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SPECIAL REPORT

Irma Damage Claims in Florida 
Near $5 Billion

By JOHN HIELSCHER, Sarasota Herald-Tribune

Claims for damage caused by Hurricane Irma in Florida are closing in on the $5 billion mark.

More than 22,400 property owners in Southwest Florida have filed claims for insured losses from Irma, 
which blew through Florida five weeks ago.

The Florida Office of Insurance Regulation said 
747,534 holders of residential and commercial 
properties statewide had submitted claims to in-
surers as of the end of last week.

Their losses are estimated at $4.93 billion.

Homeowners account for two-thirds of the claims 
so far, OIR reported. Another 11 percent come 
from other residential dwellings, and 6 percent 
were filed by mobile homeowners.

Property owners have steadily filed claims since 

assessing their damage from Irma, with totals 
rising from $2 billion one week after the storm’s 
Sept. 10 landfall.

Those claims do not include flood damage, which 
is not covered by homeowners’ insurance.

Analysts have estimated from $25 billion to $65 
billion in total damage from Irma.

The combined destruction of property from Irma 
and Hurricane Harvey, which struck Texas in late 
August, could range from $150 billion to $200 
billion, according to a preliminary estimate from 
Moody’s Analytics. Moody’s chief Mark Zandi said 
the U.S. economy could suffer an additional $20 
billion to $30 billion in lost economic output from 
the two storms.

Miami-Dade reported the most claims, followed 
by Orange, Broward, Lee and Collier counties.

This article originally appeared on October 17, 2017 at 
HeraldTribune.com. Reprinted with sincere thanks.



For selection, pricing and location information, please call 877 578-9535 
or visit enterprisecarsales.com

SPECIAL OFFER FOR 
THOSE IMPACTED BY 

HURRICANE IRMA 

  

For selection, pricing and location information, please call 877 578-9535 or visit enterprisecarsales.com

SPECIAL OFFER FOR THOSE IMPACTED BY HURRICANE IRMA

RECEIVE $300 OFF ENTERPRISE’S NO-HAGGLE PRICE.1

_______________________________________________         _______________________________________________          _______________________________________
Customer Name                                                               Adjuster’s Name                                                              Claim #

Upon used vehicle purchase from Enterprise Car Sales.

 Now through November 30, 2017

1Valid at Enterprise Car Sales locations in FL and GA only. Policyholder must have filed a claim due to vehicle damage from Hurricane Irma. Customer must present the voucher for discount. Enterprise will confirm claim number with the policy provider. Contact an Enterprise Car 
Sales Consultant or call 877 578-9535 for details. Limited time offer valid now through 11/30/17. Not transferable. No cash advances and voucher has no cash value. Cannot be combined with other offers and not valid on previous purchases. Offer void where prohibited. Used 
vehicles were previously part of the Enterprise rental fleet &/or an affiliated company’s lease fleet or purchased by Enterprise from sources including auto auctions, customer trade-ins or from other sources, with a possible previous use including rental, lease, transportation network 
company or other use. Photo for illustration only. The “e” logo, Enterprise and “Haggle-free buying. Worry-free ownership.” are trademarks of Enterprise Holdings, Inc. ©2017 Enterprise Car Sales. I00792 9.17 DB

Due to the extreme weather in Florida, you may be one of the thousands of drivers who have been left 
with a damaged vehicle that may need to be replaced quickly. 
 To help you navigate this process and get back on the road as quickly as possible, Enterprise Car Sales 
would like to extend a special offer. For a limited time only, you can receive $300 off Enterprise’s  
No-Haggle Price1 on any of our available inventory. 

At Enterprise, we take great care of our customers – by providing a great product with great service at a 
great price. Our professional Sales Consultants will listen and work with you to understand your needs 
and help you find the ideal vehicle from our inventory of thousands of late-model, low-mileage options. 
 To redeem this offer, present this voucher to Enterprise Car Sales at the time of purchase.

Visit Our Florida Enterprise Car Sales Dealerships
Orlando 5322 E. Colonial Dr. 407-281-8888
Fort Myers  1905 Boy Scout Dr. 239-936-8872
Lauderdale Lakes 2150 N. State Rd. 7 954 486-4370
W. Palm Beach  479 S. Military Trail 561 242-5335

South Miami 17720 S. Dixie Hwy. 305-378-0111
Tampa 3909 W. Hillsborough Ave. 813-243-1822
Clearwater 17335 U.S. Highway 19 N. 727-535-6025
Jacksonville  11034 Atlantic Blvd. 904-265-3725

Visit Our Georgia Enterprise Car Sales Dealerships
Marietta 227 Cobb Pkwy. S. 770-618-8044
Morrow  6800 Jonesboro Rd. 770-969-3116

Duluth 3050 Satellite Blvd. 770-497-0990
Augusta  3208 Washington Rd. 706-855-6558



The Latin American Associ-
ation of Insurance Agencies 
Broward Chapter was found-
ed in September 2010.

