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“...Where there is no vision, the people will perish.”
- Proverbs 29:18
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A Message From President,
Brian H. Merriam

We have all seen the photographs and videos of devastation
caused by spring tornados, and most recently, summer hurricanes
complete with flooding. Our own story started at 3:00 a.m. on
Monday, August the 29", when I was awakened by the realization
that the 11:00 p.m. weatherman predicted our local river was
going to crest at 235 feet above sea level (the normal resting point
is 217 feet.) Since our office building sits at 229 feet, we would be |
under 6 feet of water if the weatherman was correct. With that
realization, [ headed to our office to remove family portraits,
historical memorabilia, and other irreplaceable items of worth,
from our conference room. I found the whole neighborhood
without electricity and eerily quiet as the flood waters began to
creep up the streets of low-lying areas.

(...after Hurricane Irene)

8 At 4:30 am. I called our staff and requested all hands
on deck and asked them to bring flashlights. Then I
made additional urgent trips, wearing a headlamp, to
work in our basement removing vital records. By this
time, the water was pouring through the walls from the
rising pressure of backed-up storm drains. As the river
rose, the drainage of area streams and storm sewers
reversed, causing the flooding effect.

" (...our Parking Lot, post-Irene)

By 8:00 a.m., most all of our computers were unhooked and safely placed in the trunks of our
staff’s cars so as to be evacuated to higher ground as soon as the order was given. By 4:30
p.m. the water was up to within 3 inches of our threshold. In a final effort to stop the rising
tide, we stuffed the door cracks with rags and drove to higher ground trusting our building to
Providence alone. At 10:00 p.m., I went back to our office building and was relieved to find
the water had begun its slow retreat, and by the following morning we reversed Monday’s
efforts and were fully functional by 10:00 a.m.

Many of our clients fared poorly. Some people lost everything they
possessed as their homes and businesses were destroyed. Although some of
our clients carried flood insurance, most did not. We do not. There are
some things many people do not know about this topic that bear review . . .

(turn to pg. 4) . .
Brian H. Merriam, CPCU, ARM, AAI

President, Merriam Agency
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“Good business leaders create a
vision, articulate the vision,
passionately own the vision, and
relentlessly drive it to completion.”
- Jack Welch -

What you have been
saying about Merriam!

From Margie Pedrick,
Fulton Friendship House
Finance Executive, Fulton County

“It's always a pleasure
working with the people at
The Merriam Agency.

Even though today's
technology makes it very
easy not to have human
contact, the team at
Merriam always provide a
sense of personal service
with a positive attitude.”

Thanks!!!
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“Vision without execution is hallucination”
- Thomas Edison

The recent addition of new staff allows us to success-
fully expand our insurance services. The Merriam

P IN THE NEWS: Merriam Insurance purchases

Clickman Insurance Agency recently welcomed Jon Barron on board. Jon

serves as Program Director of the new satellite office in

August, 2011: The Schenectady- Colorado Springs, Colorado. This new location will

based Merriam Insurance Agency,
'announced the deal on Thursday,
~ Aug. 2nd. The acquisition closed the
e ) previous Tuesday. The Clickman
/ * Insurance Agency was located in

Brian Merrim and Leonard Clickman Altamont’ NY.

serve to further enhance the delivery of personal and

commercial insurance options, especially to churches,

Christian camps, and rescue missions in the western
United States. In order to further assist in the growth of
these markets, Joshua Crowder and James Dick have

also been employed. Josh and James bring proven
sophisticated interpersonal skills to bear, honed in both
i feligioes andiseculhr enaran-n
ments. The Merriam Agency

i Wh e n I first me t wi t h Leonar
opportunity to purchase the agency, I was most interested in their

commit ment t MBriath H. Merrtanh, iPresident of, Merriam

Insurance, shared in his letter to the Clickman clients. The Merriam

Agency has a broad offering of services, including personal and business

insurance, life, individual and group health, and financial planning.

Leonard Clickman, president of the Clickman Agency, noted... i T h
Merriam Agency is a fourth generation, one hundred year old family-

owned and operated insurance agency, which shares many of the same

values as we do. 0

also welcomes new associate,
Taylor Schultz. Taylor is
finishing full-time studies
with Empire State College
(SUNY) in Marketing. Join-
ing Taylor in the marketing division, Jenson Merriam,

Josh Crowder

son of owner Brian Merriam, has been hired as a web
consultant and creative director a
of the film/video department.
Lauren Wendell, a recent

Merriam said the acquisition fits well with the current direction of the
agency, which has been serving the personal and commercial needs of
both local and national clients since founded in 1895.

