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The Insurance Marketplace Customer Service
Our representatives help agents find experienced providers like you for their

specialized market needs. Agents can call our toll-free phone and toll-free fax, or
e-mail requests for information. If our representatives cannot immediately locate a
market for the coverage that the agent needs, they will research until they find a
provider—which could be your company.

About The Rough Notes Company
The Rough Notes Company has been an integral part of the insurance

industry, providing insurance professionals with quality products and services for
well over a century. Your target audience has been our customer since 1878 when
Dr. Henry Martin, a physician/medical examiner-turned insurance agent,
borrowed the prevalent medical term “rough notes” for the insurance industry’s
first national magazine.

Today, The Rough Notes
Company remains committed to providing

property/casualty insurance agents and brokers
with the ideas and information they need to grow
their businesses. In addition to Rough Notes, we
provide agents and brokers with dozens of products
and services designed to give them the edge they
need in a competitive marketplace—from books 
and continuing education materials to reference/
research services.

Originally offered as a supplement 
in Rough Notes® magazine…

…today, The Insurance Marketplace®
is the agent’s #1 resource guide!

The Rough Notes Company, Inc.
A 133-year tradition
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The Insurance Marketplace is an annual directory for excess, surplus, specialty lines,
industry services and benefits. This is the only publication that lists specialty providers
nationally and by state and region. 

There is also a section of Lloyd’s Qualified Representatives. More than 675 categories of
coverages are included in the national directory as well.

The Insurance Marketplace is distinguished from the competition by definitions that
clearly describe the categories. These categories are regularly updated to reflect the
changing insurance environment.

THE INSURANCE MARKETPLACE®

reflects the insurance marketplace of today

102 THE INSURANCE MARKETPLACE®

Environmental Contractor Bonds

Central Insurex Agency Inc.
Continental/Marmorstein & Malone
*Crump Insurance Services, Inc.
Daniels-Head Insurance Agency, Inc.
E.L.M. Insurance Brokers, Inc.
Excel Insurance Services Inc.
Fox Point Programs
Gray-Stone & Company
H & W Insurance Services, Inc.
Harry W. Gorst Co. & Compass Insurance

Group of Agencies
*Insurance Innovators Group
Intercorp, Inc.
*James River Insurance Company
Jimcor Agencies
M J Kelly Company
M.J. Hall and Company, Inc.
M. D. Jensvold & Company, Inc.

McSweeny Agency (E & S), LLC
Mercator Risk Services, Inc.
Metcom Excess
Midlands Management Corporation
*The Navigators Group, Inc.
Northern States Agency
Partners Specialty Group LLC
*Philadelphia Insurance Companies
Prime Insurance Company
Professional Insurance Resources
Quaker Special Risk
R. E. Chaix & Associates Insurance Brokers, Inc.
Roush Insurance Services, Inc.
Russell Bond & Co., Inc.
The Sullivan Group
Swett & Crawford
Target Insurance Services
*USAssure

USX/S
*Victor O. Schinnerer & Co., Inc.
W. H. Greene & Associates, Inc.
Western Security Surplus Ins. Brokers, Inc.
Westrope
*Worldwide Facilities, Inc.
Yates & Associates Insurance Services, Inc.

Environmental Contractor
Bonds
Bid and performance bonds for contractors
engaged in pollution cleanup and other
environmental work are available from
specialty insurers. These bonds supplement
the pollution liability, commercial general
liability and auto liability coverages avail-
able to these contractors. Surety limits are
provided on a per-job basis and can be sub-
stantial. These bonds are written by:

*American Safety Insurance Services, Inc.
*AmWINS Group, Inc.
BAT Insurance
*Bohrer, Croxdale & McAdoo, Inc.
Burns & Wilcox Ltd.
Casualty & Surety, Inc.
Gray-Stone & Company
Intercorp, Inc.
*Northeast Surety, LLC
Prime Insurance Company
Quaker Special Risk
Russell Bond & Co., Inc.
Swett & Crawford
*Universal Service Agency, Inc.
Yates & Associates Insurance Services, Inc.

Environmental Impairment
Liability
Commercial general liability coverage
forms and policies exclude loss or damage
due to contamination and pollution. Cer-
tain specialty underwriters write environ-
mental impairment liability coverage,
which insures liability for environmental
impairment, including clean-up costs. Sud-
den and accidental contamination or pollu-
tion coverage may be excluded to prevent
duplication with coverage provided by com-
mercial general liability coverage. This cov-
erage is underwritten by:

*5Star Specialty Programs, a division of Crump
Ins. Services, Inc.

All Risk/CESI, LLC
All Risks, Ltd. and All Risks of CA Ins.

Services, LLC
Alliance of International Excess
*American Safety Insurance Services, Inc.
*AmWINS Group, Inc.
Arlington/Roe & Co., Inc.
AVRECO
BAT Insurance
*Bohrer, Croxdale & McAdoo, Inc.
Bolton & Co.
Burns & Wilcox Ltd.
Casualty & Surety, Inc.
Central Insurex Agency Inc.
*ChemPlan - Chemical Insurance
*Coastal Insurance Underwriters, Inc.
Continental/Marmorstein & Malone
Crump Insurance Services, Inc. (see ad

on next page)
E.L.M. Insurance Brokers, Inc.
Excel Insurance Services Inc.
*FEI, Inc. (see ad on this page)
Gray-Stone & Company
H & W Insurance Services, Inc.
*Hanover Industrial Brokers
Insurance Innovators Group
Intercorp, Inc.

(continued on page 104)

For more information 
877.247.9772
TheOne@crumpins.comRanked #1 Insurance Wholesaler by Business Insurance Magazine 

Crump Insurance Services is part of Crump Group, Inc., the nation's largest insurance wholesaler

Property  Casualty  Financial Services  Wholesale Brokerage  MGA  Specialty Programs

Ever wonder 
if your contracting accounts 
have environmental risks?

They do.

CA License #OF44166

Crump Environmental is pleased to announce an exclusive offering from Allied World Assurance Company 
(U.S.) Inc. and Allied World National Assurance Company.  This Contractors Pollution Liability product provides 

comprehensive protection for contracting risks up to $50,000,000 in revenue. The facility includes complete 
online processing, allowing you to quote and bind eligible risks the same day. Construction, installation, 

renovation, remediation and repair contractors are fully protected on an occurrence basis for:

Contractors Pollution Liability  Site Pollution Liability  Mold (including Legionella)
Transportation  Non-Owned Disposal Sites

 With a comprehensive form, numerous coverage options are available; plus, defense costs are outside the 
policy limits. You don't have to be an environmental expert to provide the right solution - we can help.

Actual coverage may vary by risk and is subject to policy language as issued.  Coverage is underwritten by Allied World Assurance Company (U.S.) Inc. 
and Allied World National Assurance Company which currently have an A.M. Best Rating of “A” (Excellent).

www.crumpins.com/cpl

Horse Farms
Farms that specialize in raising show or race
horses have significant livestock and liability
exposures. In addition, horse farms that provide
boarding and breeding activities or that offer
training and instruction have unique liability and
property exposures. Property coverage applies to
barns, stables, tack, other equipment and farm
machinery. Commercial general liability insur-
ance covers various exposures connected with
horses. These operations are underwritten by:

Environmental Impairment
Liability
Commercial general liability coverage forms and
policies exclude loss or damage due to contamina-
tion and pollution. Certain specialty underwriters
write environmental impairment liability cover-
age, which insures liability for environmental
impairment, including clean-up costs. Sudden and
accidental contamination or pollution coverage
may be excluded to prevent duplication with cov-
erage provided by commercial general liability
coverage. This coverage is underwritten by:

 imp12media_ imp11media  9/28/11  1:50 PM  Page 5

http://www.crumpins.com/cpl
http://www.insurancemarketplace.com
mailto:TheOne@crumpins.com


6 Insurance Marketplace—Since 1963

In today’s market, agents and brokers need to identify quality market sources. 
By utilizing the 2012 edition of The Insurance Marketplace, you can achieve unparalleled
print and electronic exposure to meet your market needs throughout the entire year.

Your advertising dollar allows your company to be included in all of these directories
within The Insurance Marketplace:
• The National Market Directory lists providers for more than 675 categories, with more

to be added in the 2012 edition. As an advertiser, your listings are free. All other listings
are fee-based (depending on the number of categories selected) and must meet eligibility
requirements (see page 8 of The Insurance Marketplace questionnaire).

• Agents will find your address, phone, fax, e-mail information and marketing data in the
Company Home Office Directory that precedes the National Market Directory.

Abstracters Professional
Liability
This coverage insures against claims that
arise from alleged negligent acts, errors or
omissions in researching the validity of
real estate property titles and any restric-
tions on them. Coverage applies to claims
that arise due to an abstractor providing
either faulty or incomplete information
regarding the title. It is usually written
subject to a minimum deductible per claim
and is often combined with Title Agents
Errors and Omissions coverage. Markets
for this coverage include:

*5Star Specialty Programs, a division of Crump
Ins. Services, Inc.

Alexander Morford & Woo
All Risk/CESI, LLC
Alliance of International Excess
*American Safety Insurance Services, Inc.
*AmWINS Group, Inc.
Arlington/Roe & Co., Inc.
Atlantic Specialty Lines, Inc.
AVRECO
BAT Insurance
Bloss & Dillard Inc.
*Bohrer, Croxdale & McAdoo, Inc.
Bolton & Co.
*Burns & Wilcox Ltd.

Accountants Professional
Liability
This coverage form insures the legal liabil-
ity of an accountant or accounting firm for
injury or damage resulting from profession-
al services it rendered or did not render,
caused or allegedly caused by neglect, error,
omission, dishonesty, misrepresentation,
fraud, libel, slander or defamation of char-
acter. Certified public accountants are the
clients of choice but well-managed account-
ing firms are also eligible for coverage.
Markets that provide this specialty cover-
age include:

*5Star Specialty Programs, a division of Crump
Ins. Services, Inc.