The LAAIA strives to protect 
the rights of its members 
through education, informa-
tion, networking, and active 
participation in the political 
environment and communi-
ty service for the benefit of 
consumers.

Have you heard about our 
new Facebook group, avail-
able for members only?

It is fun, easy, and a great 
place for encouragement, 
enlightenment, and to cele-
brate successes and events 
with each other. You can also 
bring your questions and/or 
seek help with situations or 
struggles you may be having. 

It’s another privilege of 
membership!

If you are a Broward LAAIA 
member, then search for the 
Broward Chapter of LAAIA 
closed group in Facebook 
and click on JOIN.

KNOWLEDGEABLE CITIZENS
Hurricane Irma Tests Citizens Response

By MICHAEL PELTIER, Citizens Property Insurance Company

Now the second-largest claims-generating event in Citizens’ history, Hurri-
cane Irma and its aftermath continues to test the company’s catastrophe 
response plan – which, by many measures, proves that Citizens was ready 
to help policyholders in a disaster.

 As of October 17, Irma’s rampage through Florida on September 10-11 
had produced 56,301 claims, including 54,411 personal residential claims. 
The total surpasses the 49,760 claims from Hurricane Frances, making it 
the second-largest claim-generating event in Citizens’ history behind only 
Hurricane Wilma, which generated 143,887 claims in 2005. Irma has left 
behind an estimated $1.23 billion in property damage to date.
 
Citizens dedicated more than 300 of its adjusters to the Irma response and 
deployed approximately 800 independent adjusters, who hit the ground 
the day after landfall to assist distressed policyholders while more than 
750 call-takers began answering policyholders’ calls.

 
“Citizens’ response has required an ex-
traordinary team effort with every part of 
the organization working closely together 
in order to respond to our customers as 
rapidly as possible,” Citizens President/
CEO and Executive Director Barry Gilway 
said. “What an amazing team of people.”
 
The company facilitated the claims process 

by reaching out to adjusters, agents and policyholders before and after the 
storm on social media and on a dedicated Hurricane Irma page on Citizens’ 
public website. Citizens also worked with the press, sent targeted pre- and 
post-landfall emails, and contacted policyholders by letter and phone with 
claims-filing information.
 
During the week of the storm, Citizens mobilized Catastrophe Response 
Centers – its field claims centers – to the 
hard-hit areas of Key Largo, Big Pine Key 
and Marathon, and also to North Miami 
Beach, Florida City and Naples. Within two 
weeks, field workers had helped nearly 
1,800 policyholders and distributed more 
than $1 million in advances for additional 
living expenses.
 
Approximately 100 adjusters worked from a satellite office that Citizens 
opened in Key West just four days after Irma struck.

Citizens’ vendors from across the country provided drones to conduct 
aerial inspections of roofs, and the new claims-handling software from 
Xactware (called Geomni) delivered other dynamic images and better in-
formation for improved loss-estimating efficiency.
 
The company also partnered with a Continued on PG. 4



contractor assistance vendor to help with inspections 
and estimates for commercial properties, which ac-
count for about 1,600 of claims filed to date.
 
As Citizens’ staff responded to Irma, they worked 
with Worley Specialty Services LLC to create a fo-
cused training program, along with a quality as-
surance back-end review process, so that approxi-
mately 180 contractors could receive an emergency 
adjuster Florida license and help Citizens respond 

to the storm.  

“I am extremely proud of Citizens’ response to Hurri-
cane Irma,” Citizens Chief of Claims Jay Adams said. 
“We have asked many people to engage in additional 
duties, and everyone appears to have taken the chal-
lenges head on. Citizens exists to serve the people of 
Florida, and our response has been nothing short of 
impressive! I would like to offer my personal thanks 
to everyone.”

**SAVE THE DATE**
November Networking Dinner Meeting: Join us Wednes-
day, November 1, 2017 for an informative networking dinner 
meeting.  Our guest speaker for the evening will be Joseph Pe-
trelli, President of Demotech, Inc., who will discuss with us 
“Insurers: Surviving and Thriving in Florida’s Property Insur-
ance Market.” Network with the best professionals of South 
Florida and “Breakthrough to Excellence!”

Time: 6:30 pm - 9:30 pm
Where: Hilton Miami Airport (5101 Blue Lagoon Drive, Miami, FL)
Fees
First Member Registration: Complimentary
Additional Member: $25.00
Non-Member: $35.00
Walk Ins: $45.00
Registration Deadline: Monday, October 30, 2017

On Wednesday, November 15, 2017, join your Broward LAAIA chapter at the Plantation 
Preserve Golf Course & Club (7050 West Broward Blvd, Plantation, FL) from 6:30 to 8:30 
p.m. for the Member Connection Dinner/Meeting.

