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MESSAGE
By Mario Fiel, President

"Obrigado"
"Thank you," "gracias" (Spanish), "merci"
(French), "grazzie" (Italian), "dankeschoen"
(Germany), "arigato" (Japan), "tao chie" (China),
"shukran" (Arabic), "tack" (Sweden), "epharisto"
(Greece), "spasiba" (Russia) In any language,
it's a term of appreciation. In my native
Portuguese the word is ..."Obrigado" or
"Obrigada" (the only language that has
masculine and feminine). The closest translation
in English is "much obliged." Actually, the pure
translation of "obrigado" is - "obligated to
recognize the appreciation."
When I was first elected as president, I was
apprehensive about serving my role adequately.
I just wanted to be able to make a difference
in any way. Then I had the brainstorm to do it
all over again for a second term. I'm so very
glad I did.
During the past two years, I have made
countless acquaintances that have made a
difference in my life, both professionally and
personally. The friendships that I have made
will be with me for the rest of my life.
I am very thankful for the great support that
I received from everyone on the Board of
Directors during my term as president of NSIPA.
I am also grateful for the time and effort
volunteered by everyone, and for sharing the
same vision for NSIPA.
My sincere appreciation goes to Brad Feldman
and all of his staff at the Executive Office. Brad's
development of NSIPA Select, with the various
advertising programs, was a major initiative in
making NSIPA successful.
Thanks to all of the officers and members of the
regional audit associations who volunteered
their time and support, to help make those
annual seminars successful.
I would also like to thank the entire membership
of NSIPA, for writing the various articles to the
Newsline, for the continued support and for
helping make NSIPA what it is today.
Thanks for the privilege of having served as
president and for allowing me to give something
back the premium audit industry.
Obrigado!!!!
"As we express our gratitude, we must never
forget that the highest appreciation is not to
utter words, but to live by them."
- John Fitzgerald Kennedy
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All issues of Newsline are color-coordinated
to match the season, so we hope you enjoy this
spring’s issue!

NSIPA Past Presidents
Dana Sparrow*..................1976
Carl Baderstcher*..............1977
Lou Elfenbien*...................1978
James D. Lynn ..................1979
Harry A. Shumate..............1980
Kenneth Lundburg ............1981
Al Cote*.............................1982
L. Jerry Thompson ............1983
T. Sidney Brown Jr............1984
Jim Porter..........................1985
Josephine Marshall*..........1986
F. Ronald Clopton* ............1987
Frank A. Palmer ................1988
Eugene D. Bowers Jr........1989
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Anthony J. Iacono .............1991
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1977 .........."Des Moines, IA"
1978 .........."Nashville, TN"
1979 .........."Tulsa, OK"
1980 .........."Honolulu, HI"
1981 .........."McAfee, NJ"
1982 .........."Itasca, IL"
1983 .........."Louisville, KY"
1984 .........."Oklahoma City, OK"
1985 .........."Long Beach, CA"
1986 .........."Sturbridge, MA"
1987 .........."Indianapolis, IN"
1988 .........."Charleston, SC"
1989 .........."New Orleans, LA"
1990 .........."Honolulu, HI"
1991 .........."Lake George, NY"
1992 .........."Milwaukee, WI"
1993 .........."Atlanta, GA"
1994 .........."Austin, TX"
1995 .........."Las Vegas, NV"
1997 .........."Pittsburgh, PA; St. Louis, MO"
1998 .........."Tampa, FL"
1999 .........."New Orleans, LA"
2000 .........."San Francisco, CA"
2001 .........."Honolulu, HI"
2002 .........."Philadelphia, PA"
2004 .........."Kansas City, KS; Nashville, TN"
2005 .........."Las Vegas, NV"

Regional News
Insurance Auditors Association
of the CENTRAL STATES (IAACS)
By Jeanne S. Arnold, APA, CIPA,
Regional Vice President
This year's meeting was held in Chicago
in conjunction with NSIPA and was a
great success. The seminar was well
attended with approximately 200
participants. The meeting topics were
educational and informative. Monday
night's event at Second City was great
fun, and I personally plan to go back
again very soon. I know the weather was
a little tricky for some of you that had to
fly in but remember, it is April in Chicago
and if you wait a day or two, the weather
will change.
The 2008 meeting will be held
May 14-16 in Minneapolis, MN at the
Marriott Airport Hotel. This is a beautiful
facility that is located close to the airport
and across the street from the Mall of
America. The hotel offers free shuttle
service to and from the airport and the
Mall. Please visit the NSIPA website for
future updates. Mark your calendars as
this will be an event worth attending!
Insurance Auditors of the Southwest
(IAASW)
By Sharon E. Engle,
Regional Vice President
The IAASW is experiencing growth in
membership. We now have 70 members,

which we contribute to taking our EduMini Seminars to the various areas of
the Southwest Region. We had good
attendance at the last two seminars in
Austin and Baton Rouge.
We are planning future Edu-Mini
Seminars in Oklahoma City, October
2007; Houston, January 2008; and
Austin or San Antonio, May 2008.
We invite members from the other
associations to attend these seminars,
or if you have employees in any of these
areas encourage them to attend.
Insurance Auditors Association of the
Southeast (IAASE)
By Juanita Lindsay,
Regional Vice President
We have been busy planning for our
regional seminar to be held in Delray
Beach, Florida, on June 13 -15, 2007.
This years' theme is CSI - Anatomy of
an Audit. Our program includes keynote
speaker Steve Klingel, president and
CEO of NCCI Holdings, Inc. This
intriguing event will focus on probing
topics such as following the trail of
"Classification Changes" revealing the
truth of "Endorsements: How to Handle"
following the path to "Hidden Premium,"
be on hand to view an array of
"mugshots" of jobs performed at
residential construction sites, etc.

Discover Delray Beach's Atlantic Avenue
where you will detect a treasure trove of
boutiques, galleries and trendy cafes
that spill onto brick-paved sidewalks.
Northeast Region Insurance Auditors
Association (NRIAA)
By Richard A. Nestor, CPCU, APA,
Regional Vice President
By the time you are reading this, the
Northeast Regional Convention will be in
full swing at the Turning Stone Resort in
Verona, NY. President Don Crossan and
the committee from the Central New
York Chapter really went all out to make
this a first class event. Couldn't make
the meeting? Wondering what you
missed? Then try to make the next
meeting of your local chapter! They
will have all the details. Remember www.nsipa.org and click on your state
for the local chapter president. I know
he would love to hear from you.
Keep an eye on future editions of
Newsline! The national organization has
really been listening to all the folks who
responded to their survey, they really
have some great ideas in the works
that could really change this entire
association and how we interact with the
Insurance Industry... so keep watching!!
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Upcoming Regional Meetings
More information on each of the following Regional Meetings
can be found online at www.nsipa.org, under the Regions
Tab or by contacting the Regional volunteer leadership.

