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Sincerely,

Ralph Buchanan, National President
United Farmers Agents Association

Dear UFAA members,

A television commercial says, “Image is everything” and they may be correct.  In years past, UFAA, rightly or
wrongly, developed a negative image with the agency force and it stuck.  And that’s a shame because it is unde-
served.

Daily, I receive calls from agents across the country who are frustrated with their businesses and the direction
the management company is going.  Why do they call?  For help?  For advice?  For a friendly shoulder to cry on?
There are lots of reasons.  

The environment we work in is simple: We sell and service policies.  For that effort, we receive a commission.
And so does the District Manager. And, to a certain extent, so does the District Marketing Manager.  In that environ-
ment, one would think the DMM and DM would bend over backward to assist agents and keep them satisfied, happy
and eager.

The management company says they operate an open door policy for all agents.  They cite the various forums
where agents can express their thoughts, their opinions and their criticisms.  But daily I hear from agents who are
intimidated by their DM and DMM.  Why do we have that open door policy and the intimidation? 

If agents are frustrated, upset, angry or disappointed, who will listen to them?  UFAA.  In America, we have the
right to disagree.  We, as independent business men and women, have the right to fight for our rights, our business
and our families.  That right is not granted by the management company, the DMM or the DM but by our form of gov-
ernment.  When the two entities disagree, resolution can come many ways but, unfortunately, it seems a court of law
ends up being the only way.

Several years ago, the management company introduced the “agency” computer system that cost approxi-
mately $20,000.  Agents across the country reacted with letters and calls to their District Managers, their Regions and
the Home Office.  Nothing worked.  So UFAA sued.  Yes, we eventually lost but because of it many agents are using
real PCs (and using emulation cards to access AIMS) instead of the System 36 or the AS400.  Now that’s progress.  

The management company introduced a $5,000 deductible for our E&O policy.  UFAA finally — with no assis-
tance from the management company — found a company to issue “The Original” E&O deductible recovery policy. As
more agents venture into the real world of computers, UFAA has introduced the UFAA Technology Support team,
which can help agents buy computers or just give them advice and technical support.  Chapters across the country
hold regular meetings that count toward their state-mandated continuing education requirements.  Other Chapters hold
expositions, picnics, golf tournaments and fund-raisers for local charities.  Chapter meetings are held where Agents
can openly talk without fear of punishment.  Chapters have formed help groups where members will receipt money,
inspect cars and take pictures for other agents and no one will steal a policy.  Chapters around the country designate
certain members commercial, life or claims specialists and other members can freely call for assistance.  

We invited Mr. Feinstein to our Chapter Presidents Meeting in February but his assistant declined the invita-
tion, citing an age-old policy of talking to individuals but not to groups.  We will invite Mr. Feinstein to our National
Convention in June.  It’s time for the two sides to work together to make this the “Premier” insurance company.  It’s
time to put aside our past differences and make this thing work.  

UFAA is not negative.  We are prepared to prove it.  We are prepared to meet with representatives of the man-
agement company any time, anywhere, to resolve past differences and march into the 21st century together, as a unit-
ed group. Together, we can make this work.
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By Hank Turnbaugh
A few times a week I go down

to my favorite little restaurant, locat-
ed in a supermarket near my office,
for a quick breakfast. One morning,
while I was sitting there drinking my
last cup of coffee, I was watching
some of the employees going about
their duties. 

One young lady was placing
cut-up fruit in containers on the
chopped-up ice on the display. She
would take a container of fruit and
tap it once on the chopped ice,
then she would put it in its appoint-
ed place. One young man goes
around on a regular basis, picks up
soiled carpet runners and replaces
them with clean ones.

I was thinking about all the peo-
ple who work in this fair land of
ours. Each one has his or her indi-
vidual responsibility, regardless of
what job it might be. Then I started
thinking about our responsibility as
insurance agents. You probably
already knew this, but insurance
agents are responsible for making
this country what it is, a great
nation. One where, with a little
money and a lot of enthusiasm and
hard work, a man or woman can
build up a company, an insurance
agency. The sky is the limit on what
can become a successful business. 

I don’t know about you person-
ally, but I started my agency from
one policy. I still have that first
insured after nearly 22 years. As
my Agency grew, I was quite aware
of what I could make of that Agency

From the director:

Media
Relations
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Introducing ...

UFAA Technology
Services

By Steve Todd
“UFAA Technology Services?

Hmmmm, I’ve never heard of that
part of UFAA before. What is it?”
This is a question I have had posed
to me over the past few weeks from
many UFAA members.

UFAA Technology Services is
being funded by UFAA and directed
by the National Board to bring office
automation to the agency force not
currently available from another sin-
gle source.

So what will we do for you? We
will provide technical support for
your PC hardware and software
problems. For those members who

haven’t put a real computer into
their offices yet, we will provide
turnkey PC systems. If you have a
PC and want to upgrade, I can ana-
lyze your needs and recommend
hardware and software solutions. If
you need a scanner, printer,
modem, emulation card, backup
services, support for System 36 or
AS/400, we will provide that too. 

Turnkey systems
Our turnkey systems will feature

Gateway 2000 computer systems,
Visioneer scanners and HP printers.
You will be able to purchase the
systems at Gateway’s low prices

because UFAA Technology
Services will only be charging you
what our vendors charge us for any
hardware or software.

If you read the Field Service
Bulletin dated Jan. 9, 1998, you
know the management company
will not provide support to any com-
puter system not purchased from
their designated vendor. So if you
have a PC or want one and the
management company won’t sup-
port you, where do you go for help?
UFAA Technology Services, of
course.