LAAIA Annual Winetasting Fundraiser: To benefit Holtz 
Children’s Hospital: Wednesday, November 8, 2017 from 6:30 
pm to 8:30 pm, at Happy Wine—Coconut Grove (2833 Bird 
Road, Miami, FL). Winetasting Stations, Tapas, Music, and Si-
lent Auction. 
Cost: $70 per person
Register at www.LAAIA.com

SAVE THE DATE! LAAIA Annual Convention 8/1/2018—8/4/2018

SAVE THE DATE! 2018 BLAAIA Strike Out Hunger Bowl-A-Thon, January 21, 2018 at 
Sparez Bowling Lanes (5325 S. University Drive, Davie, FL). Registration is $175 for a Team 
of 4, $50 for a Single Player

http://www.LAAIA.com


Technology Sleuths

Recently, an Ohio court determined that data gleaned 
from a pacemaker was admissible in what is believed 
to be the first case using data from a beating heart 
as evidence in an insurance fraud case. The fraudster 
stated that he was asleep when a fire started and 
he awoke to his home ablaze. He proceeded to pack 
some belongings in a suitcase and broke a window 
with a walking stick in order to throw the belongings 
out and escape through the window.

Several reasons to suspect arson arose, and the police 
obtained a search warrant for the data from the car-
diac pacing device. The cardiologist who reviewed the 

data deemed it “highly improba-
ble” that the defendant could have 
collected, packed, and removed 
the number of items from the 
house, exited the bedroom win-
dow, and carried all of the objects 
to his car during the short period of 
time that his heart rate was record-
ed as elevated. The court deter-

mined that the pacemaker data was similar to a blood 
sample, and was no more private or unconstitutional 
than medical records, which police can obtain for use 
as evidence in criminal cases.

A woman in Pennsylvania claimed she had been awo-
ken and assaulted by an intruder. However, criminal 
charges were filed against her when her fitness track-
er, among other evidence, showed she had not slept 
at all that night and she could not have been awak-
ened by an intruder.

An Arkansas man was suspected of murdering a friend 
in 2015, and the Amazon Echo in the home was cited 
as a possible “witness” to the crime. Although police 
did not get the evidence to prove murder from that 
smart device, the suspect’s smart water heater indi-
cated that an exorbitant amount of water was used in 
the early hours of the morning in what police believe 
was an attempt to cover up the murder.

Some attorneys are using wearable technology to help 
prove that their 

THE INFORMED AGENT
Using Smart Technology to Combat Insurance Fraud

BY HANNAH SMITH

Insurance fraud has been an issue since the inception of insurance policies in the 18th century. It in-
volves any act committed with the intent to obtain a fraudulent outcome from an insurance process.

Fraud can occur when a claimant tries to gain a bene-
fit to which they are not entitled, or when an insurer 
knowingly denies a benefit that is due. Fraud by in-
surers and insureds is actionable in court. According 
to the Coalition Against Insurance Fraud, up to $96 
billion is stolen each year through insurance fraud 
schemes, a number which could be much higher since 
no one knows how many fraud schemes are success-
fully executed without raising suspicion.

New Ways to Cheat

As fraudsters develop new creative ways to cheat in-
surers out of claims payouts, insurers have to re-eval-
uate their detection methods to 
decrease the payouts for false 
claims. Countless fraud attempts 
have been foiled by technology 
through security camera footage, 
personal social media sites, loca-
tion applications, posted pictures, 
and YouTube videos. Since most 
adults use social media today, they 
often leave a trail of public infor-
mation including what they think and say, what they 
have done, and who they are associating with, which 
allows insurance companies to uncover discrepancies 
between the public story and the one told when a 
claim was filed.

Through the Internet of Things (IoT) millions of data 
points are being collected on a daily basis from devices 
ranging from fitness trackers to pacemakers, to home 
security, video doorbells, climate control systems, 
and even some appliances. Many everyday wearable 
objects track steps, breathing, distance traveled, calo-
ries burned, heart rate and diabetes risk, and sun ex-
posure; by no means an exhaustive list.

Smart home devices can allow the user to remotely 
open and close garage doors, adjust the thermostat, 
lock and unlock doors and windows, and monitor and 
interact with the refrigerator. This past year an in-
creasing number of smart devices yielded some inter-
esting information to uncover fraud.

Continued on PG. 6



clients didn’t attempt to cheat their insurers. Law-
yers are using data gleaned via smartwatches and fit-
ness trackers to show evidence of activity levels that 
are lower than those of others in a similar position. 
This data can be indicative of a workers’ compensa-
tion claimant who was actually injured on the job, 
and whose activity is hindered due to that injury.

The decision to allow in pacemaker evidence is the 
first of its kind, but follows a trend allowing social 
media content and smart device data to be discov-
ered. This area of law is largely untested, and setting 
a legal precedent and constitutional privacy frame-
work in direct response to smart technology will help 
to reassure consumers.

