






Tri-County Agents Association 

"All Star" Softball Game a Big Hit
Rick Longueira

On August 5th, the Tri County Independent Agents Association held its first ever “All Star” Softball Game at Eisenhower

Park, East Meadow, NY. More than 50 people attended, from agents, company representatives, sponsors and vendors;

family members; and even a couple of pets!

Two teams were formed; one being the “Hawkeye’s” managed by Tri County Director Eileen Black; and the other being

the “Clubbers” managed by newly installed Tri County Director Peter Phillips. The umpire was Donna Doyle of One

Beacon. The Clubbers took an early lead, scoring 4 runs in the first; but the Hawkeye’s prevailed and at the end, won the

contest going away, by a score of 9-5. The good news is no one was hurt, although yours truly was in dire need of

oxygen after trying to turn a foul ball (was it really foul Donna?) into an inside the park homerun! 

-continued below

Everyone who attended truly enjoyed themselves. Refreshments were aplenty, thanks to our food and beverage sponsors;

Jimcor Agencies, Kemper Auto and Home, Paul Davis Restoration and SAFECO. The equipment was sponsored by Branch

Restoration and the field sponsored by Program Brokerage Corp. We are grateful for their sponsorships, as we would not

have been able to have this fun event without them! 

Special thanks go to Frank Elorza for putting the event together; Jeanne Abatelli for getting the sponsors; and Donna

Doyle for volunteering to umpire. Hopefully, the camaraderie, fun and sportsmanship displayed will result in this

becoming an annual event! 

Visit the Tri County Website at www.tricountyagents.com to view a slideshow of the event.

Rick “Ugly Legs’ Longueira
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Regional Directors Report

May 2008
Russ Vollmer, Regional Director

Tom Crowley, Regional Director

Since our last meetings, IIABNY had had both a board meeting and a conference call. Here, summarized, are topics that

were discussed in both.

1. Standardized CAT Plans. Travelers has suggested an industry-wide CAT Plan and have circulated a chart setting

forth those suggestions. IIABNY has formed a committee to study the idea. Members include Mike Barrett, Kathy

Weinheimer and all three Metro-Suburban Regional Directors: Eileen Frank, Tom Crowley and Russ Vollmer.

2. Agency Licensing has hit the radar screen since efforts are forthcoming to equalize state requirements to make

multi-state licensing an easier proposition for agents and brokers. However, the caveat for NY is that we require less CE

hours than many other states and there has been a proposal to increase the required hours. However, this poses a

problem for many agencies: number of people taking the courses imposes additional costs and the number of days out of

the office imposes service problems. Reg. Director Frank suggests perhaps it is time to introduce the idea of self-study

for CE credit, but the Ins. Dept. objects to that concept due to security and identification concerns.

3. Profit-Sharing v. Supplemental Commissions. It’s been observed that the new supplemental commission

arrangements in use by companies that have agreed not to pay contingent profit sharing are more cloaked in secrecy

than the profit sharing plans were. No one seems to know how the factors are developed. Some seem to go down while

others go up as years progress. Ins. Dept. has asked IIABNY for our input on the issue.

4. Broker of Record Letters. Company positions on broker of record letters almost universally ignore the fact that it is

the policyholder and not an incumbent agent that “owns” the business in the final analysis. It was suggested that we

might support a bill that would set uniform standards for the process of handling a change of broker. Some of the

questions that could be answered, especially with respect to mid-term changes, involve the question of commissions and

servicing accounts until the next renewal. 

5. Windstorm Triggers. Kathy Weinheimer reported on her study of whether carriers are subject to re-insurance

dictates as respect windstorm triggers. This was in response to a board member item that questioned whether re-insurers

were essentially dictating triggers as part of their coverage and pricing offers. Although the findings were that this was

not the case, we feel sure it has some impact on pricing. A suggestion was that we recommend use of the original ISO

windstorm triggers industry-wide and IIABNY will approach the companies and legislature with a plan based on that

concept.

6. Trusted Choice Advertising. The concept of returning to a celebrity spokesperson to promote Trusted Choice (as was

the case many years ago when the late Raymond Burr served as the IIAA spokesperson) was more or less set aside since

the expense would eat up Trusted Choice’s entire budget even before airtime was purchased.