So what do you have to do to
take advantage of these new ser-

UFAA Member Services brings you 
office automation technology not currently

available from another single source

FAQs
Q: What is the most efficient

computer system for my office?
A: That depends on several fac-

tors. (1) Will it be a stand-alone
system or connected to a network?
(2) What do you expect to do with
the system? The ideal computer
system for the average office is a
Pentium 166MHz system with MMX
capability, a 2.5GB to 4.3GB (giga-
byte) hard drive, 32MB (megabytes)

of memory, a video card with 2MB,
a minimum of a 15” monitor and a
33.6 fax/modem. There are various
configurations, but this would be a
recommended minimum system.

Q: Is there a single (all-in-one)
office management computer pro-
gram available?

A: It would be ideal if there was,
but the answer is no. There are no
single computer programs being

produced today that take care of all
the needs of an Agency. There are
several that come close, but the
price is a little much — $18,000 and
up. The lesser-cost programs —
WinTrack, SELL, etc. — have
strengths and weaknesses. The
best thing to do is find a program
that closely meets your needs and
then tailor your additional software
to fill in the gaps.

Some of the ‘frequently asked questions’ UFAA Technology Services hears
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vices? Simply send UFAA a check
for $100, for one year of technical
support. I also will need you to
complete a consultation form so I
have the necessary information to
adequately address your problem or
concern. Call my office at 916-635-
5641 to request a consultation form.

How do you get in touch with
UFAA Technology Services? We
are available Monday through
Thursday, 6 a.m. to 4 p.m. Pacific
Time; Fridays, 10 a.m. to 4 p.m.;

and Saturdays by appointment. My
fax number is 916-635-9804. Yo u
can also e-mail me at ufaa@idt.com.

Future plans
What are the plans for the

future? UFAA’s web site (ufaa.com)
will be fully operational in the next
30 days. We will provide informa-
tion and articles on new and useful
hardware and software that can
help your Agency increase efficien-
cy. We also will provide answers to

frequently asked questions, ideas
and programs to increase your mar-
keting and sales activities, and
much more.

In addition, I will be available to
attend Chapter meetings or put on
workshops — for the price of the
airfare and a night’s accommoda-
tion — to demonstrate our systems
and office automation solutions. We
will be available at the National
Convention this June in Las Vegas. 

We also anticipate producing a
video and manual in the next cou-
ple of months to better display and
describe our office automation sys-
tems and how they can benefit your
Agency.

If you feel UFAA Technology
Services can be of value to you
now or in the future, please support
the new program. If there are other
services you would like to see
added, please let me know. There
are no dumb questions, except
those that are not asked. 

I look forward to working with
you to make your Agencies more
efficient and productive. This ser-
vice is for you, so take advantage
of it by completing the application
on p. 6 of this issue of The Voice.

Steve Todd is an electrical/elec -
tronic engineer by trade, specializ -
ing in computer systems and appli -
cations for business. He is heading
up UFAA’s new Technology
Services program.

Q: Why does my system tell me
I’m out of memory when I try to
print something? I have 16+
megabytes of RAM.

A: If you are using Windows
(3.1, 3.11, or 95), your computer
sets aside a portion of your hard
disk drive (HDD) to create “virtual
memory,” which may be as much as
200+ megabytes. This helps to
speed things along on your system.
However, when your HDD gets full,

you no longer have the large quan-
tity of memory available, and your
system halts.

Q: If I have my System 36 or
AS/400 connected to my PC, can
Farmers come into my PC and see
what I am doing?

A: No. Emulation hardware and
software works on the premise that
the PC will request information from
the mid-range system, which is
accessing Farmers’ main-frame and

will remain active (on) to receive the
reply to its question or request. The
software does not allow Farmers to
“see into” your system. The closest
they could get would be seeing into
your mid-range system.

If you have a burning question,
give us a call, fax us or e-mail us,
and we will try to provide a concise
answer to you.



UFAA
Technology Services

Accessing your office computer from home is easy, once you learn which software to buy.  Downloading information from your
database program to your laptop before going on an appointment makes you look far more professional.  And training is available as part
of your membership in the new UFAA Technology Services program.

If you have called a computer technician recently, you know they charge from $50 to $75 per hour. Yet, the majority of the work
they do can be done on the phone. Now you can get unlimited technical support through UFAA Technology Services for just $100 per
year.

“I might be the first person to buy a computer from UFAA Technology Services. I had used a small computer at home for many
years but never in my office. I save time using my new computer and the output is far more professional looking.   I get all my questions
answered quickly. Where was UFAA Technology Services earlier in my life?” — A California agent

UFAA is ‘Agents helping Agents’ and the new UFAA Technology Services program does just that. We have to become computer-
ized if we want to be successful in the future. UFAA Technology Services is both the way and the means to accomplish that.

“I’ve never owned a computer before. Where do I get help?.”
“Is there a better way to manage my customer accounts?”

“I wanted to go paperless in my office but how?”
“Do I have to keep both a PC and the Sys36 on my desk?”

Each day, hundreds of agents across the country ask these questions.  Some are lucky enough to have a local vendor, a friend
or another agent with computer knowledge.  Unfortunately, most don’t.  A Windows-based database program is the most efficient means of
running the new Agent’s office.  Adding a scanner allows you to go “paperless.”  The PC will replace your Sys36 and still allow you to
access the AIMS system.  UFAA Technology Services will assist you with these questions and guide you every step of the way.

“Do I buy from an office store, a direct mail vendor or a local computer store?”
“If I buy a database program, what do I do with the data on my Fame?”

‘If I equip my staff with new computers, can I network them?”

From the beginner to the expert, there is help for everyone.  Whether you are buying a computer from UFAA Technology
Services, at Office Max, from Dell or Gateway or from the small vendor down the street, UFAA Technology Services has the advice and
the answers. UFAA Technology Services can convert your Fame data to work in your new database program and easily show you how to
network all the computers in your office so all your staff can see the same customer information.