= IN THE NEWS

July, 2011: The Merriam Agency

continues (FOR THE 2nd YEAR) eS[
to be part of an elite group of [IABA

independent insurance agencies °

around the United States participat- ra(:tl(:es
ing in the Independent Insurance L

Agents & Brokers of America 2011 Best Practices Agency

(ITABA or the Big “I”) “Best
Practices” Study Group.

graduate of Le Moyne College

with a major in Business

Administration, has been hired

Jenson Merriam

as an Administrative Assistant.

To attend to the needs of our clients at the Adirondack
branch of the Merriam Agency in
North Creek, NY, Sharon Meade
has been hired as a Customer Service
Representative. Laurie Richardson
now serves as Assistant Customer
Service Representative in the
Commercial Lines division. Melody
Wolford, and returning employee
Maggi e Havejbieedthe
administrative staff at the Merriam Agency’s home

The agencies comprising the study group are selected every third Lauren Wendell
year through a comprehensive nomination and qualifying process and
awarded a “Best Practices Agency” designation. The selected “Best
Practices” agencies retain their status during the three-year cycle by
submitting extensive financial and operational data for review each year.
Only 208 independent agencies throughout the U.S. retained their status

for 2011.

office on Broadway in Schenectady.

In Celebration Of Our Third Location . . .

Jon Barron
Colorado Springs Branch Manager _
2 Y19 9383204 (WE OE wOE
(719) 352-9535 (¢)

jon@merriaminsurance.com
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association of independent insurance agents and brokers, representing a
network of more than 300,000 agents, brokers and their employees
nationally. Its members are businesses that offer customers a choice of
policies from a variety of insurance companies.




-Sir Isaac Newton

From our Col orado

“If | have seen further, it is by standing on the shoulders of giants”

Confusing Terminology

A few years ago, I reconnected with an old
friend from high school who works in
research and development for a large
pharmaceutical company. Out of curiosity,
before we spoke, I decided to read one of the
articles she had published. However,
it wasn’t high school chemistry any more
and even though my eyes glazed over about half-way through the
article, I was able to get the gist of her work and expertise. It is
amazing what a few years of specialized study and work will do to
someone’s vocabulary.

Jon Barron

It seems as if most insurance professionals also use terms that are
confusing. especially in commercial insurance. As we professionals

talk, the two most common terms that seem to arise are A r i sn&k O

imar ket . o

The term "market" is often used by insurance agents in referring
to insurance companies, and [ have wondered why this is so.
However, in the common mind-set, as the consumer, I often assume
that I am "buying" insurance. Thus, I would be the market for the

insurer in most "consumer's" perspectives.

If we look at this from a "risk" perspective, I am actually asking the
insurance company to take on my risk for a price (premium).
Essentially, I am selling risk, and I have to find a market for that
risk. Fortunately, the insurance industry specializes in putting the
two markets together.

As an independent insurance agency (essentially a middle-man), the
Merriam Agency can look at a wide variety of markets (insurers) to
determine who is the best fit to carry your risk (depending on
factors like your history, property, circumstances) and assist in
setting up the contract (insurance policy).

As we talk, please feel free to stop the conversation to ask for
clarification on any terms that slip into our discussion. For more
information - or to follow my blog, “Learning about Insurance”,
contact me through Facebook, email, phone, or LinkedIn.

Jon Barron, Colorado Springs Branch Manager
(719) 488-3206 (w) / (719) 352-9535 / jon@merriaminsurance.com

[y

Gretchen Kitby It is big city business with hometown

Our

(518) 251-5839 / gretchen@merriaminsurance.com
Thanks é\

to Lisa Marie Gonyeau, who coordinated a School Supply
Fundraiser for the Capital City Rescue Mission. The staff
of the Merriam Agency contributed backpacks, notebooks,
folders, pens, pencils, and other supplies for use by residents
at the shelter about to begin a new school year.

From our Adirond

Why the Merriam Agency?

The quaint little hamlet called North
Creek is home to one of the branch
offices of the Merriam Insurance Agency.

service. A lot of the clientele coming
through the front door are called by their first name,
and if they are not known when they first come
through that door, they will be when they leave.

Our mission is customer service and the good of the
customer. To cite one example: Sam (the name has
been changed to protect the innocent) came in looking
for insurance for his pickup. His current insurance had
gone up so he was shopping for a new policy. He was
going through tough times due to the loss of his wife
(she had handled all of the household finances).
I quoted him through one of our carriers and found the
same coverage he currently had for about what he was
paying before his rate went up. He was happy with the
quote, and an appointment was set up for the following
week so as to put the new insurance into effect. After
he left, I tried a couple of other companies and was
able to save him another hundred dollars without any
reduction in coverage. It was a great feeling for me to
know I was able to help and protect Sam by providing
him with great insurance with the added benefit of
saving him money.

I love being from a small town.