7. Training Center. IIABNY’s Education Department reports that 177 students have taken the course beginning January,

2008 and 365 have taken the knowledge check component. Some regional insurers are anxious to purchase our program

for their larger agencies.

8. Agent Advocacy. IIABNY will continue to survey agencies about their companies on a semi annual basis. The insurers

involved are very happy with our efforts since it illustrates to them where they stand with their services and procedures.

9. E&O program. The Association continues to seek expansion of the E&O markets as directed in the original Strategic

Plan of 2006.

10. Account Ownership. The Association is drafting a standard to assure that companies won’t seek to write an account

that was submitted by one agent and not written, then submitted by another, especially where underwriting information

submitted by the original agent is used as the basis of soliciting the account from another.

11. The Company Field Rep. Survey conducted by IIABNY reveals that most agents want field reps to have

underwriting and binding authority.

-continued below

12. IIABNY Audit. After interviewing proposals from several accounting firms, IIABNY has settled on continuing its

relationship with the current accounting firm whose fee was in line with others and has a 20 year relationship with the

Association with hands on management by a partner.

13. Coastal Insurance. A Wrap-Around program has been discussed with the legislature. In an effort to assist this

process, Tom Crowley suggests we show the actual ELANY figures the marketplace to demonstrate where business is

going to fend off the ”no market problem” position taken by insurers. Another roadblock to making the FAIR Plan

permanent is that the Senate wants to link that with flex rating, while the Assembly does not want that link.

14. State Fund. IIABNY is promoting a bill in the legislature and/or an Ins. Dept. regulation to eliminate the 30-day

advance notice to the Fund if an insured desires to cancel and replace a State Fund Workers Compensation policy.

15. Out-of-State Employees. A newly drafted regulation is being implemented to eliminate the requirement for a NY

Workers Compensation policy to cover out-of-state employees who happen to be in NY seeing a customer, attending a

meeting or a seminar, which was an outcome of the reform act of 2007.

16. De-regulation of Commercial Lines is an ongoing concern since such a proposal would eliminate the use of

standard forms.

17. Construction Project Wrap-Up Insurance Proposals are another continuing concern and IIABNY is watching this

very closely.

18. Late Notice Claim Denials. IIABNY has support in both houses for a bill to define “late Notice” before a company

can deny a claim.

19. IIABA is promoting “real time” integration for company websites. There are now 10,000 Trusted Choice member

agencies and Hartford has re-joined the program. IIABA is also looking into the need for education agencies on life

insurance and benefits for which little effort has been made in the past.

20. The Nominating Committee presented its report and slate of IIABNY officers for the 2008-09 year. Western NY

Regional Rep., Dave Gelia is also nominated to the position of Secretary/Treasurer and his replacement as director was

also included in the report. 

21. A New Business Plan was approved.

22. IIABNY’s 2008-09 Budget will show an unavoidable deficit.

23. New Committees beginning in the 2008-09 year will include: Evolving Agency Ownership and maintenance of

membership, A Direct Response Task Force to address internet marketing and a Board Accountability Committee to

assure our board is fulfilling all its responsibilities.
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Hey members, VU is free … what else do you need to know?
Richard Longueira

New York State “Dean”

Virtual University

It’s so hard to find a bargain these days…a real bargain, where you get great value for little or no cost. But the Big “I”

offers just that to our members: free access to Virtual University, an online gateway to insurance education and

information that’s at your fingertips 24/7. 

So, log on to VU at www.iiaba.net/VU and learn while you earn. Find answers to vexing insurance questions. Improve

yourself and your agency. Consider VU’s benefits: 

Education: VU offers members access to nearly 100 approved continuing education courses. For those looking to brush

up on business skills, VU provides a comprehensive curriculum of sales, customer service and agency management

courses. Specialized designations such as Accredited Customer Service Representative (ACSR) and environmental

Strategist (eS) also can be earned here.