“I want to do some work from home.  Can that be done?”
“Can my laptop be hooked up to my Sys36?”

“Can I get training from someone?

YES, I want to take advantage of the services provided by UFAA Technology Services!
I realize this is available to the agency force through UFAA membership.

I have enclosed my $100 check for one year’s service in the UFAA Technology Services program.

_______________________________________________________________________________________
Name Agent Number

_______________________________________________________________________________________
Address Phone

_______________________________________________________________________________________
City, State, Zip Fax

Mail to: UFAA
P.O. Box 190584
St. Louis, MO 63119

If you have a question, call Steve Todd at 916-635-8029

If you are a non-member, include a UFAA membership applica-
tion available from the National Office, in any issue of The
Voice (p. 17), or from a local Chapter President.
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What are
computer viruses
— and what can

they do to your
computer?

By Sarah Dent
Most of you, I’m sure, have

heard about software viruses. You
may feel the need for virus protec-
tion is overblown media hype. 

Not true! We get calls daily from
agents like you who have lost valu-
able information on their hard drives
because of a virus infection. 

If this subject is new to you,
here is what viruses are and what
they can do.

The evil spreads
Computer viruses are well

named, as they are an almost per-
fect analogy to a biological virus.
They are special programs that use
your computer’s other, useful pro-
grams to replicate and make more
of themselves.

They reproduce and spread via
floppies and telephone communica-
tion to other computers. They do
this by embedding themselves into
legitimate programs you might
receive from some other computer
user.They can go dormant for long
periods of time, only to resurface
later to destroy or cripple your com-
puter.

You may have a virus even now
on your computer and not know it!

You could lose it all
This is scary stuff! Imagine

working and suddenly your comput-

er is unus-
able. You
would have no
proposals or word
processing.

How someone could be this
malevolent is almost beyond under-
standing. They create these
destructive programs that destroy
thousands of hours of work and mil-
lions of dollars, just to prove how
clever they are as programmers.

Protect yourself
The growing threat has prompt-

ed special programs that will detect
and destroy viruses. There usually
are three types of protection pro-
grams.

1. Detection 
This program will run through

all the files on your hard drive look-
ing for known and suspected virus-
es. It will also look into your com-
puter’s memory, boot track, FAT
and partition table. These are com-
mon areas infected by viruses. If it
finds any, it will alert you.

2. Removal
If you find a virus, the next step

is to remove and repair the damage
if possible. Virus correction pro-
grams will remove the virus and to
some degree try to reconstruct and

repair
any damage
done by the detect-
ed virus. Even if the
damage can’t be totally undone, it
at least stops the progress and
makes the computer safe to use.

3. Prevention
The last class of programs will

install a TSR-type program that
continuously looks for and prevents
any future virus infection. If you use
these programs and find no virus,
you still want to install the last class
of programs now!

What’s available
There are many commercial

packages available that do part or
all of the above. The two we most
frequently recommend to our users
are McAfee and Norton. Both of
these companies have a website on
the Internet, and you can download
an evaluation copy as well as get
their latest upgrade. 

McAfee’s website is
www.mcafee.com. Their software
also is available in most software
stores.

Infested!
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From the director:

Treasurer

By Larry Tencer
As we prepare to file our tax

returns, I wanted to remind every-
one that your UFAA dues and con-
tributions to the former DIRF Fund
and current Legal Fund are almost
entirely tax deductible. 

In 1997 we contributed money
to the CEAA’s Washington D.C. lob-
byist that is not tax deductible. In
computing your deductions, use
99% of the money you sent in for
dues and contributions to the vari-
ous funds.

I would personally like to thank
the more than 350 members, who
have their dues drafted monthly,
who responded to our letter about
having missed drafting in February
and April of 1997. Checks and
faxes, authorizing us to double draft
for two months, are still coming in.
They are really needed and appre-
ciated. Keep them coming.

We will soon be set up to
accept payments and contributions
via your Visa or Master Card

account. Wouldn’t it be nice if we
could offer that option to our policy-
holders?

We are very close to having our
ufaa. com website up and running.
The National Office is currently on-
line and can be reached at our e-
mail address: ufaa@idt.net. We
would love to hear your comments
and suggestions. We are in the
process of adding e-mail addresses
to our database, which includes
both members and non-members. If
you provide us with your e-mail
address, you will be the first ones to
know when our website is up and
running.

It seems I am always talking
about or asking for money. I guess
it goes with the job. On a serious
note, I would like to appeal to
everyone, especially those who pre-
viously contributed to the DIRF
Fund (now our Legal Fund) and
those members being drafted
monthly.

If you read Rick Smith’s Legal &

Regulatory Affairs article on p. 15 of
this issue, you know we are assist-
ing several Agents in their legal
actions, and we understand we will
be asked to help several more
Agents who are being pressured by
DM’s and company employees to
get out of the business because
they are not producing their “fair
share” of desired business. 

As we have stated previously,
litigation is the last and generally
the least desirable option in trying
to resolve a problem with a DM or
the Company. Unfortunately, it
sometimes is the only avenue avail-
able to right a wrong. 

We only will consider lending
financial support in actions that can
be of significant benefit to the
agency force. For these reasons,
your contributions to Volunteer
Fund are needed. Please send a
check or your authorization to
increase your monthly draft. 

Remember, together, we can
make a difference.

We can make a difference!