From an insurer’s perspective, discovery demands 
must be narrowly tailored in order to produce rele-
vant information and should be reasonably calculated 
to lead to the development of admissible evidence. 
If a fraudulent claim is made and evidence presented 
on social media proves the fraud, it is prudent to en-
sure that the evidence is admissible in court in case 
the insurer is sued for denying the fraudulent claim. 
Admissible evidence can then confirm that the claim 
was indeed fraudulent.

Useful Tools for Insurers and Insureds

The possibilities of using smart technology in insur-
ance coverage cases is growing. Smart cement can 
be used in place of regular cement and will be able to 
detect crumbling, cracking, warping and stressing. In 
the event of a collapse, insurance companies could 
prove that the state knew or should have known that 
the bridge was at risk of collapsing, thus reducing 
paid-out costs.

Smart ovens can warn homeowners if their oven is 
at risk of being engulfed in a fire. Smart locking sys-
tems and alarm systems can show insurers if a break-
in occurred or if the homeowner is trying to file a 
phony burglary claim. Fitness trackers can show if a 
homeowner was really out for a run while the house 
caught fire. Although accessing data collected from 
smart technology might not be practical in the ini-
tial stages of an investigation, and the sheer amount 
of information available may make it difficult to sift 
through, smart technology is a useful tool for insur-
ers and insureds alike.

This article originally appeared on October 2, 2017 at 
PropertyCasualty360.com. Reprinted with sincere thanks.

AGENT PROVOCATEUR
4 Ways to Do Things Your Way as An Insurance Agency Owner . . . 

And Succeed

By ANGIE HERBERS

The new owner of a large independent advisory firm called me the other day and asked if I would help 
him. His family was growing, he said, but his business wasn’t. He talked about his business at some 
length and its success. When he stopped, I told him that I could see some areas where I could help him.

Grow Business

For starters, I pointed out that the business sounded 
as if it was maxed out with his current client base. If 
he wanted to add more clients, he was going to have 
to add to his advisory team (that was already com-
plaining about workload) and his current clerical staff 
of two.

He responded that he couldn’t do that: More people 
would cut into his profit margin, which he felt was al-
ready too low.

Attract More Clients

Then, he said that he just wanted my help to attract 

more clients, but he didn’t want an expensive mar-
keting plan. So, I told him that for most advisory 
businesses the best “marketing” is usually helping 
train the other advisors to do some rainmaking, in-
cluding networking at professional and social gath-
erings of people who typically need insurance or fi-
nancial advisors.

He said he couldn’t do the training because most of 
those gatherings were in the evenings when he want-
ed to spend time with his family, and he “had” to be 
at the events with the other advisors.

Then, I gave another suggestion. I was met with more 
resistance. See a 

Continued on PG. 7



pattern here? 

Reluctant to Do Things Differently?

The good news (for me anyway) is that many of in-
surance advisors recognize that they can benefit from 
professional business help.

The bad news is, because many are charged with 
growing their businesses, the majority are reluctant 
to do things differently than either they or someone 
else did in the past.

As you many have guessed, this is not a formula for 
growth. And because this is so obvious it begs the 
question of, what are these new business leaders 
thinking?

After some thought, it occurred to me that while most 
of these CEO/owners may have the knowledge to run 
their businesses, very few of them have received any 
“mentoring” about how to do their jobs.

Here are some suggestions that I’ve found helpful in 
making young owners or CEOs more successful:

1. Take control of your time. In my experience, the 
number one reason for not taking new initiatives in a 
business is that the owner/CEO doesn’t have time to 
work on them. Which leaves them 
— and their businesses — doing 
things the old way, and stuck with 
the old results.

It’s a business leader’s job to do 
what is right for their business. This 
means they need to take the time 
to make decisions that are right for 
their business. And it’s their job to 
find that time.

If you’re bogged down with small 
stuff, get more help. If it’s because 
you’re wearing too many hats, take 
some off. When your business is small, you can be an 
advisor and still run the business. When your business 
gets larger, you have to pick one or the other.

It’s also your job to use your time effectively. You 
many feel that you’re being nice by letting others set 
your schedule or tell you what you need to do next.

Perhaps you are, but you’re not doing your job. Your 
job is to determine what you need to do next, and 
then do it. When other things need doing, let some-
one else do it.  

2. Learn to delegate. At a small business, the own-
er can do everything; there’s not that much to do. 
At larger firms, owners don’t have that luxury. They 

must rely on other people to do just about everything. 
Monitor what they are doing, get feedback and assess 
their results.

But let them do what they can do, so you can do what 
you need to do.
3. Learn how to make decisions. Small business lead-
ers generally make three kinds of decisions. The first 
is what other people should do. This one is simple: it’s 
everything that other people can do, so that you don’t 
have to do it.  

