:::{ it L,lfn—nl: & soun'
frae either o' them. [ touchit my wife i* the
shouther, an' vhe lookit up, an' t{m rose up
wi'out & word an’ stood heside me, lookin' at
the form of the little laddie. Suddenly he

a start an' held out hiz arms tae me—
Am [ no ver ain wee bairnle, faytherT' ‘Ay,
ay,’ said 1, for 1 could handl k. an’ T
knelt doon beside him an® took his little hand.
My wife kaoelt doon on th' other side of him
and took his other hand. ‘Yer wee, wee
bairnie,” he muttered, as tae himsel'—lor he
ied himeel’ the same—an' then he laid his

d back, an’ we could see he was gone.
The doggie cam' an' lookit in his face, an’
lickit his han', an' then wi' a low whine went
an’ lay doon at his feet.  Niver a tear did we
weep; but we sl baith o' us lookin' intas the
sweet wee facie tl' th' mornin' broke in on us,
The neebors cam’ I' the mornin', an' I rose up
and spoke tae them; bot my wile she never
stirred nor gied a sound, till ane o' them spoke
o when he wad be carried tae the auld kirk-
yaird, ‘Kirkyaird!® said she, *kirkyaird!
Mae kirkyaird for me. My bairnie shall sleep
whaur he played—in oor gairden. Nae & atep
farer.' * But it'll niver be allowed.” ‘Allowed!
eried she, ‘the bairnie shanna stir past the end
o' the gmirden.”  An'she had her way. Nae-
body interfered; an' there he les jisl waur ye
were gaun 1o pit yer fit, an' there he'll lie ta
the resurrection mornin.'  An' flka evenin'
my wife comes an’ sits here wi her knittin®,
an' we never tire o' speakin o him that lies
beneath,”

And the old man bent down and passed
his hand over the loose mould as if he were
smoothing the pillow of his “wes, wee
bairnie."”

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

HOW MUCH LUXURY WE NEED.

Ruskin says some sensible things on this
lowing paragraph:

1 am no advocate for meanner of private
habitation. 1 would fain introduce into it all
magnificence, care and beauty were they are
pouible ; but 1 would not have that useless
expense in unnoticed fineries or formalities;
cornicing of ceilings and graining of doors,
and fringing of curtaine, and fhousands of
such thi which have become foolishly and
apathetically babitual—ihings on whose com-
mon appliance hang whole trades, 1o which
there never yet

Mmhﬂ[&eupﬂn{m:{d

destroy more than hall its comforts, manii-

respectability, freshness and facility. 1

5 : from ex : mo;' wh:::ll. ?ﬂ:‘u
ve in & cotinge with = DOr

and a hearth of micaslate; and I know it to

be in many respects healihier and happier than

living between a Turkey and gilded

ceiling, beside a ateel grate mnd polished fen-
der. I do not say that such things have not
their place and propriety; but I sy this

emphatically, that the tenth part of the ex
which s sacrificed in domestic vanities, il not
absolutely and meaninglessiy lost in domestic
discomfort and incumbrances, would, If col-
lectively offered and wisely employed, buile a
marble church for every town in England;
such o church as it should be & joy and hless-
ing even to pass near in our daily ways and
as it would bring the light into the eyes from
afar, liting its fwir height above the purple
crowd of humble roofs,

Bamwarn, Con & Savixs, have in avery
respect & firit clasa insurance agency.

The Northwestern Mutual Life nsurance
Company
affords a safe and sure protection to encum-
bered estates.

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

THE estate that owes nothing, or is pro-
tected by a policy in the Northweatern Mutual
Life Insurance Company, to xn amount equal
to its indebtedness, is already virtually settied,

Barnard, Coe & Sayles,

DmaLzes IN

FIRST CLASS

FIRE INSURANCE

75 and 77 East Market Street,

INDIANAPOLIS.

We watch cevefully the interests of our
customers, from the time the policy i issued
till the loss is paid,

Special attention given to form of pelicy.
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the Roug)h Notes Agent Editorial Advisory Board

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 Roxgh 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 Rowugh Notes.

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

T G ARTRCT -
[ R EHUE T

www.ronghnotes.com 4



Community Service Award

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 $600,000 to the various agent
charities around the country.