‘Independent businessmen’
“Farmers was founded on principles of business practice best exemplified by the

American free enterprise system. We recognized our agents as independent business -
men, who worked and produced on their own time and their own terms and whose
opportunities for success were without limits. We work with individuals, and we want
them to continue to be individuals, not anonymous digits regimented behind an aver -
age, far above. He is his own man. He wants to enjoy the prospects for financial and
professional progress, which he can realized through his own efforts. He regards him -
self, and rightly so, as a self-made professional, proud of his career achievements and
his respected place in the community.”

— Farmers Group Inc. CEO Robert Early (1960s)



The United Farmers Agents Association
presents the

1998
UFAA National Convention

Schedule of Events

National Board members arrive.

UFAA National Conventions are open to all UFAA members around the country.
However, only delegates elected by their Chapters can vote.  

Each year, many non-delegate members attend the National Convention
and come back the next year as delegates.  Try it.

The 1998 UFAA National Convention will again be held at the Golden Nugget Hotel
in downtown Las Vegas.  Make your reservations now.

UFAA, the professional agents association, where “Agents helping Agents”
is not just a slogan but a way of life.  Come join us as we work for

the betterment of the agency force.  Come join UFAA. 

Call 800-275-8668

Saturday, June 13: 

Sunday, June 14: 

Monday, June 15:

Tuesday, June 16:

Wednesday, June 17:

Thursday, June 18: 

Chapter Presidents will arrive during the afternoon. The National Office will host a great
hospitality room for all in attendance.

Both the National Board and the Chapter Presidents Committee will be meeting during
the day to discuss topics of interest. Throughout the day, delegates from around the
country will be arriving with their spouses. That afternoon and evening, UFAA will host a
combination registration area, hospitality room and vendors exposition.  

Delegates will have a great breakfast prior to the opening session of the 1998 UFAA
National Convention. Sign-ins will start at 7:30 am and the Convention will convene at
8:30. Delegates will be attending various workshops to enhance their knowledge.
Workshop topics will include computers, lobbying, Chapter management, office automa-
tion, and more. Spouses again will have a separate hospitality room available all day to
meet other people, sit and read, and even enjoy some fine food.

The convention will resume in the afternoon. At 5 pm there will be an election forum
where delegates will have an opportunity to meet the candidates, up close and personal,
running for National Board positions. Wednesday evening, we will hold our annual ban-
quet, which has become special over the last few years.

The convention reconvenes at 8:30 am to conclude all unfinished business and conduct
an election for National Board positions. The new National Board will hold its first Board
meeting. Departures will begin that afternoon.
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To all members:
The following offices will be

open for election at the UFAA
National Convention, June 15-18 in
Las Vegas:

President
Secretary
Media Relations
Legal and Regulatory Affairs
Director at Large

A form has been included on p.
11 so any member will have the
opportunity to submit an application
for candidacy.

Please complete the application
and submit it with a resume,
explaining why you would like to
hold a National Office. Please
include any ideas and changes you
have that could be incorporated to

improve the particular office for
which you are applying.

Your application and resume
must be returned to Nominating
Committee Chairman Frank
Mortimer five weeks before the
Convention.

All applications will be held as
confidential information. No other
candidate will have access to any
of your goals or ideas.

Mail the completed application
to Frank Mortimer, 11650 Iberia
Place, Suite 201, San Diego, CA
92128-2455. If you have questions,
call 619-487-2241 or 619-271-
5065.

Delegates will be advised one
month prior to the National
Convention of those applicants who
have announced their candidacy.

From the Nominating Committee

At the National Convention in June, Delegates will
have a selection of informative workshops to choose
from, including an introduction to Microsoft Word and
Excel (the two most popular word processing and
spreadsheet programs), Winfax Pro and Laplink, the
leading remote computing software.

Throughout the Convention, delegates will have the

opportunity to meet with numerous vendors offering a
variety of products and services. 

Those planning to exhibit this year include
Wintrack, Sell, Agency Premium Services, Superior
Access Insurance Services, Gateway Computers, to
mention just a few. UFAA will have systems available
for display and sale.

if I just put a little additional effort
into my selling. I didn’t build the
largest Agency with Farmers, but I
have built a very successful one,
one I can feel good about and
make a good living in the process.

You are probably asking your-
self, “What is Hank leading up to?”
Simply this: You get out of life
according to what you put into it.
Put in little, and you get little back.

Put in a lot, and you get a lot back.
You are definitely rewarded for what
you do in this life.

You make your life and your
Agency what you want them to be.
Your positive attitude toward life
and your Agency will surely make
you successful. In the game of life,
you run the best race you can. You
may not end up Number 1, but the
fact you are running the best race
possible will make you a winner

regardless of whether you end up
first or somewhere in the middle of
the pack.

With Spring coming, we have
the opportunity to write more busi-
ness. People soon will be buying
boats, cars, houses, etc. Insurance
is going to be needed on those
boats, cars and houses. And there
is always life insurance. 

The opportunity is there, all we
have to do is take advantage of it.

For sale
Letter sign — 12” X 4”
Farmers Insurance sign;
$300.00 plus shipping & han-
dling. Call: Don Vosberg, 520-
623-8591; 109 W. Grant Road;
Tucson, AZ 85705

Computer — System 36
processor, two terminals, printer
& modem. $2,000 or best offer,
emulation card to link to PC
available. Call: Gayle Gnatek,
630-961-0034

Continued from p. 2

Take advantage of opportunity!

Workshops, previews and demonstrations

Notice
DARG kit and SECA TAX

kits are available in the National
Office. Members call 800-275-
8668.
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Application for UFAA office candidacy

Name: ________________________________________________________________

Please accept my candidacy for the Office of _________________________________

Number of years as a Farmers Agent _______________________________________

Number of years as a UFAA member _______________________________________

Have you attended a UFAA National Convention?  Yes ______   No _______

How many years have you attended?  _____________

What was the last year you attended?  _____________

What offices have you held on the National level and your local UFAA Chapter?