Alexander Morford & Woo
All Risk/CESI, LLC
All Risks, Ltd. and All Risks of CA Ins.

Services, LLC
Alliance of International Excess
*AmWINS Group, Inc.
Arlington/Roe & Co., Inc.
Atlantic Specialty Lines, Inc.
*AVRECO
BAT Insurance
Blais Excess & Surplus Agency of Texas, Ltd.
Bloss & Dillard Inc.
*Bohrer, Croxdale & McAdoo, Inc.
Bolton & Co.
*Burns & Wilcox Ltd

R. E. Chaix & Associates Insurance Brokers, Inc.
Roush Insurance Services, Inc.
Russell Bond & Co., Inc.
The Sullivan Group
Surplus Insurance Brokers Agency Inc.
Swett & Crawford
*Synergy Professional Associates, Inc.
*Target Insurance Services
W. H. Greene & Associates, Inc.
Western Security Surplus Ins. Brokers, Inc.
Westrope
Worldwide Facilities, Inc.
Yates & Associates Insurance Services, Inc.

Accreditation Programs
Errors and Omissions
Accreditation agencies provide important
services to their industry by reviewing
businesses in it and verifying that they
meet a particular association or organiza-
tion’s established guidelines. Errors by
these agencies can result in a business
ceasing operation or losing financing
and/or customers. This coverage form pro-
tects the agency against third-party liabili-
ty claims alleging financial loss and/or per-
sonal injury caused by its wrongful acts,
errors or omissions while performing its
accreditation services. Underwriters prefer

National Market Directory
This is a marketing guide for nonstandard coverages and specialty lines. The listings include the more com-
monly written Professional Liability, Errors and Omissions and Malpractice forms, as well as many other
Liability and Property insurance categories which are often difficult for the agent or broker to place, or require
special underwriting treatment. We develop these listings through annual questionnaires from insurance
companies and underwriting managers. The star (★) means that the company listed is operating as a program
administrator, underwriting manager or principal market for the coverage. Absence of any symbol indicates
that the listed company is simply a market for the coverage. Frequently, other qualifications for a company’s
underwriting policy are indicated. These listings do not otherwise reflect the companies’ underwriting
requirements for the acceptance of certain risks. A star (★) does not indicate an endorsement of the listee.

123ocp.com: 500 N. Gulph Rd., Ste. 520,
King of Prussia, PA 19406. WATS: 866-883-
7692. FAX: 610-630-4715. E-MAIL: sup-
port@123ocp.com. URL: www.123ocp.com.
A program administrator operating in all states
except NY and WA on an admitted basis.

5Star Specialty Programs, a division of
Crump Ins. Services, Inc.: 158 N. Harbor
City Blvd., Melbourne, FL 32935. WATS:
877-247-9772. E-MAIL: market-
ing@5starsp.com. URL: www.5starsp.com.
A program administrator and managing gen-
eral agent operating in all states on an
admitted basis. Also operating in all states
for SGL, NTL and EPLI on a nonadmitted
basis.

Abacus Insurance Brokers, Inc.:
12300 Wilshire Blvd., Ste. 400, Los
Angeles, CA 90025. 310-207-5432.  
E-MAIL: info@abacus.net. URL:
www.abacus.net. A program administra-
tor writing entertainment programs and
operating in all states on an admitted basis.
Also operating worldwide.

joetaylor@adriaticinsurance.com. URL:
www.adriaticinsurance.com. An insur-
ance company operating in DE, ND, NM and
NV on an admitted basis. Operating in AL,
AR, AZ, CA, DC, FL, GA, IA, ID, IL, IN, KS,
KY, LA, MD, MI, MN, MO, MS, MT, NC, NE,
NJ, NY, OH, OK, OR, PA, SC, SD, TN, TX, UT,
VA, WA, WI, WV and WY on a nonadmitted
basis.

Advanced E&S Insurance Underwriters
(Midwest): 430 W. Erie St., Ste. 510,
Chicago, IL 60654. 312-867-0505. WATS:
866-867-0505. FAX: 312-867-0510. E-
MAIL: quote@advancede-s.com. URL:
www.advancede-s.com. A managing gen-
eral agent and excess and surplus lines bro-
ker writing only P&C. Operating in IL and
KY on an admitted basis. Also operating in
IA, IL, IN, KS, KY, MI, MN, MO, NE, OH and
WI.

AequiCap Program Administrators,
Inc.: 3000 W. Cypress Creek Rd., Ft.
Lauderdale, FL 33309. 954-493-6565.
WATS: 800-275-2800. FAX: 954-545-6985.
E MAIL: info@aequicap com URL:

admitted basis and AL, CT, FL, GA, MS, NC,
NH, NJ, NC and TN on a nonadmitted basis.

All Risk/CESI, LLC: 277 Broadway, Ste.
1001, New York, NY 10007. 212-385-0404.
WATS: 877-385-0404. FAX: 212-385-9556.
E-MAIL: mcruz@ca-group.com. URL:
www.ca-group.com. An excess and surplus
lines broker operating in NY on an admitted
and nonadmitted basis.

All Risks, Ltd. and All Risks of CA Ins.
Services, LLC: 10150 York Rd., 5th Fl.,
Hunt Valley, MD 21030. 410-828-5810.
WATS: 800-366-5810. FAX: 410-828-8179.
E-MAIL: hhobbie@allrisks.com. URL:
www.allrisks.com. Operating as a manag-
ing underwriter, program administrator, and
excess and surplus lines broker in all states
on an admitted and nonadmitted basis.

Allen Financial Insurance Group, Inc.:
P.O. Box 9957, Phoenix, AZ 85068. 602-992-
1570. WATS: 800-874-9191. FAX: 602-992-
8327. E-MAIL: mpallante@eqgroup.com.
URL: www.eqgroup.com. Operating as a
managing underwriter, program administra-

COMPANY HOME OFFICE DIRECTORY
This is a list of the home addresses of the companies listed under the coverage categories. For your convenience, a listing of the

states where each company is principally operating follows the home office address. Each of the coverages with which a company
is identified is not necessarily written in all states in which it is licensed. The source of the information concerning listings of
states and markets is a questionnaire filed with The Rough Notes Company. Although every effort is made to ensure its accuracy
at the time of submission, The Insurance Marketplace does not warrant the accuracy or timeliness of the information.
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• The Regional sections have two groups of listings: Excess and Surplus
Lines and Specialty Offices and Lloyd’s Qualified Representatives.
Lloyd’s Representatives are E&S offices that have direct facilities with the
underwriters in London and through whom they place at least $250,000 or
25% of their excess & surplus lines business annually. If applicable, your
specialty coverages are listed here.

48TH EDITION — 2011 NE1

Connecticut
Maine
Massachusetts
New Hampshire
New Jersey
New York
Pennsylvania
Rhode Island
Vermont

Lloydʼs Qualified Representatives

Northeast Region

These offices have direct facilities
for placing specialty or nonstandard
coverage with Underwriters at
Lloyd’s, London. Each office places at
least 25% or $250,000 or more of their
excess and surplus lines business di-
rectly with Lloyd’s each year; many
place 50% or more of this business
through a Lloyd’s correspondent. In-
formation was furnished to us by
these firms through questionnaires
provided for that purpose.

Asterisk (*) denotes firm has bind-
ing authority from a London broker.

Connecticut 

Willimantic 
*WKF&C Agency, Inc. of CT: 322 Main

St., Bldg. 2, Willimantic, CT 06226. 860-
456-1114. FAX: 860-423-8754. (Branch -
Home Office, Melville, NY). 

Maine 

Scarborough
*Insurance Innovators Agency of

New England, Inc.: 20 Mussey Rd., Scar-
borough, ME 04074-6818. 207-885-4027.
WATS: 877-885-4027. FAX: 207-885-4033.
(Branch - Home Office, Glenside, PA). 

Massachusetts

Hopedale
*Insurance Innovators Agency of

New England, Inc.: 4 Charlesview Place,
Hopedale, MA 01747. 774-396-0056. WATS:

888-881-6363. FAX: 774-396-0067. (Branch
- Home Office, Glenside, PA). 

Wakefield

*HCC Specialty Underwriters, Inc.:
401 Edgewater Pl., Ste. 400, Wakefield, 
MA 01880. 781-994-6000. WATS: 800-
927-6306. FAX: 781-994-6001. 
E-MAIL: mbarry@hccsu.com. URL:
www.hccsu.com. Special Events Liability,
Event Cancellation, Lumber Industries
Package, Weather Insurance, EPL, K & R.
(Countrywide). (Corporation is a member of
Target Markets, NAPSLO and PLUS.)

West Springfield
*Insurance Center Special Risks,

Ltd.: P.O. Box 1185, West Springfield, MA
01090. WATS: 888-773-7475. FAX: 413-781-
0050. E-MAIL: info@specialrisksltd.com.
URL: www.specialrisksltd.com. Vacant
Property/Property Under Renovations,
Contractors General Liability, Habitational
Business, Ocean Marine, Commercial Um-
brella. (New England (CT, MA, ME, NH, RI,
VT) and NY). (Corporation is a member of
AAMGA.)

*Insurance Innovators Agency of
New England, Inc.: 30 B Capital Dr., P.O.

(201) 641-5100 • (800) 521-1717  Fax (201) 641-6566
245 Main Street • PO Box 90  Ridgefield Park, NJ 07660

www.metcomexcess.com

Contractor 
Classes:

General Contractors
Demolition  Roofing

Steel Erection

Truckers:
Local, Intermediate & Long Haul
Bob Tail  Exclusive Markets

Garage:
Used Car Dealers

Motorcycle Repair
Valet Parking

Liquor Liability
Bars/Taverns  Nightclub
Private Clubs
Special Events

Exclusive E&O 
Program: Computer Consultants
Construction Managers  Physical
Therapist  Fitness Instructors and
hundreds more ...

This is just a sample of Metcom
Programs available, if you’d like a
complete list of coverages just call!