Life experiences Because Higginbotham is one of
This year's honores is a unique the largest independent insurance,
RS L fina HR service providers in

amalgam of many of these clements.
Higginbotham, headquartered in Fort
Worth, Texas,is being honored for its  Scographically across the lower half
ymmunity Fund, which
e of b GO R e somewhat autonomous in the sense
The fact that he was named president
and CEO of the agency at age 27 points
to his being an idea person who thinks
creatively and “gets the bal rolling”

s a matter of fact, among his many
honors, Rusty was named one of the
25 Most Innovative Agents in America
by the National Alliance for Insurance

the hands of the Fund
A side benefit of this corporate/
employee charitable giving is a sense

of comradeship among the employees
Biducation & Research, fall entitics.
the charitable impulses of his grand-

ts, whom he visited on a regular  Beyond the fund
basis. “My life experience was around
nonprofit and difficult circumstances Although the Higginbotham Com-
regarding handicapped children,” says ~ munity Fund is the agency's major
xample, no stranger to charitable thrust, other efforts are not

tragedy, his grandmother moved beyond  neglected. For example, quick to recog-
m:ffn‘:zyum it the foter care of hild:  nize the “time and talent” clement of
Ten, one of whom was autistic. It wasn't ~community service, Higg, as the firm is
long before she founded the Autism sometimes called, formed F.O.R.C.E.
Treatment Center.
Fast forward to Rusty’s transition to
Higginbothau."An caly clnt o ours
sper who was involved with
an i Tenatinl scleross] organization.
be on the board and
Rt Fandraiees  hosght. o, this
was fun to do, and the net result was
ondorta’ Loantod serviing to bo
part of our philosopl
“That philosophy 1 based on four
core values that Rusty cited in
artice naming Higginbotham the best
agency to work for in south central
Texas. “We are family to our employees,
accountable to our clients, teammates
to our carriers, and generous to our
communities. Those values inform all
our decisions,” he sai
am was certainly gener-
ous o s surrounding community
“but it was fragment-
and sporadie” Fusty abserves Tn
addition, as he began to address that
problem, a colleague pointed out that it

yas rustrating 1o ive 0 organizations
that determined to
were o be disteibrted with no taput
from Higginboths

Rusty began mulling over a way by
which he could pull the disparte denwnu
together while encouraging e
tepotion. The remule T 301 it

Texas-based agency wins Rough Notes 2027 Community Service Award

By Alice Ashby Roettger travels throughout the country, indepen-  while honoring those agencies that activities of independent agents, & starting corporate donation of $50,000,
—L————2——°———— dent agent Bob Kretzmer began to engage decply with their communities agencies and brokers. Long story short,  the Higginbotham Community Fund
observe a pattern among his peers—a  and give back generously to those who Walt jumped at the suggestion. was born. Higginbotham would gather
his year's winner of the coveted  pattern of independent insurance agen- helped them become successful. uring the 20-plus years of the the monies and determine itselfhow they
Rough Notes Community Service  cies giving back to their communities pp the variety of honored  were to be distributed. Even more
\ward has taken a unique approach o in a wide variety of innovative ways, He and CEO of The Rough Notes services has become staggering. Many  interesting i the fact that the endeavor
giving back to its commum&yﬂne hat observed that these agencies acied not  Compny, which among other things agents/agencies have gone beyond sup-  is funded by employees, who can des.
nds s gencsi n an ageney CE out of a desire for credit, but to achieve  publishes Rough Notes magazine, poring organizations that already ignate what organization they would
childhood experience an e resltfor 8 communiy nee Bob suggested that the Rough Notes exist to creating new ones that reflect  like to support, and sometimes in
ueescons-der the backstory egan to ponder how ho might  Company establish a Community @ porsonal intorest or o recognise & which they might have & vested
ofth sevis svard el In b many help holster the idustry’s puble mage  Service Award t honor the chasitable local or even a statewide need interest.
66 ROUGH NOTES MAY 2022 o
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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 atena.

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. Rozgh Nozes 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.

ACEMCY OF THL MONTH

PROTECTING FAMILIES
AND CREATING LEGACIES

3L arwa gpeewy e e by by et m e e

gl oyl
i i g e B fe e

= Trm—
Rough Notes

www.roughnotes.com 6



features

First-hand knowledge of, and a strong relationship with, the
influential agents and brokers yon 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 Roxgh Notes.

Each month, thousands of agents and brokers avidly read Roxgh Notes,
searching for innovative ideas and information on new products and ser-
vices.