The second is what you should do. This takes a bit 
more effort. You look at everything that needs your 
attention, and decide which is most important.

This usually involves finding out something about each 
of the options, and then weighing their importance to 
the business. With experience, you’ll get better at rec-
ognizing what you need to do first.

And, finally, you’ll have to decide what to do after 
you’ve decided what to do first, and something else 
comes up — which will regularly happen. This often 
requires the most judgment because most folks are 
inclined to just keep doing what they are doing “to 
get it off their desk.” And more often than not, that’s 
probably the right decision.

In the off chance that it’s not, the 
consequences can be severe; espe-
cially as you decided that it wasn’t 
that important. So, the better 
course is to take a moment to make 
sure that any new problem really is 
less important than the one you’re 
currently working on.

4. Learn to listen. You may have 
your own ideas about what’s hap-
pening, should be happening, and 
should have happened in your 
business, but don’t let your ego get 

in the way of finding out what’s really going on. One 
of the problems with being owner/CEO of a larger 
business is that you’re no longer involved day-to-day 
with most areas of your business.

So, it’s vitally important to the success of the business 
that you listen to people who are. You don’t have to 
take everything that your people tell you as gospel, 
but if it signals an important problem or opportunity, 
check it out.

Unless you’ve been in the military, being the leader of 
a business will be different from anything you’ve ever 
done. To succeed — and to lead your business to suc-
cess — you need to embrace the challenge of making 
hard decisions 

Continued on PG. 8



INDUSTRY INSIDER
Staying Safe: Mitigating Active Shooter Risks

By PATRICIA L. HARMAN

Concerts, sporting events, famous landmarks and festivals are just some of the places where people usually feel 
safe in gathering. That feeling was abruptly shattered in Las Vegas on Sunday night, when 64-year-old Stephen 
Paddock unleashed a hail of gunfire from the 32nd-floor of the Mandalay Bay Resort and Casino, taking aim at 
the 22,000 concert goers attending the Route 91 Harvest Festival.

The Mandalay Bay hotel is a glittering building that of-
fers stunning views of Las Vegas from its upper floors 
and it overlooked the area where the three-day con-
cert was held. When the gunfire finally stopped, al-
most 60 people were dead and more than 500 had 
been wounded.

The number of incidents involving active shooters 
has steadily increased over the last 15 years. In 2000, 
there was one active shooter incident, and in 2015 
there were 20. According to the FBI, the largest num-
ber of active shooter incidents occur in a business set-
ting, followed by schools, open spaces and non-mili-
tary government property.

The FBI defines an active shooter 
is an individual actively engaged in 
killing or attempting to kill people 
In a populated area such as parks, 
schools, houses of worship, med-
ical facilities, transportation cen-
ters, workplaces and other public 
gathering sites.

Escape

Keith Plaisance of Global SHE Solutions, LLC, says there 
are three options when faced with an active shooter 
situation: run, hide or fight, and survival depends on 
having a plan for each of these options.

“If you can get out – do it,” advises Plaisance. “Always 
try to escape and evacuate, and don’t let others slow 
you down with their indecision.”

He said those fleeing should leave everything behind 
— purses, personal belongings and the like. The pri-

ority is to get out of harm’s way. He also empahsized 
the importance of preventing others from walking 
into the danger zone and calling 911 once evacuated 
to a safe area.

Looking for places to hide or ways to get out of a ven-
ue should become second nature in public spaces. 
The uncertainty of where to go or how to escape can 
mean the difference between life or death.

Hide 

For guests, shoppers or workers who can’t get out to 
safety, the next best option may be 
to hide somewhere in the building. 
At the concert, people hid behind 
cars and tables, and several folks 
even hid in a beer truck to escape 
the shooter’s bullets.

Inside a shopping center or office 
building, it is important to silence 
cell phones to minimize the chanc-
es of being discovered. If possible, 
lock the doors to locations like an 
office or classroom. Hiding behind 

large objects can also help to provide some measure 
of protection from any gunfire. Try to remain quiet 
and calm.

Confronting the Shooter

Fighting is a last resort, says Plaisance. For the shoot-
ing in Las Vegas, this was not an option for anyone 
other than responding law enforcement officers. 
Press reports indicate that Paddock took his own life 
before the police Continued on PG. 9

and trying new initiatives.

If you allow yourself to fall back into the comfort zone of what’s been done before, chances are your busi-
ness isn’t going anywhere — and neither are you. 

This article originally appeared on October 13, 2017 at PropertyCasualty360.com. Reprinted with sincere thanks.



By BERNICE NAPACH

Growing trust in business relationships is not all that different from coaching a college football team, 
according to Coach Phillip Fulmer, former head coach at the University of Tennessee, now a partner for 
business development at Finworx, a behavioral finance firm that works with financial advisors.