Personal Lines:
Coastal HO and DP's  Watercraft

Excess Flood 
Personal
Articles Floaters

Northeastern Excess and Surplus
Lines and Specialty Offices

Firms are listed alphabetically by state, then city or town. Home offices and
branch offices of each firm are listed in the same directory. If the office is a
branch, it is so designated and the city of the firm’s home office is listed after. In-
formation was furnished by the listed organizations through questionnaires pro-
vided for the purpose, which were received between June and October, 2010.
Most firms are identified with all of the coverages we have classed as special
forms in the Market Directory. Those that specialize in a particular line or lines
are qualified accordingly.

Connecticut

Willimantic

WKF&C Agency, Inc. of CT: 322 Main
St., Bldg. 2, Willimantic, CT 06226. 860-456-
1114. FAX: 860-423-8754. (Branch - Home
Office, Melville, NY). 

Maine

Scarborough

Insurance Innovators Agency of New
England, Inc.: 20 Mussey Rd., Scarbor-
ough, ME 04074-6818. 207-885-4027.
WATS: 877-885-4027. FAX: 207-885-4033.
(Branch - Home Office, Glenside, PA). 

Massachusetts

dale, MA 01747. 774-396-0056. WATS: 888-
881-6363. FAX: 774-396-0067. (Branch -
Home Office, Glenside, PA). 

Wakefield

HCC Specialty Underwriters, Inc.:
401 Edgewater Pl., Ste. 400, Wakefield,
MA 01880. 781-994-6000. WATS: 800-
927-6306. FAX: 781-994-6001. 
E-MAIL: mbarry@hccsu.com. URL:
www.hccsu.com. Special Events Liability,
Event Cancellation, Lumber Industries
Package, Weather Insurance, EPL, K & R.
(Countrywide). (Corporation is a member
of Target Markets, NAPSLO and PLUS.)

West Springfield

Insurance Center Special Risks, Ltd.:
P.O. Box 1185, West Springfield, MA 
01090 WATS 888 773 7475 FAX 413 781
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Illinois
Indiana

Michigan

Minnesota

Ohio
Wisconsin

Lloydʼs Qualified Representatives

Midwest Region

These offices have direct facilities

for placing specialty or nonstandard

coverage with Underwriters at

Lloyd’s, London. Each office places at

least 25% or $250,000 or more of their

excess and surplus lines business di-

rectly with Lloyd’s each year; many

place 50% or more of this business

through a Lloyd’s correspondent. In-

formation was furnished to us by these

firms through questionnaires provided

for that purpose.

Asterisk (*) denotes firm has bind-

ing authority from a London broker.

Illinois

Chicago 

*Advanced E&S Group (Midwest Re-

gion): 430 W. Erie St., Ste. 510, Chicago, 

IL 60654. 312-867-0505. WATS: 

866-867-0505. FAX: 312-867-0510. 

E-MAIL: info@advancede-s.com. URL:

www.advancede-s.com. Commercial Proper-

ty and General Liability, All Commercial

Lines, Umbrellas / Excess Liability. (IA
, IL,

IN, KS, KY, MI, MN, MO, NE, OH amd WI).

(Firm is a LLC and a member of the State

Surplus Lines Association.)

*WKF&C Agency, Inc. of IL: 300 S.

Wacker, Ste. 2300, Chicago, IL 60563. 312-

235-3211. FAX: 312-588-5002. (Branch -

Home Office, Melville, NY). 

Geneva 

*Arlington/Roe of Geneva, IL: 2000 S.

Batavia Ave., Ste. 550, Geneva, IL 

60134. 630-262-1064. WATS: 800-878-

9891. FAX: 888-552-9891. E-MAIL: 

infoil@arlingtonroe.com. (Branch - Home

Office, Indianapolis, IN). 

Indiana 

Indianapolis 

*Arlington/Roe & Co., Inc.: P.O. Box

80803, Indianapolis, IN 46280. 317-554-

8550. WATS: 800-878-9891. FAX: 888-552-

9891. E-MAIL: info@arlingtonroe.com.

URL: www.arlingtonroe.com. Personal

Lines, Commercial, E&S Commercial, High-

Value Homes, Trucking. (IL, IN, KY, MI,

OH, TN (Countrywide for Aviation). (Corpo-

ration is a member of AAMGA, NAPSLO,

PLUS and the State Surplus Lines Associa-

tion.)

Michigan 

Grand Rapids 

*Arlington/Roe of Grand Rapids, MI:

2675 44th St. SW, Ste. 301, Grand Rapids,

MI 49509. 616-682-4761. WATS: 800-

878-9891. FAX: 888-552-9891. E-MAIL: 

infomi@arlingtonroe.com. (Branch - Home

Office, Indianapolis, IN). 

Port Austin 

*United Shortline Insurance Ser-

vices, Inc.: 8265 N. Van Dyke, Port Austin,

For Unusual & Specialty Risks…

Surplus Insurance 

Brokers Agency Inc.

Providing financial strength and stability 

that you’ve come to expect for more than 31 years.

Unusual Coverage—Exceptional Service

• Inland Marine • Personal Lines • Homeowners & Mobile Homes 

• General Liability • Garage Liability • Commercial Auto 

• Business Auto • Contractors

800.342.5706 

www.surplusins.com
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Lloydʼs Qualified Representatives

Alabama

Delaware

District of Columbia

Florida

Georgia

Kentucky

Maryland

Mississippi

North Carolina

South Carolina

Tennessee

Virginia

West Virginia

These offices have direct facilities

for placing specialty or nonstandard

coverage with Underwriters at

Lloyd’s, London. Each office places at

least 25% or $250,000 or more of their

excess and surplus lines business di-

rectly with Lloyd’s each year; many

place 50% or more of this business

through a Lloyd’s correspondent. In-

formation was furnished to us by

these firms through questionnaires

provided for that purpose.

Asterisk (*) denotes firm has bind-

ing authority from a London broker.

Alabama 

Birmingham 

Casualty & Surety, Inc.: 100 Corporate

Pkwy., Ste. 350, Birmingham, AL 35242.

205-995-0713. FAX: 205-995-0862. 

E-MAIL: landrews@csiapex.com. URL:

www.csiapex.com. Mining, Commercial

General Liability, Auto, Truck Physical

Damage, Cargo, Excess/Umbrella, Inland

Marine, Bonds, Assisted Living Facilities,

Home Health Care Agencies, Hospice Care.

(Countrywide). (Corporation is a member of

Target Markets, NAPSLO, PLUS and the

State Surplus Lines Association.)

Florida 

Clearwater

*TAPCO Underwriters, Inc.: 13577

Feathersound Dr., Ste. 120, Clearwater, FL

33762. WATS: 800-418-2726. (Branch -

Home Office, Burlington, NC). 

Ft. Lauderdale 

*All Risks, Ltd. - Ft. Lauderdale, FL

Office: 3363 W. Commercial Blvd., Ste.

115, Ft. Lauderdale, FL 33309. 954-731-

5600. WATS: 800-892-8527. FAX: 954-731-

5554. (Branch - Home Office, Hunt Valley,

MD). 

Homestead 

*Modern Insurance Consultants:

1348 Old Dixie Hwy., Homestead, 

FL 33030. 305-248-9495. WATS: 

800-380-4642. FAX: 305-248-9496. 

E-MAIL: info@modernins.com. URL:

www.modernins.com. Insurance Agents

E&O. (Countrywide). (Corporation is a

member of Target Markets, PLUS and the

State Surplus Lines Association.)

Jupiter 

*All Risks, Ltd. - Jupiter, FL Office:

125 W. Indiantown Rd., Ste. 203, Jupiter,

FL 33458. 561-748-1250. WATS: 866-350-

6885. FAX: 561-748-1560. (Branch - Home

Office, Hunt Valley, MD). 

Lake Mary 

*All Risks, Ltd. - Orlando, FL Office:

615 Crescent Executive Ct., Ste. 432, Lake

Mary, FL 32746. 407-710-4729. WATS: 866-

661-3901. FAX: 321-286-0034. (Branch -

Home Office, Hunt Valley, MD). 

Oldsmar

*All Risks, Ltd. - Tampa, FL Office:

640 Brooker Creek Blvd., Ste. 405, Olds-

mar, FL 34677. 813-371-1030. WATS: 866-

363-1295. FAX: 813-569-1795. (Branch -

Home Office, Hunt Valley, MD). 

St. Petersburg 

*LIG Marine Managers: 9600 Koger

Blvd., Ste. 225, St. Petersburg, FL 33702.

727-578-2800. WATS: 866-578-2800. FAX:

727-578-9977. E-MAIL: klt@ligmarine.com.

URL: www.ligmarine.com. Longshore, Ma-

rine, Aviation, International. (Country-

wide). (Firm is a corporation.)

West Palm Beach 

*Quaker Special Risk, Southeast Of-

fice: Harvey Building, 224 Datura St., Ste.

715, West Palm Beach, FL 33401. WATS:

866-526-1545. FAX: 561-833-6616. 

E-MAIL: fwalsh@qsr-insurance.com.

(Branch - Home Office, Eatontown, NJ). 

Georgia 

Atlanta 

*WKF&C Agency, Inc. of GA: 3348

Peachtree Rd., Tower Place 200, Ste. 700,

Atlanta, GA 30326. 678-954-4851. FAX:

678-668-8935. (Branch - Home office,

Melville, NY). 

Norcross 

*All Risks, Ltd. - Georgia Office: 3930

E. Jones Bridge Rd., Ste. 300, Norcross, GA

30092. 770-495-3588. WATS: 866-484-5235.

FAX: 770-495-3591. (Branch - Home Office,

Hunt Valley, MD). 