Your message in Rough Notes is a powerful draw for the top producers
you’re targeting,

7 ROUGH NOTES MAGAZINE—SINCE 1878



features

CHALLENGE
AND CHANGE -

Skillfully presented
feature stories help
growth-oriented indepen-
dent agents and brokers
succeed in today’s chal-
lenging marfket
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specialty 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 Rowngh Notes” when it comes
out each January, 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 mar-
ket professionals who interact with the Roxgh Notes audience of top retail producers.

3. Reliable data from trusted industry sources—Vital information to help Rowugh Notes
readers understand the scope of the market and identify opportunities in specific niches.

9 ROUGH NOTES MAGAZINE—SINCE 1878



specialty lines
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vendor/consultant profiles

Connecting yon 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 Roxgh 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

¢ 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.

11 ROUGH NOTES MAGAZINE—SINCE 1878



vendor/consultant profiles

BENEFITS FOCUS

STOP LOSS
INSIIHANGE

Product use grows as smaller employers get on board

By Len Strazewski

‘?

ly (ASO)

M. Best ndicats hat stop oss

-~ groups have been purchasing stop

los nnranco hrough evel funded
“The smount of cloms covered
also has been
the rising number of
costly medical treatments, the report
 stoploss carriers’ strength
in managing high-dollar medical
claims effciently and offering more
ustomized financial solutions to
emplayer groups will drive competition
i the stop-loss market. n the near to
‘medium term,
In 1999, about 445 of employer-
based health insurance involved

Vi
Wmn an employer and its
benefits adviser can successfully calculate the
employers ability to absorb risk, they can make good
decisions about self-funding and purchasing stop loss
insurance over that limit.”

using stop

Robert Hatche
Chief Undenwriting Officer, Stop Loss
Liberty Mutual Insurance Co.

iy forall s o employ

rehasing stop loss insurance over
Tt it
emic, health

Ioss progran co-based pricing  Tokilo Marine HC(
that contains claime cost by linking " Swies army knif’

payment such a.

Modicar pricin, and vriousayering s t meetthe needs o customers
of sioplossinan aggrgate,as wellas

Specific laims
Liberty Mut ual's ltest mplement

ever, the insurer is not just &
seller ofraw siaplosecapncty: Richic
aays the company helps mi

Selviont, which the carir el s
luntaryrick management pogram
nplements each clien
indivdua soplos plan” with medical
bl

apacity
et he unique nees o e
The insurer collaborates with agents and
ko o et pany admsmeizaties
o build selfinsurance programs that
e dosigned o cach emploer,using

cluims management, medical bill
review and vi

clime deta

the
rise making risk assessment more
d

that most

o sorvieo llows he imsurer
deliver cost

™" Agents and brokers e raed
advisors

ful choice among
m: funding h

po ‘the claims process
ntain

e whe ol et o deigns
‘needs.

‘o employer can choose among

‘according to Siering.

Taonc usally
seethe 98% tht goesright. Tsee

 varietyaf now sop o drven jow low can an insurer go in % tha goce wrong and ncds Tobe
products ctop loss?  row
Pricing and clims management ools,  Size 1 1lly he e, save Sy e m\unrh‘\l-«nluvum for

ering vice president,” Ritchie, president of Tokio Marino al claim

s, Liberty Mutual.  HCC Siop Loss Group in Kennesav.

ot of riow product Georgia, risk, but how you manage the claims,
differentiation that has really grown o selfinsurance ize
outof sop loss applications,” she. inmondaid by satergulation. b shch angen ey a8 conlacge
says. variow asgroup  for stop are part of

programs that allow small employers

Sontrcisth uctantl
made availabl or e

T,.m the broad ficlds o politics or

capaity has b
“With more U,

opers s

0 ell-funded health plans to contain

economics that are evolving. Thanks to
mare flexible and accessible stop loss
ineurane,abroder rangeof employ:

birthe or organ transplants, thoso
employers might have purchased
high-imit stop loss insurance, usually

amaler
monay by y Iy p backup.
benefits

0 small health insurers.
‘And their agents and brokers are B
the key to matching employers up

with new stop loss products ke level  enpl from lrge employers.
funding plans, reference-based ‘with thousands of employees o small
and benefts capt s with fewer than 100 workers—
Ageneration ago,only large corpr- and nsures o providing stop oes
ations an insuran
toself S e ¥
insurance was. ik management ool loses basis points to
that requires capital

insurance segment has exper
ing 10 in each of the
$25.2 billion

frowth exceedi

past four years, reaching

In 2020 the repart says.
Self’ nsu

attractive sinco the
implementation of the Aflodable

» and for
and access to claims management tools 4o grow. A recent market report from