NRIAA Annual Seminar
Turning Stone Resort & Casino
Verona, NY
May 16-18, 2007
More information about NRIAA
can be found on their website
at: www.nriaa.org
IAASE Regional Seminar
Delray Beach
June 13-15, 2007
Contact Juanita Lindsay at
juanita212@llaudit.com or by
phone (954) 752-1931 ext. 212
for registration details.
IAAW Annual Convention
June 25-26, 2007
Governor Hotel
Downtown Portland Oregon
www.iaaw.org
Mark your calendar to attend
one of these outstanding
meetings!

Servicing the Western United States:
Arizona, California, Colorado, Idaho, Montana,
Nevada, New Mexico, Oregon, Utah,
Washington, and Wyoming

(800) 279-1437
www.lowryinc.com
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NSIPA
SELECT
As of May 9, 2007
Benefactor ($5000)

Sponsor ($4000)

Supporter ($2500)

Contributor ($1000)

Partner ($500)

NSIPA Select will give you exposure to the most qualified decision makers in this field,
differentiating your company from others and significantly enhancing your visibility.
If you have questions about joining NSIPA Select, please contact the Executive Office at (888) 846-7472.
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Tech Tips: Website Almanac
How to Search the NSIPA Membership Database
This is the ﬁrst in a new series of articles
to familiarize members with features of

www.nsipa.org.
Have you ever had the need to reach
another NSIPA member for whatever
reason - perhaps you met him at a
regional event, and lost his contact
information? Or, you saw an article
written by a member in Newsline, and
want to contact her for more detail?
As a NSIPA member, you have access
to the complete membership database.
Now that you're aware of that fact, let's
get down to the nitty-gritty of how to
access it!
Member Database Access
The ﬁrst step is to login to the memberonly section of the website by clicking
the Member Login button in the header
of the website (see ﬁg.1). Enter your
email address and password at the
prompt to reach the User Menu.

Figure 1
Members receive login instructions and
details upon joining NSIPA. If you have
previously logged in, your email and
password will be in the database. If
you've forgotten your password, click the
Forgot Password link on the right side of
the login page. Your password will be
reset to a temporary password and will
be emailed to you.
If you have not yet logged into the
member-only section of the website,
contact the Executive Ofﬁce by email
nsipa@nsipa.org or call (888) 846-7472
to get set up in the database and obtain
a temporary password.

The User Menu
Once you've reached the User Menu,
click 5.Search Online Directory
(see ﬁg. 2) to begin your search.
The Directory Search appears, offering
options to search the member database
using several criteria:
• Name (Last -or- Last, First)
• Organization
• Region
• City
• State
• Zip
Let's try a search for Scott Miller (You
want to contact the Newsline editor to
tell him what a great job he's doing).
Enter just the last name, Miller, in the
name ﬁeld and click the Continue button
(see ﬁg. 3). In this case, a list of six
members is returned (ﬁg. 4).
If you're unsure of the spelling of the
person you're searching for, you can
enter a partial name, which will typically
return more results.
Click the bottom item in this list to see
the detailed record and contact info for
Scott (see ﬁg. 5). If you wish to print this
record, click the link below the listing.
It's just that simple!
When you're done viewing the record,
click the Back button to return to your
results page; click the Back button again
to return to search for another member,
or click the Main Menu button to return
to the User Menu.
Now that you have the power of search,
you can ﬁnd any NSIPA member's
contact information in an instant, armed
with your email address/password and
internet access.
For more information, or to obtain
a password, contact the Executive
Ofﬁce at nsipa@nsipa.org or call
(888) 846-7472.

Figure 2

Figure 3

Figure 4

Figure 5
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What's Your Position?
CIPA/CPD/Honors/Awards Chairperson
By Jim Marks, CPCU, APA, CIPA

What does your position entail?
I review the applications for the CIPA,
the CIPTA and the CPD designations to
make sure that all of the criteria for the
designations are met. I also make sure
that members are aware of the various
awards that are available and the
procedure for nominating individuals.
Beginning with the next issue, I will be
authoring a series of articles highlighting
a different award each issue. It is also
my responsibility to recommend changes
to the awards program to the board.
What type of training or orientation
did you receive once joining the
Board of Directors?
I joined the board as library chairperson
more than 10 years ago. Since that time
I have served as education chairperson
and second vice president. I did not
require a lot of training for this position,
but each committee reports to a board
vice-president, and as much direction as
needed is available.

How much time do you spend on
fulfilling your NSIPA duties?
I spend roughly two hours monthly on
my duties.
As CIPA/CPD/Honors/Awards
Chairperson what is the most
difficult duty to oversee and
what is the most rewarding?
The most difficult duty is to tell a
member that they don't have all of the
requirements met for the CIPA, but to
maintain a professional designation it
must be done.
The most rewarding duty is giving out
the awards at the annual meeting–to be
able to recognize someone for their
achievements is always rewarding.
How has your volunteer work with the
NSIPA helped you in your career?
The biggest thing that being a member
of NSIPA, and of my local chapters has
done for me is to network with people
from all over the country. I've attended a

lot of great seminars and
local programs. In the day
of the mobile employee this
has helped my resume.
How have you grown from your
volunteer experience?
To me it would be hard to choose one
single thing as a growth factor for me. I
was a relatively new auditor when I went
to my first auditors association in the
1970s. I see the birth of NSIPA; the
elevation of the auditor to a professional
designation status; and I've met a varied
people all great in their own way. Each
of those molded me into the person I am
today, making me ready to do the job I'm
doing at my company.
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The Delicate Art of Making Audit Appointments by Telephone
By Scott B. Miller, CPCU, CIPA

With the exception of the proper
application of the Executive Supervisor
classification, there are few topics that
draw more discussion when auditors
meet than the best way to make an
appointment for the audit. There are
several ways to make appointments what works best depends on a variety of
factors and the auditor's personal
preferences. This article will focus on
making appointments by phone. So
whether you use the phone exclusively,
as one method among others, or very
rarely, I hope this article can help you do
them a little better.
My personal background and
appointment-setting lessons began in
training class at Liberty Mutual in 1981.
This was not so long ago for many of us.
Liberty insisted we make all of our
appointments by telephone so as
enthusiastic new auditors, the members
of the training class picked up the phone
book, picked up the receiver and picked
up some appointments. Making those
first appointments sure brought on
the perspiration!
Having made all of the appointmentmaking mistakes over the years, I can
now say that there is a great deal of art
to doing it well. By thinking of what has
worked and by listening to the customers
I have learned that the appointment is
not mine to make, it is theirs. Let's face
it. We are largely at the customer's
mercy. We all know that according to the
policy conditions, near the back of the
policy, there is a phrase giving us
permission to audit all the records
pertinent to the determination of the
premium. We also know that if the
insured does not "cooperate" with the
audit process, they can face cancellation
of their coverage or an estimated audit.
At the same time don't we just want to
complete the audit without having to
"strong arm" our customer? Can your
skills help avoid the misunderstandings
and extra work that goes along with
estimating audits?
Before writing this piece I wanted to be
sure that I was actually having success.
Maybe I was imagining I was doing well
but the stats just would not hold up. So I
looked back over the last couple
hundred appointments and found a 94
percent success ratio. Out of every 100
audit appointments established by
phone, 94 percent came through. Of

course, about 20 percent of the
appointments had rescheduled from their
original date/time but that's OK. They
called me, we rescheduled and I usually
found someone else who was available
to fill in the spot. How did this happen?