Kentucky 

Louisville

*Arlington/Roe of Louisville, KY: 200

High Rise Dr., Ste. 298, Louisville, 

KY 40213. 502-969-8058. WATS: 800-

878-9891. FAX: 888-552-9891. E-MAIL: 

infoky@arlingtonroe.com. (Branch - Home

Office, Indianapolis, IN). 
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Arkansas

Colorado

Iowa

Kansas

Louisiana

Missouri

Nebraska

New Mexico

Oklahoma

Texas

Lloydʼs Qualified Representatives

48TH EDITION — 2011

SW1

Southwest Region

These offices have direct facilities

for placing specialty or nonstandard

coverage with Underwriters at

Lloyd’s, London. Each office places at

least 25% or $250,000 or more of their

excess and surplus lines business di-

rectly with Lloyd’s each year; many

place 50% or more of this business

through a Lloyd’s correspondent. In-

formation was furnished to us by these

firms through questionnaires provided

for that purpose.

Asterisk (*) denotes firm has bind-

ing authority from a London broker.

Kansas

Shawnee Mission 

*H&W Insurance Services, Inc.:

P.O. Box 1085, Shawnee Mission, KS

66222-1085. 913-676-9305. WATS: 800-

616-9475. FAX: 913-432-1706. E-

MAIL: bgeis@hwunderwriters.com.

URL: www.hwunderwriters.com. Pro-

fessional Liability. (Countrywide).

(Corporation is a member of NAPSLO

and PLUS.)

Missouri 

Leeʼs Summit 

*Midwestern General Agency, Inc.:

255 N.W. Blue Pkwy., Ste. 200, 

Lee’s Summit, MO 64063-

1869. 816-246-1200. WATS: 800-

788-4347. FAX: 816-246-1290. E-

MAIL: jtimmons@mgakcmo.com. URL:

www.mgakcmo.com. Commercial Prop-

erty, General Liability, Inland Marine,

Commercial Auto, Motorcycle, RV,

Travel Trailer, Personal Lines - HO,

Dwelling Fire, Watercraft, Mobile

Home, Workers Compensation. (Coun-

trywide). (Corporation is a member of

AAMGA, NAPSLO and the State Sur-

plus Lines Association.)

Oklahoma 

Oklahoma City 

Midlands Management Corpora-

tion: P.O. Box 22778, Oklahoma City,

OK 73123. 405-840-0074. WATS: 800-

800-4007. FAX: 405-840-5432. E-MAIL: 

marketing@midman.com. 
URL:

www.midlandsmgt.com. Excess Work-

ers Compensation, Public Entity Multi-

Line Package, Property, General Liabil-

ity. (Countrywide). (Corporation is a

member of AAMGA, Target Markets,

NAPSLO, PLUS and the State Surplus

Lines Association.)
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These offices have direct facilities

for placing specialty or nonstandard

coverage with Underwriters at

Lloyd’s, London. Each office places at

least 25% or $250,000 or more of their

excess and surplus lines business di-

rectly with Lloyd’s each year; many

place 50% or more of this business

through a Lloyd’s correspondent. In-

formation was furnished to us by these

firms through questionnaires provided

for that purpose.

Asterisk (*) denotes firm has bind-

ing authority from a London broker.
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Alaska

Arizona

California

Hawaii

Idaho

Montana

Nevada

North Dakota

South Dakota

Oregon

Utah

Washington

Wyoming

Lloydʼs Qualified Representatives

Western Region

Arizona 

Phoenix 

*All Risks, Ltd. - Arizona Office:

11811 N. Tatum Blvd., Ste. 4010, Phoenix,

AZ 85028. 602-494-7200. WATS: 800-418-

9763. FAX: 602-494-0200. (Branch - Home

Office, Hunt Valley, MD). 

California 

Los Angeles 

*The Sullivan Group: 800 West 6th St.,

18th Floor, Los Angeles, CA 90017. 213-626-

1000. WATS: 800-252-0355. FAX: 213-489-

0766. E-MAIL: info@gjs.com. Community

Assoc. D&O, Healthcare D&O, Auto Dis-

mantlers, Professional Liability, Property -

DIC. (Countrywide). (Corporation is a mem-

ber of AAMGA, Target Markets, NAPSLO,

PLUS, CIWA and the State Surplus Lines

Association.)

San Francisco 

*All Risks of California Insurance

Services, LLC: 353 Sacramento St., Ste.

700, San Francisco, CA 94111. 415-343-

2400. WATS: 800-451-9680. FAX: 415-738-

5389. (Branch - Home Office, Hunt Valley,

MD). 

*LIG Marine Managers, Inc.: One Em-

barcadero Center, Ste. 500, San Francisco,

CA 94111. 415-513-5676. FAX: 415-433-

5994. URL: www.LIGMarine.com. (Branch -

Home Office, St. Petersburg, FL). 

*WKF&C Agency, Inc. of CA: 369 Pine

St., Ste. 820, San Francisco, CA 94104. 415-

398-0228. FAX: 631-756-2500. (Branch -

Home Office, Melville, NY). 

Woodland Hills 

*WKF&C Agency, Inc. of CA: 21550

Oxnard St., Ste. 640, Woodland Hills, CA

91367. 818-716-2605. FAX: 818-716-2606.

(Branch - Home Office, Mellville, NY). 

Washington

Bellevue 

*All Risks, Ltd. - Washington Office:

11911 NE 1st St., Ste. B-205, Bellevue, WA

98005. 425-372-0038. WATS: 866-598-9047.

FAX: 425-372-0039. (Branch - Home Office,

Hunt Valley, MD). 

Everett 

*Seattle Specialty Insurance Ser-

vices, Inc.: 2815 Colby Ave., Ste. 200,

Everett, WA 98201. 425-609-3500. 

WATS: 800-597-1866. FAX: 425-609-3555.

E-MAIL: info@seattlespecialty.com. URL:

www.seattlespecialty.com. Mortgage Fire,

Commercial General Liability, Flood Insur-

ance - Excess, Flood Insurance - NFIP.

(Countrywide). (Corporation is a member of

the State Surplus Lines Association.)

Poulsbo 

*RPS NIPC: 1040 NE Hostmark St., Ste.

200, Poulsbo, WA 98370. 360-697-3611.

WATS: 800-275-6472. FAX: 360-697-3688.

URL: www.rpsins.com/nipc. Social Service

Agencies, Bicycle Industry, Public Entities,

Beauty Industry, Schools. (Countrywide).

(Corporation is a member of AAMGA, 

NAPSLO, PLUS and the State Surplus

Lines Association.)

www.wwfi.com

Los Angeles, Atlanta, Irvine

Phoenix, San Francisco & Seattle

CA LIC. #0414108 

AZ LIC. #181976 

  Experience a World 

of Difference…

Worldwide Facilities, Inc. is a private, 

independent wholesale brokerage & managing

general agency, dedicated to bringing our best 

resources to any given opportunity.

Our seasoned team of brokers and underwriters

outperforms the competition with access to 

specialty, domestic & international markets, 

many in-house binding authorities and 

exceptional service. 

Offering unparalleled product expertise for:

• Construction • Property • General Liability

• Professional Liability • Transportation

Established in 1970
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Market Directory 
Guaranteed Position

Placement within, adjacent to or facing a specific
coverage category in the National Marketing Directory:
10% extra space charge.

Covers
2nd (Inside Front) Extra 15% of space rate
3rd (Inside Back) Extra 10% of space rate
4th (Outside Back) Extra 15% of space rate

Preprinted Inserts
Up to four pages Available and commissionable
Over four pages Available and commissionable
Postcard Available and commissionable

Multiple Advertisement Discounts

Because The Insurance Marketplace is a 

business placement guide to specialty lines and services,

you may wish to advertise in more than one coverage

category. If so, your price and savings will vary

depending on the number of standard size units. Please

ask your advertising representative for details.

Color

(Note: 2-color = Black + one PMS Color)

Metallic/Flourescent . . . . . . . . . . . . . . . . $835

Each Matched (PMS) Color . . . . . . . . . . . $825

Online Insurance Marketplace Banner Ads

Call for pricing: (800) 428-4384

THE INSURANCE MARKETPLACE®

2012 ADVERTISING RATES
Reservation Deadline: September 9, 2011
Publication Date: December 2011

These advertising rates include your Internet Storefront

Region 1—Connecticut • Maine • Massachusetts • New Hampshire 
• New Jersey • New York • Pennsylvania • Rhode Island 
• Vermont

Region 2—Alabama • Delaware • District of Columbia • Florida 
• Georgia • Kentucky • Maryland • Mississippi 
• North Carolina • South Carolina • Tennessee • Virginia 
• West Virginia • Puerto Rico • U.S. Virgin Islands

Region 3—Illinois • Indiana • Michigan• Minnesota 
• Ohio • Wisconsin

Region 4—Arkansas • Colorado • Iowa • Kansas • Louisiana • Missouri 
• Nebraska • New Mexico • Oklahoma • Texas

Region 5—Alaska • Arizona • California • Hawaii • Idaho • Montana 
• Nevada • North & South Dakota • Oregon • Utah 
• Washington • Wyoming

8 The Insurance Marketplace—Since 1963

2012 Advertising Rates
(Regions include 1-5)

Black/White 1 Region 2 Regions 3 Regions National

Full Page $5,895 $8,255 $10,615 $12,890

2/3 Page 3,855 5,395 6,940 9,500

1/2 Page 2,990 4,185 5,385 7,235

1/3 Page 2,370 3,315 4,265 4,910

1/4 Page 1,790 2,505 3,225 3,885

1/6 Page 1,195 1,675 2,150 2,710

2-Color 1 Region 2 Regions 3 Regions National

Full Page $6,720 $9,080 $11,440 $13,715

2/3 Page 4,680 6,220 7,765 10,325

1/2 Page 3,815 5,010 6,210 8,060

1/3 Page 3,195 4,140 5,090 5,735

1/4 Page 2,615 3,330 4,050 4,710

1/6 Page 2,020 2,500 2,975 3,535

4-Color 1 Region 2 Regions 3 Regions National

Full Page $6,920 $9,280 $11,640 $14,065

2/3 Page 4,880 6,420 7,965 10,675

1/2 Page 4,015 5,210 6,410 8,410

1/3 Page 3,395 4,340 5,290 6,085

1/4 Page 2,815 3,530 4,250 5,060

1/6 Page 2,220 2,700 3,175 3,885
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Commissions and Policies

Standard 15% commission is allowed to recognized
advertising agencies if invoice is paid within 30 days. We
reserve the right to hold advertisers and/or agencies
jointly and severally liable for payment.