0

th
the fully insured mar)

ploss
enced

more higher-lovelinsurance tasks and
premium volume

Marbie Box (a virtual insurance

Sdministrative work.

those conversations, we. :nanxm our
standard work week g

"
7;e largest growth in stop loss
and related self-insurance products is for
small to medium-sized employers.

captives and level fnded plans sreate

™ hat we have  success. “W simply adhere o old-fash-
ak this oate and show  toned valuos of onesty and isegrity
that the independent agoncy can sur. in al of our dealings and we have
. orin an onvironment.  great peoplo an

e thee and e day . e e

féve soen a o »
0 that path.” ho adds, ‘and that' fino
Tor them. But we

. we write most of
our business through referrals that

the claims process.

v

L m o Have
diffrent ity Soen the support
bottom ine ol
The future oing what' nght o the curtomer. e, and from he comparies ve
représent it s
The agency used follow,” Nickey noes, pechuse our
e Zerfos indiation. _acegrte e saes
shares and, a the same time, t create  were on the right track. We had o < part o & Zerfoss

the yoars {0 salos producers and aup-

we sotup aseures that w
il 1 e o owned”

Tangest year o revenun rowth in 2021.”

Value driven

According to Mickey. therois
o particular secret to the agency’s

o fsecare. On st of hat was
mm,mm did customer cory o

‘e are fortunate
to be where we are.
Nashville is a wonderful place to
live and attracts talented people to
our area. That s a key ingredient to
our success, We are always looking
for new people as we grow:”

—Amanda Hardin

Financial Offcer

independence because it s the best
rvo clionts is prajseworthy
b Rough Notes sommit.

et efender e i with nd e
the help of ment to y
I orde o make oo T Srens St which w cntnue o ee

gty Kopled Syems
Tough

independence and froe-market entre.
rehip. ®

The author

Martn & Dt o oo Ay ot
Month

i the ot
Systoms n the United Sates, one that

/%

Our customers appreciate the
fact that we are committed to remaining
independent so that we can continue to provide
the service that they expect—service that might
not be as strong if we were up for sale.”

v
[/ \]fter COVID restrictions were
lowered, we
week to two days in the office and three days at home.

changed our standard work

We also offer flexible hours and actually have our first
fully remote worker in a different city.”

ROUGH NOTES

SEPTEMBER 2022

Virginia-based
frclance write.
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columns & departments

Experts share concepts and strategies that power agency growth

Each month, Roxgh 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, Mary Belka,
Cheryl Koch, Meg McKeen and Marc McNulty. Other respected con-
tributors 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 Rozgh Notes reaches 35,000 growth-oriented independent
agents who are eager to discover how your products and services can help
them achieve their goals.

Rough Notes
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columns & departments

r
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Realizfng or owning your potential

s one of the great responsibiltes in life

~

Parsing a three-letter word The Wilkinsons filed suif]
B

wm /rwmla and co-workers. Or e damages, and loss of
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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

Court Decisions

Public Policy Analysis and Opinion
Alternative Risk Transfer

Risk Management

* Digital Marketing and Engagement

* Human Resource Management

* Leadership and Coaching

e Customer Service

and much more

www.ronghnotes.com 14



special sections

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.

NSM INSURANCE GROUP

The nation's leading specialty insurance provider

g Target Markets Program
NI c HE Administrators Association

F SPECIALTY

That's what we stand for — and why top agents have

uuuuuu v been turning to NSM for best-in-class specialty programs
. TP~ more for more than 30 years. When it comes to unique client
thon syears pi needs, there’s only one name to trust.
ond

P nsminc.com/agents

AN AGENT’S STORY OF
HOW FREEDOM BUILT HER FUTURE

‘This former agency employee purchased the agency where she worked,
and then six more with capital based on future revenue.

T i
NSM Suecess:

Insurance Networks Alliance

15 ROUGH NOTES MAGAZINE—SINCE 1878



multimedia

Delivering your message in Rough Notes heightens your
credibility and allows you to capitalize on onr powerful brand, built over 144
years of serving the independent agency system

Our print edition delivers crisp, focused content and compelling im-
ages 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 re-
sources 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 Rowgh Notes magazine is available
online in a digital version—ftree of charge.

What’s more, readers enjoy speedy,
on-demand access to a complete
electronic archive of Rowugh Notes
articles.