The Audit Starts on the Phone
As many of you may remember from
your accounting classes in college, the
CPAs start their audit with a pre audit
conference with the client. Of course the
scope of the CPA's audit is far greater
than ours but the principles are the
same. But even before we can call the
customer, we have to do a file review to
see what we are getting into. Is this a
single classification doctor's office with
$200,000 payroll and an exempt
principal? Or perhaps this is a multi state
contractor with 8 classifications in each
state, WC and GL, contractor's credits to
verify, a payroll limitation, and a
composite rated auto policy to audit. You
will need this information to work with
the insured to find a mutually acceptable
time for the audit and to tell them what
records you will need.
But I Don't Have Their Number
This is a common cry among newer
auditors. Years ago, for those with large
geographic territories, numerous large
yellow telephone books were a necessity
to find telephone numbers. Now just a
keyboard and the ability to type
www.superpages.com is all that is
needed. A nice thing about using this
site is that the insured's web address is
listed for the insured if they have one.
Quickly scanning the insured's website
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can sure help with the
interview and the writing of
the Description of
Operations. It can also assist when
making the appointment because you
will have a better idea of the scope of
their operations.
Hello. ABC Company. May I Help You?
When you visit an account for the first
time, this is what you often hear.
Whether you are calling a business for
the first time or the seventh, what do you
do? If this is your first time calling and
you don't know the name of the contact
person, say your name, where you are
calling from and gear your question of
them to the size of the organization. If
it's a small company you may ask for the
owner. The next size up you may ask for
the bookkeeper or office manager. When
calling the larger companies you
probably want to ask for the accounting
manager, controller or accounting
department. Once within the accounting
department, you can refine your search
a little more by asking for a specific title.
In almost any size organization I am
always surprised how well I do "getting
in" by asking for the person that handles
the workers compensation audit.
You really do want to state your name
and company right up front. Given the
complete inundation of business people
by telemarketers, you have to come in
with these identifiers or you will be
heading off to voicemail.
Be sure to use a tone of voice that
indicates to others that you have a right
to be calling them. Maybe not the kind
of projection we know as Mr. Radio
Announcer but certainly a confident
tone will get you further than an
uncertain tone.
Getting To Know You
A big piece of the audit is the working
relationship with your contact person. If
this goes poorly, the audit usually comes
out the same way, poorly, and it is more
likely to be disputed. But how to get
this started?
Be certain to make sure the contact
person knows who you are, where you
are from, why you are calling and what
you want to do. Doing this is not only
courteous and professional but gives
you greater credibility and ensures
they don't confuse you with the loss
control guy.

Continued on page 14

To Improve Productivity,
Measure It First

Test Your Effectiveness IQ
By Elaine Appleton Grant

By Elaine Appleton Grant

Want to accomplish more and help your team become more
productive, too? Focus on measurements.
We're always trying to grab the brass ring of increased productivity.
Everyone wants to accomplish more innovative, purposeful work in
less time. But if that's what we're all striving for, why do most of us
often feel like we're falling off the merry-go-round?
In simple terms, you can't change what you don't measure. Most
people, when they try to become more productive, don't assess where
they are today. If they take steps to increase their effectiveness and
efficiency, they don't track their progress. And left untracked, progress
melts away.
But it doesn't have to be that way. Performance experts say it is
possible to measure your productivity with a variety of metrics. Asking
the right questions can help you determine where you are now, where
you're losing energy, time or focus, and whether you're making
progress. Momentum sought advice on the topic from two experts:
Christina Tibbits-Randle, president of the Effective Edge, a productivity
coaching firm in Austin, Texas, specializes in individual productivity;
Rob Cross, an assistant professor at the University of Virginia's
McIntyre School of Commerce and head of the Network Roundtable, a
university-affiliated business research group, studies high performers
and how social networks help or hinder an organization's performance.
Create a Performance Snapshot
Tibbits-Randle recommends that you start on the path to greater
productivity by creating a "snapshot of your current reality" that
measures your performance today. Her clients take a three-minute,
online assessment questionnaire at the outset, then answer the same
questions six weeks later, following coaching or training and follow-up
e-mails. (To take the test yourself, see "Test Your Effectiveness IQ.")
Creating such a snapshot requires both objective and subjective
measures. The best ways to measure individual productivity are
through metrics that gauge both efficiency (how much work are you
getting done in any given period of time?) and effectiveness (are you
doing the right things?) For instance, you need to know how many
hours a week you're working, including the hours that you're thinking
about work-even if it's waking up 2 a.m. worried about, say, an
overdue report. But you also need to identify your level of work-related
stress, a subjective measure. Decrease your stress levels and watch
productivity climb.
Even if you're reaching all of your goals and objectives, you may feel
as if you're drowning if the cost of doing so is too high. According to
Tibbits-Randle, "We're constantly getting feedback from people saying,
'I'm not willing to work seven days a week, but that's what's expected
of me. They've given me this BlackBerry, meaning any time someone
sends me an e-mail I'll get it. I'm constantly plugged in, never
disengaged.'" As a result, "People may be delivering results, but they
don't have the experience of being successful."
Keep Goals Front and Center
Want to become more productive-and less stressed-quickly? First,
post your goals and objectives in front of you-on the bulletin board
behind your computer or taped to your monitor or your car's
dashboard. "The more you keep your objectives in front of you, the
more likely you are to remember them," says Tibbits-Randle.

Continued on page 15

Want to know your true level of effectiveness? Try this
quiz from the Effective Edge and see whether you
are doing well, need to upgrade a little or need a
complete makeover.
Using a scale of "1-Never, 2-Sometimes and 3-Always,"
find out how effective you are at managing your day.
Circle your responses and add up the points to get
"Your Effectiveness Score."
1. I am able to maintain focus during the day.
1-Never 2-Sometimes 3-Always
2. I empty out my inbox regularly.
1-Never 2-Sometimes 3-Always
3. I am able to prioritize my work each day.
1-Never 2-Sometimes 3-Always
4. I spend time regularly assessing how well I am
meeting my goals and objectives.
1-Never 2-Sometimes 3-Always
5. I am able to deliver results on time.
1-Never 2-Sometimes 3-Always
6. I can manage interruptions.
1-Never 2-Sometimes 3-Always
7. I utilize a system to help me manage my projects,
tasks and commitments.
1-Never 2-Sometimes 3-Always
8. I am able to manage information, e.g., paper, e-mails,
voice mails, meeting notes, etc.
1-Never 2-Sometimes 3-Always
9. I feel in control of my daily activities.
1-Never 2-Sometimes 3-Always
10.I am able to balance my work and personal life.
1-Never 2-Sometimes 3-Always
How well did you score?
25 to 30 points: Congratulations on maintaining a
balance of personal and professional, immediate and
long-term focus and managing your life. We encourage
you to keep doing well at what you are doing, but also
continuing to learn new and better ways to manage
yourself as you expand your roles and responsibilities.
15 to 25 points: Maintaining is good-if things stay the
same. It's no doubt that things are moving faster and
faster. You'll need a seamless system that includes
thought-out objectives, a single way to handle each of
the 225 inputs of information that bombard you daily and
to know when to turn off and when to fully engage to
keep the balance in your life.
Less than 15 points: You probably had relatively good
ways for managing things at some point. But you have
outgrown them! You need an upgrade. Here are some
ideas to get you started.
1. Focus on one thing at a time. We tend to scatter our
attention on several things simultaneously and don't
do any of them very well.
2. Take at least 24 to 36 hours off each weekend. Our
bodies and minds respond better when rested.
3. Put your goals in front of you. The more you focus
on them, the higher the likelihood that you will
reach them.
4. Create one task list for all of your to-do's and use
real due dates so you don't drive yourself crazy
remembering what you promised to whom and
by when.
For more information and ideas on how to improve your
productivity, visit http://www.effectiveedge.com.
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Reconciliation
By Robert Frenzer, APA, CIPA, AIS