Advertising may be rejected for any reason if, in our
judgment, it is inconsistent with the best interests of the
insureds, the insurance industry or its agents and brokers.
The Insurance Marketplace and its publisher, The Rough
Notes Company, are held harmless from any claims or
suits that might arise.

Shipping Information
Material to: Georgianna Quinn or Tricia Cutter

The Insurance Marketplace
The Rough Notes Company, Inc.
11690 Technology Drive
Carmel, Indiana 46032-5600
Phone: (800) 428-4384 or (317) 582-1600

Deadlines
Publication: December 2011
Reservations: September 9, 2011
Materials: September 16, 2011

Ad Sizes and Requirements
Magazine Trim Size

8-1/8" x 10-7/8"; Safety=1/4" from trim dimensions
BLEED SIZES (INCLUDES BLEED—USE THIS SIZE FOR BLEED ADS)

Page—8-1/4" x 11-1/8" (trims to 8-1/8" x 10-7/8")
Spread—16-1/2" x 11-1/8" (trims to 16-1/4" x 10-7/8")
(No additional charge for bleed)
Screen Printing & Binding
150 line screen Web Offset/Perfect Bind

Full Page 2/3 Page 1/2 Vertical 1/2 Horizontal
7 x 10 4-5/8 x 9 7/8* 4-5/8 x 7-3/8 7 x 4-7/8

1/3 Square 1/3 Horizontal 1/3 Vertical 1/4 Square
4-5/8 x 4-7/8 7 x 3-1/4 2-1/4 x 9 7/8* 4-5/8 x 3-5/8

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

THE INSURANCE MARKETPLACE Advertising Representatives
Dick Schoeninger

Vice President,
Advertising - East Coast

313 Swedesford Road, Malvern, PA 19355
Ph (866) 918-2900; (610) 640-2985

Fax (610) 640-2849
dick@roughnotes.com

Marc Basis
Vice President,

National Sales Director - Benefits Advertising
7886 Oak Grove Circle, Lake Worth, FL 33467

Ph (866) 461-3045; (561) 740-8110
Fax (561) 740-8101

marcb@roughnotes.com

Eric Hall
Executive Vice President,

National Sales Director - Advertising
11690 Technology Dr., Carmel, IN 46032

Ph (800) 428-4384; (317) 816-1022
Fax (317) 816-1000

ehall@roughnotes.com

Material Requirements

Hi-resolution PDF for print preferred
Contact: Georgianna Quinn, ext. 1014 or 

Tricia Cutter, ext. 1019
(800) 428-4384
for instructions on submitting ad files.

Ad change policy: It is not the policy of The Rough Notes Company 
to change a client’s ad in any way. All ads should be submitted as per 
the specifications described in the material requirements section above.
However, upon written request, and in order to facilitate the production 
of The Insurance Marketplace directory, The Rough Notes Company 
will at no charge make minor changes to 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. 

*Note: Change in vertical size for 2012.
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10 The Insurance Marketplace—Since 1963

Your ad is shown within the listing
and links directly to your Web site.

THE INSURANCE MARKETPLACE ONLINE…
is your digital IMP Storefront and includes a link 
to your company’s Web site for free!

The Insurance Marketplace® is always accessible to agents 
through a variety of media, including:

• Online at www.insurancemarketplace.com or www.roughnotes.com. 
These two Web sites receive more than 737,000 hits per month and 43,000 unique visitors per
month. The entire 2012 Insurance Marketplace® will be published on our Web site

• The Rough Notes Company’s Producer OnLine
• www.ultimateinsurancelinks.com
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Add videos, banner advertisements and animation 
to your IMP Storefront for very little cost from

Røugh Nøtes Digital Services

IMP Banner and Storefront prices:
Banners in categories ...............................................................$1,000

IMP Storefronts (Free to advertisers) ...................................$2,000

(Only companies with a print advertisement in The Insurance 
Marketplace are eligible for banner advertisements.)

Animated banner ads

Røugh Nøtes
Digital Services:
Personalized videos with
your logo and content.
(See pages 12-13.)

Add your company message here.
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Video • Content • Training

At RN-Digital, video production is our expertise.
At RN-Digital, we take the hassle and anxiety out of Web
video production…we are knowledgeable in all the necessary
skills this new reality demands including web design, search
engine optimization and seamless integration of video onto
your site. We offer:

• Total turnkey service—Creation to completion
• Hi-definition video
• Studio or on-location production
• Up to 80% savings over traditional video 

production costs

QR Codes—The most exciting trend in publishing is for
advertisers to provide QR codes in their print ads. QR codes
look a little like a bar code, but link your print ads to your
video or Web site when you scan them with your smartphone. 
Please scan the QR code below to see how it works. 
Rough Notes Digital Services has the experience to produce
and place a QR code in the optimal location on your print ads
in both The Insurance Marketplace and Rough Notes magazine.

Rough Notes Digital Services
RN-Digital has created cost-effective, engaging video
solutions that sell, communicate, educate and
entertain. Our state-of-the-art green screen video
production studio is providing companies with videos
for sales, training, investor relations and a host of 
other critical communications needs. We can help 
you with just one aspect of your video production 
or handle everything for you—from conception 
to completion. Take a look around our site and contact
us today to learn how easy it is to take advantage of
our low-cost/high-value video production process.

Portfolio
Corporate Video
Web Video
Training Video
Company News Video
Web Host Video
Product Information Video
Company Profile Video
Social Media Video
Investor Relations Video
Internal Communication Video
Sales and Marketing Video
Testimonial Video

www.roughnotes.com/rnds/rndsvideo.html
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RN-Digital wants to become your video company
and help you marry print advertising with video. To
that end, we’ve established rates that can work for
you on just about any budget or production style. 

Our high-quality video packages start at $2,500 to
$3,000 for a 30-90 second video with an actor,
music, your logo and script. Once completed, this
Web-ready video is yours to feature on your Web
site, send out to prospects in an e-mail, or use at
meetings and conferences. 

All you need to supply is a promotional script and
your logo and we will create a professional video that
Fortune 500 companies pay up to $100,000 to receive. 

We can host the video for you from our specialized
streaming video server, which will provide uninterrupted
play. The video will be linked to your Web site—a
service that is included in the price of the video for
the first year. 

Video Pricing
Experience the economy of green screen technology

Call or e-mail Eric Hall at 800-428-4384 or
ehall@roughnotes.com for more information
on the video pricing packages, or for quotes
on special projects. We can even do an 
on-location video shoot if you would like.
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Using Rough Notes and The Insurance Marketplace to sell benefits works.

Rough Notes and The Insurance Marketplace are the leading
publications for owners of insurance agencies and broker-
ages. Our readers are decision makers at the highest level.
We are a great fit for benefits carriers and service providers
because 85% of our subscribers own independent agencies
and brokerage firms, most of which offer solutions for bene-
fits, personal lines and property & casualty insurance. You
can connect with readers who determine what products are
sold by their firm. These people are usually the largest pro-
ducers as well.

The proof is in the numbers.
• 85% of subscribers are either owner or 

president of their firm
• 90% of the readers are with firms that offer their clients

benefits, P-C, and personal lines insurance
• 94.4% are producers (agents, brokers, and consultants)
• Their total premium per firm is $13.3 million 

annually (Readex Research)
• Their benefits premium per firm is $6.8 million 

annually (Readex Research)
• The average revenue per producer is over $613,000

Categories for The Insurance Marketplace Benefits Directory include:

2012 Benefits Directory
A special section of THE INSURANCE MARKETPLACE

Rough Notes magazine and The Insurance Marketplace offer a 
unique opportunity to educate and influence decision makers 
with the nation’s largest independent insurance agencies.

Accidental Death and
Dismemberment
Accidental death and dismemberment
(AD&D) insurance is often provided as an
employer-paid component of group benefits
but may also be sold on a voluntary basis
to employees. The coverage pays defined
policy limits for accidental death or injury
according to the severity and permanence
of the injury or related disability. These
insurers provide AD&D insurance:

Advanced Voluntary Concepts: 
75 South Broadway 
White Plains, NY 10601 
PHONE: 914-304-4200 
FAX: 914-304-4202 
E-MAIL: 
dpetine@advancedvoluntaryconcepts.com
URL:
www.advancedvoluntaryconcepts.com 

PRODUCTS/SERVICES DESCRIPTION:
Enrollment and communications firm special-
izing in voluntary benefits.

Aigilis Corporation: 
P.O. Box 953279, Lake Mary, FL 32795 
PHONE: 407-324-3921 
FAX: 480-287-8574 
E-MAIL: info@aigilis.com 
URL: www.aigilis.com

PRODUCTS/SERVICES DESCRIPTION:
Nationwide provider of insurance products
and Web-based technology serving the P&C
market. Our service platform is designed to
help customers learn, quote, decide and pur-
chase products that suit their needs on a self-
service basis.

Allstate Workplace Division: 
1776 American Heritage Life Dr., 
Jacksonville, FL 32224 
TOLL-FREE: 800-521-3535 
E-MAIL: awdrecruiting@allstate.com 
URL: www.allstateatwork.com 

PRODUCTS/SERVICES DESCRIPTION:
Allstate Workplace Division is a subsidiary of
the Allstate Corporation. The company offers
workplace and direct products that include
life, disability, cancer, accident, critical illness,
and hospital.