— v

Rough Notes

R TR

www.roughnotes.com 16



2024 Rough Notes Magazine Editorial Calendar
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JANUARY

Editorial Highlights:
Specialty Lines:
¢ Cannabis

Focus on Agency Technology

Editorial Highlights:
Specialty Lines:
* Municipalities

Focus on Emerging Risks

Ad closing: 12.04.23
Materials: 12.08.23

Benefits Products &
Services:
* Selling Benefits

Ad closing: 02.05.24

Materials: 02.09.24

Benefits Products &
Services:
* Disability Insurance

FEBRUARY Ad closing: 01.04.24

Materials: 01.09.24

Editorial Highlights:
Specialty Lines: Benefits Products &
* Agents E&O Services:

* Accident Insurance
Focus on Agency Perpetuation

Ad closing: 03.04.24
Materials: 03.08.24

Editorial Highlights:
Specialty Lines: Benefits Products &
* Professional Liability Services:

* Wellness

Focus on Risk Management

Bonus Circulation:
« Target Markets Program Administrators Association
Mid-Year Meeting

ROUGH NOTES MAGAZINE—SINCE 1878




Ad closing: 04.04.24

Materials: 04.09.24

Editorial Highlights:
Specialty Lines: Benefits Products &
* Social Services Services:
& Nonprofits + Stop Loss
Focus on Leadership Bonus Circulation:

* PIA of NJ & NY
Annual Conference

Ad closing: 06.04.24
Materials: 06.07.24

Editorial Highlights:
Specialty Lines:
¢ Construction

Focus on Agency Operations

Ad closing: 05.03.24
Materials: 05.08.24

Editorial Highlights:
Specialty Lines: Benefits Products &
* Commercial Auto/ Services:

Trucking + Dental & Vision

Bonus Circulation:
* FATA Annual
Convention
* LAAIA (Latin Ameri-
can Association of
Insurance Agents)
Convention

Focus on Professional
Development

ALSO: FLORIDA SPECIAL REPORT

AUGUST

Ad closing: 07.05.24
Materials: 07.08.24

Editorial Highlights:
Specialty Lines: Benefits Products &
* Workers Comp Services:

* Life Insurance
Focus on Artificial
Intelligence

www.rou; (g/ﬁl otes.con
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2024 Rough Notes Magazine Editorial Calendar

SEPTEMBER Adclosing:08.05.24 OCTOBER Ad closing: 09.04.24

Materials: 08.09.24 Materials: 09.09.24

Editorial Highlights: Bonus Circulation: Editorial Highlights:
Focus on Customer * Target Markets Pro- Specialty Lines: Benefits Products &
Experience gram Administrators * Cyber Insurance Services:
Association Summit * Hospital Insurance

Focus on Personal Lines

ALSO: TARGET MARKETS PROGRAM
ADMINISTRATORS ASSOCIATION
SPECIAL SECTION

NOVEMBER Ad closing: 10.04.24 DECEMBER Ad closing: 11.04.24

Materials: 10.09.24 Materials: 11.08.24

Editorial Highlights: Bonus Circulation: Editorial Highlights:
Specialty Lines: * Insurance Networks Specialty Lines: Benefits Products &
¢ Social Services Alliance Annual * Commercial Auto/ Services:

& Nonprofits Meeting Trucking * Emerging Trends
Focus on Agency Focus on Customer Service

Management Systems

ALSO: INSURANCE NETWORKS ALLIANCE
SPECIAL SECTION

19 ROUGH NOTES MAGAZINE—SINCE 1878



2023 Rough Notes Magazine Rates

Effective January 2023

Rough Notes is edited for growth-oriented
property/casualty insurance agents and brokers.
Published monthly, Rough Notes’ audience-driv-
en editorial focuses on agency marketing,

new products and insurance markets and pro-
vides readers with ideas and information that
can help them grow their businesses. Imagine

Covers & Guaranteed Positions
(Earned Space Rate)

Second COVEr ... +15%
Third COVEr ..o +10%
Foutth COVer ....ooovvvvvviiiecieeeeeie +15%
Other Guaranteeds .....ccovevvevrveveeenenne. +10%
Color

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

Circulation

Audited by BPA.

