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TWFG WANTS YOU

1201 Lake Woodlands Dr. Suite 4020, The Woodlands, TX 77380

To Join Our Team!
· Personal Markets
· Commercial Programs
· Life, Health & Financial Services
· Competitive Commissions

· Managements Systems
· E&O Coverage
· Reduce Your Expenses
· Proven Track Record#

1-866-466-TWFG

agentinfo@twfg.net www.twfgga.com

Contact One Of Our Representatives Today#

MD/DC/VA
Barbara Mitchell
301-476-0476

CA/NV/AZ/OR
John Merker
916-601-3846
Mark Bartlett
510-573-4745

LA/MS
Tony Voiron
504-322-7299

TX & All Other States
Judy Rush

713-417-4493
Jean Bronaugh

713-417-7882
Jeannie Hernandez

713-301-8076
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Coming Events
2011 National Convention
June 7-8-9, 2011  
The Golden Nugget Hotel
Las Vegas, Nevada

Candidacy Application P. 18
Agent Registration P. 20

To join the delegation or learn more 
about the National Convention 
contact your local Chapter President 
listed on the back cover of this issue.

GOOD NEWS! 
UFAA's Alternative E & O policy 

has now been available since 

February, 2009. Many agents 

have changed E&O carriers and 

you can too. If you need additional 

information, please visit ufaa.com.

If you have a tip, idea, or a piece 

of news, that could be helpful 

to other agents, let us know by 

emailing voice@ufaa.com.

The 2011 Farmers Agents Survey 

results are in. Go to  www.ufaa.com  

under the News section to see the 

survey results.

Join Today!

TheThe

VoiceVoice

 The Voice is published four times per year by The United Farmers 
Agents Association, a professional association committed to helping our 
members through education, communication, support and information and 
in establishing a true partnership with Farmers Group, Inc. The content of 
The Voice is the responsibility of the elected National Board Members who 
comprise The Voice Committee. Products and services advertised are not 
endorsed by The United Farmers Agents Association, Inc. or its affiliates. 
Complaints or inquiries should be forwarded directly to the advertiser. All 
purchases are at the complete discretion of the customer.
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WHERE IS FARMERS HEADED?
UFAA has recently been deluged with emails and telephone calls from concerned Agent/s, DM's, President's Council, 

Topper Club, Championship and Life Masters agents trying to make sense of many recent FGI activities and upcoming 
activities across the country. 

District Managers are voicing their concerns that they have very little authority over their districts anymore and claim 
all major decisions come from State level or Home Office. They are either being terminated at a record pace or put on 
probation for failing to hit their arbitrary subjective quotas.  As FGI expands eastward it is rumored that DM's will not 
be a part of that process.  FGI has opened many recruiting centers in the last couple of years which is tending to leave 
District Managers out of the picture.  What this means is that many District Managers fearful of losing their jobs have 
become extremely aggressive towards the agency force and in turn we are seeing increased violations of the Independent 
Contractor provision of the AAA contract.

The feedback UFAA is receiving from the agency force is that they are very nervous and restless.  The reason being 
is that many Farmers agents have found themselves in an extremely uncompetitive market cycle for an extended period 
of time.  Not only is it difficult to sell new business, but the attrition level is totally unacceptable in many cases. Remember, 
Farmers competitors are doing everything possible to siphon off Farmers policyholders and are extremely aggressive 
about it in many geographic areas.  Many agents are still reporting huge losses to their folios, since ICE was introduced 
and they don't understand why their folios are off 30% to 37% when they only have a 5% to 10% annual attrition rate.  

On top of all that many agents have expressed that FGI irreparably breached its loyalty to the agent when it purchased 
21st Century a direct competitor against the agency force.  What makes this so egregious is that previously FGI promised 
the agency force it would never, ever compete directly against its own agency force. It has been reported from so many 
sources, that it has now become common knowledge that FGI is about to purge a percentage of the agency force in 
every state. UFAA has depositions on record from several FGI CEO's stating that FGI doesn't have to give a reason for 
termination, but as a matter of policy, FGI never ever terminates an agent without a specific reason.  Hmmm. It looks like 
that's all about to change also. So where is FGI headed?  Does anyone know?  Does anyone feel secure in their role as a 
Farmers agent?  No wonder so many agents, big agencies and small agencies, long term agents and short term agents 
are informing UFAA that they are planning an exit strategy. 

ªAgents Helping Agents!º

Tom Schrader
President
United Farmers Agents Association

IS THERE ANY TRUST?
UFAA is receiving phone calls from agents across the country that they are receiving suspicious telephone calls 

from individuals, usually a female that is requesting an auto quote.  After receiving the quote, she routinely says ªwell 
that quote is a little high, do you represent any other companies that you can quote me, because I can't do that first 
quote?º

UFAA has also received reports of agents being called to their respective State Office and grilled about where 
their policies are going, why their policyholders are leaving and being told they will do customer surveys to find out.
Where is the trust, you know ªtrustº is a two way street.

ªAgents Helping Agents!º

UFAA National Board
United Farmers Agents Association
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CHANGES ARE COMING¼
HOW ARE YOU GOING TO ADAPT?
Here is part of an email I received lately talking about future changes. Whether these changes are good or bad depends in 
part on how you adapt to them. But, ready or not here they come. 

 1. The Post Office.  Get ready to imagine a world without the post office. They are so deeply in financial trouble   
  that there is probably no way to sustain it long term. Email, Fed Ex and UPS have just about wiped out the   
  minimum revenue needed to keep the post office alive. Most of your mail everyday is junk mail and bills.

 2. The Check.  It cost the financial system billions of dollars a year to process checks. Plastic cards and online  
  transactions will lead to the eventual demise of the checks and cash. This plays right into the death of the post  
  office. If you never paid your bills by mail and never received them by mail, the post office would absolutely go   
  out of business.

 3. The Newspaper.   The younger generation simply doesn't read the newspaper. They certainly don't subscribe   
  to a daily delivered print edition. That may go the way of the milkman and the laundry man.
        As for reading the paper online, get all newspapers and magazine publishers to form an alliance.
        They have met with Apple, Amazon and the major cell phone companies to develop a model for paid
        Subscription services. 

 4. The Land Line Telephone.   Unless you have a large family and make a lot of local calls, you don't need it  
  anymore. Most people keep it simply because they've always had it. But you are paying double charges for   
  that extra service. All the cell phone companies will let you call customers using the same cell provider for no   
  charge against your minutes.      

 5. The Music.    This is one of the saddest parts of the change story. The music industry is dying a slow death   
  and not just because of illegal downloading. It's the lack of innovative new music being given the chance to get  
  to the people who would like to hear it. Greed and corruption is the problem. The record labels and the radio   
  conglomerates are simply self-destructing.  

 6. The Privacy.   If there ever was a concept that we can look back on nostalgically, it would be privacy. 
  That's gone. It's been gone for a long time anyway. There are cameras on the streets, in most of the buildings  
  and even built into your computer and cell phone. You can be sure that 24/7, ªTheyº know who you are and   
  where you are, right down to the GPS coordinates and the Google Street View.
             
What about the changes taking place with the economy? What about the changes taking place in the insurance industry? 
What about the changes taking place within Farmers? How are you going to adapt? Or are you? Myself, I'm not so much 
into change. I find as I get older it seems like change happens more frequently. But, I know that you have to adapt with 
changes the best you can or you will be left behind. Some changes you welcome and others not so much. One thing 
for sure, we all know changes are coming at us every second of every day, whether we like them or not. The question 
remains, ªHow are you going to adapt?º

ªAll we will have that can't be changed are memories.º

ªAgents Helping Agents!º

Mike Ward
Vice President
United Farmers Agents Association
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Show Me ªYourº Business Plan
Why would FGI fight so hard for 

10+ years, to not have their Agents 
Appointment Agreement interpreted 
in the courts because of UFAA's 
inspired DRA? What was at stake for 
FGI?

If you have been reading 
the History of UFAA series, one 
issue it speaks of in this issue is 
commitments and goals set by agents 
and then shared with DMs and the 
company. On the surface this practice 
sounds very innocent but depending 
on how you give information to 
your DM and DMM, and now just 
through the Dashboard on Compass, 
can often backfire and agents are 
threatened with termination and 
actually terminated for production, 
although there would be no cause 
given. Keep in mind some states do 
not allow this and even FGI stated in 
the 70s that they use methods just 
short of termination to the NLRB. 
However, they have gone against 
that now in Texas and soon in other 
states. 

The company now uses the 
excellent program called Compass 
which replaces its predecessor 
Gateway as a goal setting tool to 
help agents with their ªBusiness 
Plans.º However, when you input 
data into FGI's system through these 
programs, it becomes an addendum 
to your contract#  It all sounds very 
innocent and I have even spoken to 
agents that have gone so far as to 
put negative numbers in the system; 
meaning their business plan expects 
to lose PIF. My suggestion is even 
negative numbers could backfire on 
the agent because they may not be 
negative enough. 

Before you input numbers into 
Compass try Googling ªgoal setting 

softwareº and you will find many 
programs available which easily 
fill that need, or you can go old 
school and get a ledger book. I am 
somewhat proficient with Excel which 
can do the same thing with a little 
effort. 

In a Minnesota State Office 
webinar intended to give agents a 
heads-up for the expected disruption 
during conversion to FA2, FGI 
confirmed that they have continued 
to lose PIF in Minnesota. However, 
the bleeding has slowed, since FGI 
stopped reporting HH numbers 
in their Customer Management 
Report in June 2009. Even with the 
embarrassing numbers of households 
being ªdriven offº state wide due to 
high pricing, we figure we have lost 
close to half the households since our 
peak in November 2001. Farmers is 
not only losing HH's, but also agents, 
including several of the largest PC 
agents going independent.  While 
FGI changed their focus to GWP, 
most agents maintained a higher 
than average retention. But sustaining 
that is like expecting eroded gusset 
plates to continue to hold up the 
deteriorated and over used I-35W 
bridge over the Mississippi River 
in Minneapolis or the Teflon Roof 
of the HHH  Metrodome Stadium 
in a 2 foot snowstorm. Both (within 
blocks of each other) came crashing 
down in seconds. Studies show that 
disasters like this are not caused by 
one catastrophic event but rather a 
combination of smaller, seemingly 
insignificant factors. And when added 
together¼, we all know the rest of the 
stories. 

Don't get me wrong, this isn't 
just a doomsday rant intended to 
scare, but in my markets we have 
not seen a reduction of customers 

that are ready willing and able to buy 
insurance. On the contrary those 
people are there. They are just not 
Farmers exclusive agent's customers 
anymore. Keep in mind; some are still 
customers of Farmers through the 
new independent channels and 21st 
Century. 