In his keynote on the first day of the Financial Planning Association’s 

breached his hotel room.

It is important to consider and plan ahead for a vari-
ety of dangers. Plaisance advises the public to always 
be aware of their surroundings and devise some sort 
of an exit plan in public spaces.

In an airport, for example, the most vulnerable plac-
es involve the shops, restaurants and other areas lo-
cated before the TSA security checkpoint. The safest 
place will usually be the gate areas because travelers 
and their luggage have been searched and all indi-
viduals on that side have passed through the security 
checkpoints.

Training and Exercises

Preparing for an active shooter scenario involves the 
development of a workplace violence policy and plan, 
emergency response plans, training and exercises, 
as well as providing physical security onsite such as 
cameras, badged entry or even security guards.

As part of the workplace violence policy, the employ-
er sets the standard for acceptable workplace be-
havior, affirms the company’s commitment to take 
action and provide a safe workplace for employees, 
and addresses not just physical violence, but also 
factors like threats, bullying, harassment and the 
possession of weapons.

Risk Management Strategies

An emergency response plan should be created for 
all hazards — fire, flooding, emergency evacuation, 
and active shooters to name a few. Again, a team in-
volving staff from HR, training, security, the facility 
owner or operator, property managers and others 
should be designed. The plan should address:

Methods for reporting different types of emergen-
cies Evacuation policy & procedure Escape proce-
dures and route assignments Contact information 
for mandatory point of contact Information on local 
hospitals Emergency notification system — e.g., an-

nouncements, cellular system, emails.

Security Assessments

Companies should also conduct a detailed physical 
security assessment. The goal of physical security is 
to deny unauthorized access and protect property, 
personnel and operations.

Employees can be a company’s best source of train-
ing because they can help identify vulnerabilities and 
solutions. Questions to consider as part of the as-
sessment include:

• How easy is it for people to access key per-
sonnel in your business?

• Who gets access in the company or to what 
buildings?

• What landscaping around the business pre-
vents a clear line of sight of who’s around or 
entering the building?

• How do you control access after-hours?
• Are cameras available around the property?

A vital aspect of a holistic security strategy focuses 
on deterrence, prevention, mitigation and recovery. 
Physical security measures can include access and 
control systems, CCTC/surveillance, an emergency 
notification system, first aid, and physical impedi-
ment tools which are designed to impede/prevent an 
active shooter from gaining access into office spaces.  

The key is to develop a plan that will prevent a shoot-
er from gaining access and provide employees with 
the training to respond if a shooting event arises. 
“There needs to be a balance between physical secu-
rity plans and the danger,” concluded Plaisance.

Additional resources on active shooter preparations 
are available from the Department of Homeland Se-
curity, the Federal Bureau of Investigation and the 
Federal Emergency Management Agency.

This article originally appeared on October 3, 2017 at Property-
Casualty360.com. Reprinted with sincere thanks.
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INSURANCE MATTERS
6 Ways Insurance Agents Can Build Winning Teams



By BILL GOUGH, Allstate Hall of Fame Member
 
Do you ever wish there was a shortcut to success? Trust me, I’ve been there. I’ve tried many things over 
the years to become more successful. Yes, I’ve had some failures, but I quickly learned that through 
perseverance, by testing myself and my determination, I gained many more successes in my career. 

I’ve found that the best way to achieve more success is by focusing on myself and my business, and 
getting a little bit better the next day than I was the day before. 

(FPA) annual conference in Nashville, Tennessee, Ful-
mer laid out his recommendations for how advisors 
can build a solid foundation for their team members 
and clients:

1. Be a mentor but do it well. He described a time 
when he failed at that task with Dustin Colquitt, a 
punter for Tennessee who eventually went pro with 
the Kansas City Chiefs. Colquitt was kicking high and 
long when he joined the University of Tennessee Vol-
unteers (the Vols), so Fulmer played him in a game 
where he subsequently kicked out of bounds the first 
two times, followed by a short kick that rolled back 
to the snapper.

Fulmer had failed to establish 
a true mentoring relationship. 
Once he did and cleared the air, 
Colquitt performed better.

2. Set goals and work to achieve 
them. “Know where you can real-
istically go and don’t get paralysis 
by analysis,” Fulmer said.

3. Surround yourself with the people who lift you 
up, then ask them what can be done better. Ful-
mer recalled a time when the Vols were one in 
three, looking for a way get more wins. “The first 
thing we did as a team was as coaches we evaluated 
ourselves. Then we asked the staff what we could 
do better. Then we shared that with everyone on 
the team to work together.” 

4. Remember that talent cannot do it by them-
selves. “As good a leader as Payton Manning was [he 
played for the Vols for four years], we had to get into 
the silos of other positions,” said Fulmer, “…to the 
linebackers, offensive line, support staff, folks in the 
training and weight rooms.”