What committee assignments have you held on the National Level or your Local Chapter? 

Do you have sufficient staff to allow you to be away from your Agency for UFAA assignments?  

Yes _____   No _____ 

I have included a resume to support my candidacy.

If I am nominated and elected I promise to comply with the rules as set forth by the UFAAAssociation bylaws.

Name:  ______________________________________________________________
(signature)

Address: ______________________________________________________________

Phone: _______________________________

Return to:

FRANK MORTIMER
NOMINATING COMMITTEE  CHAIRMAN

11650 IBERIA PLACE SUITE 201
SAN DIEGO, CA 92128-2455

619-487-2241 / 619-271-5065
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Victory in
Michigan!

Farmers reinstated those
agents’ binding authority after one
such Agent, with support and help
from the Michigan Chapter of the
United Farmers Agents Association,
filed a formal complaint with the
Michigan Insurance Commissioner,
and the Commissioner’s office chal-
lenged Farmers’ actions.

The Agent has been a Farmers
Agent in Michigan since the 1980’s.
The location of his Agency adjoins a
predominantly minority area, and a
substantial percentage of his policy-
holders are minorities.  

Background
As of the spring of 1997, his

Agency generally had performed
well. For example, he had approxi-
mately 1,500 auto policies in force.
According to reports furnished by
Farmers, his Agency had generally
operated profitably or at least near
the break-even point (as defined by
Farmers). In 1996, however,
Farmers’ reports suddenly showed
a spike in the Agent’s losses of
150% of their previous high, more
than double his 1995 losses.

In April 1997, Farmers sent a
notice to the Agent and other
Farmers Agents that Farmers was

rescinding their binding authority,
effective June 1, 1997. The reason
given to at least several Agents was
that their “results for the last three
years rank [them] in the worst 11%
for auto profitability in the state of
Michigan.”  

It appeared to the Agent that
Farmers had haphazardly sent out
a mere form to several targeted
Agents, rather than carefully review-
ing loss performance. There were
two reasons for this belief. First, at
a meeting shortly before the notice,
Farmers announced an average
state loss ratio that exceeded the
agent’s worst-ever loss ratio.
Second, the notice went out to sev-
eral agents, presumably not all of
whom could have been in the
“worst 11%.”  

The agents (and their prospec-
tive policyholders) were placed
under a “submit for approval”
requirement, involving unspecified
and unknown delays in obtaining
insurance.

Strained relations
A possible additional factor in

the Agent’s case was the all-too-
common story of strained relations
with Farmers personnel. The Agent

had reported what he believed to be
unemployment tax fraud of one of
his former employees who had
gone to work for the Agent’s District
Manager.

The Agent’s attorneys corre-
sponded with Farmers to demand
that it reverse its actions and rein-
state his binding authority. They
also spoke with Farmers’ attorney,
who demonstrated an almost com-
plete lack of concern about the
agent’s situation, refused to say
when Farmers might respond and,
indeed, never responded.

Complaint lodged
Accordingly, the Agent lodged

an official complaint against
Farmers with the Michigan
Insurance Commissioner on June 3,
1997. The complaint noted that,
under the Michigan Essential
Insurance Act, Farmers could not
appoint an Agent and then deny the
Agent binding authority, and thereby
deny insurance to the Agent’s
potential customers.  

The complaint alleged that
denying binding authority based on
the agent’s location was prohibited
by the Michigan Code. It also
alleged Farmers had breached it’s

Farmers’ Agents in Michigan are celebrating a 
victory for many in their number whose binding
authority Farmers rescinded last summer.  Late

last October, Farmers in effect backed down. 
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contract with the Agent because
rescinding binding authority is tanta-
mount to terminating an Agent with-
out the contractually prescribed pro-
cedures and timetables. 

The Agent’s attorneys believed
he might be able to argue as well
that the termination was for one or
more improper
purposes (see
“Ned Hall v.
Farmers” in The
Voice, Summer
1997, p. 8)

Cutting losses
In effect, the

Agent’s con-
tention was that
Farmers was try-
ing to cut its loss-
es in an illegiti-
mate manner,
either by forcing
its Agents to decline to insure per-
sons entitled to be insured under
the Essential Insurance Act or, sim-
ply, by forcing certain agents in cer-
tain areas or with a certain kind of
clientele out of business.  

At a meeting of Agents whose
binding authority it had revoked,
Farmers personnel stated that the

Agents should take a closer look at
the person being served in their
book of business and at “what’s
coming in the door.”  

It seems obvious that revoking
binding authority cannot cut losses
other than by eliminating Agents or
their clientele. An Agent can bind

Farmers to insure
someone for only a
limited time anyway.
Indeed, in July
1997, of the
approximately 18 to
20 applicants that
this Agent submit-
ted to Farmers for
approval, Farmers
underwriting
approved every
one. However, only
six of those appli-
cants waited for
Farmers approval;

the others gave up trying.
In fact, the Agent’s total sales

through his Agency in June 1997
were only approximately 40% to
45% of his total sales in June 1996
(prior to revocation of binding
authority). Several other Agents,
their businesses decimated and
without resources to pay legal
counsel, simply gave up.

Formal proceedings
Fortunately, the Insurance

Commissioner’s office agreed in the
main with the Agent’s contentions
and did not accept Farmers’ prof-
fered defense of its revocation of
binding authority. As the Commis-
sioner’s office geared up for formal
proceedings, Farmers backed
down. It informed the Commission-
er’s office that it would cease the
program, and sent out a letter to the
affected Agents dated Oct. 27
informing them that their binding
authority was reinstated. 