The webinar showed the other 
big companies rate increases, then 
went on to show Farmers smaller rate 
increases with the request from the 
moderator to charge on with this great 
opportunity, while admitting PIF is still 
going backward but the bleeding has 
slowed. And quoting isn't the problem 
as all agents agree there is no rhyme 
or reason to quotes today. One in 
particular stated ªhe was getting 
killedº when in competition with any 
one of the other big players.

Sorry FGI, it is difficult to 
have much faith in this continued 
unacceptable business result and 
until I see actual growth of PIF I find it 
hard to invest much. 

Whatever you decide to use, I 
suggest you keep it to yourself.  When 
my DM asks why I don't share my 
goals with him I just tell him my goals 
are personal, and I don't share my 
goals with anyone. You might ask how 
can I even set a goal when I have no 
clue what Farmers' pricing will be in 
6 months much less the next year. 
Going a step further I ask why I would 
share my goals with my competition, 
which FGI would never admit to, but 
today I believe is true. 

ªAgents Helping Agents!º

Kim Rich
Media Relations
United Farmers Agents Association
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In 2011 FGI/Zurich seems to have decided to ignore the contractual rules of the AAA (Agents Appointment Agreement) 
and the Independent Contractor status that comes with it. By imposing quote requirements, conversion requirements, 
life sales, production and commercial requirements on the agency force, FGI/Zurich has effectively made the agent an 
employee and not an Independent Contractor. While any given change may seem small or tolerable, the incremental, 
unilateral ªrewritingº of the agent contract threatens to leave agents with the worst of both worlds: all of the financial 
obligations and expense of an independent business and all of the restrictions on conduct of an employee. Unless 
challenged, one can only assume FGI/Zurich will continue the process and change the requirements at will. Worse yet, 
the agency force's silence could ultimately be deemed acceptance and acquiescence to any breaches that have been 
committed.  

UFAA strongly fears that, ultimately, many agents will be terminated because they do not fit the subjective matrix that FGI/
Zurich feels is where the agent needs to be. As the agency force dwindles, so too will FGI/Zurich. Having lost their trusted 
agent and advisor, many of the policyholders will likely leave Farmers shortly after the agent.

Given FGI/Zurich's seemingly blatant disregard for the letter and the spirit of the law behind the AAA, UFAA has stepped 
up its efforts to find a legal way to stop the agent purge that is continuing in Texas and starting, according to numerous 
knowledgeable sources, shortly in California, Oregon, Washington and Colorado. Not only is litigation expensive, but the 
research and preparation needed before an action can be filed in court is also extremely expensive.

UFAA is exploring every avenue to stop these unjustified purges that destroy careers and in many cases the lives of 
agents that have given a good part or most of the working careers to the service of Companies and their Farmers 
policyholders. UFAA is asking each agent who was promised that there were no quotas and that they could slow down 
when they reached their comfort level and enjoy the fruits of their labor, to contribute at least $25 to UFAA's Legal Fund. 
With a sizeable Legal Fund we will have the resources to take the legal actions recommended by the attorneys we are 
consulting with. UFAA would prefer to resolve this problem with FGI/Zurich directly, but our requests have fallen on deaf 
ears. We cannot and will not stand idly by as the corporate juggernaut continues to ignore the binding contract that they 
wrote and we signed, and we need your financial support to pursue any and all lawful means of recourse.

Contributions can be made by check or credit card by simply completing the contribution form below and faxing or 
emailing to UFAA's National Office at the addresses or numbers shown on the form.  

You may also make a donation using our secure online store at http://www.ufaa2.com/store/default.asp

Thank you and remember UFAA is about ªAgents Helping Agents!º.

UFAA National Board

UFAA's Legal Fund

_______________________________________________________________________________________
Name                                                                                                                      Non-Farmers Email Address
 
[  ] Yes, I will support UFAA's Legal Fund     [  ] Charge my [  ] MasterCard [  ] Visa $_______________
                                  
_______________________________________________________________________________________
Credit Card Number                                                                                                     Expiration Date
[  ] Enclosed in my check for $______ in support of UFAA's Legal Fund                                                     

_____________________________________________________________________________________
Signature                                                                                                                           Printed Name 
 
UFAA Legal Fund  Email  Fax
9785 Mackenzie Rd Ste 104 OR no@ufaa.com OR 314-631-7963
St. Louis, MO 63123
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January 23, 2011

Dear Sir,

I am one of the 400 agents that were forced to retire in the Harris County, Ft Bend County, Texas area. I was an agent 
with Farmers from 1971 to May 15, 2010, (39 Years). I received the Presidents Council award five times, Toppers Club ten 
times, and Life Championship four times. I was at Mercer Island when they opened the new office with the Scottish Bag 
Pipe Band. It was a great occasion.

It was fun to work with Farmers in the early years when the company was owned by the stockholders and Mr. Early was 
still around. We had parties and contests and everyone worked together like a big family. We were told that we could write 
a good book of business and it would take care of our family the rest of our life and we could pass the agency down to 
our children and grandchildren, but that never happened. We got sold out to BATUS and then Zurich and now we were all 
working for someone in a foreign country and they didn't care about the agent or their families, just the bottom line. We 
had agents commit suicide and many other horrible deaths, due to the pressure placed on them by their District Managers 
and Regional Managers and other managers in the company. Back in the old days, it was mostly Agents and District 
Managers and we worked together as a team helping each other. Back in those days the District Managers had some 
clout with the company, but today the District Managers are just yes men and puppets on a string just doing it to save their 
job. I talked to some District Managers that resigned and they said they could not do what the company asked them to do 
to their agents. It was just not right nor was it to the Agents benefit.

Back in the seventies and eighties we had a lot of fun writing policies for Farmers. We would write 125 per month. In 2002 
Farmers sent a letter to 775,000 policyholders in the state of Texas, stating Farmers was not going to write Homeowners 
in the state in the future. At that time I sent in my resignation as did many other Agents in Texas did, but two weeks later 
I withdrew my resignation and continued for eight more years. I was glad I continued on for the next eight years, but 
my agency dropped from 4500 customers to 1500 when I retired. I was losing 200 to 400 customers per year and my 
contract value dropped from $500,000 to $200,000. Now I am 72 years old and I end up with three checks, and that is it 
with Farmers. Are we to live only one year after we retire? Social Security is surely not enough to live on in this day and 
time. The last couple years I had to borrow from my savings to pay the rent and payroll. When I started, rent was $250 
per month and secretaries made $45.00 per week. At retirement the rent was $3000.00 per month and secretaries made 
$35,000 per year.

I have never been to a UFAA Convention; even though I held local office in UFAA. I would be glad to visit your Convention 
this year and tell my story, if you think it would help other agents. Also, I am sending my $50.00 (the retired agent's 
membership fee) to receive the news and information supplied to the agents of Farmers.

Sincerely,

Harvey LeMaster
Retired Farmers Agent

Editors note:

On May 15th 2010, Harvey and his staff witnessed out the front window of his office in the parking lot the DM and DMM 
high five each other as they left the building after Harvey resigned.

Texas Agent Voices His Displeasure 
In How It Worked Out
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FGI what are you doing?  Seriously are you going to terminate 2% to 3% of the entire agency force in April or May 2011 
and place 13% on the new BRIL program, for no reason except corporate greed?  Shame on you#  Why are you being so 
cold hearted and callous to take the livelihood away from the agency force for no real legitimate reason?  Are you also 
going to eliminate 15% of the employees and management staff? Make no mistake about it; if this is your intention, then 
UFAA may have to air this dirty laundry in the National news media.  Just so you are aware, UFAA has contacts with FOX 
News and ABC News and they are extremely interested in doing an expose' on corporate greed in America.  

On behalf of the agency force, UFAA would like to ask FGI, two questions.  1.) If FGI CEO's have voluntarily stated on 
numerous occasions in previous legal depositions that FGI never terminates an agent without providing a reason, even 
though they are not required to do so, then what is the basis for the agent's purge?  2.) Since an agent pays all of his 
or her expenses, has minimal customer complaints and is profitable regardless of production or PIF; how does that 
negatively impact Farmers?  If it does not, and it doesn't, and you still terminate the agent on that basis then one can 
reasonably conclude that your corporate mentality is petty, mean spirited and callous.  And make no mistake about it, it will 
be seen that way by the agency force and employees.  If you decide to proceed with the agency purge, the agency force 
and the employees will no longer trust your motives and intentions.  UFAA has not found a single agent, DM or company 
management individual that agrees with what you are about to do, as it has no logical basis to it. What will you do once 
you have irreparably created a lack of trust between the agency force and FGI?  Is that the type of future relationship 
you want to have?  If it is, you better look in the mirror and realize what an ungrateful, greedy little corporation, you have 
become.

UFAA National Board

AGENT PURGE

A Myron Steves Company - Standard Lines

Myron Steves is pleased to announce that 
Renee Gage has been named Vice President of 
our Standard Lines Department, Tryton 
Insurance Group. 
Renee began her insurance career in 1989 with Union National Life and 
Fire Insurance Company. In1992, Renee joined a Farmers insurance 
agency where she managed the agency while producing new business and 
maintaining accounts. In1998, Renee was promoted to oversee operations.  
She became a partner in the agency and managed moving the agency from 
Farmers Insurance to Independent Agency status.  The agency offered life, 
health, personal lines and commercial lines products through direct writers 
as well as Managing General Agents such as Myron Steves.  

Renee holds both a Property & Casualty and Life & Health license and has 
been a CIC since 2002.

Renee and her team have made improvements that make it easier for you 
to do business with us through our on-line rating services. 

We have new and unique single entry web interface that enables you to 
rate your customer's business online and earn competitive commissions! 
Our website will allow you to produce small commercial and personal lines 
insurance policies with nationally recognized carriers.  

We also offer access to middle market and specialty carriers. We welcome 
the opportunity to review accounts on submit basis. 

Benefits of Tryton Agency Partners:

No premium commitment  
You own your book of business
NO FEE to access our markets  
Underwriting knowledge & expertise
In-house quoting & binding authority  
Exceptional customer service
48-72 hour turnover on most submissions 
Phone, fax, and email accessibility
Accounts of all sizes can be considered

Go to WWW.TRYTONINSURANCE.COM for information on our NEW on-line 
entry system, REGISTER TODAY to get your ID and password. Then, get quotes 
approved through the Tryton website FAST!
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Just imagine if you were able to leave Farmers and give your policyholders the option to go with you and still receive your 
contract value.     
 