One way to do that, said Fulmer, is to make an 

example of the best player; coach them the hard-
est, then others watching will also want to be 
coached as hard, and put the best players in a po-
sition of authority.

5. Fix problems as they arise. “Fix the divot,” said 
Fulmer referring to the piece of turf that gets gouged 
out by a golf club. In other words, fix problems as 
they arise.

6. Find something to motivate the team. He re-
called a carved walking stick he received as a gift, 
which led some players to call him Moses. He took 

advantage of the nickname, 
gathering the team in a circle 
and lending each member the 
stick for a certain period of time. 
“They took good care of it; it was 
the first thing on the bus and on 
the sidelines,” and they kept it 
as a secret among themselves, 
as a team thing, that helped 
unite them.

In addition to developing a win-
ning team, Fullmer counseled the audience, advi-
sors must know their own strengths and weak-
nesses and those of their clients. 

Be Humble, Confident

He cautioned advisors to be humble; confident, but 
honest with themselves; and to “count their pen-
nies,” knowing what’s essential in their life in busi-
ness and family.

He concluded by recommending that advisors in the 
audience “look for one bit of knowledge” that they 
can take back and use in their business.

A version of this article originally appeared on October 6, 2017 
at PropertyCasualty360.com. Reprinted with sincere thanks.

Continued on PG. 11

AGENT OF CHANGE
Real Success is Just a Day Away



I once heard a wise man say, “Nothing changes 
if nothing changes.” If you are in business and 
not doing as well as you’d like to, nothing will 
get better and you will keep seeing the same 
results if you do nothing. If you’re in that boat, 
let me recommend kaizen.

Kaizen is a Japanese word that means “improve-
ment” or “change for the best.” 
It’s a simple concept that can 
produce big results.

Small business owners don’t 
have the time to chase suc-
cess. We must create it for 
ourselves. If you’re anything 
like me, it’s difficult for you to 
quickly implement brand new, overhauling pro-
cesses out of the blue. You know what I find much 
easier? Making small changes daily. The true “se-
cret of success” is not performing better than all 
your competitors or winning lots of awards, it’s 
becoming better than you were before.

It’s like the old saying: How do you eat an ele-
phant? One bite at a time.

When situations arise that require making big 
changes, it’s easy to get overwhelmed, to focus 

your energy in the wrong places, and wind up ac-
complishing little. When I do that, I become frus-
trated and wind up no closer to success.

When I decide to start small and focus on dai-
ly changes that help me reach my goal, I find it 
much easier to get the ball rolling and keep it 
rolling. So, what small improvements can you 

make to your business that will 
positively impact your busi-
ness goals?

These changes don’t need to 
be big. It can be as simple as 
writing one extra thank-you 
note a day, making one ex-
tra phone call, booking one 

more appointment. It can be even as simple 
as making it a goal to compliment one staff 
member on their performance each day.

These aren’t big ideas. But done every day, they 
can have big results on your business.

Can you commit to this simple process? Remem-
ber, nothing changes if nothing changes. That’s 
the only catch. You have to make it a priority to 
make these small changes every day in order to 
achieve the maximum success.

ARMCHAIR AGENT
1 in 5 American Homes Have Been Burglarized — Are You at Risk?

By DANIELLE LING

Home invasions can cost homeowners more than just their valuables, but their piece of mind and sense 
of security, too. And according to a new report, experiencing such a traumatic event is much more likely 
than many may think.

Continued on PG. 12

The newly released 2017 Ooma.com home secu-
rity report found that 63% of American homes 
are at high risk of burglary. The data scientists at 
Ooma.com surveyed 1,000 Americans about how 
they protect their homes when they’re away, and 
also found that 16% of Americans say they’ve ex-
perienced a burglary. These victims identified the 
factors they say they believe contributed to or 
caused their home invasion.

Here are the top five factors putting American 

homes at risk:

Number 5: Living in an apartment building. Of 
the 16% of Americans who say they have expe-
rienced a burglary, 7% say living in an apartment 
building put them at greater risk. Apartments can 
be more accessible targets for thieves for a few 
reasons, mainly due to easier access.

Fire escapes or sliding side doors can provide 
thieves with 



easy entry if not secured properly. There’s also 
an anonymity factor, where burglars could po-
tentially walk through an apartment complex 
appearing to others as a resident. The signifi-
cantly smaller size of an apartment compared to 
a home also makes it easier for thieves to cover 
more ground in a shorter amount of time.

In addition, renters experience a burglary at 
nearly double the rate of 
homeowners, according to the 
Bureau of Justice Statistics.

Number 4: An open window. 
Eight percent (8%) of burglary 
victims say an open window 
was the cause of their attack. 
Ooma.com’s home security re-
port found that 60% of Amer-
icans leave their windows open when they’re 
away, putting the majority at risk. Of that 60%, 
approximately 15% say they simply forget to 
close their windows, and another 15% say they 
leave their windows open in warmer weather.