Stand together
Agents really must stand togeth-

er. The damage in this case was
not as great as it could have been
only because the Michigan Chapter
stepped in to help with its limited
resources, and one Agent hap-
pened to have access to legal help.  

Nevertheless, many Agents,
both those who left Farmers and
those who were able to hold on,
have suffered irreparable financial
damage. Farmers could take similar
actions in the future — it certainly
has communicated no remorse over
these actions — and the Chapters’
limited resources may be insuffi-
cient next time.  

To protect their future, Agents
need to join and strengthen their
regional Chapters. As to past dam-
ages, a single Michigan Agent may
not be able to afford to seek repara-
tion from Farmers, but several cur-
rent and former Agents together
could do so cost effectively.

Timothy W. Townsend is a grad-
uate of the University of Michigan
Law School, and a member of the
Michigan and Georgia bar associa-
tions. His firm, Myers, Townsend &
McKee, P.C., handled the case for
the Agent mentioned above.
Agents interested in a joint effort
should feel free to call him at 770-
643-2500.

As the Commissioner’s
office geared up for 
formal proceedings,
Farmers backed down,
informed the
Commissioner’s office
it would cease the 
program, and sent a
letter to the affected
Agents informing them
their binding authority
was reinstated.
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What is the HMA?
By Rick Smith

The Horizontal Marketing
Agreement is a separate and dis-
tinct contract from the Agents
Agreement we previously signed.
This new contract will allow FIG to
expand into new markets with mini-
mal expense and risk. After signing
this new contract, Agents would
have access to “Auto Loan
Processing” and possibly other
“undisclosed markets “ in the future.

Increased competition from new
sources, market saturation and a
limited customer base face all of us.
Additional products, if priced com-
petitively and serviced properly,
would help solidify customer loyalty
and could increase our gross rev-

enue — perhaps even our net rev-
enue!

As a business decision, will the
potential “gain” exceed the potential
“loss”? What would we forfeit in
exchange for an opportunity to
“market and process” unknown
products?

Is compensation stated in the
contract and can one party alter it?

Will contract termination be for
just cause or no cause?

Does the “non-compete” clause
prohibit FIG from soliciting your
clients?

Is your “operating territory” pro-
tected against internal competition?

Is it fair and reasonable for one
party to be forced to travel thou-

sands of miles in order to settle a
dispute?

Is a statewide “non-compete” for
one party fair and reasonable?

Do you believe FIG would sign
a similar contract?

After reviewing both the “FIG”
HMA and the “Heim” HMA, which
appeared in the last issue of The
Voice, decide which contract best
suits your needs. A bilateral con-
tract would benefit everyone and
improve Agent morale. Jon Heim,
UFAA’s legal counsel, has given his
consent for our members to offer
FIG the use of the “Heim” HMA.
Please encourage FIG manage-
ment to accept Jon’s generous
offer.

A bilateral contract would benefit everyone

From the director:

Vice President

By Chuck Simpson
I want to be the best Agent in

the company. Many have said that
when they started out as an Agent.
Have you taken a look lately at
what you do? In the last few years,
the Company has put a lot more
work onto us. Not like it was when I
started my career some 28 years
ago. 

Those of us associated with
UFAA are working to help you. We
want you to be the best you can be.
UFAA as an organization has made
tremendous strides since June
1997. We have accomplished
much. To list a few: the Errors and
Omissions buy-back deductible, the
opinion on the new contract and the

new computer technology group
that will help all Agents. We
rejoined CEAA. We set up the
Volunteer Fund for legal and leg-
islative affairs. We opened up lines
of communication with all Agents.
We even opened up a line of com-
munication with Management.

The National Board set up a
new format for the Board and
Chapter Presidents meetings, which
will be held in February, and the
National Convention, which will be
held in June. At the Chapter
Presidents meeting, the Board and
the Chapter Presidents will meet
separately in the morning. Then in
the afternoon they will meet togeth-
er. At that time, the Board listens to

the recommendations that the
Chapter Presidents present to the
Board. The Board is striving to get
the Chapter Presidents involved, so
the Board can then service all the
Agents instead of just a few. We
have a policy on the board that if
you have a problem, we will be
available to help you regardless of
how small or large.

We need your help. Get
involved. Join UFAA. Tell us what it
is you want, and we will get good
results. 

If all Agents will help each other
we could be building the best possi-
ble organization — and in the
process the company will recognize
us and talk to us.

Where do you want to be?
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From the director:

Legal & Regulatory Affairs

By Rick Smith
The Legislative and Legal Committee has

processed two funding requests for Agents who were
wrongfully terminated. Both were recommended to the
Board for partial funding — with additional funding
dependent on a progress report and again subject to
Committee approval. The board has supported the
Committee’s recommendations.

FIG has made an offer to settle the Washington
class-action lawsuit, which was filed to recover licens-
ing fees improperly assessed against Agents. Final set-
tlement is pending approval by the judge and class
members. 

In Kansas City, Mo., two former Agents have filed
an “unjust termination” lawsuit against FIG. They
believe their terminations were a result of their refusal
to comply with discriminatory practices in urban areas.
The attorney representing these agents is Roger
Brown. He can be contacted at 800-264-8501.

Apparently the desire to improve “Agent production”
is reappearing in different parts of the country. Reports
of pressure from DMs and company employees are
increasing daily.

FIG management has previously stated that new
Agents would have a minimum of 3,000 P.I.F. within
five years of their appointment dates. They also are
interested in younger, better-educated Agents. (Many
current Agents are already middle-aged and the nation-
wide average PIF is approximately 1,000).