Publication & Closing Date

Rongh 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.

an 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 Roxgh 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 (4 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.rou, g/}il otes.con
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2023 Rough Notes Magazine Rates
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Regional Advertising Rates

Regional Black & White
Advertising Rates

Region 1 _ Region 3 | Region 4 W :TTLTIES | Full Page 1x 3x 6x 9x 12x
Connecticut Alabama Tllinois Arkansas Alaska ‘ 1Region $2,675 $2,545 $2,295 $2,215 $2,110
Maine Delaware Indiana Colorado Arizona 2Regions 3,525 3,400 2,895 2,860 2,765
Massachusetts D.C. Michigan Towa California 3Re gions 4.350 4935 3790 3590 3.400
New Hampshire Florida Minnesota Kansas Hawaii 4Reg1'0ns 5.160 4975 4.420 4935 4.045

New Jersey Georgia Ohio Louisiana Idaho 2/3 Page 1% 3x 6x 9x 12x
New York Kentucky Wisconsin Missouri Montana 1 Region $271 65 $2, 080 $1, 835 $1,7 30 $1,7 40

Pennsylvania Maryland Nebraska Nevada N

2 Regions 2,850 2,755 2,400 2,325 2,205

Rhode Island Mississippi New Mexico | North Dakota 3Regions 3,510 3,365 3,015 2,875 2,755
Vermont North Carolina Oklahoma | South Dakota 4Regions 4.135 3.980 3525 3.395 3995

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

Virginia Washington 2 Regions 2,130 2,055 1,810 1,740 1,645

Wost Virgini Wyoming 3Regions | 2615 | 2545 | 2220 | 2165 | 2045

4 Regions 3,065 2,975 2,635 2,545 2,295

1/3 Page 1x 3x 6x 9x 12x

Color 1 Region $1,105 $1,090 $1,035 $950 $895
Each Matched (PMS) colof ........ccccvuviiiininnns $645 2Regions | 1515 | 1480 | 1820 | 1250 | 1,180
Four-Color Process, extra per page.............$1,655 3Regions | 1,875 1820 | 1615 1,540 1,480
Metallic/ FlUOLESCENT...vevereeeeeeeeeeeeeeeeereeeeeeeenne $835 4Regions | 2,240 2,140 1,905 1,820 1,675

No Additional Charge For Bleed

ROUGH NOTES MAGAZINE—SINCE 1878



2023 Rough Notes Magazine Mechanical Requirements

Required Material

Electronic files are preferred when submitting
materials, if possible. Acceptable program formats
for sending material for ads in Rowngh Notes maga-
zine 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 resolu-
tion 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 8.375”x 11.125” (See chart op-
posite 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

e 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.rou; (g/ﬁl otes.con
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2023 Rough Notes Magazine Mechanical Requirements

Mechanical Requirements
Standard Unit Sizes (in inches)

Full Page 7x10 2/3 Page 4-5/8 x 10 1/2 Vertical 4-5/8 x 7-3/8

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

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

1/4 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

ROUGH NOTES MAGAZINE—SINCE 1878

Trim Size
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”
(8.375 x 11.125). INOTE: The trim is 1/8” top
and bottom and approx. 1/16” left and right).
The bleed is included in the document size. Do
not include crop and/or registration marks in the
submitted file. Live atrea 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
included 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 docu-
ment page.) Do not include crop and/or registra-
tion marks unless needed for gatefold or other

specialty ads.

Screen
150-line screen

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



2023 Rough Notes Magazine Mechanical Requirements

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 according
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 Com-
pany to change a client’s digital ad in any way.
All ads should be submitted as per the specifi-
cations described in the reproduction require-
ments 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 pay-
ment of the advertising space.

Rough Notes reserves the right to decline or dis-
continue advertising at any time and for any rea-
son, 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 expense,
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

www.rou; (gbl’l otes.con
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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 re-
gional editions, choose the areas you want to target.

Bonus Distribution—In addition to Rozgh Nozes’ 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 Roxgh 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—Rongh Notes offers 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 Rozugh Notes to put you in front of “The Deciders.”

Rough Notes

i —
b
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-
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standout services for our valued partners

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

Inserts and Custom Options—Rozugh 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 Rowugh Notes magazine every month. As a Rongh Notes
advertiser you will receive bonus online exposure for free!

Reader Service—Ruozgh 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.ronghnotes.com 26



Rongh 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 144 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

27 ROUGH NOTES MAGAZINE—SINCE 1878



Rough Notes Advertising Sales Representatives

Marc Basis Eric Hall
Vice President President of Strategic Partnerships

Excecutive Vice President—.Adyertising Ph (800)4284384,ext. 1022
Ph (561) 740-8110 317-514-1047

Fax (561) 740-8101 Fax (317) 816-1000
marcb@roughnotes.com ehall@roughnotes.com
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