Number 3: An unlocked door. Forty-two per-
cent (42%) of Americans say they leave their 
doors unlocked when they are away from home. 
Some say they plan to return quickly (14%), and 
others say they just forgot (12%). As the number 
three factor, 14% of burglary victims attribute 
their robbery to an unlocked door. Supporting 
this claim, data collected from a 2012 FBI Crime 

Report says 34% of burglars enter through the 
front door.

Number 2: No home security system. As the 
number two factor, 16% of burglary victims say 
not having a security system put them at risk. Ac-
cording to Oooma.com, only 37% of Americans 
own a security system, putting 6 in 10 U.S. homes 
at risk. According to the FBI, homes without se-

curity systems are up to 300% 
more likely to be broken into.

As an incentive, some insur-
ance agencies offer discounts 
up to 20% on homes with a se-
curity system installed. 

Number 1: Neighborhood or 
surroundings. Nearly 24% of 

Americans burglarized say their neighborhood 
or surroundings put them at greater risk. Besides 
taking basic safety precautions like locking doors 
and windows, there are other ways to make your 
home less of a target.

Experts suggest adding more lights in and around 
your property to deter burglars. Keeping the 
lights on inside will make it harder to tell if any-
one is home, and more exterior lights will make 
it easier for would-be thieves to be seen.

This article originally appeared on October 9, 2017 at 
PropertyCasualty360.com. Reprinted with sincere thanks.

LEWIS ON LEADERSHIP
Improving Team Performance

By ROBIN LEWIS

The most important role of a leader is to influence, engage, and encourage his 
or team members to action that’s centered around a common goal. Authori-
tarian, draconian leadership styles have become less effective—although we 
all know at least one manager who still employs them.

Unfortunately, many leaders either have never been taught or simply do 
not understand how to employ leadership strategies that strengthen their 
ability to improve performance and influence action with their team. Some 
others may just need a push to reignite their understanding of these im-
portant strategies.

Continued on PG. 13



2. Promote Recognition: What gets rewarded 
gets repeated. Everyone wants to feel appreci-
ated and valued. It reinforces a feeling of com-
mitment and engagement. When individuals and 
teams go above and beyond expectations and 
achieve great results, recognition is the way to 
encourage that continued commitment to the 
team’s mission, vision, and goals. Recognition 
and celebration of individual and mutual suc-
cesses is the best way to encourage excellence 
over the long term, and how to foster it even in 
times of high workplace stress.

When you nurture a culture of gratitude and rec-
ognition, your team 
will begin to recognize 
each other on their 
own. This creates co-
hesion and a sense of 
community that moti-
vates everyone to per-
form at their best.

3. Connect with Your 
Team: Many people 

BARRY’S INSPIRATIONAL 
CORNER

By BARRY SANDERS

Recite your weekly goals out loud every 
morning! Your positive thoughts will bring 
out the positive energy.

1. Define and Communicate Your Vision: Your vi-
sion is a roadmap to the future of your team. It 
should reflect long term goals and be measurable. 
Hopefully, you already have a vision for yourself 
and your organization—a purpose that drives 
what you do every day. But are you able to effec-
tively share that vision with others, and to put it 
into action that drives results?

When you lead without a vision, important goals 
might not get realized. Your vision brings the 
team together with a common goal, transforming 
simply working together into performing together 
toward something mutually desired, something 
big and exciting.

think that leadership is a trait that some people 
are born with and others are not. But leader-
ship is a choice, one that only you can make; it 
cannot be given or forced upon you. Your team 
knows whether you are passionately engaged in 
being their leader by how you speak about your 
mission, vision, and goals. They can tell through 
your daily interactions if you are as committed 
to their development and growth as you are to 
your own.

4. Empower and Delegate: The harsh reality is 
that a leader cannot possibly do everything that 
needs to be done. You need others who are em-
powered to complete crucial tasks, and you need 
professional backup.

It is both an honor and a thrill to be entrusted 
with responsibility. An effective leader finds ways 
to increase the sense of self-worth in his or her 
team members. Look for ways to give people ad-
ditional responsibility and, most importantly, the 
authority to get it done. Empower and, when nec-
essary and appropriate, train, coach, encourage, 
and reward.

5. Commit to Your Team’s Growth: Leadership 
is a journey that has no actual destination. Great 
leaders make a commitment to growing person-
ally and professionally, and refining their skills 
through continued education, applying the skills 
they’ve learned, and networking, both within 
their organizations and without. This includes 
sharing knowledge and experience with others. 
You never learn as much as when you are teach-
ing, and there is nothing so fulfilling for a leader 
as when we are in the role of coach and mentor. 
Commit to developing your team’s leadership 
skills, and you will lay the foundation for a strong 
organizational leadership pipeline.