This goal can be achieved by various methods:
— Increase market penetration by 300%
— Increase the population by 300%
— Decrease the number of agents by 66.66%
— Encourage continuing education
— Limit new contracts to younger, better educated

individuals
— Any combination of the above!
Selling takes time — a lot of time! Time that is now

required for reinspections, data input, slow transmis-
sion lines or waiting on hold for employees’ assistance
in correcting problems. All of this has limited the
amount of time and energy available for the service
and personal bonding to our clients that is necessary to
maintain our current PIF — without attempting to
increase it.

Aging also takes time! Declining health, restricted

mobility, and increased difficulty in handling stress are
all traits commonly associated with the aging process.

It appears as though many of the Agents identified
as “low producers” are either middle-aged or suffer
from health impairments. These “low producers” may
also have offices located in aging, less affluent neigh-
borhoods (generally populated by poor or retired indi-
viduals). Their market is extremely limited.

We sincerely hope this “goal of 3,000” will not be at
the expense of older Agents who loyally spent their life-
times promoting the image of FIG.

The very concept of insurance is based on trust! If
Agents cannot trust insurance companies, how can the
policyholders?

Members who have been asked to submit an
Agency Plan may wish to review the Agency Plan
Sample Letter for suggestions on obtaining basic infor-
mation necessary in developing a realistic plan.
Members can obtain a copy from their Chapter
President or the UFAA National Office.

Reaching the ‘goal of 3,000’

Quotables

Everywhere in life the true
question is not what we have
gained, but what we do.

—Carlyle

I believe in work, hard work and
long hours of work. Men do not
break down from overwork, but
from worry and dissipation.

— Charles E. Hughes
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Moving in the right direction
Your Winter issue of The Voice is one of the most

positive issues I have ever read. I am sincerely
impressed with the positive tone that seems to be pret-
ty much through the entire issue. Subjects are present-
ed in a fashion to show UFAA as a positive, helpful
organization. I am not a member of UFAA. I have been
an agent for {x} years ... and am a President’s Council
Agent. 

For most of my years, every issue of The Voice
was extremely adversarial towards the Company. Your
main focus seemed to be to bash the Company and
cater to people who claim to have been wronged by
the Company or DMs. I’m sure that there was some
truth in most stories, but by personal knowledge of
some of the most notorious cases, the total facts were
not shown on both sides. 

Yes, the company has made some mistakes, who
hasn’t? We are a large company. There have been,
and will continue to be, company personnel, DMs and

Agents who ... do things they shouldn’t. I believe that
to be the minority. The majority are good, decent, car-
ing people who try to do the right things for the right
reasons. 

As an organization, will we become “Premier” by
focusing on the things that are wrong? I don’t think so.
Yes, they need to be addressed, but we will get a lot
further by focusing on what is right and growing from
there.

It appears, by this recent issue, you are moving
toward that goal. If you continue, in time you will not
only gain the respect and support of the majority of
agents but also, I believe, you will win the respect and
cooperation of the Company. As for me, “show me the
money.” 

As soon as I feel that your current direction is
proven to be what you are really about by your contin-
ued actions and communications, I will be glad to join
you and support you. Keep up the good work.

A West Coast Farmers Agent 

Thank you, UFAA
It was another turning point in my career when I left

Farmers after being an Agent for 15 years in San Jose,
Calif.

Being self-employed for almost 40 years, I could
see the advantage of running a clean business and
reporting a documented return to the IRS. When my
contract value was reported by Farmers on a 1099, I
knew I was headed for rough waters. I told my accoun-
tant I would pay income tax on the money, but not
Social Security tax. He listed Farmers’ money under
long-term capital gain. My termination date was
12/31/94, so the return was for ‘95 reported in ‘96.

I received two audits for ‘95. One was a “random”
audit. The IRS letter wanted to review the four most-
expensive categories from Schedule C. They went
through every piece of documentation and charted it on
their forms. They inspected my pocket appointment
book, where we listed mileage and the location of daily
appointments. They also compared total expenses to
total income to be sure we didn’t spend more than we
could account for. The two-hour appointment took four

hours, and I still had to mail back documentation.
I was relieved when the “clearance” letter came.

However, the return still had to complete the mechani-
cal process and all 1099s had to match up with the
report. (I am a real estate and insurance broker and
securities dealer, so all my income is on 1099s.)

The second audit came when the mechanical
process showed a mismatch for the 1099s. I had
reported Farmers’ contract value under long-term capi-
tal gain. When I realized this was the problem, I called
the phone number in The Voice and received the case
name and number I needed. On a copy of the Farmers
1099 I wrote in black, bold ink: “This is contract value.
When he quit Farmers they bought his book of busi-
ness. See Schedule D. See Milligan vs IRS com. 9th
Circuit Ct. of Appeal Oct 25, 1994. 93-70273 TC2694-
91.”

The report was accepted and our clearance letter
from the IRS arrived yesterday.

Thank you, UFAA.
Sincerely,
Ron Price
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The United Farmers Agents Association
brings you products and services available 
to the agency force through UFAA membership

TEAMS 2010 strives “to provide the best software and hardware solutions for the UFAA
affiliated agencies.  Our driving goal and measure of success is customer service.”

UFAA Technology Services provides technical support for members with real PCs,
advice on software products, and offers members an opportunity to purchase computer
hardware with preloaded software.

The “Original” E&O Deductible Recovery program gives members a chance to write
outside business without the fear of a $5,000 deductible (or even the $500 deductible).
Now Agents across the land can supplement their Farmers income and better serve their
clients.

The Legal and Regulatory Committee offers qualified members assistance in legal
matters or public relations efforts.

The Volunteer Fund was established to provide funds to support legislative and legal
efforts on a state-by-state basis.  Agents are working to pass “just-cause termination”
bills. 

Legal Assistance is available from two California lawyers.  The free 20-minute consulta-
tion can be on any legal topic.