Are you being DARG'd or worried about that happening?  Are you losing your best policyholders because your rates are 
extremely uncompetitive and your contract value is shrinking each month? Are you considering leaving Farmers, but 
staying in the insurance business?  What would you be willing to spend if you decided to leave Farmers AND had the 
right to solicit and rewrite your Farmers policyholders to any company you had an appointment with and still received 
your contract value?  We already seen that those agents who didn't sign the 1984 Agent Appointment Agreement have 
the option of rejecting contract value, retaining their policyholder files, and moving their clients to any other company they 
represent with their policyholders permission.  
 
Suppose the day after your relationship with Farmers ends you were able to contact your former policyholders and offer 
them comparable or better coverage at an attractive savings.  Would they agree to leave Farmers, retaining you as their 
agent?  What would that be worth? Well, you can help make that a reality.
 
Farmers Group, Inc (the management company) is suing a recently terminated California agent for allegedly violating 
the non-solicitation provision, Paragraph H, of her Agent Appointment Agent (AAA).  Shortly after her termination, the 
management company asked a Los Angeles County court to prevent her from using any information she may have had 
about her former policyholders and from contacting or soliciting them for one year.  The court granted Farmers' request, 
except the court surprisingly ruled that if one of her Farmers policyholders contacted her, she could place that policyholder 
with any company she represented.  
 
Knowing that the management company was going to accuse her of violating the court's order even if she never contacted 
or solicited one of her clients, but ended up writing their business when they asked her to continue representing them, her 
attorney filed a petition with the California Court of Appeal to reverse the trial court's injunction.  
 
The appeal, that will now be filed, will ask the Appellate Court to void Paragraph H because it violates Section 16600 of 
California's Business and Professions Code, which states in part, ª[E]very contract by which anyone is restrained from 
engaging in a lawful profession, trade, or business of any kind is to that extent void.º  In addition, the appeal will challenge 
the claim that the Companies own the policyholder records.  
 
As you might suspect, defending yourself in a lawsuit is an expensive proposition and is substantially more expensive 
when the battle is elevated to the appellate level.  In just the last few months, this agent has spent over $30,000 in legal 
expenses and is looking at incurring an additional $50,000 to $100,000 to pay for the appeal.  
 
UFAA has already contributed funds to help offset the cost of the appeal, but a great deal more money is needed before 
the Appellate Court decides whether or not Paragraph H and I are enforceable.  Obviously, the agent and her attorney 
believe the Appellate Court has no choice but to overturn the trial court's injunction and at the same time to rule that 
Paragraph H is illegal and that the policyholder records are not trade secrets.  However, considering a ruling that voids 
Paragraph H and I would be devastating and effectively gut the AAA, you know the management company is going 
pull out all the stops and commit whatever resources are needed in an attempt to prevent the court from throwing out 
Paragraphs H and I.  If the Appellate Court rules the right way, every California agent, except those who signed the new 
AAA introduced in 2009, will have the right to leave Farmers and take the contract value and policyholders with them.   
 
Considering what a tremendous benefit it would be to California agents to have Paragraph H and I thrown out, UFAA is 
asking California agents to join with UFAA in supporting the cost of the appeal.  We are asking every agent who now or 
in the future would like the option of leaving Farmers with their contract value and the opportunity rewrite their former 
policyholders, to help support the cost of the appeal.  We are asking California agents to contribute $50 or whatever 
amount you can afford.  Your contribution may well turn out to be the best investment you have made.
 
Contributions can be by check or credit card by simply completing the contribution form below and faxing or emailing 
to UFAA's National Office at the addresses or numbers shown on the form.  Thank you and remember UFAA is about 
ªAgents Helping Agents !.º 

 ªAgents Helping Agents !º

Allen Yerxa
Director of Legal Activities
United Farmers Agents Association

THE CALIFORNIA APPEAL, 
True Independence ± Life after Farmers
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Name                                                                                       Non-Farmers Email Address

____________________________________                         ____________________________________

[   ]  Yes, I will support the California Appeal

[   ]  Charge my  [   ] MasterCard  [   ] Visa $_______________

___________________________              _______________________________
Credit Card Number:                                   Expiration Date:

[   ] Enclosed is my check for $___________ in support of the California Appeal

_____________________________________________             ____________________________________
Signature                                                                                                   Printed Name

UFAA California Appeal  Email  Fax
9785 Mackenzie Rd Ste 104 OR no@ufaa.com OR 314-631-7963
St Louis, MO 63123

THE CALIFORNIA APPEAL 
CONTRIBUTION FORM
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Information is being received that 
Farmers is beginning the process to 
terminate a large number of agents 
over the next 90 days. 

This is a reminder that all agents 
insured with the UFAA E&O plan 
prior to terminating with Farmers may 
continue their coverage if they intend 
to operate an agency similar to their 
Farmers agency as an Independent 
Agent. The agent will not need to 
purchase tail coverage during this 
transition unless they are completely 
retiring from the insurance business 
or will no longer operate their own 
agency. 

You will not need to notify my office 
unless you are leaving the business, 
have a change in ownership 
structure, such as taking on partners 
or new shareholders or transferring 
your agency to a family member. The 

I quoted my homeowners policy using my information with an 800+ FICO score, no outstanding debt, no claims history 
etc. and guess what?  The quote came in for $1800 per year#

So I thought that I would use a friend to quote that same house.  His FICO score was 620, 4 open lines of credit with 
balances and 4 claims and guess what?  The quote came in for $1200 on the same house per year#

Want to know the difference?

Farmers is using affluence scoring.  In other words, if the client has better a better financial picture then Farmers charges 
what the market will bear#  Now that's just what you wanted to hear.  So when your quotes come up high just remember 
it may be because you can afford it.  That's the reason some agents make the wife the head of household, to get a better 
rate.

Some way to run a business huh?

Concerned Agent

Heads Up on E&O

But you can afford it

change in your contract status with 
Farmers will be addressed on your 
renewal application this fall.

If you know other agents, not insured 
in the UFAA plan, that are concerned 
about their coverage during this time, 
you may have them contact me. If 
they are insured with the Farmers 
sponsored plan, their coverage 
terminates the date their Farmers 
contract terminates and depending on 
the termination type, they may or may 
not be eligible for tail coverage with 
the Farmers sponsored plan and they 
will have to replace their coverage 
once they are Independent. 

I will also be able to direct anyone 
that needs sources regarding their 
Farmers files for E&O protection, 
letters to your insured's, your office 
space and phone and the options you 
may have.

If each of you can get one agent to 
place their coverage with the UFAA 
E&O plan, the group may continue 
to offer benefit enhancements and 
maintain the low premium rates. It is 
to your advantage that the group size 
continues to grow.

ªAgents Helping Agents!º

Thank you, 

Kevin Dahlke
UFAA Plan Broker
United Farmers Agents Association

ªIf each of you can get one agent to place their coverage with the UFAA E&O plan, the group 

may continue to offer benefit enhancements and maintain the low premium rates. It is to your 

advantage that the group size continues to grow.º
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Many of the articles appearing in 
The Voice are written to an audience 
that includes FGI Executives. Many 
of you may think that The Voice is 
written for you the agent only, but as 
an author it is important to know your 
audience. With that in mind I appeal 
to you, the agent, to make an effort to 
express yourself. It is vitally important 
that we have a forum to point out 
obvious mistakes when FGI foolishly 
takes advantage of agents, and/or 
customers. You may feel that writing 
articles for The Voice could alienate 
you from the company, your DM, 
DMM, State Exec, etc¼ but you also 
may find out that an idea you shared 
or something you wrote got through to 
the right person at FGI for a positive 
change. Company Personnel will 
usually take credit, but do you really 
care? 

The Voice is the most powerful tool 
UFAA uses to communicate the 
important issues of the day to all 
Farmers agents, both members and 
non members alike. The Voice also 
filters throughout FGI and believe me, 
they are reading it. 

Who Is Listening?
In January 2011 agents across the 
country united, UFAA members and 
nonmembers alike, to express their 
disappointment in FGI's decision 
to discontinue paper notices to all 
Easypay EFT accounts unless there 
was a change in premium. The 
company quickly realized that this 
was a huge mistake because of the 
amount of flack received from the 
agency force. The issue was highly 
discussed among UFAA's National 
Board and Chapter Presidents. Did 
agents get credit? YES we did, but 
do we really care who gets credit? 
The real reason for FGIs original 
decision wasn't because of efforts 
to save trees and ªgo green.º Put 
another way, going green to FGI 
means make more money, not to 
save natural resources. Every agent 
knew immediately this decision would 
eventually lead to disaster with their 
clients, so they spoke up. This case 
is a perfect example of how effective 
we agents are on a united front. 
Speaking with DMs and State Execs 
got that message across in time to 
stop it, but in many cases it isn't that 
simple. In some cases it may be 

that you are only one of the very few 
agents aware of an issue, or no one 
you speak to understands it. Putting 
it in writing in an article in The Voice 
can often be much more effective 
than trying to get a DM or State 
Executive to go to bat for you. 

In some cases no matter how 
important the issue is to agents, even 
united, we are often unsuccessful, 
facing steep hills, to make the desired 
change. But, standing alone is futile 
and if you care enough about your 
agency, fellow agents, and FGI, it's 
better to join forces and be a member 
of your  agents association. FGI 
needs its agents to be united  in order 
for them to avoid losing customers 
because of some foolish decisions 
based on greed. UFAA may not be 
officially recognized by FGI but rest 
assured, they pay attention, read, and 
listen, especially when they know we 
are right#

Kim Rich
Media Relations
United Farmers Agents Association
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Hello My Friends,
 
I know that everybody is receiving a lot of emails about quoting activity and subscription agreements.  
What we must understand is that the new initiatives that Farmers Corporate is bringing in are not going away.  
Coming April 1st we Agents, District Managers, DMM's, State Exec's and so on are being tracked on a 
number of levers that give us up to a point each--8pts max, setup in a structure called the Agency Growth 
Model .  These points will give us a grade and color ranking us from highest to lowest performers, this is a 
companywide initiative, and every state will be involved.   What makes all of this important is this final score 
they give us can mean if we have a future with Farmers or not.  There are two programs for underperforming 
agents: Opt-in (90 day termination) and Brill which allows one a chance at rehabilitation spanning a period of 
time.  The information is tracked over a three year span and the levers are as follows:
 
1: Quotes Auto  -- 2 quotes per day (470 per year) with a conversion rate hurdle above the state average.  For 
this lever you can receive anywhere from a partial point to 1 point based on percentage completed (between 
50 and 100%)
 
2: Quotes Fire -- 3 Quotes per week (141 per year) with a conversion rate hurdle above the state average.  For 
this lever you can receive anywhere from a partial point to 1 point based on percentage completed (between 
50 and 100%)
 
3: Quotes Commercial  -- 4 quotes per month (40 per year) with a conversion rate hurdle above the state 
average.  For this lever you can receive anywhere from a partial point to 1 point based on percentage 
completed (between 50 and 100%)
 
4: New Business  -- 120 NBNH/NLOB per year with a 13/1 NB-Retention hurdle.  For this lever you can receive 
anywhere from a partial point to 1 point based on percentage completed (between 50 and 100%)
 
5: Life / FFS -- 12 I/P and first year premium hurdle. For this lever you can receive anywhere from a partial 
point to 1 point based on percentage completed (between 50 and 100%)
 
6: Retention  -- 13/1 Retention (existing business) above the state average.  1 point awarded
 
7: Profitability  -- Profitability (Achievement Club profitability metric).  1 point awarded
 
8: Development  -- Complete a course from one of the following:  U of F instructor lead course at Agoura facility 
in LA, course completion toward an Education Designation as outlined in the Achievement Club booklet, On-
line course (from a defined category) through the University of Farmers On-line.  1 point awarded. 
 