-continued below

Research Library: The heart and soul of VU, the Research Library is growing into the industry’s most comprehensive

reference source. If you’re looking for information on an insurance, business or technology topic, it’s likely you’ll find an

article about it here. 

Ask an Expert: Have a question that’s been bugging you? VU’s team of leading industry minds has answers. Submit your

query through VU’s online form, and you’ll typically get an answer within 48 hours. The service is a great time-saver and

can help you avoid E&O hazards. 

Internet Links: VU has the most complete Internet links section of any insurance Web site. Cyberspace is flush with

insurance sites and other resources that can help your agency. Consider VU’s links section a helpful navigator through

this information universe. 

The VUpoint: A biweekly e-newsletter that’s free to Big “I” members, The VUpoint delivers timely content that’s tailored

to independent agents. It’s a must-read for more than 25,000 industry subscribers. 

The Virtual University is a center of higher learning for insurance professionals. Best of all, there’s no tuition. Why wait?

Log on today at www.iiaba.net/VU.

Richard Longueira

New York State “Dean”

Virtual University
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Opportunity Lost 
Peter Bickford, Esq.

Guest Writer

I have been asked why, as someone who has been urging reform of the insurance receivership process in New York

seemingly forever, I have been so critical of the active efforts of the current administration to make the process “more

transparent and accountable.” The answer is simple: the changes fail to do either.

There are few political opportunities to make meaningful systemic changes, and the current administration – touting its

youthful, smart, crusading mantra – seemed poised to do something extraordinary. However, rather than addressing the

process itself, the administration has simply repackaged the existing archaic, inefficient and unaccountable institution and

wrapped it in the banner of reform.

The basic criticisms of the insurance receivership process have been well documented. Two of the more thorough

scholarly analyses were the May 2000 Final Report of the Tort and Insurance Practice Section Task Force on Insurance

Insolvency entitled “Receivership of Insolvent Insurance Companies”; and the November 2002 study by the Center for

Risk Management and Insurance Research at Georgia State University entitled “Managing the Cost of Property-Casualty

Insurer Insolvencies in the U.S.” The Georgia State University Report succinctly summarized the criticisms of the process

as follows:

-continued below

Our examination reveals several aspects of the U.S. insurer receivership system that contribute to higher insolvency

costs. Fundamentally, there are incentive conflicts between regulators, receivers and other stakeholders that the system

fails to control. Receivers have incentives to prolong receiverships and inflate costs (to increase their compensation) as

these costs are passed on to parties that have little ability to influence the receivers’ performance. There is little

transparency and accountability, and regulators and the courts do not exercise adequate oversight of

receivers and receiverships.

In the time since these articles were published, a number of states have dramatically improved their handling of insolvent

estates. New York has not. The dearth of action in New York may help explain why there is a willingness to accept any

change as an improvement rather than considering meaningful systemic improvements.

Over the next couple of months I intend to post a series of articles reviewing the problems with the receivership process

in New York, and discuss why the activity of the current administration will not only fail to provide more openness and

accountability, but will make actual reform less likely in the future.

The first article will be a review of that enigmatic institution – the New York Liquidation Bureau: what it is and what it is

not. To prepare for this discussion a little quiz: how many references are there to a liquidation bureau in the entire

Consolidated Laws of New York? Answer: before 1993 – none. Currently – one. If you want to know the context of this

one reference or the significance of the dearth of references in the law, tune in next time!

Peter H. Bickford, Esq.

140 East 45th Street

Suite 17B

New York, NY 10017

Tel.: 212-826-3817

Fax: 212-593-4283

pbickford@pbnylaw.com

www.pbnylaw.com
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The Powers of The Note

Coach Nick

As you look to open your stack of mail today, what factor will most determine which piece of mail you open first? What

stands out from this huge pile that typically includes lots of white, #10 size envelopes with preprinted logos, computer

generated labels, advertisements, etc. 

If you’re anything like me (and most other folks), you look for personalized mail, smaller sized envelopes that have

handwriting on it. That, my friends, is a perfect example of one of the strongest forces in business: standing out!

Standing out above the clutter and the noise. 