It was my pleasure to lead the session
devoted to "Reconciliation" at this year's
NSIPA seminar in Chicago. Both
sessions had lively discussions of the
issues surrounding reconciling the
information used to conduct a premium
audit. The audience participation in
discussion topics added greatly to the
value of the session for all and made the
session a pleasure to lead.
The core topic was examined to reveal
the many types of information that need
to be reconciled during the audit
process. Payroll exposures developed
are the most commonly reconciled audit
metric with audit data coming from the
Insured's payroll system and that
information being verified to the various
tax forms filed by the Insured available.
The 940 and 941 forms were shared
with participants, and key data elements
such as Medicare wages, number of

employees, date of business termination,
and signature were discussed. Besides
the federal quarterlies the state
quarterlies were highlighted and a chart
shared that showed for every state
whether Section 125 and Section 129
payments are included in taxable wages
- useful take away information for all.
Sales information can also be verified to
other documents including the annual
tax returns which were also provided to
participants. The tax returns can verify
officer wages, employee wages,
subcontractor costs and cash wages
paid, and sales information. Although
sales are not always verified this is a
good tool and should be employed as a
best practice by auditors.
Finally, we discussed the need to verify
statements made by an insured to
observations made by the auditor. This
can be the most valuable information
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developed during an audit
and can reveal operations
and conditions that mere
paper records cannot convey.
Utilizing time at the Insured's to observe
activities is very valuable to the audit
process and should be encouraged
among field auditors.
Robert Frenzer is NSIPA chair for
Interprofessional Liaison Committee;
founder and president of VISTA
Resources, an organization established
to provide premium audit management
and audit services, and has more than
20 years insurance industry experience
specializing in premium auditing.

Good Life Principle-Understanding Criticism
By Bryan Dodge

Over the years, I have found that there
is only one right way to respond to
criticism. It is amazing how much power
criticism has to stop progress, so we
must turn criticism from a hurtful
comment into a valuable tool. The key is
in your response, not only outwardly to
the person giving the criticism, but also
internally, giving yourself the power to
use it in a constructive way.
The first internal step is to carefully
consider the source. Does the person
that criticized me know me? Do they
know any of the intimate details of my
life or my job? If the answer is no, then
I can't take their criticism to heart. This
determination is important in step two;
determining the accuracy of the criticism.
If the source is a credible one and it
is accurate, then it's time to decide
what to do with it. Step three is to
take it into consideration.
Since most people don't enjoy criticism,
it's important not to react. The difference
between responding and reacting is that
responding has much more thought
behind it. Act on the truths you find in the
criticism, but don't react defensively or in
anger simply because you don't like to
be told you're wrong.
Criticism is important to us because it
gives us the opportunity to see and
improve the faults in the current
processes of our lives. Remember to
quickly consider and act on the criticism
someone gives you, but proceed slowly
when criticizing others. Think about your

own experiences. Some of the
learn to develop the true
constructive and destructive criticisms
understanding of your
that people have told you still influence
choices, because the
your life today. I don't have to tell you
choices you make in the area of
about the power of words when you
constructive criticism matter a lot to your
already know the effect they've had on
future relationships with the people you
your own life. The most hurtful criticism
work with and your loved ones.
usually comes from family members.
Professional speaker, radio personality,
Remember to proceed with caution when and author, Bryan Dodge was a keynote
directing criticism at a person you love.
speaker at this year's Annual Seminar
They have chosen to lower their guard
on the subject "How to Build a Better
because they love, respect, and trust
You." Contact him at (800) 473-1698.
you; they have not put up defenses to
Bryan Dodge Development, Inc.,
protect themselves from your words.
423 W. Wheatland, Suite 102,
Duncanville, TX 75116.
However, constructive criticism is still a
very important and necessary part of life.
Offer it sparingly
and give it only
when necessary.
The correct reason
for criticizing a
person is to
ultimately bring a
positive change in
their life. Do not
criticize when
you're angry or
vengeful. Count
slowly to ten, and
remember the old
adage, "If you can't
say anything nice,
don't say anything
at all." The ability to
1750 Elm Street, Suite 104, Manchester, NH 03104
stay silent is one of
Telephone: 800-633-8447 Fax: 603-645-8444
the greatest gifts
you can give
yourself. Moreover,
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2007 Article of the Year
This article was selected by Scott Miller, editor, as Article of the Year for 2006-2007.
It is being reprinted here as a courtesy to the author and NSIPA members.

A Question of Ethics: Do The Events In Our Society
Sway Our Sense of Right and Wrong?
By Bruce C. Paulson, CPCU, CIPA
The choices we make and the actions
we implement are directly impacted by
our sense of honesty, fairness, trust, and
right versus wrong. Any one of these,
and other synonymous concepts,
reflects the ethical implications of our
choices and decisions. How often do
you think of these concepts before you
make a decision?
We have been inundated by the media,
talk shows, movies, television, court
cases, books, and other stimuli in our
society with issues that provoke ethical
pondering. As we consider the facts and
circumstances, we develop opinions that
are internalized and shared with others.
Through everyday communication, we
share our values, thoughts, and feelings
of these newsworthy events. As we
consider and then deliver our position
while discussing these topics, the
concepts become more engrained in our
being and directly impact our values,
beliefs, and integrity, which make up our
individual ethical mindset.
Corporate Events
Consider one of the most prominent
financial topics over the past few years,
the Enron bankruptcy scandal. The fall
of the energy resource giant caused a
significant number of employees to lose
their entire savings. During the initial
investigations, congressional questioning
led to Enron's leadership stating that
they "believed" the company to be
financially sound. Other Enron
leadership pleaded the Fifth
Amendment, avoiding implications for
their answers. There were reams of
information gathered before this debacle
was adjudicated. We read and heard
communications that implied wrongdoing
and deception. Who was right or wrong,
and is this a story of growing a company
for the best interests of all affected or a
story of greed?
Currently, as many of you reading this
spend a considerable amount of money
on gas for your vehicle; is it right that the
markets should drive the price of
gasoline allowing it to change
dramatically higher while the petroleum
companies are making record profits?

There are several ways to argue this
issue. Is this simply an economic
equation of supply and demand? What
is your position?