 Growth Model Segments
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Agency Growth Model
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Right now I am still trying to ascertain if only the lowest performers are at risk or if they also include the 
below average as well.  Once I find out I will discuss this further with you.  We will be having meetings early 
next month to go over the details and when I get the information on everybody in April I will be setting up 
individual meetings to go over where we are all at.

So in the mean time we need two auto quotes a day (quoting the same auto in Farmers and Bristol West will 
give the 2 quotes needed), for those who are behind we they will need to make up the difference.  We have 
been challenged to quote 132 autos per FTA in every quarter this year, where do you stand? Remember the 
levers they are tracking us on.  Remember, March is the last month of the 1st quarter.
 
Come on Ladies and Gentleman let us show them exactly what District ?? can do!

As always any questions please call or email me.

District Manager

Editor's Note:  

With the team work attitude FGI has been trying to display and touting this seems to be doing nothing but 
creating a dividing wall and is still nothing more than a quota system and Independent Contractors do not have 
quotas.

ABS # Agency Management Software 
     Fourteen years ago Agency Business Systems, Inc. sold the first Windows*  based agency 
management system designed by a Farmers agent just for Farmers agents. Since then, 
imitators have come and gone, but we are still the original, most cost-effective, and best-
supported management system for Farmers agents. We help offices migrate data from 
systems that went out of business, are poorly supported, over priced, or just too hard to use. 
     For those who don't already have a management system, our Dashboard Bridge is a quick 
and easy way to bring information directly from the Farmers Dashboard into ABS! . In seconds 
ABS!  can capture household info (i.e. name, address, phone), claims history, policy info for 
multi-car and single car auto policies (including year, make, model and VIN), fire, life, umbrella, 
RV, boat, and commercial. 
     Independent agents also use ABS"  so it is a perfect place to keep your outside business 
together with your Farmers policies. This makes it easy to rewrite an outside policy into 
Farmers, and just as easy when a Farmers policy must be placed with an outside carrier. Our 
unique client centered design gives you an immediate view of a client's entire insurance 
portfolio regardless of carrier or risk, and all on one screen.  
     The ABS"  Marketing Campaigns offer an organized way to target market and track the 
sales results. The business reports help track staff productivity, and the Document Manager 
can even help your office go paperless. 
     Nowhere else will you find this ease of record keeping, activity tracking and documentation 
for E&O protection. Task automation brings a new level of efficiency to you and your staff. It's 
smart to have your entire agency at your fingertips. Who knows what the future will bring. 
This is just the tip of the iceberg. Learn more at www.agencybusys.com, or call 503 659 6752. 
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The Gathering

ICE

June 5, 2011 will mark the 
beginning of the 11th Annual 
Gathering of Attorneys.  What started 
in the summer of 2000 was UFAA's 
attempt to level the playing field for 
attorneys representing UFAA members 
in litigation with the Farmers Group 
Inc. (FGI), the management company.  
Not only has the Gathering grown in 
attendance over the last decade, but it 
has expanded to a two day event.  

Attorneys from around the country 
are invited each year, many of whom 
have previously faced FGI's hired 
attorneys in court and some who 
are experiencing that challenge for 
the first time.  Because FGI's has 
retained the same top firms in each 
state for years, those firms have a 
distinct advantage over any attorney 
who is asked to represent for the first 
time.  In many cases the situation 

Not one day goes by that UFAA doesn't receive numerous emails and telephone complaints from agents and District 
Managers concerning ICE and what a destructive effect it has on their FOLIOS.  It all started with the November 2010 Folio 
and has gotten progressively worse.  No one in FGI is willing to admit that there is a flaw in the program and it seems all but 
impossible for agents and District Managers to reconcile their folios, but most everyone agrees there is something terribly 
wrong.  The District Managers have let it be known that it is so bad, that they are literally being put out of business and agents 
are drawing on lines of credit to survive.  

UFAA is now being made aware by agents that, after much research, they are starting to discover issues with commercial 
lines, specifically renewals where the renewal didn't go out to the customer.  This could just be the tip of the iceberg and UFAA 
is researching this possibility.  FGI has been strangely silent on the folio issue and many agents and District Managers are 
wondering why there isn't a greater spirit of cooperation in this matter.  FGI is not ignorant of the issue as many, many agents 
and District Managers have brought this matter to their attention, they just haven't acted interested in pursuing the matter for 
some reason.  Point of Fact, agents aren't interested in assigning blame, just finding a resolution.  So how about it FGI; can we 
work together and find a solution to this problem?

UFAA National Board 

arises when an agent feels wronged 
and wants to sue or is being sued for 
some alleged violation of the Agent 
Appointment Agreement (AAA).  There 
are also situations where agents are 
merely given a three month notice 
of termination without any reason 
or justification and they simply want 
to continue doing what they were 
promised they could do when first 
recruited.  

This year invitations are being 
extended to over 40 attorneys 
throughout the country from the states 
of CA, TX, AZ, CO, IL, KS, MI, MN, 
NE, NV, OH, OK, OR, TN, UT, WA 
and WI.  As in the past, a number of 
the attorneys are located in California.  
This year an equal number located in 
Texas will receive invitations, because 
of what has happened in Texas since 
last year and what is expected to 

continue in 2011.  If you are or know 
an agent who is currently in litigation, 
or you are an attorney that is or has 
represented an agent, please send 
the name and contact information for 
the agent or attorney to the UFAA 
Legal Director, Allen Yerxa, at ayerxa@
ufaa.com.  Every attorney that has 
ever attended one or more of the 
Gatherings has thanked UFAA for 
providing the opportunity to share their 
experiences or learn from those that 
have done battle before them.  

ªAgents Helping Agents!º

Larry Tencer
United Farmers Agents Association

UFAA'S QUESTION OF THE DAY

If Farmers non-renews commercial, or P&C policies because of ICE or any number of other system malfunctions,  
is it a breach of the AAA contract to place that piece of business outside Farmers? Are agents willing to ® nd out?



The Voice · 17 · Spring '11

FA
R

MERS AGENTS ASSO
C

I A
T

IO
N

 FA
R

MERS AGENTS ASSO
C

I A
T

IO
N

 



The Voice · 18 · Spring '11

!""#$%&'$()*+(,*-.!!*/++$%0*1&)2$2&%3*
!"##$%&'()*&+$,)&-.$

$
!"#$ %&''$ ()**$ +,-./0,1$ 2/03#0-./0$ .0$ 450#$ 6.11$ "/17$ #1#8-./09$ :/;$ -"#$ :/11/6.0<$
=/9.-./09>/::.8#9?$
$

/0.(&$10+&'()*23$405-0'&-6$&*.$7(-05')-$&'$8&-90$
$

!".9$ *99/8.,-./0$ ",9$ <;/60$ ,07$ =;/9=#;#7$ @#8,59#$ <//7$ A#A@#;9$ ",3#$ 8"/9#0$ -/$ 9#;3#$ -"#$
*99/8.,-./0$ ,9$ B.;#8-/;9C$ <.3.0<$ ,07$ 9",;.0<$ -"#.;$-,1#0-9C$ 9D.119C$ .7#,9C$ #E=#;.#08#9C$ ,07$ -.A#F$
GE8#=-./0,1$ ,07$ /5-9-,07.0<$ =#/=1#$ @#1/0<$ -/$ -".9$ *99/8.,-./0$ ,07$ -".9$ *99/8.,-./0$ 0##79$
#E-;,/;7.0,;H$ 1#,7#;9F$ I#$ /0#$ /:$ -"/9#$ 1#,7#;9$ ,07$9-,;-$ -".0D.0<$ ,@/5-$ ;500.0<$ :/;$ ,$ =/9.-./0$
0/6F$
)/;$A/;#$.0:/;A,-./0C$8/0-,8-$/0#$/:$-"#$A#A@#;9$/:$-"#$+/A.0,-.0<$2/AA.--##?$
$

J-#3#$K,11C$2",.;$L$M%NOPMQO''%%$ $ $ R5;;,H$).0DON%&OS%%OSM&N$ $
TH1#$K,07$L$S&%OUSSOU&%&$ $ $ $ V/@#;-$)/E$L$%U'OW%&O%Q'N$ $
X#.-"$!5;0@,5<"OW'QONUNO'WSU$ $ $
$ $ $ $ $ $ $ $ $ $ $ $$

#::+(5&'()*$;)-$!"##$<;;(50$=&*.(.&56$
$

+,A#?$$ $ $ $ $ $
$
Y"/0#$+5A@#;?$$$ $ $ $ $
$
GA,.1?$$$ $ $ $ $
$
Y1#,9#$,88#=-$AH$8,07.7,8H$:/;$-"#$=/9.-./0$Z[::.8#$/:\?$$$ $ $ $ $ $
$
+5A@#;$/:$H#,;9$,9$,$),;A#;9$*<#0-?$$$ $ $ $ $ $ $ $
$
+5A@#;$/:$H#,;9$,9$,$()**$R#A@#;?$$ $ $ $ $ $ $ $
$
K,3#$H/5$,--#07#7$,$()**$+,-./0,1$2/03#0-./0]$$$$ $ $ $ $ $
$
K/6$A,0H$H#,;9$",3#$H/5$,--#07#7]$$$ $ $ $ $ $ $ $
$
T,9-$H#,;$,--#07#7?$$ $ $ $ $ $ $ $ $ $$
$
^",-$/::.8#9$",3#$H/5$"#17$/0$-"#$+,-./0,1$1#3#1$/;$2",=-#;$1#3#1]$$
$

$ $ $ $ $ $ $ $ $ $ $ $$
$
$ $ $ $ $ $ $ $ $ $ $ $$
$

V#-5;0$-/?$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$$J-#3#$K,11$
+/A.0,-.0<$2",.;$

'Q&%P$I/-"#11$G3#;#--$K6H$I'$
G3#;#--C$^*$WU%&UO'Q&%$
GA,.1$L$5:,,%%_,/1F8/A$



The Voice · 19 · Spring '11



The Voice · 20 · Spring '11

!
!