American General Life 
Companies/Benefit Solutions:
2929 Allen Pkwy., Houston, TX 77019
TOLL-FREE: 877-672-1647
FAX: 877-672-1649
URL:
www.americangeneral.com/employeebenefits

PRODUCTS/SERVICES DESCRIPTION:
American General has been keeping promises
to American families and businesses for more
than 150 years. Our products and flexible

enrollment options provide multilevel solu-
tions to meet the varied needs of today's
workforce. From traditional group to volun-
tary solutions, we offer the kind of versatility
that makes you indispensable to your clients.

American Public Life 
Insurance Co.:
2301 Lakeland Dr., Flowood, MS 39232
TOLL-FREE: 866-980-7483
FAX: 405-416-7528
E-MAIL: sales@ampublic.com
URL: www.ampublic.com

PRODUCTS/SERVICES DESCRIPTION:
APL provides solutions for employers
through a variety of supplemental insurance
products, including voluntary STD and LTD,
life, supplemental medical, cancer, accident,
and dental. Voluntary benefits backed by
superior customer service—that’s what APL
delivers.

AmWins Group Benefits:
16 International Way, Warwick, RI 02886
TOLL-FREE: 800-687-3995
FAX: 609-476-2643
E-MAIL: lee.stokes@amwins.com
URL: www.amwins.com

PRODUCTS/SERVICES DESCRIPTION:
AGB is the nation’s largest insurance whole-
saler. We serve the brokers and agents by
providing insurance solutions that solve prob-
lems, increase profitability, and keep you in
compliance.

Apex Data Systems:
6464 E. Grant Rd., Ste. 250, Tucson, AZ
85715
PHONE: 520-298-1991
FAX: 520-296-7948
E-MAIL: Dbabcock@apexdatasystems.com
URL: www.apexdatasystems.com

PRODUCTS/SERVICES DESCRIPTION:
Apex provides total administration and
claims paying software for all forms of cover-
age.

CIGNA:
1601 Chestnut St., Two Liberty Place
Philadelphia, PA 19192
URL: www.cigna.com

PRODUCTS/SERVICES DESCRIPTION:
CIGNA Corporation (NYSE: CI) and its sub-
sidiaries comprise a global health service and
financial company that serves millions of peo-
ple worldwide through our health, pharmacy,
behavioral, dental, disability, life, accident
and international products and services.

Co-ordinated Benefit 
Plans, LLC:
18167 U.S. Highway 19N, Ste. 450 
Clearwater, FL 33764
TOLL-FREE: 800-753-1000, ext. 345
FAX: 727-799-9093
E-MAIL: dfields@cbpinsure.com
URL: www.cbpinsure.com

PRODUCTS/SERVICES DESCRIPTION: Co-
ordinated Benefit Plans: nationally licensed,
SAS70/HIPAA/PCI compliant TPA specializ-
ing in tailored administrative solutions for
niche domestic and international insurance
programs. CBP provides turn-key premium,
claims, customer service, online product
enrollment and fulfillment with flexible
reporting services to brokers, organizations
and carriers.

EOI Service Company, Inc.:
1820 E. 1st St., Ste. 400, Santa Ana, CA
92705
PHONE: 714-935-0503
FAX: 714-542-1042
E-MAIL: jbeaudreau@eoiservice.com
URL: www.eoiservice.com

PRODUCTS/SERVICES DESCRIPTION:
National leader in benefit enrollments. EOI
helps employers increase effectiveness of
overall benefits and retention strategy. EOI
develops and implements programs: design,
communication, education and enrollment,
total compensation statements, dependent
eligibility verification, and voluntary benefits.

Exceptional Risk 
Advisors, LLC:
One International Blvd., Ste. 625, 
Mahwah, NJ 07495
TOLL-FREE: 866-512-0444
FAX: 201-512-0221
E-MAIL: info@exceptionalriskadvisors.com
URL: www.exceptionalriskadvisors.com

PRODUCTS/SERVICES DESCRIPTION:
Exceptional Risk Advisors specializes in
developing, underwriting and distributing
specialty insurance products for advisors
with prosperous clients, including entertain-
ers, athletes, corporate executives and profes-
sionals with unprecedented capabilities in
regard to underwriting high-limit specialty
life and disability insurance contracts.

Harbor Insurance 
Marketing, Inc.:
3815 River Crossing Pkwy., Ste. 100, 
Indianapolis, IN 46240
TOLL-FREE: 866-424-2167
FAX: 866-853-1086

2011 B
enefits Listings S
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TH EDITION — 2012 245

2012 Benefits Directory
A new special section of THE INSURANCE MARKETPLACE

49

Your ad near your
company listing

Accidental Death & Dismemberment  
American Expatriates
Business Travel Accident
COBRA Consulting
Critical Illness Insurance
Dental Benefits
Dependent Care Benefits
Employee Benefit Plans Liability
Executive Benefits 
Flexible Savings Accounts (FSA) 

Group Personal Lines Benefits
Health Savings Accounts (HSA)
Imaging/Diagnostic Services
Lab Services
Legal Expense Insurance 
Life Insurance
Long-Term Care 
Long-Term Disability (LTD)
Managed Care Services
Medical Benefits 

Mini-Med Health Plans
Miscellaneous Benefits 
Non-Traditional Benefits
Pharmacy Benefits Management 
Retirement Services
Short-Term Disability (STD) 
Vision Care
Voluntary Benefits
Wellness Services
Worksite Management 
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Practical and useful information on
excess, surplus, specialty lines and
industry services:

• New Products

• Enhancements

• Contact Changes

An audience of 17,000
requested subscribers!

Subscribe free at 
www.roughnotes.com/imp_cybercast/registration/index.htm

Each month The Insurance Marketplace Cybercast tackles a new
problem with new experts and new highlighted markets:

• Geologix information on the size of the market available
• An easy-to-understand example describing the marketplace problem
• Three or more experts describing the problem and the available

market solutions
• Listing of brokers, MGAs and insurance companies interested in being

problem solvers

Cybercast Ad Rates:
Video:

See page 13.

Animation Creation
$250 to $500, depending on
the extent of animation. (One-
time charge per ad.)

Scyscraper Ad:
$750 per month. 

Ad size
120 x 600 pixels or 
1.667 x 8.333 inches

The Insurance Marketplace Cybercast
Free Subscription
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The Specialty Market—A Consistent Focus
Since The Rough Notes Company began publishing

the annual specialty lines directory The Insurance
Marketplace 49 years ago, agents have come to
depend on Rough Notes to keep its finger on the pulse
of the specialty market. The Insurance Marketplace
serves as a “13th issue of Rough Notes” when it comes
out in December each year, providing agents with
immediate help in accessing the specialty market. 
It is also updated continuously at The Rough Notes
Company Web site.

42 ROUGH NOTES

As spring approaches, your agency is likely
to see opportunities to secure commercial

accounts dealing with watercraft business. Marina
accounts (which can also be classified as boat yards
or boat moorage) offer a multitude of services to
both private and commercial boat/yacht owners.

Many of these risks offer slips or dock space
rental and usually also launching slips—some to
members only and some to the public. Some offer
storage facilities, both wet and dry (out of the
water). Other services include:

Boat rental facilities; service and repair
facilities; dry dock facilities for painting, refitting,
refueling, refill of water and other supplies; sales of
equipment and accessories; and restaurants and/or
bars. The marina might provide lifts to take boats
out of the water and also offer recreational
opportunities and instruction, boat races and
contests, demonstrations, and promotions as well.
For marinas that do not offer all of the services
mentioned, these services often are contracted
elsewhere to meet their customers’ needs.

Benefits of the Risk Evaluation System
At this point, you might be asking yourself

some questions: Where do I start? How do I even
know what questions to ask? Do I even have a
market for these risks?

A great place to start to learn about these
risks is The Rough Notes Company’s Producer
Online sales and marketing resource. This tool
will help you become acquainted with the
exposures, what coverages are applicable, what
questions to ask and then, based on the state
you are in, it will provide you with access to 

available markets that specialize in writing this
class of business. 

This System will not only provide a full
description of this class of business, it will review
each of the various lines of business and what the
exposure is for a marina. The goal is to help you
become educated about this class of business and
demonstrate to your potential customer that you
understand their exposures and what insurance
protection they should consider. 

Whether you have been in the business one day
or 40 years, often the key to success is knowing
where to go for necessary information. These risks
can present a tremendous amount of exposure.
Without the use of the available tools, it would be
extremely difficult to identify the exposure and
propose the necessary coverages.

Exposures to consider
There are a wide variety of coverages to

consider, including property (real and personal),
business income, general liability, environmental
impairment, and workers compensation. Therefore,
from a property perspective, even though the risks
are close to the water, the lack of equipment and/or
training is an issue you and the carrier must
consider. Using the tools of the checklist, you can
review all of the exposures and ask the necessary
questions. For example, does the account do any
boat repair? Do they do any spray painting? Do they
have a liquor liability exposure? Do they have any
exposure to the Longshore and Harbor Workers’
Compensation Act?

• The sales and service of boats. This is a
significant potential exposure. If your account has

LOOKING TO INSURE A MARINA? 
There are tools to navigate these choppy waters

The key to writing specialized markets
like marinas is to become educated on this 
class of business and demonstrate that you
understand the client’s exposures and what
insurance protection they should consider. 

AGENTS E&O LOSS PREVENTION
By Curtis M. Pearsall, CPCU, AIAF, CPIA

Røugh Nøtes MAGAZINE
presents articles on excess, surplus 
and specialty lines monthly

Each month Rough Notes highlights fast-growing specialty market niches in two ways:

• A summary of an individual specialty market niche. Where is the greatest growth 
coming from? What trends are shaping up for the next few months?

• A feature article explores the specialty market via interviews with specialty 
company executives, MGAs or program managers—all with the objective of 
providing retail agents a better understanding of specialty market opportunities.
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By Dave Willis

Fortunes in the boat and watercraft
marketplace are driven, for the most
part, by discretionary money. For that
reason, says Matt Anderson, presi-

dent of Global Marine Insurance Agency, “It is
usually on the leading edge of going into a dif-
ficult market or recession. By the same token,
it’s often one of the first to come out.”