Public School
A newspaper article explained the
actions of a teacher in Kansas. She
discovered that several students had
plagiarized their semester projects from
the Internet. After consulting with her
principal and superintendent, each of the
students received a zero. Disappointed
parents of the students went to the
school board and complained. The
board ordered the teacher to give partial
credit and put less weight on that score
for the students' overall grade. Should
the teacher's decision have been
compromised? Is this how we should
respond to cheating?
Sports
Many of us follow sports intentionally
and others follow them because of the
headlines that reflect everything but the
sport. Lately we have had to listen to
both sides of the doping issue after
Floyd Landers won the Tour De France.
We have been apprised of Marion
Jones' drug test that tested positive on
the first round, which puts her victory in
the U.S. Nationals at risk. Major League
Baseball has been railing about steroids

PAGE 12 • Newsline • Spring 2007 • www.nsipa.org

or performance enhancing drugs for
several years to the point players have
been subpoenaed to appear in front of
congressional hearings.
There are regular stories about
professional athletes breaking laws.
Some of these stories reflect the fact
that their celebrity status creates the
headlines. People, celebrities, and
non-celebrities are caught breaking
laws. The celebrities make the
headlines. We, as a society, have
created higher expectations for those
who have been paid extremely high
bonuses and salaries to provide us
entertainment. Many of us pay for the
tickets to attend games or take the time
to watch or listen to the games on
television and radio. When we consider
the doping, law breaking and in college
sports, rule breaking, should these
celebrity cases be adjudicated any
differently than a non-celebrity?
Political Rhetoric
All of us are influenced by events
taking place in our local states and
municipalities. We listen to politicians
who promise everything and deliver little.
They emphasize multicultural and ethnic
diversity, yet we continue to battle racial
inconsistencies. Politicians pronounce
financial remedies for schools, cities,
and associations along with the
reduction of taxes to enhance their
chances of election or re-election. After
the election, quite often they fail to
deliver on their promises. Is it ethical for
politicians to encourage voters then fail
to deliver?
Daily Grind
Each of us could deliberate even further
about a myriad of compromising issues
that are shown on television, in the
movies, in newspapers, in magazines,
on video games, in musical lyrics and a
variety of additional mediums. Consider
a simple daily activity that affects each
of us as we drive our vehicles. Do you
exceed the speed limit? Is that okay?
Also, do you treat a stop sign, especially
for right turns, as a yield sign rather than

Continued on page 18

Career Headquarters
RESIDENT PREMIUM AUDITORS MO, TN, MIDWEST

ACUITY, an A.M. Best A+ rated
regional P&C insurer seeks
experienced Premium Auditors to
meet with insureds at their place of
business to accurately audit exposures
for multi-line commercial policies.
Company car, lap top computer and
related equipment provided. Excellent
salary and benefits package. Send
resume or call Jamie Van Dyck at
800-242-7666 Ext. 1001, email
hr@acuity.com or visit our website
at www.acuity.com. EOE

YOUR YOUR
AD
AD
HERE HERE

Help wanted ads in Newsline are available through NSIPA for $85 per 50 word posting and $20 for each additional 10 words.
Online job postings are also available for $170 for two months. To view additional postings, or to post a job, please visit the
NSIPA website at www.nsipa.org and click on the jobs tab.
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The Delicate Art of Making Audit Appointments by Telephone from page 8
Good To Hear From You Again
If you have visited the account before,
be sure to ask for the same person as
the prior year (see section on audit
preparation). You may even have their
extension. If this person has moved
on to other employment, try asking
for their replacement.
The repeat visit is an opportunity to
re-establish the relationship with the
contact person. If you get the feeling
they don't remember you, just state that
you are the same person as last year.
Many contact people have increased
anxiety from meeting a new person in
an authoritarian role so if you can
reassure them you are the same
professional as last year they are more
likely to relax and work with you and
to keep the appointment.
To increase the level of comfort it helps
to mention something of interest to them
from the prior year. Depending on the
formality of the situation this could be
the commonplace "How's Business?"
to "How are your kids doing in school?"
Have an interest in them and they
will have greater interest in meeting
with you.
Here Is Where It Really Counts
Regardless of whether this is the
first year or the fourteenth year
visiting this company there are
certain techniques that help ensure
successful appointment setting.
• Have available dates in mind when
you call them. You want to avoid
unnecessary travel so have a
selection of dates available that
logistically work for you and from
which they can choose.
• Ask what their time frame is.
This is not only courteous but you
can't do the audit until they have the
records ready.
• Negotiate the date. There will be
days that are better for you and
days that are better for them.
Find the common denominator.
• Now nail down the time. If you can't
meet at the given time that day, move
to the next mutually convenient day.
Once you agree, let them know that
you will call if it looks like you will be
one half hour either way. This avoids
developing a reputation like the cable
guy. No one likes to hang out all day
waiting for someone to show up.

•

•

•

•

•

•

•

Expecting this reduces your hit
ratio and gives you the title of
"the insurance guy."
Always leave your phone number
with the contact person! If you don't
they can't call you to let you know little
Johnnie has to go to the doctor that
day so your hit ratio will go down. Will
this lead to more reschedulings?
Maybe but little Johnnie will always
have a higher priority than you.
Leaving your number will also
make them write down the
appointment. You can hear their
actions on the phone. Before you
give them your number they have
agreed to a date and time but
one half the time they have not
written it down. When you say "Let
me give you my phone number, just in
case," you hear them reaching for a
pen. How many appointments do
you remember that you have not
written down?
Call early. Whenever possible call at
least a week in advance. Some people
like to be called the day before so
save these for fill ins. Everyone's lives
are full these days and giving them
time to prepare is necessary.
Call early, part two. Most people do
not start preparing the paperwork until
they hear from the auditor. On
average mail reports are received
back in the office 35 days after
expiration. Physical audits don't come
back for a few weeks after that.
But because the mail reports "call"
for the information just after the
expiration date, people get their
info together earlier.
Tell them the records you will need.
This is not only courteous to the
customer, it is part of efficient planning
to be sure you can get the audit
completed in one shot.
Answer their questions. This phone
conversation is an opportunity to help
the contact buy into the audit by
helping them understand it.
Always get directions. How many
extra miles have you driven because
you assumed their address? Then add
the extra miles you have driven
because you thought you knew where
they were but they had moved. That
can be a lot of wasted gas, time
and earnings.
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• Always get directions, part two.
Once you ask for directions, the
contact mentally pictures you making
the turns to get to their office. This
solidifies the appointment in their
mind. If you have been there before,
always ask if they are in the same
place as last year.
• Utilize the agent. When you seem to
have hit a brick wall, contact the
agent. They can often clear up any
misunderstandings on the insured's
part and explain the necessity of the
audit to the customer. To the
employer, the agent is shown to have
about 75 percent of the credibility and
the carrier only 25 percent. The agent
can be your best ally!
• Record your attempts. Even the
most skilled appointment setters
cannot get all customers to keep
an appointment. Always keep
the documentation.
Dentist Approach
Some auditors like to phone the
customer a few days ahead of the
appointment. For obvious reasons, this
might be likened to a dentist's office.
This can be an extremely effective
technique, especially if you are traveling
a long way or if the audit is expected to
take several hours. There is little more
disappointing than to reserve an entire
day for an audit only to arrive and find
the contact forgot you were coming and
took the day off. On the positive side a
confirming phone call demonstrates an
extra level of courtesy to the insured and
helps to reinforce a positive,
professional relationship.
Ready, Set, ...
This long article may make appointment
setting seem a long and arduous task,
but it is not. Once you get into the habits
necessary to make these techniques
work, it will take almost no time at all.
Careful use of thirty seconds can save
30 minutes later.
Scott Miller, CPCU, CIPA, APA, AMIM,
AIM, is director, premium audit for
Acadia Insurance Company. Miller has
served as an officer for 20 years in
the local and regional auditor's
associations and was the recipient of
the Betty Gerdes Distinguished Service
Award in 2006, and currently serves
as editor of Newsline.