"#$%&'!()*+&*,!)-&#%,!),,./$)%$.#0!$#/1!
2344!#)%$.#)5!/.#6&#%$.#!

7"#&!89:!
*&-$,%*)%$.#!(.*+!'"&!);*$5!4<0!2344 !

!
!

! ! ! ! ! ! ! ! ! ! ! ! ! ! !
"#$%!&#'()#*!+#$%!),%-!.+!/#-0%1! ! ! ! ! ! ! ! 23#4(%5!")$/%5!
!

6!#$!#!-%*%0#(%7#*(%5+#(%7$%$/%5!&'85'*%!.+%1!! ! ! 9%,:!6!;8**!/58+0!(3%!<.**.;8+0!0)%,(&,1! !
!

! ! ! ! ! ! ! ! ! ! ! ! ! ! !
"#$%!&#'()#*!+#$%!),%-!.+!/#-0%1! ! ! ! ! "#$%!&#'()#*!+#$%!),%-!.+!/#-0%1!
!
! ! ! ! ! ! ! ! ! ! ! ! ! ! ! !
"#$%!&#'()#*!+#$%!),%-!.+!/#-0%1! ! ! ! ! "#$%!&#'()#*!+#$%!),%-!.+!/#-0%1!
!

=38,!5%08,(5#(8.+!;8**!0%+%5#(%!>.)5!8-%+(8(>!/#-0%&,1?!!=38,!/#-0%!$),(!/%!;.5+!(.!0#8+!#''%,,!(.!(3%!<)+'(8.+&,1!>.)!#5%!
5%08,(%5%-!(.!#((%+-?!!%=&*&!>$55!?&! !" !&@/&;%$.#,!%.!%=$,!;.5$/A1!!%=&!/.+;5&%&!
*&-$,%*)%$.#!(.*+!)#'!;)A+&#%!+",%!?&!*&/&$6&'!$#!% =&!#)%$.#)5!.(($/&!?A!);*$5!4<0!
23441!
!

,BCDEFGDH!
@)+%!!!AB!"#(8.+#*!C.#5-!#558D%,?!
@)+%!!!EB!"#(8.+#*!C.#5-!$%%(8+0:!'.+(8+%+(#*!/5%#F<#,(!GBHI!#$:!$%%(8+0!JBII!#$?!23#4(%5!K5%,8-%+(,!#558D%?!
@)+%!!!LB!23#4(%5!K5%,8-%+(,!/5%#F<#,(!MBII!NJBII!#$:!O%%(8+0!JBII!#$!NHBII!4$?!P%*%0#(%,!#558D%?!Q.,48(#*8(>!5..$!.4%+,!#(!EBII!4$?!
@)+%!!!MB!"#(8.+#*!2.+D%+(8.+!R4%+8+0!C5%#F<#,(!/%08+,!#(!MBII!#$?!"#(8.+#*!2.+D%+(8.+!/%08+,!#(!GBHI!#$?!
@)+%!!!GB!"#(8.+#*!2.+D%+(8.+!/%08+,!#(!GBHI!#$?!2.'F(#8*,!/%08+!#(!LBII!4$?!C#+S)%(!#(!MBII!4$?!
@)+%!!!JB!"#(8.+#*!2.+D%+(8.+!/%08+,!#(!GBHI!#$!#-T.)5+,!#(!#445.U8$#(%*>!VWBII!+..+?!C.#5-!$%%(8+07*)+'3%.+!#(!VWBHI!4$?!
!

*IIJ!*DKDLMNOPIQK!$),(!/%!$#-%!/>!%#'3!8+-8D8-)#*!.+!.5!/%<.5%!)RLPG!4<0!2344!2#**!(3%!X.*-%+!")00%(!#(!VNGIINLHAN
HAEA?!;GDNKD!SD!KFLD!OI! JDQOPIQ!OCNO!TIF!NLD!NOODQEPQU!OCD!"())!BIQMDQOPIQ!8+! .5-%5!<.5! ),! (.! 0%(! '5%-8(!<.5!>.)5!
5%,%5D#(8.+?!Y.)(3!=.;%5!5#(%,!#5%!Y)+N=3)5,!#(!ZHJ!4%5!+803(!4*),!(#U:![58NY#(!#(!ZME!4%5!+803(!4*),!(#U?!!23#4(%5,!;8**!/%!
5%8$/)5,%-!IQGT!<.5!(3%85!-%*%0#(%,!#(!(3%!Y.)(3!=.;%5!5#(%!#(!ZWV?LE!4%5!+803(!#+-!IQGT!<.5!(3.,%!,(#>8+0!#(!(3%!X.*-%+!
")00%(!(35.)03!\[]]^,!'.+(5#'(%-!45.05#$!-)58+0!(3%!'.+D%+(8.+!-#(%,?!!\[]]!;8**!+.(!3.+.5!#+>!.(3%5!#''.$$.-#(8.+,!
.5!#55#+0%$%+(,?!!
!

=3%!/IQMDQOPIQ!*DUPKOLNOPIQ!<%%!,'3%-)*%!8,!*8,(%-!/%*.;?!!=3%!*#,(!-#>!(.!5%08,(%5!;8(3!(3%!"#(8.+#*!R<<8'%!8,!]458*!VE:!
WIVV?!%=&!/.+;5&%&!*&-$,%*)%$.#!(.*+!)#'!;)A+&#%!+",%!?&! *&/&$6&'!$#!%=&!#)%$.#)5!
.(($/&! ?A! )RLPG! 4<0! 23441!! ;GDNKD0! OCDLD! BNQ! SD! QI! DVBDROPIQK! ULNQODE! NWODL! )RLPG! 4<0! 23440!NK! XD! BNQQIO!
NBBIJJIENOD!NQT!GNKO!JPQFOD!LDYFDKOK1!K*%#,%!%+'*.,%!>.)5!'3%'F!4#>#/*%!(.!\[]]:!#(!JMGE!O#'F%+_8%!`VIA:!Y(?!a.)8,:!
OR!LHVWH:!.5!>.)!$#>!'3..,%!(.!),%!>.)5!b8,#!.5!O#,(%52#5-!#+-!<#U!(.!HVANLHVNMJLH?!/NQBDGGNOPIQ!;IGPBTH!R+*>!+.(8'%,!
5%'%8D%-!#(!(3%!"#(8.+#*!R<<8'%!/>![58-#>:!@)+%!H:!WIVV:!;8**!#44*>!<.5!#!5%08,(5#(8.+!5%<)+-?!".!%U'%4(8.+,!;8**!/%!05#+(%-?!
!

! ! ! ! ! !!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!?T!(DS!4<OC! ! !!!!?T!)RL!4<OC!!!!!
c!!d!P%*%0#(%7]*(%5+#(%7O%$/%5! !!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!!ZVJI!!!!! ! !!!!!!ZWEI! Z! ! !
!

-FDKO!*DUPKOLNOPIQ!
&MDQO! ! ! ! ! )OODQEDD! ! ! =IX!+NQT! /IKO!&NBC! ! ! !
Q.,48(#*8(>! ! ! ! Y4.),%7X)%,(7238*-! ! ! ! ZME! ! Z! !!
!

=)%,-#>!R4%+8+0!C5%#F<#,(! ! Y4.),%7X)%,(7238*-! ! ! ! ZEI! ! Z! ! !
!

C#+S)%(! ! ! ! Y4.),%7X)%,(7238*-! ! ! ! ZGE! ! Z! !!
!

=.(#*!%+'*.,%-!.5!#)(3.58_%-?! ! ! ! ! ! ! ! !

! ! ! ! ! ! ! ! ! ! ! ! ! Z! ! !
b8,#!.5!O#,(%5'#5-! ! ! ! ! ! eU485#(8.+!-#(%! ! ! ! ! !!!!!!!]$.)+(!! !
!
! ! ! ! ! ! ! ! ! ! ! ! ! ! ! !
])(3.58_%-!Y80+#()5%! !



The Voice · 21 · Spring '11

Long, long ago, the Farmers Auto Insurance Exchange was formed in Southern California. As it grew, the need for 
someone to manage the affairs of the Exchange became apparent. So a management company was formed and was 
called Farmers Group, Inc. It was a stock company that was later sold to BAT and then was merged with Zurich Financial. 
Yet it remains a management company.

It's obvious to every agent that the management company (FGI) wants to get rid of the older agents and those who are 
low producers. One would hope they would use good business practices to achieve that end.

Every DM, DMM, and State Director knows that agents have an Agent Appointment Agreement (AAA) that says agents 
are independent contractors and nowhere does it say agents have quotas or have to sell any or all lines of insurance. But, 
rather than honor the contract, most company personnel and district managers think the AAA is just another road block 
they must try to get around to produce the desired results they want. Unfortunately, all too often, they do it by harassment 
and intimidation. For example, the DARG program is just a quota in disguise. If you are not producing enough then you are 
not meeting your ªquota.º Wait a minute# Agents do not have quotas# DMs, DMMs and State Directors have quotas, and 
that's where the problem exists. 

If the management company wants to get rid of agents, which is what they claim the contract gives them the right to do 
on three months' notice, why not offer the agent an incentive to resign and avoid the unpleasantness and potential lawsuit 
resulting from a termination. When you consider that when an agent resigns or is terminated, their policies are reassigned 
to other agents and the receiving agents get the policies in a 500 or 700 series number. As you know, that means the 
receiving agents only get 40% of the normal service commissions. The remaining 60% is retained by the Exchange and all 
or some portion of it could be used as the incentive. 

Right now all the management company is doing is antagonizing agents including many PC members, many of whom are 
planning on leaving and becoming independent agents and truly independent contractors. 

What the management company considers low producers has changed dramatically over time, but one thing hasn't 
changed and that is most agents have given the Exchanges the best years of their working life. More importantly are the 
policyholders that have stayed with those agents because of their long term friendship or relationship rather than feeling 
any loyalty to the Farmers brand. 

The Exchanges and FGI are successful because of the agency force. It is long overdue that the management company 
personnel and district managers start treating the agents with the respect they have earned and deserve. Good business 
practices involve treating people with respect. If the management company personnel and district managers have the 
proper training and apply good business practices, agent morale, production and fewer resignations and terminations 
would be the result.

ªAgents Helping Agents!º

Allen Yerxa
Director of Legal Activities
United Farmers Agents Association

A BETTER BUSINESS PLAN

Did You Know?

1. FGI took money out of the exchanges to purchase 21st Century Insurance Company.

2. 21st Century has access to your Farmers book of business.