When I was VP of Sales back in 1999, I told my then CEO, "Paul, please send a hand-written note to the sales-people

who finished in the top ten of exceeding their revenue target for that month." Paul looked puzzled and said to me, "Why

would these sales-people who are making more money than they ever have want a note from me...Does it really make a

difference..?" Hmm. Good question Paul. Let’s find out...

Several months later, my CEO took a trip to our number one sales office to visit our number sales-person. When Paul

walked into the San Francisco office, he was greeted by our top rep in the company, John. With the enthusiasm of a child,

he grabbed Paul and rushed him immediately to his office. To Paul's amazement, he saw his five hand-written notes

hanging proudly up on the wall that he had sent John the previous five months for his performance. John turned to Paul

with a grin ear to ear and said, "It means so much to me that you took the time to write me a personal note...I know you

are so busy." Paul was obviously stunned. Here is a sales-person who is number one out of 275 sales-people making the

most money he had ever made and the only thing he wanted to show his CEO the hand-written notes hanging up on his

bulletin board.

Paul came to me after his trip and said, "Coach, now I see the Power of the Note! " Do you?
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Click on a link below to view the Photo Gallery.

Jackson Traub Golf Outing

© 2008 TriLines 
A TriCounty Agents Online Publication

 

http://www.tricountyagents.com/newsletter/july08/ed7.html
http://www.tricountyagents.com/newsletter/july08/ad_directory.html
http://www.tricountyagents.com/newsletter/july08/photos/golf/index.html
http://www.tricountyagents.com/newsletter/july08/index.html


 

America's Internet Brokers, Inc.

Michael Romeo

3237 Route 112, Suite 3

Medford, NY 11763

Phone: 631-853-9888

Fax: 631-853-9850

www.a-i-b.net

info@a-i-b.net

Commercial Mutual Insurance

Company

Stan Landberg, Marketing Director 

15 Joys Lane

Kingston, NY 12401

Tel: 631-351-0302

Fax: 631-351-0302

dslandberg@aol.com

Excise Bond Underwriters

John L. Comeau 

15 Maiden Lane, Suite 800

New York, NY 10038

Tel: 212-363-2950

Fax: 212-425-2539

Iroquois of New York

Arthur F. Taibe CIC

1401 Bradford Drive

Danbury CT 06811

Phone: 845-235-2819

Fax: 203-702-5208

ataibe@iroquoisgroup.com 

www.iroquoisnewyork.com

Lancer Insurance Company/

D.C. White Agency

Dave Isenberg 

370 West Park Avenue

Long Beach, NY 11561-3245

Phone: 516-431-9191

Fax: 516-889-1727

www.dcwhiteagency.com

Magna Carta Companies

Lou Masucci

1 Park Avenue

New York, NY 10016

Toll Free: 1-888-ONE PARK

Phone: 212-591-9500

Fax: 212-591-9621

www.mcarta.com

Morstan General Agency, Inc.

Al Eskanazy, Bob Birner 

600 Community Drive 

PO Box 4500

Manhasset, NY 11030-4500

Phone: 516-488-4747

Fax: 516-437-5050

www.morstan.com

New Empire Group

214 W Park Avenue

Long Beach, NY 11561

Phone: 866-431-8100

Fax: 516-431-5351

www.newempiregroup.com

NIF Group

Michael Orlando, Nancy Williams

30 Park Avenue

Manhasset, NY 11030

Phone: 516-365-7440

Fax: 516-496-7356

nwilliams@nifgroup.com 

www.nifgroup.com

PEO Source

Steve Abrams 

1120 Portland Ave, Suite 3

Orlando, FL 32803

Phone: 856-266-1731

Fax: 888-671-1654

sabrams@peo-source.com 

www.peo-source.com

Program Brokerage Corp.

Gary Shapiro, Derek Donnelly

100 Sunnyside Blvd.

Woodbury, NY 11797

Phone: 516-496-1346

Fax: 516-496-1359

Service Insurance Company

Surety Bonds Direct

James Burger

80 Main St.

West Orange NJ 07052

Phone: 973-731-7650

Fax: 973-731-7889

bondburger@aol.com 

www.serviceinsurancecompany.com

Simon Agency NY, Inc.