To Improve Productivity, Measure It First
Next, practice what she calls the "4 Ds":
• Dump: We never look again at four
out of five of the documents we keep.
Get rid of them the first time you see
them, and you'll save time and energy.
• Do it: "If I can respond to something in
two minutes, I do it right away,"
Tibbits-Randle says.
• Delegate: Offload tasks in writing so
that you don't have to explain things
more than once.
• Defer: Make a decision now, but
schedule a later time for that event or
project to take place.
Tibbits-Randle says one major Austin,
Texas-based technology company
reported that after training its employees
in the 4 Ds and similar techniques
(including some documented in Part I of
our productivity series, "Do Less,
Accomplish More-and Make a
Difference"), managers gained an
average of 1.5 hours of productive time
each day. They spent 85 percent less
time looking for things, 29 percent less
time working and thinking about work
each week, and reported a 42 percent
increase in the percentage of time they
spent working on their goals, objectives
and projects.
Tibbits-Randle's techniques and those of
many other productivity coaches focus
on individual productivity. But most
managers and professionals don't work
in isolation. That's where Rob Cross's
work comes in.

from page 9

Cross, who is co-author, with Andrew
Parker, of The Hidden Power of Social
Networks: Understanding How Work
Really Gets Done in Organizations, has
spent 10 years studying organizational
traffic jams-that is, where the bottlenecks
occur in social networks. If a network is
small enough (a department of, say, 10
or 15 people), most members of that
network will know intuitively where the
bottlenecks occur-perhaps all travel
approvals go through George, who only
works on Wednesdays and Fridays. In
larger organizations, those bottlenecksand their costs-are more likely hidden.
Cross applies a variety of metrics to
measure the performance, or lack
thereof, of such networks. For instance,
you can ask everyone in a department
or division to report how much time they
spend preparing for an interaction with
each of their colleagues. Take those
results and apply a loaded salary and
benefit cost to each group member,
and you can create a time/cost map.
Is each person using the appropriate
amount of another person's time, or is
there a better way to organize the group
to avoid expensive bottlenecks?
Energizing Your Workplace
Another way to measure group
productivity is to look at how much
energy individuals provide to others.
"The biggest predictor of high performers
is that they give energy to other people,"
says Cross. Moreover, he says, "People
who are tightly tied to energizers are
also high performers."

To determine who your organization's
energizers are, ask people to rate each
of their colleagues on the answer to the
question: "When you interact with this
person, how does it affect your energy
level?" You can use a simple -1, 0, +1
scale, with -1 meaning "the colleague
drains my energy," 0 being neutral, and
+1 signifying "I feel energized after being
with this colleague." A comparison of the
results will show you who the highest
performers are. Once again, you can
use these results, which probably will
contain some surprises, to reorganize
your organization for better energy useand thus higher productivity.
In the end, productivity is all about
focus and energy-how much you have
to give to any particular task,
collaboration, colleague or long-term
goal at any one time. There's only one
way to find out: measure.
Elaine Appleton Grant is a New
Hampshire-based contributing writer
for Momentum, the Microsoft®
newsletter, magazine and Web site
for U.S. midsize businesses. Reprinted
with permission from Microsoft Corp.
www.microsoft.com/midsize.

NEIS, Inc.
908 South Meriden Road
Cheshire, CT 06410
800-210-4133
www.neis1.com

Over 50 Years of Quality and Service.
PREMIUM AUDIT &
LOSS CONTROL SERVICES
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NSIPA Establishes Premium Audit Quality Standards
By Eugene Bowers Jr, Treasurer

One of the things to emerge out of the
NSIPA Accelerated Planning Retreat
held September 22, 2006 in Columbus,
Ohio, was a committee formed to
develop a set of quality audit standards.
The standards were to be presented
to the NSIPA Board of Directors at
its January 2007 meeting. This
committee was comprised of the
following individuals:
• Eugene "Gene" Bowers Jr, Chair
• Sharon Engle
• Sue Grover
• Richard Nestor
• Jim Marks
This group started working on this
project the very next day after the
meeting, and produced many drafts
prior to reaching the final draft. That
final draft was presented to the NSIPA
Board of Directors in January 2007,
and subsequently approved by the
board then.

This group worked very well as a team,
and the end result is a product that
every member of this group had input
on; all members agreed on the final
product. Every chair should be so lucky
to get a great group of people like this to
work on a project!
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This is not meant to be a
end-all, it is a work in
progress - the industry
changes, so these are to be considered
minimum standards that if not
met, then the audit is considered to be
poor quality.
The standards are included here and
also posted on the NSIPA website,
www.nsipa.org.
NSIPA welcomes any feedback that
you, our members, may have relating
to these Premium Audit Quality
Standards. Please contact the
Executive Office at nsipa@nsipa.org
or by phone at (888) 846-7472.
Eugene Bowers is vice president,
premium audit at Lowry Inc. Bowers
has held several positions with NSIPA,
and currently serves as treasurer.

NSIPA Quality Standards
By Eugene Bowers Jr, Treasurer

NSIPA's purpose is to help educate,
enhance, elevate and promote those
members that work in the premium audit
field. To help meet these purposes, it
was decided by the Board of Directors
that NSIPA should develop a set of
quality standards.
NSIPA has developed these quality
standards as a general guideline.
Company requirements should always
be taken into consideration.
Description of Operations
• List all named insureds, on policy and
owned by insured. Address each entity
specifically.
• Should address all estimated
classifications and all classifications
used on the audit, especially including
standard exceptions.
• Address whether or not subs and/or
casual labor is used, and what type of
work is subcontracted to others.
• State specials - NV cap,
monopolistic payroll.
• FEIN number should be obtained on
every audit.
• When the Executive Supervisor class
is used on either WC or GL the
layering of supervision must be noted.
• Other, by type of business.
• Manufacturing - describe process,
from raw materials used to finished
product. Do they sell retail wholesale value? Install? Install
anything not manufactured by them?
How do they transport goods
manufactured?
• Mercantile - what products are
being sold? How sold (store,
internet, warehouse)? Retail vs
wholesale? Where stored?
Delivered? Repackaging? Install
or service (owned or non-owned)?
Who are their suppliers? Foreign
or Domestic?
• Servicing & Contracting Storage/permanent yard? How are
the materials delivered to the job
site? How are the workers
supervised?
• Miscellaneous - describe the
operation and insure that it is proper
for the classification that has
been used.
Standard Exceptions
• List all if less than 25 employees,
including job description (not title).
• If more than 25 standard exception
employees, should be tested.