3. $50 gift cards are offered to 21st Century policyholders who refer a friend to them and become a 21st Century  
  policyholder, all with the exchanges money.

4. All the above occurs while they are in direct competition with Farmers agents.
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IS IT TIME TO BECOME THE OWNER OF
YOUR OWN INDEPENDENT INSURANCE AGENCY?

· Are you locked with a captive and all of the mounting restrictions?

· Are you tired of trying to write the business ªtheyº want you to write?

· Are you just tired of working for someone else?

"all or #$mail us today for
the %pportunity of a &ifetime'

"#"$%#"$%&&%
or Toll Free '(($)%*$%)("

+,- ./0 12.. W34,/5 /0
6734,/5894/:+49022535,;0+5<2/54352=</>

"#$#% &$ o'l#'e %o $ee o&r (ro)#'( l#$% o* +,rr#er$-
.lo/,l.ree'0'$&r,'+e1'l#'e2+o3

T0+@2420, I5,;0+5<2 C/>J+5KL,
*&&Q A925<K /. VX2 Y2+0

IF YOU ANSWERED ZYES[ TO ANY OF THESE \UESTIONS]
THEN ITLS TIME TO CONTACT E\UITY ONE^
O;0 G4/:+4G0225 I5,;0+5<2 A925<32, X+@2 +<<2,, V/_

· (ultiple "arriers for #)#*+ ,nsurance -eed
· .oftware .upport

· .tate of the Art Agency (anagement .ystem
· /onus 0rogram

I5,;0+5<2 P0/.2,,3/5+4,_



The Voice · 23 · Spring '11

Operating in CA, DC, DE, FL, GA, MD, NC, NJ, OH, OR, PA, SC, TN, TX, VA and WA

877-TAPCO-99
(877-827-2699)

www.gotapco.com

Why is TAPCO the
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Black Box
UFAA received this email message:

I didn't know exactly who to tell of this situation. Maybe you could forward this to the person that might find it interesting.

My customer has had two cars insured in TCM (policy number x2xxxxxxx) for $1234. The two cars were renewing into FA2 
(x4xxxxxxx) February 24th, but he sold one of them. Farmers tried to charge him $1264 for the one remaining car in FA2# 
One car in FA2 is more expensive than two cars in TCM# I tried to tell the Policy Services supervisor and my District Office 
that this was a mistake, but I was told the system is rating correctly. 

He cancelled because he got a GEICO policy for $359 and lower deductible, $1264 vs. $359. 3.5 times more expensive, 
and the system is rating correctly. I had to tell someone.

Editors note:

Wouldn't it be nice if insurance agents could quote policies without a computer? Is it even possible today? With the rate 
structures hidden within what Farmers calls a black box, it is impossible to quote a rate without a computer. Back in the 
day an insurance agent had to calculate a rate using factors and a slide rule however, once computers came along it 
made a huge improvement in the speed and accuracy of quoting. But now insurance companies have found that they can 
manipulate rates within hidden factors. In the past a factor of age or driving record could easily be explained as weighing 
in as the dominant factor. Which leads to these questions, are these state filings making any sense to the commerce 
departments? Why are companies not required to verify the accuracy of the rate and reasons for differences from one 
individual to another? Insurance companies are filing their rates with so much deception and hidden factors within ªblack 
boxesº that there is no way for anyone including company personnel to understand what factors weigh the most to 
compute the rate.  Agents are seeing swings in rate from individuals that make no sense.

ªAgents Helping Agents!º

Kim Rich
Media Relations
United Farmers Agents Association
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BUSY WORK
Every day agents arrive at their 
offices prepared to sell, sell, 
and sell.  Why?  Because that's 
what agents are good at.  Selling 
policies that protect risk is a good 
thing.  Of course agents expect to 
be compensated for their efforts.  
That compensation is called, 
ªCommissions.º That is the normal 
and expected mode of payment 
for most agents whether it's 
Casualty Insurance, Commercial 
Insurance or Life and Health 
Insurance etc. In order to receive, 
ªCommissions,º older Farmers 
agents entered into a contract 
(AAA) which specifically allows 
each agent to operate his agency 
any way he pleases; when, where, 
and how is up to him or her to 
decide.  

Now here is the rub, the dilemma, 
and the absolute CHAOS being 
practiced against Farmers 
Insurance agents everywhere.  
The management company, a 
foreign entity out of Switzerland, 
apparently believes these 
Independent Contractor agents 
are really just, ªemployees.º  As 
such Farmers Group Inc. (the 
management company) now 
threatens termination of each 
agency contract if the Independent 
Contractor agent doesn't meet 
production quotas set by a 3rd 
party manager called a DM.  Of 
course, the DM has entered into a 
contract of his own with FGI (the 
management company) but has 
no contract with the Independent 
Contractor Farmers agents.  

Because of these relationships 
and how they are applied today, 

it has become obvious that the 
DM is in violation of several legal 
hurdles pertaining to, ªTortuous 
Interference,º otherwise interfering 
with another without the legal right 
to do so.  Also, the management 
company is on perilous ground. 
Why? Because, they report all 
commissions to the IRS via 
1099, thus, avoiding all sorts of 
taxes, vacation time, retirement 
contributions, unemployment 
matching taxes, etc.  You all get 
the picture. The IRS for years 
has maintained that certain rules 
must be adhered to in order to 
avoid illegally submitting 1099s 
on individuals that are now truly 
employees by definition, but are 
being paid as if they are not. Has 
FGI stepped over the line?

So, why discuss this questionable 
behavior?  Simply, the behavior 
is truly about, ªGreed.º  By 
squeezing every possible 
penny out of their insured's, the 
management company must raise 
rates to a level whereas they are 
no longer ªcompetitive.º Once on 
that slippery slope, new business 
for the Independent Contractor 
agents dries up, long time clients 
depart for greener pastures, 
and all that is left for the agents 
is, ªBusy Work.º  The definition 
for, ªBusy Workº in this instance 
is, ªthe labor required by an 
employer to control, complete and 
to maintain necessary company 
tasks and records.º Historically 
these daily tasks had been 
assigned to salaried and hourly 
company employees for FGI, the 
management company.  

Unfortunately for the 
Independent Contractor agent, 
the management company 
thinks it is OK to tweak the 
original meaning and intent of 
the AAA contract, and always 
in their favor, regardless if it's 
unethical or just plain wrong.  
Now all that ªBusy Workº once 
paid for by the management 
company is now required to 
be done by the Independent 
Contractor Farmers agent or 
his staff for ABSOLUTELY NO 
COMPENSATION. Of course 
management will somehow 
convince themselves that, ªIt falls 
under commissions and the agent 
is already getting commissions.º 
Right?

Once FGI, the management 
company, convinces itself that 
it's OK to force someone else to 
do a majority of the workload for 
nothing, why not?  Who is brave 
enough to blame a Corporation? 
It's not a person, and Corporate 
Behavior is just that, Corporate.

If any Independent Contractor 
Farmers agent reading this 
believe otherwise, please write an 
article for The Voice. Get involved.  
The challenge for you will be to 
cover this subject in a positive 
rather than a negative tone. Oh 
sorry, ªIf you can find the time in 
between the Busy Work#º  

Good Luck#

JUST ANOTHER INDEPENDENT 
CONTRACTOR FARMERS 
AGENT
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Only ªRealº Agents Need Apply
FARMERS has a new ªthanks for your many years of serviceº benefit for their independent contractor  agents.  
Now, we've been told, that unless we are using the AMP program we can no longer be listed in the Yellow 
Pages as ªofficialº FARMERS agents.  

Isn't that nice little bit of blackmail on the agency to force use of a program that is overpriced and 
underperforming?   Use ªourº program or you can't be listed in Yellow Pages as an ªofficialº agent.

This is part of the same program that wouldn't approve a post card mailing for Retirement Income Maximization 
showing a sad widow who lost all her spouse's retirement money because of his early death and poor 
planning.  The reason? ªWe don't want any negativity in our ads; we just want to show happy people 
with no speculation!º  Such as being sad that my husband left me a poor old widow?  Such as ªspeculatingº 
folks MIGHT die?  I used to hand out cards that said 100% of my clients are going to die . . . is your life 
insurance in order?   Probably ªtoo speculationº  and inappropriate for AMP and Ad-Vantage.

Then I suggested that I do a postcard with a smiling person and the statement, ªCome into my office, I 
want to (happy face) sell you lots of life insurance, bring your check book!º    ªTheyº didn't think that was 
appropriate either.  Hmm, let's see, it showed no negativity or speculation and was an honest statement.

Over the years I have climbed on several band wagons proposed by some white collar geek in marketing who 
never had to sell anything to feed his family.  I have NEVER received more than a 10% return on my investment 
with ANY program thought up by those folks.  

These are not the economic times to be throwing our resources to the wind.  If I invest $500 a month in an 
(AMP) program I should be able to expect a return of AT LEAST $500 in commissions . . . not $30 or $40 
and ªgrowing my agencyº by a single PIF only  after expending a great amount of additional effort above and 
beyond my cash infusion#

I have been in insurance sales for 40 years and find it disturbing that I'm not a ªrealº FARMERS agent because 
I choose to direct my advertising efforts in a direction that will achieve results. While I am bemused; I feel 
abused and rejected by the companies' continuing actions to bring down the truly independent agent.

Sincerely,
Larry P Restalrig-Logan

Thoughts to Jeff Dailey

I ® nd it interesting that one of the ® rst things that your leadership has done is to purge the agency force, eliminate 
pro® t bonuses, and change commissions. Doesn't that like the Washington politicians want to balance the budget on 
the backs of the middle class?  I ® nd it curious that these same executives will readily spend $700,000,000 naming a 
football stadium, $10,000,000 on a golf tournament so the executives can hang out for a week, but the agency force, 
claims people and underwriters have to pay for this type of absurdity. The bigger question is did the management 
team lose any of their bene® ts? I can answer that question. I think we should change the company motto to, ªFor the 
executives and by the executives.º That has a real ring of truth, not some stupid jingle that was stolen from another 
marketing campaign. Your new rules of engagement are all linked to PIF growth. Wasn't it under your leadership 
that we have been hemorrhaging 50,000 policies on a monthly basis? Maybe if you gave us the same rates as 21st 
Century we could have some growth.  I think it is time for the real truth to be told, a so called Farmers Jihad, where 
the agents, underwriters and claims people are treated as the solution and not the problem of your company. Where 
we are partners and not second class citizens. Where the management understands that there is a human toll to their 
decisions.  Where any decisions are not just about pro® t and greed. I think that there is a middle ground where pro® t 
and human dignity can be achieved. Unfortunately, your company and your management style only adheres to one. 
All I can say is shame on you and the others who put money above anything else. 