When I stop at Stewarts for my coffee to go every
morning, I can greet other customers with a “Hi, how
is your mom doing?” or “Did you see the game last
night, I’'m glad my team beat yours!”

Customer service is first.
Stop by and see for yourself.

Gretchen Kirby, North Creek Branch Manager

Toll Free 1.877.MERRIAM (637-7426)
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“The only way to predict the future
is to have the power to shape it”
-Eric Hoffer

Charles W. Merriam & Son, Inc. 376 Broadway, Schenectady, NY 12301-1038
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Any individual, or business, currently involved in the real
estate industry, knows firsthand how unpredictable that
business can be, especially in today’s economy. Specifically
relating to title agents, business for the past few years has
generally been on a decline, while the cost to do business,
and to actually stay in business, is continuing to climb.
Expenses are up, title underwriters are becoming more strin-
gent in their criteria to be appointed, and claim occurrences
are on the rise.

Over the past two years we have seen a drastic change in the
underwriting guidelines and appetites of insurance
companies writing Errors & Omissions (E&O). Many
carriers are non-renewing coverage or frequently making

changes to their policies.
pow et!

-

- ad

It is a huge advantage, to both our
agency and you, that we have access to
virtually every market writing this class of
business.

The policy forms, exclusions, and endorsements vary from
one insurance company to another and are almost impossible
for a non-insurance professional to decipher.

Due to the changes in the industry, many clients are fearful
of what may happen on their next renewal and are eager to
save as much money as possible when the time comes to pay
the bill. In so doing, they are looking at quotes from several
carriers.

work for you; you do not need to worry abouta
comparing policy forms and coverages from one carrier to =
another. Nor do you need to worry about the possible
exclusions in relation to your specific
business exposure.

So, as you are questioning the [
“unpredictability” of the coming year,

you moving forward.

Jennifer L. Holt
Title Agent E&O, California
877 -MERRIAM (637-7426) ext. 206
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It is important to understand that we do all the *

i We

Toll Free 1. 877 MERRIAM (637-7426)

(continued from page 1)

Here are some highlights:

® Most flood insurance is obtained from the Federal govern-
ment either directly or through an insurance broker,
like Merriam Insurance

eEven “WYO” flood insuranc
insurance companies are underwritten by the Federal
government

e

e Applications carry a 30 day waiting period before
coverage may be bound

® Once a hurricane has been identified applications are
too late

® Coverage is available for buildings and contents, but not
business income loss

® Coverage applies above grade only, not for basements

® Coverage is available under most regular homeowners
policies for backup of sewers and drains and may be
added for, typically, under $100/year

Finally, it should be mentioned that many people, with
whom [ have spoken, not only did not carry flood
insurance but also refused to purchase it even after the
latest events. They argued that it was a freak of nature.
Remember that lightning does sometimes strike in the
same place twice.

I hope you found someone whom you could help during
these recent traumas, whether a flood in New York,
tornados in Tennessee or a wildfire in Texas. Remember,
very little in nature is completely predictable, but the
practice of simple human kindness is a choice we all
possess. May this time of regional tragedy have been
mitigated by good insurance coverage and the blessing of
good neighbors.

SERVI CE TEAM O0CLAI

“ll

Our service team is here to assist you in order to identify the best product
or coverage you need in order to meet your life changes. Additionally,
whenever a claim is filed, our service team is known for its prompt,
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The changing E&O landscape 1
Chartis (AIG) exits the Title E&O market .

Bob Roche, Title Agent Program Director
(877)-MERRIAM (637-7426) ext. 211

bob@merriaminsurance.com

There can be no greater indicator of the volatile
Title E&O marketplace than the exit, effective Oct.
1%, of Chartis (formerly AIG) from the list of
carriers offering Title Agents Professional Liability
coverage. As one of the largest underwriters of
these policies for the past 20 years, this is going to have a far reaching impact
on everyone involved with this industry.

Bob Roche

Chartis was sending “notices of non-renewal,” prior to policy renewals, to
most of their insured for the past two years. However, they would usually
offer terms if the risk passed their increasingly more stringent underwriting
criteria. Now, unfortunately, those “notices of non-renewal” mean exactly
what they say—that Chartis will not be offering renewal terms to any of their
clients’ expiring policies, end of story.

Anticipating changes in our markets is something we at Merriam have been
doing for over 100 years and although somewhat surprised by the very sud-
den exit, we were prepared for this news. We’ve actively sought out alterna-
tives for our clients for the past several years as premiums increased and
various companies entered and exited the playing field. Rest assured, we will
offer as many alternatives for your coverage as needed to protect you.

We have expanded our offerings to admitted and non-admitted options as
long as we are comfortable with the policy forms and the financial stability
of those companies. Toward that end — the sooner we receive your applica-
tion, the more viable options we will be able to offer you ... so, timely return
of your application is very important!