Claims
• State whether claimants were
employees, date of loss and make
sure this is placed in the notes section
of the audit.
Testing of OT
• Should be tested, at least
one employee.
• Watch for double time.
Principals
• All should be listed, whether
active or not.
• Include corporate titles,
not working titles.
• Exact description of duties / okay to
state percent for duties.
• State percentage of ownership.
• Validate executive officer status
(charter, minutes, other).
• Make a note in the audit about
appointed officers as they do not
need to be listed. Also make sure you
do not apply Min/Max amounts to
appointed officers.
Worksheet
• Columns should be clearly labeled. It
should be noted if they are being
added or subtracted. Any excluded
basis should be clearly shown in a
separate column.
Payroll Summaries
• Should be tested against weekly time
sheets or time cards for accuracy.
Verification
• Second independent source (i.e. 941,
state UC, sales & use tax, tax report).
• Payroll and sales.
• All balancing adjustments should
be shown.
Underwriter Notification
• 20 percent difference between
estimated and actual.
• New classes, zero payroll classes.
• Entity changes.
• Address changes.
• Principal changes.
• Uninsured subs.
• Housekeeping / hazardous stuff.
Notes to Audit Department
• Where completed, including
address/more than one location?
Never use post office box number.
• Person interviewed, including phone
and email, full name including
title/position.
• Website.

• Condition of records. This can be a
judgment call as to good or poor
condition. Noting any problems
obtaining information from records
may be a better avenue.
• Any problems or issues that arise
out of the exit interview should be
noted here.
• If policy only covers one state and you
find out about other states that should
be noted in the notes section.
• A note should be made if any part of
the audit was obtained by fax, email,
U.S. mail or phone. What was
obtained should be noted as well as
why. It should be noted whether it
was received before or after the
physical audit.
Non-productive
• Two separate attempts/physical visit,
letter, phone call.
• Agent contact.
• Document who, phone number, dates.
Subcontractors
• On large contractors a sample of
certificates should be reviewed.
• On small contractors less than 20 subs
all certificates should be checked.
Wrap-ups/OCIPs
Most times if under $25,000 subs are not
covered by Wrap Up, need to check
closely. Contract, Certificates and
policies should be checked as to named
insured and what coverages apply.
Entities
• Validate - tax forms, other?
ARDs
When you have an anniversary rating
date the audit should be split to and from
that date.
Policy period vs. audit period
For WC this must be within 15 days
except for CA that allows 30 days. For
other lines use best judgment.
Questions that should always
be asked:
• Overtime.
• Airplane.
• Do you have other operations?
• Do you have other locations?
• Do you operate in other states?
Person Interviewed:
• The person interviewed should be a
principal if at all possible.
• If you go to an outside accountant, a
call should be made to a principal to
validate the information.
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A Question of Ethics
coming to a full stop? As we accept or
apply more and more of these erosive
actions, we continue to erode our view
of right versus wrong. Do you agree?
Our Challenge as Insurance
Professionals
As professionals in our complex
insurance industry, we are challenged
with exercising and maintaining the
highest ethical standards. Many of us
are reviewing highly confidential and
personal information and are expected
to use that information for the right
reasons. Daily, we face a significant
number of issues that challenge us to
uphold that expectation. Agents,
underwriters, support staff, and others
are faced with incomplete applications,
low exposure estimates, improper claim
adjustments, errant premium
calculations, improperly applied
coverage forms, and more. We can
choose to follow the law, rules, and
guidelines that apply to our professional
role. We can choose to compromise or
negotiate. Or, we can choose to...(you
fill in your response).

from page 12

Upholding Our Commitment to Ethics
As insurance professionals, we have
agreed to uphold high ethical standards.
We have attained expertise, both
specific and broad. We are directly
impacted by changes in our field as well
as the environment we work in with an
international, national, state, and local
influence. Therefore, as we read and
observe the issues that breach or
question ethical standards, regardless of
the venue, we need to affirm our ethical
foundation. Will we waiver in application
of truth, fairness, understanding of right
versus wrong through the influences of
the activities taking place around us?
Only you will be able to answer this.
It is imperative that we do not
compromise the trust, authority, and
commitments we have made and
represent. Many of the events we hear
and read about can begin to jeopardize
our educated and experienced
application of right versus wrong
thinking and decision making. Soon we
begin to water down principles and
standards that have stood the test of
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time for many years. I encourage all of
us to stay in tune with the issues of the
day both in and out of our industry.
Despite the outside influences, we need
to constantly apply honesty, truth, and
fairness as the basis to our decisions
and actions.
Bruce C. Paulson, CPCU, CIPA, is
currently a premium auditor for
Information Providers Inc, located in
Hopkins, MN. He has been in the
premium audit and Insurance business
for the past 27 years and has attained
his APA, CIPA, and CPCU designations.
Paulson is a past president of NSIPA.

NSIPA Library Update
By Kurt Lang, Senior Vice President

We have added a new corporate video
to the NSIPA Library: Do Right! The
Plan, authored by Lou Holtz. Holtz is a
nationally-known college football coach
who led Notre Dame's storied football
team to nine consecutive bowl games
and a national championship. During
Holtz' illustrious career, he coached six
different college football programs, and
in each coaching job, took a losing team
to a bowl game by the second year. This
video is a follow-up to Holtz's incredibly
successful initial video, Do Right. That
first video is still one of the best-selling
corporate videos, even though it is 18
years old.
Do Right! The Plan is a highly
entertaining video where Holtz relates
football stories to explain his plan. There
are four steps to the plan: 1) have a
positive attitude, 2) maintain focus, 3) be
a dreamer, and 4) be passionate.
Regarding a positive attitude, Coach
Holtz discusses how he turned around
the attitude of his South Carolina
football team after they went 0-11 his

first year as coach there. His message:
"you can either stay down or pick
yourself up."
With focus, he stresses
how important this is to
complete the task at
hand. He relates the
story of Jerome Bettis,
a running back who
played for him at Notre
Dame. Bettis career
was languishing after
he lost focus after three
years with the LA Rams. Holtz helped
him regain it during the summer before
he was traded to the Pittsburgh Steelers.
I think you know what happened to
Jerome "The Bus" Bettis after joining the
Steelers: only a hall-of-fame caliber
career which he ended by helping his
team achieve a victory in the 2006
Super Bowl!
The third step of Holtz' plan is be a
dreamer. Coach Holtz discusses how he
achieved his life-long dream of coaching
at Notre Dame.