Anonymous 
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In retrospect, the accomplishments of UFAA are incredible. Loosely confederated, the agents suffered from a lack of 
funds, poor communication services to the Agency Force (in comparison to the company), and for those leading UFAA, 
the personal fear of retribution and job security. Weighed against this, the company was organized, and experienced 
dealing with labor problems, and had unlimited resources. That UFAA could, for seven years, engage the company in a 
see-saw battle involving the longest NLRB hearings of the day, plus engage the massive public relations crusade for agent 
loyalty that spread to the media and the Board of Directors is an amazing accomplishment for such a group of amateurs. 
The fact that 42% of the Agency Force voted for UFAA in the first ballot which was unheard of in any labor dispute to date, 
also demonstrates that UFAA had the company dazed and on the ropes. The reader, if unsympathetic to UFAA, needs to 
ask of themselves, if the company is as good to us as they say, why did so many agents vote for UFAA, and how many 
unknown and undesirable conditions has UFAA prevented from happening?

Because Farmers was not abiding by its own sworn testimony before the NLRB, agents began filing lawsuits and UFAA 
rose again by 1980. With the help of then Treasurer, Carl Wyatt whose assistance in putting membership dues on a 
monthly automatic bank withdrawal plan permanently stabilized membership retention. In NLRB testimony, the company 
asserted that agents owned their agencies, and that they could sell them to anyone, and they could terminate and 
compete against Farmers without restriction if they didn't accept contract value. In 1982 the company reinterpreted the 
Buff contract to say ªThe AAA gives the Companies the right to pay contract value, a right which the Companies intend to 
exercise¼Upon tender of payment of contract value the agent is required to transfer all of his or her interest in the agency 
to the Companies.º 

Membership in UFAA increased enormously overnight. By 1982 an agent exodus to independence was sweeping the 
country as Board Director DeNault had predicted. Faced with the growing crisis, Farmers tried to stem the tide by hauling 
ªdefectingº agents into court, resulting in countersuits to determine ownership. 

And, in sub sequential crisis, Farmers found in court that the Buff AAA contract usually took a judicial beating. Judges 
repetitively awarded huge damage settlements to agents, accompanied by summaries worded in the most caustic of 
terms:

ª¼the interests of the people of Oklahoma are not best served by a marketplace of cut-throat business dealings where the 
law of the jungle is thinly clad in contractual lace.º (FIG vs. Hall, 1985 Oklahoma Supreme Court.)     ª¼unconscionable 
and ambiguous¼º (FIG vs. Tipton, 3rd District Appeals Court, Indiana, 1985.)

In 1983 California agent Richard Heston won a huge settlement (1.3 Million was awarded in 1989, for punitive damages 
alone) and settled the right of Buff contract holders to take their agencies and become independent. Heston had waved 
Farmers own words from the NLRB hearings and won. The company was evidently tired of being reminded of what it 
had said, as is evidenced in the following quote: ªwe comment on Farmers' lament that surely Farmers is not bound 
for all eternity to (the statements made in the 1973 NLRB brief) and forever foreclosed from seeking injunctive 
relief¼. The obvious answer is for Farmers to rid itself of inherently conflicting and ambiguous contracts and to 
draft ones that will withstand judicial scrutiny.º
(Heston vs. FIG, 1984, California Court of Appeal).

A New Contract
As a trial judge said, the solution was to rewrite a contract that clearly spelled out who controlled the policies. In 
September of 1984, Farmers sent out a new contract for agents to sign. To influence agents into signing (it was not force 
fed as in 1967), the company announced that only those holding the new contract would receive Underwriting Contract 
Bonuses, ªas it was guaranteed only in the new contract.º Agents observed that it does not take a contract to give away 
money, and consequently this was considered an unfair ploy. Whatever the contents of the new contract, it should be fairly 
obvious that the company did not magnanimously set out to write a new contract for the welfare of its agents. Rather it 
wrote a new contract to re-define policy ownership (and wise DMs now refrain from telling prospective agents that they 

The History of UFAA Part III continued
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will ªown their businessº). Some agents regret they gave up ownership of the policies however some today question their 
decision to not have the Contract Value Bonus.

LUA, PCM, DARG
In July 1971, Farmers instituted a system of underwriting authority levels for FIE auto, called the Field Underwriting 
Authority Program. Under this system, agents bound risks according to degrees of authority, and limiting their authority 
based upon one's losses. Should an agent gain a certain degree of unprofitability, he or she lost the ability to bind 
preferred FIE auto, and had to submit the risk for approval. Farmers presented this as a program that agents had asked for 
in order to oversee those agents writing poor business. LUA agents were considered bad agents and an agent was quoted 
in The Hustler November 1970 ªI know ̀ old' Joe isn't as selective as I am and I know he has cost the company a bundle. 
He's the cause of our rate increases.º And the company tried to reinforce this belief with slogans such as, ªyou are 100% 
responsible for the profit or losses in your agency.º 

After UFAA's revival in 1980, agents started forcefully questioning the idea that the LUA was necessarily a ªbadº agent. 
They pointed out that the company sets the underwriting rules, formulates premiums, and the agent cannot overrule 
them. The company accepts or declines applications, based on its own analysis. The National Association of Insurance 
Commissioners, (NAIC) published a June 1987 report which said, ªThe collection, interpretation and dissemination of data 
is necessary since individual insurers are not sufficiently large enough to acquire data to be actuarially reliable.º Farmers 
agents seized this authoritative comment, reasoning that if whole companies were not large enough for a profitable data 
base, how can Farmers insist an agency was accountable, immune to bad luck, or uncontrollable influences, and upon 
threat of termination? Often times agents were unprofitable while the company remained highly profitable. Many agents 
were confused with the company's double standard of terminating agents for unprofitability, yet would vigorously fight 
to keep the agent from taking the unprofitable business with them? Most agents agreed that losses were ultimately the 
company's problem of inaccurate rules, guidelines, and actuarial soundness. 

In 1986 Minnesota UFAA members took the LUA issue to the state legislature. Both houses voted unanimously to 
ban terminations of agents for loss ratio, as well as revocations of agent underwriting authority. Minnesota Insurance 
Commissioner Mike Hatch wrote to UFAA President Keith Van de Walker in 1987, stating, 

ªIt is inappropriate that an insurance agent should be penalized for selling insurance to people who happen to make 
claims¼To penalize an insurance agent for having sold the policy to somebody who is accepted according to the 
underwriting standards of the company is untenable.º

Hatch reaffirmed his position in person to UFAA's 1988 National Convention in Minneapolis. In June of 1989, Nevada 
UFAA members convinced their Legislature to pass the same law. In the Spring of 1994, the company announced LUA 
was being discontinued but was moving to replace it with the Profit Center Management Program. The choice of names 
confirmed the company saw agents as something less than ªPartners in Pride,º but the fact that new program did not 
restrict an agent's binding authority was seen as a step in the right direction. 

In 1992 the company introduced the Priority Agent Program focusing on unproductive agents. By setting production 
requirements for agents and pressuring them to sign a statement that if they failed to meet quotas they would resign. The 
darker side of the drive emerged almost simultaneously with the distribution of the Deteriorating Agency Rehabilitation 
Guidelines which singled out agents who showed, by company measures, an overall deterioration in production. DARG 
gave agents six months to get production up to an ªacceptableº level and tried to get them to sign a letter or make a 
commitment in writing under the guise of ªgoals.º These goals then become quotas and if not met agents were (and still 
are) terminated on 3 months' notice, with agents having little recourse because the signed goal statement gives it legal 
status as an addendum to the Agent Appointment Agreement. UFAA immediately organized a campaign to inform agents 
about the DARG program and how it was being implemented against many long-time agents. UFAA gathered information 
from all over the country to share as to how agents could best protect their interests. All chapters were advised to retain 
local lawyers to defend their rights under the Agent Appointment Agreement.

TO BE CONTINUED...
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Executive Compensation
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I AM CONFUSED, AM I AN EMPLOYEE?
It appears that we have been given a 
glimpse of the little grey box that will 
be used in the upcoming agent purge.

According to the source starting in 
April, the Company will be ranking 
agents on quoting, NB/NH, NLOB as 
well as PIF % change, and all lines 
retention.

The categories of evaluation are: 
Tenure, Participation in AMP (and at 
what level), % of MP credits available, 
Auto PIF, YTD PIF loss (or gain), 
number of FIG quotes, number of 
BW quotes, average quotes per week 
and, where you rank in the State 
regarding quotes. Next is the auto 
conversion ration from quotes to 
NB, and where you rank in the state. 
Then the number of Fire quotes and 
where you rank in the state. The fire 
conversion ratio and your ranking in 
the state. Last is the number of Life 
I&P and where you rank.

Last spring in a speech by Paul Hopkins, he made a statement that, ªafter seven years agents stop writing new business.º 
Perhaps it may appear the agents have stopped soliciting new business. Here is the real problem.

FGI raises rates to the place we are very uncompetitive. As agents we spend most of our time trying to keep the policies we 
have. With our rates above the market we cannot compete. I use the term the street people become familiar with rates and 
will not talk with Farmers agents knowing their rates are so high. The rates I compete against for two cars and a nice home 
is $1000.00 under our rates. 

On the District Managers wall is a goal for new agents to have 2500 policies in 5 years. Our District of about thirty agents 
has no agent over 2000 PIF that have developed on their own. The three agents that have over 2000 PIF were given most 
of them through different unfair methods. The main reason I have less than 2000 is drastic rate increases by FIG causing 
my friends and policy holders to purchase insurance from other carriers. They just will not pay $800-$1000 more for 
Farmers Insurance. Some of us have been agents for over 30 years.

I have grown my agency to over 2000 PIF several times and then FGI, with bad decisions, drives away my clients. One 
year I lost over 800 policies because of the uncompetitive position we were put in. Those people will not let me write their 
business again even as we have stayed friends. 

Tom, as you know, agents with other carriers have 3000-7000 policies and have the money to hire producers and CSRs. 
Farmers agents struggle to make expenses and have money to live on. 

Another point of interest, I ask people in the service centers and claims if they have Farmers Insurance and most of them 
say no. Our rates are too high. I have always thought you should support the hand that feeds you.

Frustrated Agent. 

Letter to the Editor

So, if this is true and it comes from 
a reliable source, then agents are 
being evaluated on production. Now 
production is fine for employees, but 
agents are Independent Contractors 
and according to the IRS Independent 
Contractors are not subject to 
production quotas. The AAA (Agents 
Appointment Agreement) does not 
mention production as part of the 
contract and FGI is aware of this 
fact.  If FGI decides to go down this 
road on production and terminate 
agents on that basis, maybe it's time 
for the agency force to approach 
the IRS and the NLRB and ask for a 
reclassification as employees. Then 
FGI can retroactively pay the agency 
force for Social Security, Vacation, 
past Profit Sharing and other benefits 
that were afforded the employee 
force.