According to Anderson, the past three
years have been tough for the boating busi-
ness. But things are looking up. “For
example,” he says, “we are seeing used boat
values stabilizing. The stock market is contin-
uing its upward trend and consumer
confidence is returning. Both help trigger dis-
cretionary purchases.”

Jim Park, director of sales and marketing
for Seahorse Underwriters, concurs. “While
boat and yacht sales aren’t what they were
several years ago,” he comments, “we are see-
ing positive signs in the market. Boat show
attendance is increasing and the National
Marine Manufacturers Association forecasted
a positive outlook for this year’s boat sales.” 

Anderson observes that banks and other
financial institutions are more willing to lend
money. There is also optimism among boat
dealers and yacht brokers. “People are
returning to the showrooms,” he says.
“There’s some pent-up demand. Whether
they’ll actually buy in 2011 or hold off until
2012 is yet to be seen.”

Adds Doug Semler, vice president of Old
United Casualty Company’s marine and avia-
tion division, “Time will tell. Traffic and
tire-kickers at boat shows are one thing. Until

MARCH 2011 75

SPECIALTY LINES MARKETS

WATERCRAFT INSURANCE: 
SMOOTH SAILING

OR TROUBLED
WATERS?

Specialty writers see a mixed forecast

the pen meets the check, dealers
haven’t sold anything.”

Insuring craft 
There’s been one silver lining in

the recent economic downturn. “Our
best loss ratio was in 2009,” says
Semler, “when the economy was hit-
ting the skids and boat use was
down.”

Even as demand fell, capacity
increased. “More traditional carriers
are getting into what is actually very
much of a specialty line of business,”
notes Semler. “In many cases, there is
a lack of real underwriting of the
watercraft risk by some of these com-
panies. They are not specialists and,
in some cases, they are just selling on
price. They have collateral business
and are looking to round out their
customer’s portfolio.”

Foreign capacity is coming ashore,
as well. “There are more foreign
insurers and agencies trying to gain a
foothold in the U.S. market, particu-
larly in the marine marketplace,”
notes Anderson. “They have always
had a presence in nonstandard mar-
kets, but they’re trying to get into our
standard business, as well.”

Strong market interest may have
something to do with relatively good
claims experience of late. “We haven’t
had any catastrophes, such as hurri-
canes, in a number of years,” Anderson
explains. “The absence of related losses
is also adding to the situation.” 
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receive when offering this type of pro-
motion. Clients can get a full or partial
rebate of their purchase if a certain
event happens in the future—like six
inches of snow on Christmas Day or
the Phillies winning the World Series.

“These promotions work well
because customers have reason to
make a purchase during the promo-
tion period,” Esterhai continues, “and
they have the added hope that their
purchase might ultimately be free, if
the stars align and the specific sce-
nario actually happens.”

Henderson has seen broader inter-
est in other promotions, as well.
“We’ve seen an increase in tourna-
ment event add-on prizes, including
putting contests and million dollar
shoot outs,” he explains.

Promotions—including those where
prizes are insured—are finding a new
ally in social media. “New media is
blossoming everywhere, whether on
the cell phone in your pocket or on the
Internet, with YouTube, e-mails,
Facebook and more,” explains Burkert.
“Prize indemnity fits well with these;
it’s very flexible. We can show agents
how these can help clients and
prospects build up their databases and
increase sales.”

Adds Henderson, “Sponsorships
and prize promotions are great ways
to tap the amazing power of word-of-
mouth advertising and reaching 
new customers.”

Agent fit
Selling hole-in-one and other prize

promotion insurance is, according to
Burkert, “a great way to meet peo-
ple—and bring in more business.
Whether you are talking about a
school or church or charity that does
a golf fundraiser or a business that
wants to drive traffic—directly or
through charitable involvement—they
all have other insurance needs. One
of the ways to get access to decision
makers is to help them with some-
thing not every other agent does.”

Agents can also get client and
prospect face time by handling pro-
motion sponsorships. “They can help
charitable organizations raise more
by sponsoring a prize on their own or
by getting a business to do so,”
Burkert adds. “Doing this can help
agents build relationships and access
people and information they need in
order to serve the organization’s
broader insurance needs.”

There’s a flip side, as well. “With
any business, a main goal of insur-
ance agencies is to satisfy customer
needs and save clients time searching
for products they need,” explains
Esterhai. “If you already provide busi-
nesses with P&C or other insurance,
there is only an upside to providing
them specialty coverages, like hole-in-
one or prize indemnity insurance.

“Your customers will appreciate
not having to spend their time shop-
ping around other agencies when they
can take care of all their insurance
needs in one place,” he adds.

According to Henderson, coverage is
easy to sell. “Agents who are not famil-
iar with or using prize indemnity
should get acquainted with the poli-
cies,” he says. “The policies are easy to
understand, and in less than a half
hour’s time, it’s possible to establish a
sales relationship with a prospect. Even
if it is not the primary basis of the rela-
tionship, it is a great place to start.”

Agents can sell the products
with confidence. “Prize promotions
give buyers a measurable return on
their investments,” says Burkert.
“Whether it’s a business looking to
increase visibility or an organiza-
tion looking to promote a charity,
prize promotions fit the bill. ROI is
what customers are looking for
today. My advice to agents is: ‘take
advantage of the opportunities that
you can.’ ”

Adds Esterhai, “The coverage 
is easy to buy. The entire process
shouldn’t take longer than a 
few minutes, and it can even be 
done online.” ■

charities have a chance to really
spend time explaining their cause,”
he says. “They can illustrate their
benefits with a video, speech or bene-
ficiary testimonials.”

Strong pull
According to industry experts, 

the time is right for prize coverage.
“Charities, auto dealers, golf courses
and others need new ways to set
themselves apart from their competi-
tion,” says Esterhai. He has seen
increased interest outside of the golf
arena, as well.

“We’re seeing more business com-
ing in from competitive marketing
directors who are trying to draw 
in customers and more creative
fundraisers who are trying to attract
new donors,” Esterhai adds.

Marketing budgets are on the
rebound, he notes, adding, “In many
cases, marketing and fundraising pro-
fessionals are more willing to explore
new ways to promote their business
or cause using prize insurance.”

Over the years, insurance firms
that got their grounding in hole-in-
one insurance expanded into other
areas. “We handle coverage for all
sorts of sporting events—half-court
shots, field goal kicks, center ice
shots—as well as other probability-
type contests like dice rolls, lucky
money bag pulls, and crack the vault
promotions,” Esterhai explains.

Burkert’s firm also offers diverse
prize indemnity products. “Over the
past couple of years, we’ve seen an
increasing demand for online games,
such as our safe cracker promotion,”
he explains. “This can be a part of a
constant marketing mix where an
organization gets to show a 30-second
commercial and provide a chance to
win a prize in exchange for a cus-
tomer’s attention.”

Conditional rebate promotions 
are becoming increasingly popular,
Esterhai says. “I think it is because of
the national exposure many retailers

Whether you are talking about a school or church or charity…
or a business that wants to drive traffic ... they all have other insurance

needs. One of the ways to get access to decision makers is to help them
with something not every other agent does.”

—Doug Burkert
President

National Hole-In-One Association and Grand Prize Promotions
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By Dave Willis

Although marketing budg-
ets often are cut during
tough times, smart firms
know that economic

downturns present special opportuni-
ties to set themselves apart. This fact
helps explain a comparatively modest
dip that the hole-in-one and related
prize promotion insurance business
saw over the past couple of years.

“Organizations recognize that, in
tough times, marketing your product
or service in a unique way can make
the difference between an up year and
a down year,” observes Greg Esterhai,
president of US Hole In One and
Interactive Promotions Group, located
in Philadelphia, Pennsylvania.

ager. “What’s driving the increase is
an improving economy and optimism
amongst clients and prospects who
want to find new customers through
fun and exciting events.”

Prize promotion and hole-in-one
insurance appeal not only to businesses,
but to nonprofit organizations, as well.
“Charities are always working on
raising funds any way they can,” says
Burkert. “They’re constantly looking
for new and innovative ways to not
only raise money, but to engage
donors. Having them at a charity golf
tournament offers a chance for face-
to-face interaction during an
engaging activity.”

He believes golf tournaments
present a chance to not only gener-
ate revenue but also bolster
relationships. “At a tournament,

According to Doug Burkert, presi-
dent of Richardson, Texas-based
National Hole-In-One Association
(NHIOA) and Grand Prize
Promotions, “Although the economy
affected the business in 2008 and
2009, capital is available today and
underwriting appetite is driving con-
tinued competitive rates and terms.
The state of prize indemnity insur-
ance business is strong.”

Esterhai concurs. “Although eco-
nomic factors had some effect on prize
indemnity over the past few years, the
industry as a whole remains strong.”

Where client organizations did pull
back, they’re returning. “After a couple
of slower golf years, for instance, pro-
motion activities that were put on
hold are coming back,” notes Brad
Henderson, NHIOA advertising man-

SPECIALTY LINES MARKETS

GOOD 
OUTLOOK FOR 
PRIZE PROMOTIONS

Rebounding marketing budgets 
fuel interest in promotional activities

 imp12media_ imp11media  9/28/11  1:53 PM  Page 16



52 ROUGH NOTES

by New Jersey, where 63% of small
businesses are within one mile of a
site and 37% are within a half-mile.

The problem is that the chemical
toxins in these sites “have no respect
for industrial site boundaries,” as
Robert H. Weiss, Esq., noted in his
April 28, 2010 article, “Nothing
Super About Superfund Sites” in
Forbes magazine.

The results for the insurance
industry could be hidden but would
emerge as higher workers compensa-
tion, disability and health care costs
as employees at these businesses are
affected by the aforementioned
chemical toxins. In a number of
cases, higher rates of cancer and
other diseases have decimated com-
munities and businesses near the
sites. In addition, proximate envi-
ronmental exposures could be
especially noteworthy for classes
such as food processing, day care
centers, and others that are reliant
on ground water.