"Be passionate" is the final step.
According to Holtz, passion is more
important than talent and is a reason
many of his teams out-performed more
talented football teams. To illustrate the
point, Holtz relates the story of his
second-year South Carolina team
beating highly-ranked Ohio State in a
bowl game.
This 35-minute video is both entertaining
and informative. It is ideal for a local or
regional chapter meeting as a way to reenergize a premium auditor who may be
missing a positive attitude, focus or who
has lost passion for their job. NSIPA
members may borrow this video at no
charge from the NSIPA library by
contacting the NSIPA Executive Office at
(888) 846-7472 or by completing the
library request form at www.nsipa.org.
Kurt Lang, CPCU, CIPA, APA, AM, AU, is
northwest regional manager, SAFECO
Insurance Company, and has been in
the premium audit industry for more than
25 years.
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NSIPA Awards Presentations
The following awards were presented
during the NSIPA Annual Meeting
Tuesday, April 3, 2007, held during the
NSIPA Annual Seminar at the Wyndham
Chicago. Please join us in recognizing
the following individuals for their
dedication and commitment to the
insurance premium audit profession.
President's Award
Mario Fiel, president presented the
President's Award to Brad Feldman,
NSIPA executive director.
Betty Gerdes Distinguished
Service Award
The Betty Gerdes Distinguished Service
Award was established by the NSIPA
board to recognize the special efforts of
a NSIPA member in furthering the goals
of the Society and increasing the
professionalism of insurance premium
auditing. The Betty Gerdes Award is
presented annually to that individual who
best represents continued dedication in
these areas. The 2007 Betty Gerdes
Award was presented by Jim Marks to
Mario Fiel, NSIPA president for 20052006 and 2006-2007.
Newsline Article of the Year Award
Scott Miller, Editor announced the Article
of the Year award winner - Bruce
Paulson, CIPA, CPCU, for his article, "A
Question of Ethics: Do The Events In
Our Society Sway Our Sense of Right

and Wrong?" in Volume 21, Issue 1, Fall
2006. The article appears in this issue
as a courtesy to the author and NSIPA
members. See p. 12.
Auditor of the Year Recipients
Sue Grover, executive vice president,
announced that Jeannie Arnold was
selected as the Central States Auditor of
the Year. She stated that the other
regions would be holding their meetings
and selecting their recipients in the next
few months.
Certifications
In conjunction with the Annual Seminar,
NSIPA is honored to recognize the
following certifications:
CIPA Recognition
Jim Marks, CIPA/CPD/Honors Award
Chair, announced the recipients for the
CIPA recognition for 2006-2007:
Sarah Belcher, CIPA
Alan Burdick, CIPA
Michael Curran, APA, CPD, CIPA
CPD Recognition
Marks announced the recipients for the
CPD recognition 2006-2007:
Audra Coffee, CPD
Ray Fitcher, CPD
Michael Curran, APA, CPD, CIPA
Brian Burton, APA, CIPA, CPD

APA Recognition
Lowell Young, American Institute
for CPCU, stated the Institute's
appreciation for its relationship with
NSIPA, and announced the APA
2006-2007 award winners:
Seth A. Davis, APA
Dawn L. Eschenbach, APA
Patrick S. Hyland, APA*
Eric J. Kingsbury, APA
Nancy J. O'Brien, APA
Suzanne O'Reilly, APA
Douglas Paul Rees, APA
Brian C. Robbins, APA
Carl K. Sunada, APA*
Bernice M. Cizadlo, APA
Crystal B. Flick, APA
Dean D. Hare, APA
Monica C. Johnson, APA
William J. Kelso Jr, APA
Gregory D. S. Kim, APA
Elaine C. Poe, APA
Sheila A. Zingler-Gilbert, APA
Evens Bros, APA
Karen M. Groh, APA
Kyle Kennedy, APA
Kimberly MacBain, APA
Charles K. Newman, APA
Linda G. Adams, APA
Deborah Allen Bok, APA*
Michael Wayne Berry, APA
James Barry Burnett, APA
Melinda C. Crockett, APA
Ronald A. Erickson, APA
Lori A. Essex, APA
Dayna Guldhauge, APA
Julie Hertel, APA
Patricia Janack, APA
Tammy S. Landers, APA
Paul E. Lefebvre Jr, APA
Mary Ann Mull, APA
Jean Petsch, APA
Kathleen A. Taylor, APA
Melissa Vaccarella, APA
Michael J. Welch, APA
*NSIPA member
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Congratulations to the 2007-2008 Board of Directors
Congratulations to the following NSIPA members who will serve on the Board of Directors for the 2007-2008 membership year.
New officers will assume office July 1.
President
Sue Grover, APA,
CIPA, CPCU

Senior Vice
President
Kurt Lang, APA,
CIPA, CPC

2nd Vice
President
Darren
Schombert

Executive Vice
President
Robert Buck

First Vice
President
Jeanne Arnold,
APA, CIPA

Immediate Past
President
Mario Fiel

Treasurer
Eugene
Bowers Jr

Photo
Not
Available

Asst. Treasurer/
Historian
Edward Galloway,
APA, CIPA

The Last Word: Associating with Associations
By Scott Miller, Editor

One of the great questions of our time is
whether we are alone in the universe. I
can't answer this question but I can
clearly state that we are not alone in the
universe of insurance associations. This
universe may even be overpopulated.
Some of these associations are well
known to us such as the Society of
CPCU, the National Association of
Insurance Commissioners and the
National Association of Professional
Insurance Agents.

There are national groups such as
the American Risk and Insurance
Association, the Independent Insurance
Agents and Brokers of America,
and the National Association of
Insurance Women.
We cannot forget state associations
such as the Vermont Captive Insurance
Association, the Nevada Association
of Insurance and Financial Advisors
and the Maryland Joint Insurance
Association. Nor should we miss
the occasional regional group
such as the Southern Risk and
Insurance Association.
There are niche market associations
such as the University Risk Management
and Insurance Association, the National
Association of Independent Insurance

Adjusters and Insurance Loss
Control.org. The NSIPA might best be
expressed as a niche association.
Even the regulators have associations!
Examples are the Association of
Insurance Compliance Professionals,
the American Association of State
Compensation Insurance Funds
(includes the 11 Canadian provinces)
and the International Association of
Insurance Supervisors.

My personal favorite while enjoying
winter in Maine is the Insurance
Association of the Caribbean. Just the
photos on the website make me want to
change jobs. Sadly none are available
at this time.
Aside from demonstrating a limited
degree of ability to search the internet,
my point in writing the article is to
encourage the local, regional and
national insurance auditors associations
to contact these other organizations.
Just like us, they would be glad to find
out about related organizations and the
opportunities that exist from interaction.
We can share speakers and programs,

host joint meetings, learn
marketing techniques,
and generally make
friends who have common interests.
Certainly we have a lot in common with
members of the local chapter of the Risk
and Insurance Management Society. In
fact we conduct audits with their
members everyday.
All of these associations have annual
meetings. Have you ever attended one?
They offer excellent opportunities to
expand your insurance knowledge and
to make new contacts. They also have
newsletters, educational seminars
online, and job resources offering further
benefits. Some associations have
articles in their archives relating directly
to Premium Audit. Look at the
International Risk Management Institute
to see what they are saying about your
job. If you have a desire to be influential
I am certain some of these associations
would enjoy an article or a meeting
speaker about Premium Audit.
So if we are feeling alone in the
insurance association universe, it is only
necessary to gaze into the internet to
find an unlimited number of fellow
professional organizations.
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