Make no mistake; if this purge takes 
place, this is but the first step in 

eliminating the agency force. They 
will keep raising the bar and more 
and more agents will get pushed out.  
Don't think it won't happen, you didn't 
think they would buy 21st Century to 
compete against you, did you? Didn't 
think they would make it impossible to 
convert 500 numbers did you?  Didn't 
think they would start giving policies 
from terminated agents to the new 
agents, under a new contract at 04% 
did you? Think about that for a while, 
because it's to FGI's advantage to 
replace the veteran agents with new 
agents at a lower commission rate. 
Didn't think they would eliminate you 
from the Yellow Pages, unless you 
played by their rules and participated 
in the AMP program, did you? Are 
you starting to see a pattern here?

So, FGI make it easy for us agents, 
are we employees or Independent 
Contractors?

UFAA National Board
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The Introduction of Contract Value 
The term Contract Value didn't appear 
in the Agent Appointment Agreement 
(AAA) until the mid 1960s.  Prior to 
that time, agents had the right to sell 
their agencies, provided the buyer 
was acceptable to the Companies, 
for reasonable compensation, but 
not to exceed one year's renewal 
commissions.  

As far as I can tell, the term Contract 
Value (CV) was first used in the AAAs 
when offered to agent's recruited 
in1965.  That contract indicated that 
if the agent had been appointed for 
three years and had at least 500 
policies in their active code, the 
companies might elect to pay CV.  If 
the companies didn't elect to pay 
CV, it would give consideration to the 
agent's nomination of a successor, 
but in no event could the amount 
paid by the nominee exceed CV.  The 
AAA went on to state CV was an 
amount equal to two times service 
commissions paid to the agent on his 
active policies during the six months 
immediately preceding cancellation or 
termination.  Upon payment of CV, the 
agent agreed for a three year period 
not to solicit, accept or service any 
policyholder of the companies within 
County or Counties in which the 
district was located and all Counties 
immediately adjoining.

The following year, a revision was 
introduced and said that the amount 
of CV was dependent on the number 
of policies the agent had in their 
active code.  If the agent only had 500 
policies he would receive 90% of the 
last six months service commissions, 
up to 200% if he had 1250 policies.  
If the agent violated any one of the 
five sins (similar to those in the 1984 
AAA, which most agents have today) 
CV would be forfeited.

In 1968, an entirely new AAA was 
introduced with major changes that 
were beneficial to the agency force 
and included a change in how CV 
would be calculated.  CV would 
be determined based on service 
commissions paid on an agent's 
active policies, both the number of 
policies in the agent's active code and 
length of continuous service prior to 
termination, provided the agent had 
more than 50 policies.  If you signed 
the 1984 AAA, you became eligible to 
continue receiving a 1% to 3% a year 
Contract Value Bonus first introduced 
in 1983, but discontinue for those 
agents who did not sign the 1984 
revision.

What is really strange and not known, 
is why the AAA's issued between 
1965 and 2008 never clearly stated 
why CV was being paid or what 
it represented.  Paragraph H of 
the 1968 revision stated, ªFor the 
payment received, he further agrees 
that for a period of one year following 
the date of sale he will neither 
directly nor indirectly solicit, accept or 
service the insurance business of any 
policyholder of record in the agencies 
of this district as of the date of the 
sale.ª  In the 1984 revision, it states, 
ªThe Agent agrees to accept tender 
of Contract Value and further agrees 
that for a period of one year following 
the date of payment or tender of 
payment the Agent will neither 
directly or indirectly solicit, accept, 
or service the insurance business 
of any policyholder of record in the 
agencies of this district as of the date 
of payment or tender of payment.º  

In 2009, the management company 
(FGI) introduced an entirely new AAA 
that looks more like an employment 
contract than a contract offered to 
independent contractors.  In the 

2009 AAA, Paragraph G states 
ªContract Value is a payment to an 
agent whose Agent Appointment 
Agreement with the Companies is 
being terminated in accordance 
with paragraph C(1) or C(2).  It is 
intended as additional compensation 
for the post-termination obligations 
described below in paragraph I.º

Even prior to the introduction of 
the 2009 AAA, the management 
company had long taken the position 
that CV represents the compensation 
for the non-solicitation provision.  
But one has to ask if that is what 
CV represented, why wasn't there 
separate consideration for the 
Companies option to acquire the 
agent's telephone number(s) and 
office lease?  The management 
company corrected that oversight 
in the 2009 AAA by including the 
options for the phone(s) and office 
lease under the post-termination 
obligation listed in paragraph I.    

CV also plays another very 
important role for the Companies 
and the management company.  The 
management company consistently 
has stated that CV is paid out in three 
equal installments over the one year 
non-solicitation period as a detriment 
to agents who might otherwise want 
to solicit their former policyholders.    

ªAgents Helping Agents!º

Larry Tencer
United Farmers Agents Association
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A Program for Ensuring 

the Success of 

Independent Agents,

Developed and Led 

by Successful 

Independent Agents.

A National Network of More Than 2,700 Independent Insurance Agencies.
State Director Opportunities Available ! Learning More is Easy and ConÞdential  

888-264-3388 ext. 3041 / www.smartchoiceagents.com
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 9785 Mackenzie, Suite 104
St. Louis, MO 63123

Address 
Service Requested 

UNITED FARMERS AGENTS ASSOCIATION
9785 Mackenzie, Suite 104

St. Louis, MO 63123
Of® ce Hours: 8 am to 5 pm Central Time

E-mail: no@ufaa.com
Phone: 314-631-7898 For Members: 800-275-8668  Fax: 314-631-7963
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Executive Board

Chapter Presidents

PresidentÐ Tom Schrader
(P) 913-631-1202 (F) 913-403-8636
E-mail: tschrader@ufaa.com

TreasurerÐ Steve Hooper
(P) 406-752-4357 (F) 406-257-5190
E-mail: shooper@ufaa.com

Legal ActivitiesÐ Allen Yerxa
(P) 877-393-8532 (F) 303-469-3659
E-mail: ayerxa@ufaa.com

UFAA HistorianÐ Chuck Simpson
(P) 913-788-3110 (F) 913-788-5593
E-mail: csimpson@ufaa.com

Vice PresidentÐ Mike Ward
(P) 918-258-6611 (F) 918-258-6613
E-mail: mward@ufaa.com

Membership DirectorÐ Cindy Eggert
(P) 406-252-1644 (F) 406-252-1796
E-mail: ceggert@ufaa.com

Governmental AffairsÐ Klaas Tuininga
(P) 406-587-0765 (F) 406-586-3817
E-mail: klaast@ufaa.com

UFAA Technology ServicesÐ Alex Conger
(P) 866-441-8018
E-mail: ufaatech@ufaa.com

SecretaryÐ Bernie Clark
(P) 970-353-2208 (F) 970-353-2288
E-mail: bclark@ufaa.com

Media RelationsÐ Kim Rich
(P) 952-929-8960 (F) 952-922-6568
E-mail: krich@ufaa.com

Director at LargeÐ Jeff Acklie
(P) 402-658-6662
E-mail: jacklie@ufaa.com

For information, contact the Chapter President nearest you or any Board Member

Visit our website Ð www.ufaa.com

ARKANSAS
(30) Bill Miller, Little Rock 501-223-2661
 chapter30@ufaa.com
(31) Deanna Parks, Barling 479-452-6491
 chapter31@ufaa.com

ARIZONA
(16) Murray Fink, Tucson 520-622-6405
 chapter16@ufaa.com
(43) David Webster, Mesa 480-964-6414
 chapter43@ufaa.com

CALIFORNIA
(01) Phil Sutton, Paradise 530-876-8604
 chapter01@ufaa.com
(02) Victor Acevedo, San Pablo 707-712-1228
 chapter02@ufaa.com
(04) Dan Nelson, Bakers® eld 661-834-4440
 chapter04@ufaa.com
(05) Jan Neveu, Glendale 818-943-3995 
 chapter05@ufaa.com
(08) Damien Simeone, San Diego 858-459-3741
 chapter08@ufaa.com
 (10) Chuck Hall, Fresno 559-225-6510
 chapter10@ufaa.com

COLORADO
(27) Terry Beatty, Northglenn 303-457-3333
 chapter27@ufaa.com
(46) Ron Schmidt, Fort Collins 970-223-8700
 chapter46@ufaa.com

IDAHO
(28) Randy Frates, Fruitland 208-452-4011
 chapter28@ufaa.com

ILLINOIS
(21) Anil Sharma, Chicago 773-741-3549
 chapter21@ufaa.com

KANSAS
(13) J. Scott Smith, Desota 913-583-3331
 chapter13@ufaa.com

MICHIGAN 
(45) Mike Lillo, Kentwood 616-281-2888
 chapter45@ufaa.com

MINNESOTA
(17) Brian Fitzgerald, Fridley 763-586-0750
 chapter17@ufaa.com

MISSOURI
(41) Mel Hollandsworth, Granite City 618-797-0070
 chapter41@ufaa.com

MONTANA - WYOMING 
(51) De Ann Andre, Great Falls 406-453-1100
 chapter51@ufaa.com

NEBRASKA - IOWA
(19) Tom Dahulick, Omaha 402-572-9344
 chapter19@ufaa.com

NEW MEXICO
(24) Steve Collins, Albuquerque 505-275-2222
 chapter24@ufaa.com

OHIO
(44) Jeff Lamb, Centerville 937-435-3422
 chapter44@ufaa.com

OKLAHOMA
(12) Tony Reese, Lawton 580-355-1335
 chapter12@ufaa.com
(15) Glenn Johnson, Tulsa 918-252-0561
 chapter15@ufaa.com

OREGON
(14) Merle Johnson, Wilsonville 503-682-1583
 chapter14@ufaa.com

SOUTH & NORTH DAKOTA
(52) David Leonardi, Grand Forks, ND 701-740-9870
 chapter52@ufaa.com

TEXAS
(33) Don Green, El Paso 915-593-4000
 chapter33@ufaa.com
(34) Bruce Stone, Irving 972-986-8822
 chapter34@ufaa.com
(35) Victor Canese, Houston 281-893-2177
 chapter35@ufaa.com
(36) Ruben Cantu, San Antonio 210-647-8552
 chapter36@ufaa.com

UTAH
(39) Carolyn Brock, Gunnison 435-528-7206
 chapter39@ufaa.com

WASHINGTON
(22) Steve Hall, Everett 425-743-1122
 chapter22@ufaa.com

WISCONSIN
(20) Ron Mikesell, Menomonie 715-235-6588
 chapter20@ufaa.com