Gary Bacchi 

14 Front Street

Hempstead, NY 11550

Phone: 516-593-2700

Fax: 516-292-5789

Quaker Special Risk 

Ciara Quinones 

101 West 31st Street 

New York, NY 10001 

Phone: 800-447-4180 

Fax: 732-223-9072 

cquinones@qsr-insurance.com 

Brian Botwinick 

Eatontown, NJ 

Toll Free: 800-447-4180 

bbotwinick@qsr-insurance.com

VANE Excess and Surplus

Anthony Cacioppo

38 Knight Lane

Kings Park, NY 11754

Phone: 631-366-5353

Fax: 631-716-6965

anthony@vaneins.com

Zurich Small Business

Lorraine Bohn 

46 Canterbury Drive

Hauppauge NY 11788

Tel: 631-584-5293

Fax: 631-584-5167

 

 

The Mines Press, Inc.

Stephen Mines 

231 Croton Avenue

Cortlandt Manor, NY 10567

Toll Free: 1-800-447-6788

Fax: 914-788-1698

www.minespress.com

Pryor Personnel Agency

Patricia Pryor Bonica 

147 Old Country Road

Hicksville, NY 11801

Phone: 516-935-0100

Fax: 516-931-7842

ppryor1578@aol.com

New York Adjustment Bureau

Steve Libel

66-19 Woodhaven Blvd.

Rego Park, NY 11374

Phone: 718-275-2700

Fax: 718-275-2978

The Premins Company, Inc.

Jim Katoff, Director of Marketing 

1407 Avenue M

Brooklyn, NY 11230

Tel: 516-694-4450

Fax: 718-376-8330

Alexander Wall Corporation

Gary J. Alexander 

60 Raynor Ave.

Ronkonkoma, NY 11779

Phones: 631-471-3131 x121

Fax: 631-471-2905

Branch Restoration Services, Inc.

Jennifer Savnik

101 Colin Drive, Ste. 3

Holbrook, NY 11741

Phone: 631-563-7300 x 25

Fax: 631-563-7389

j.savnik@branchrestoration.com

Budde French Cleaners, Inc. 

Bob Teichman, Ilan Yunger 

107-11 Metropolitan Ave. 

Forest Hills, NY 11375 

Phonel: 718-263-7474

Fax: 718-263-1545

info@buddecleaners.com

Great American Restoration Services,

Inc.

David Pinto

2623 N. Jerusalem Rd.

East Meadow, NY 11554

Phone: 516-783-5053

Fax: 516-783-5054

davidpinto@garsinc.com

www.damagerelief.com

Maxons Restorations

Leah Adamucci

280 Madison Avenue

New York, NY 10016

Tel: 212-447-6767 

Fax: 212-447-6251

ladamucci@maxons.com

 

Golf Outing Sponsors

Adirondack Insurance

Alexander Wall Corp

Branch Restoration

Commercial Mutual

Champion Adjustment

Demetriou General Agency

Great American Restoration

The Hanover Insurance Group

The Hartford

One Beacon Insurance

MetLife Auto & Home

Morstan

New York Central Mutual

NIF

NY Adjustment

Progressive

Pryor Personnel

Rapid Recovery

Seneca Insurance Co. Inc.

Servpro GN/Port Washington 1st

hole

Simon Agency

Standard Funding

Tower Group Companies

The Umbrella Depot

Installation Sponsors

Adirondack Insurance

Branch Restoration

Commercial Mutual (John

Reiersen)

Demetriou General Agency, Inc.

Excise Bond Underwriters

Friedman & Levine Public

Insurance Adjusters

Guardian

Great American Restoration

The Hartford

HIP/GHI

Jimcor Agencies

Magna Carta Companies

MetLife Auto & Home

The Mines Press

Morstan General

New Empire Group/The Umbrella

Depot

Paul Davis Restoration

Progressive

Simon Agency

Tower Companies

Utica National Insurance Co.

Zurich Small Business

Softball Sponsors

Branch Restoration

Jimcor Agencies

Kemper

Paul Davis Restoration

Program Brokerage Corporation

Safeco
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