"Vision is not enough, it must be combined with venture .
It is not enough to stare up the steps, we must step up the stairs.”

-Vaclav Havel

Toll Free 1.877.MERRIAM (637-7426)

A word about Broker of Record Letters O

and how we at Merriam use them.

On a related note, BEWARE OF THE “generic” BOR (BROKER OF
RECORD) LETTER that many agents may ask you to sign. This type of
“general” BOR will often block everyone else from all available markets.

When we ask you to sign a Broker of Record letter, it essentially permits
terms to be released to us from THE PARTICULAR COMPANY TO
WHOM THE LETTER IS ADDRESSED. Our Broker of Record letters
are COMPANY SPECIFIC, and we ask for a BOR only when we have
found that avenue “blocked” by a prior submission and we are
reasonably certain that a particular market will have our best available
terms for your policy.

If you have sent an application to another broker, or to multiple brokers,
it must be stated that this, oftentimes, does more harm than good, as
another broker may take your application and send it to all available
markets, thus effectively “blocking” any other broker from getting terms
elsewhere. That broker may block one of our best avenues for your pol-
icy and decide to not even release those particular terms to you (I have
seen this happen more often than I care to remember).

Do not let this happen to you.

Our approach is to examine your application,
decide upon the best markets most likely to offer
the most competitive terms, and then send to
those specific markets for consideration. If we
find we are “blocked” by a submission from an-
other broker, we will then ask for that Broker of
Record letter so we can get those Specific Terms
from that Specific Company released to us.
Please read thoroughly before you sign anything
which may limit your options.

A restaurant is not created overnight.

Years of professional experience are only supplemented by the insight of successful forerunners. Aside from the
clear aspects of the business, the passion, dedication, and perseverance of successful restaurant leaders are,

oftentimes, gained through counsel It is with the
and lasting venture. The same can be said regarding your insurer. Many businesses wish to create a valued relation-
ship with their agent; however, most are fickle in their choosing. A cheap policy, at face value, may seem worthwhile,

but when push comes to shove, are you really benefitting?

Here is our way of cooking up a policy for you.

Not only will we customize it to your needs, but we also shop handfuls of carriers. In doing so, we can see benefits
from all angles and offer you what we know is best for your business. Another advantageous quality of our agency is that, even if we end up choos-
ing multiple carriers for your insurance over the years, you are still always welcomed by our knowledgeable staff, as we build a great, lasting rela-
tionship with you.

Insuring your restaurant through Merriam will not only grant you a custom fit policy but a unique relationship as well. We understand , as
much as you do, that the relationship with the customer is the most important aspect of each of our livelihoods; so why become just a number
from another insurer? Share your successes and vy o urutufegoaldwithhue s Wi
This will allow us to offer you highly-v al ued products such as worker s c ompndempoget growtn ,
productsi all specific to you and your restaurant. Let us be your financial shoulder to help in times of trouble and be there to strengthen in

times of great success.

It wouldn’t hurt to share some dessert either!

Contributed by Taylor Schultz, Assistant Marketing Director / taylor.schultz@merriaminsurance.com
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THURSDAY, DECEMBER 15TH, 201 1 ﬁom 4 pm—7 pm

What would happen today if there was a fire,
accident, or other disaster that affected your home or
New Product Notice... business? Would you know the proper way to control
your expenses and risks? See below for some helpful

M O N TH LY B EN E FlT Ll FE resources in developing and maintaining a sound risk

A NEW TYPE OF AFFORDABLE L/FF INSURANCE management program:
THAT PROVIDES A STREAM OF INCOME OVER . . .
A NUMBER OF YEARS TO YOUR BENEFICIARY Fire Prevention Checklist

Main Street America Group

If you are concerned about your beneficiary being able to
4 4 y 9 msagroup.com/news/Fire_Prevention Checklist.pdf

manage a large lump sum payment, here is a way to economically
solve that challenge by having smaller payments made monthly that are .
more manageable for the recipient. Auto Safety Tips & Resources

IT CAN BE USED FOR: New York City Mutual

http://nycm.com/auto/
A MONTHLY INCOME STREAM
A SPECIAL NEEDS CHILD Risk Management Resources

FOR YOUR FAMILYAS NBED Travelers Indemnity Company
COLLEGE EDUCATION http://www.travelers.com/business-insurance/

CONTACT ROGER GREENWOOD TODAY risk-control/risk-management-resources/index.aspx

roger@merriaminsurance.com / 518.393.2109 ext. 210

®  BUSINESS BUYOUTS
®  PENSION PLAN PROTECTION
® MONEY MANAGEMENT



mailto:roger@merriaminsurance.com