The GeoLogix data certainly
should give insurers and agents pause
concerning what type of coverage
needs to be included for these small
businesses, as well as better determi-
nation of the potential loss costs. ■

GeoLogix Solutions (www.geologix
solutions.com) is a market data and
analytics firm specializing in insur-
ance industry solutions serving the
P&C, Life & Annuity, Health & Group
Benefits marketspace through strate-
gic alliances including one with
Oxxford Information Technology. For
more information, please contact
GeoLogix Solutions at (860) 974-2306
or email jim@geologixsolutions.com.
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We rarely think
of small busi-
nesses having
a significant

environmental exposure, with a few
obvious exceptions. But we might
want to reconsider that opinion based
on information developed by
GeoLogix Solutions, LLC, that found
that 42% of small businesses (those
with 99 or fewer employees) operate
within one mile of a Superfund or fed-
eral CERCLIS hazardous materials
site. In the Northeast, that number is
around 57%. CERCLIS (the federal
Comprehensive Environmental
Response, Compensation and
Liability Information System) is a
database that includes all sites that
have been nominated for investiga-
tion by the Superfund program.

The percentage of small businesses
that are located within one-half mile
of a federally listed hazardous site is
22%, except in the Northeast where
the average is 32%. 

The state with the highest percent-
age (78%) of small businesses within
one mile of a hazardous site is Alaska,
while 59% are within a half-mile.
Rhode Island is next, with 70% of
small businesses within a mile and
40% within a half-mile. It is followed

ENVIRONMENTAL EXPOSURES 
OF SMALL BUSINESSES

Many small businesses are located near    federal hazardous material sites

(Northeast) (Southeast) (Midwest) (Southwest) (West)
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The medical professions
employ more than 12.5 mil-
lion people in the United
States, providing a payroll of

$703.3 million, according to data com-
piled by GeoLogix. And nearly all
businesses in the sector are growing,
with the exception of dentists and
dental labs, making them excellent
targets for agents with markets that
can provide the needed coverages.
GeoLogix reports that average growth
for the sector is around 2% and is
forecasted to remain about the same
for the next few years.

Medical offices and clinics repre-
sent the largest segment, employing
nearly 6.5 million people, followed
by offices and clinics of dentists,
which employ 2.3 million people. No
other segments employ more than
one million people.

The study looks at 15 medical SIC
segments: offices and clinics of medi-
cine (8011); offices and clinics of
dentists (8021); offices and clinics of
doctors of osteopathy (8031); offices
and clinics of chiropractors (8041);
offices and clinics of optometrists
(8042); offices and clinics of podia-
trists (8043); offices and clinics of
health practitioners not elsewhere
classified (8049); general hospitals
(8062); psychiatric hospitals (8063);
specialty hospitals, except psychiatric
(8069); medical labs (8071); dental
labs (8072); home health care services
(8082); specialty outpatient facilities
not elsewhere classified (8093); and
health and allied services not else-
where classified (8099).

Medical professions employ some
2.75 million people in the Rough Notes
Region 1, with New York employing
the greatest number at approximately
907,000, followed by Pennsylvania,
with about 638,000. There are pockets
of substantial and very good growth,
throughout the region. Podiatrist’s
offices in New Hampshire, for exam-
ple, have shown strong employment
growth of 5.5%, with a forecast for

brokers to target. It’s always nice to
have a growing industry in your portfo-
lio to help counter-balance the declines
that many businesses continue to expe-
rience, to say nothing of the impact of
the continued soft market that tends to
dampen premium rates even for mar-
kets that are growing. ■

GeoLogix Solutions (www.geologix-
solutions.com) is a market data and
analytics firm specializing in insur-
ance industry solutions serving the
P&C, Life & Annuity, Health & Group
Benefits marketspace through strate-
gic alliances including one with
Oxxford Insurance Technology. For
more information, please contact
GeoLogix Solutions at (860) 974-2306
or e-mail jim@geologixsolutions.com.

growth continuing at around 4.6%.
Meanwhile, right next door in Maine,
employment at podiatrists’ offices has
fallen by 5.5%, although the forecast
is for a turnaround, with future
growth of about 2.3%. Dental offices
and clinics show a decline in every
state in the region, except New Jersey.
Overall, the region shows minimal to
flat current growth with the exception
of Massachusetts, where several
classes show very good or substantial
growth. This still only translates to a
growth rate of 1.2% in Massachusetts,
the highest in the region.

The fact that medical professions
managed to ride out the economic
downturn and remain healthy (pun
intended) certainly makes them an
attractive exception for agents and 

MEDICAL PROFESSIONS
SHOW HEALTHY GROWTH

• GeoLogix Solutions
(www.geologixsolutions.com) is a market data
and analytics firm specializing in insurance
industry solutions serving the P-C, life &
annuity, and health & group benefits market
space through strategic alliances including one
with Oxxford Insurance Technology. For more
information, please contact GeoLogix
Solutions at (860) 974-2306 or e-mail
jim@geologixsolutions.com.
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September
AD CLOSING:

8/03/11

MATERIALS:
8/05/11

October
AD CLOSING:

9/02/11

MATERIALS:
9/06/11

November
AD CLOSING:
10/03/11

MATERIALS:
10/06/11

Editorial Highlights:
• Specialty Lines: Hospitality—hotels, bars 

and restaurants
• International business opportunities
• Nonprofit organizations
• Agent E&O
• Benefits Products & Services: Long term care

Bonus Circulation: 
• FAIA Annual Convention
• IMCA Annual Meeting
• National Alliance MEGA Seminar
• SHRM Annual Conference
• National Association of Health Underwriters
• Agribusiness Conference

Editorial Highlights:
• Specialty Lines: Mid-year construction report

including heavy construction, bridges and tunnels
• Architects and engineers E&O 
• Risk mitigation technologies
• Disability Special Report
• Workers comp
• VCIA Special Section

Bonus Circulation: 
• VCIA (Vermont Captive Insurance Association)

Annual Meeting
• Agribusiness Conference

Editorial Highlights:
• Specialty Lines: Special events/amateur athletics
• D&O insurance for both profit and nonprofit entities 
• Benefits Products & Services:

Voluntary benefits

Bonus Circulation: 
• Agribusiness Conference

Editorial Highlights:
• Specialty Lines: Schools
• Target Markets Special Section
• Benefits Products & Services: Dental/vision
• Alternative market report
• Financial product risks

Bonus Circulation: 
• IIABA Fall Leadership Conference

• ASCnet TENCon
• NAMIC Annual Convention
• Target Markets Program Administrators 

Association Summit
• Employee Benefit Adviser Summit
• Western Region Captive Conference
• Agribusiness Conference
• Contractors & Builders Conference

Editorial Highlights:
• Specialty Lines: Professional liability—including

doctors, lawyers, accountants, architects and engineers 
• Insurance agents E&O
• Voluntary Benefits Special Report

Bonus Circulation: 
• NAPLSO Annual Convention
• PLUS (Professional Liability Underwriting Society) 

International Conference
• Extreme Networking (Sitkins International)
• Workplace Benefits Mania
• IFEBP U.S. Annual Employee Benefits Conference
• National Alliance MEGA Seminar
• CPCU Society Annual Meeting
• APPEX Fall Executive Symposium
• Agribusiness Conference
• Contractors & Builders Conference

Editorial Highlights:
• Specialty Lines: Security industry including

burglar and fire alarm safety equipment, security
guard services, and detective agencies

• Health care opportunities
• Benefits Products & Services: Disability

Bonus Circulation: 
• Independent Insurance Agents of Indiana 

Annual Convention
• IRMI (International Risk Management Institute)

Construction Risk Conference

Røugh Nøtes MAGAZINE Editorial Calendar
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December
AD CLOSING:
11/02/11

MATERIALS:
11/04/11

Editorial Highlights:
• Specialty Lines: 2012 Specialty Market Preview
• Emerging new products in the property/

casualty industry
• Benefits Products & Services: Long term care

January
AD CLOSING:
12/02/11

MATERIALS:
12/06/11

February
AD CLOSING:

1/03/12

MATERIALS:
1/06/12

March
AD CLOSING:

2/03/12

MATERIALS:
2/07/12

April
AD CLOSING:

3/02/12

MATERIALS:
3/06/12

May
AD CLOSING:

4/03/12

MATERIALS:
4/06/12

Editorial Highlights:
• Specialty Lines: Commercial auto/trucking
• Benefits Products & Services: Core benefits
• Environmental exposures 
• Industry analysts look at 2012

Editorial Highlights:
• Specialty Lines: Construction 
• Bonds 
• 2012 Preview of trade shows and industry events
• Commercial and excess umbrella
• Voluntary Benefits Special Report
• CICA Special Section

Bonus Circulation:
• Captive Insurance Companies Association (CICA)

International Conference

Editorial Highlights:
• Specialty Lines: Boating insurance—watercraft
• Professional liability for medical professionals 
• Personal lines
• EPLI 
• Benefits Products & Services: Dental/vision

Bonus Circulation:
• National Alliance MEGA Seminar
• PIA Federal Legislative Summit & Board Meetings
• Workplace Benefits Renaissance
• Extreme Networking (Sitkins International)
• Agribusiness Conference

Editorial Highlights:
• Specialty Lines: Prize indemnity—

including hole-in-one 
• Nursing homes and senior centers
• Real estate risks
• Disability Special Report

Bonus Circulation: 
• IIABA National Legislative Conference &
Convention
• NetVU Conference
• RIMS Annual Conference
• Benefits Selling Expo

Editorial Highlights:
• Specialty Lines: Social services agencies 
• Heavy duty and specialty trucking
• Partnering with an MGA 
• Benefits Products & Services:

Retirement products

Bonus Circulation: 
• Target Markets Mid-Year Meeting
• AAMGA Annual Meeting
• Agribusiness Conference
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