✁ (Copy and fax to the UFAA National Office,314-918-1718)

For more information,
Contact your local Chapter Presidents or

fax your request to UFAA National (314-918-1718)

Yes, I am interested in the following:

[  ] TEAMS 2010 [  ] UFAA Technology Services

[  ] The “Original” E&O Deductible Recovery Program

[  ] The Legal and Regulatory Committee [  ] The Volunteer Fund

[  ] Legal Assistance [  ]

Name: ________________________________________ Agent #: ______________________________

Address: ____________________________________________________________________________

City, State, Zip: _______________________________________________________________________ 

Phone: ________________________________________ Fax: _________________________________
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SECA TAX

By Bob Walter
The CPA bulletins and financial

newsletters misleadingly reported
that agents had won against the
IRS when President Clinton signed
the Taxpayer Relief Act of 1997,
which included the SECA tax legis-
lation. This led many agents to
believe the fight was over and we
had won. 

Unfortunately, not all agents
have won.

HR 1652, the bill introduced by
Illinois Congressman Jerry Weller at
the request of
CEAA’s lobbyist,
codified in the
new tax law the
court wins of
retired Nationwide
agent Herbert
Gump and State
Farm agents
Robert Milligan
and William
Jackson. By adding these cases to
the Internal Revenue Code, the IRS
is required to apply the court deci-
sions for ex-agents with Nationwide
and State Farm contracts. 

The IRS is still attempting to
apply the tax to exclusive agents
from companies that have different
contract language than Nationwide
and State Farm. Congressman
Weller has said he is prepared to
add other contracts to the bill as
soon as other courts rule against
taxation of termination payments.

In reversing the Tax Court deci-
sion in the Milligan case, the jus-
tices stated that Milligan’s past
activities did not contribute to the
amount of his termination payments
by either quantity of business or
time of service. The State Farm
contract provides for the same per-
centage payment of the last 12

months renewal payments after a
two-year eligibility period. The Tax
Court ruling against Schelble stated
that his 1970 American Family con-
tract did contain language that, in
addition to a five-year eligibility peri-
od, increased the amount of the
payments at 10 and 15 years of
service. The judge concluded that
these payments were connected to
past activities and were taxable
under Internal Revenue Code 1402.

NAAFA was prepared for this
and appealed the decision to the

Tenth Federal
Circuit Court. Our
contention was
that the length of
service is simply a
different formula
for determining the
amount of pay-
ment. The pay-
ments are not
guaranteed. The

agent must terminate his business
and not compete, or lose his termi-
nation payments. Just as stated in
the Milligan decision, it is this quali-
fied termination of the business and
adherence to the non-compete
clause that generates the termina-
tion payments, not the agent’s past
activities.

The Schelble case opening
briefs were filed in January 1997,
reply briefs in March 1997, and two
amicus curiae (friend of the court)
briefs were filed by NAAFA and the
other CEAA associations. Oral
arguments requested by the IRS
were held Sept. 9. Congressman
Weller assured the CEAA that,
upon a favorable court decision for
Schelble, he was prepared to add
this case to the IRS code at the first
opportunity.

However, on Nov. 26,1997, the

Tenth Federal District Court ren-
dered it’s decision against Schelble
and upheld the Tax Court judge’s
contention that the contract require-
ment for a minimum of 400 policies
and the length of service giving
incremental increases in the dollar
amount of termination payment the
agent received was derived from
the agent’s past activities and is
taxable under IRC 1402. The
judges stated that the arguments
presented by Schelble did not over-
come the IRS’ position.

At this point, the SECA
Committee is conferring with coun-
sel whether there is sufficient basis
to appeal this case to the Supreme
Court. The questions to be
answered are: Will the court hear
an issue that does not seem to be
in conflict with other court deci-
sions? Can we win the appeal
based on being restricted to previ-
ous evidence submitted? What is
the estimated expense? 

If counsel advises our prospects
are not good, we must consider
another case in a different district or
in the U.S. Court of Claims, as
Nationwide agent Gump did.

This case is important for not
only American Family agents but
also for Farmers Insurance Group
agents and agents of other compa-
nies whose termination benefits are
based on a formula that increases
the amount based on length of ser-
vice. It is important that each
association whose members are
at risk appoint a committee to
study their contracts’ language
subject to the court’s decisions.
The IRS will continue to apply the
tax to every contract that has not
been found by the courts to be
exempt from the SECA tax.

It’s not over until Schelble wins!

Continued on p. 22

The Schelble case is
important for all agents
whose termination 
benefits are based on a
formula that increases
the amount based on
length of service.
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By Kathy Fleming
By the time you receive this edi-

tion of The Voice, we will be well
into the first quarter of 1998, and
many state legislatures will be
halfway into their sessions. Many
Agents who where active in their
state legislatures are ready to pick
up where they left off. 

Some states will not be in ses-
sion this year, such as Oregon and
Texas, so legislation in those states
will have to wait until next year.
However, Agents in other states —
including Colorado, Minnesota,
Wisconsin, Kansas — will be going
back to their legislators. We will
continue to follow their activities
and report on them to you.

In the meantime, the SECA
issue has come to the forefront for
many UFAA members. There are
many Agents leaving the force,
either by choice or termination, and
they have discovered their contract
value will be taxed as earned
income, when it could be taxed at a
lower “sale of business” rate.

There have been many Agents
around the country who have
claimed their contract value should

be treated as a sale of business
and filed income tax returns based
on that premise — and were able to
avoid the higher SECA tax. In some
instances, a few agents were
denied this and took their cases to
court. To date, three agents have
won their cases in three different
district courts. 

Recently, an American Family
agent lost an appeal in Federal Tax
Court. The adverse decision was
based on the wording of the agent’s
contract. Apparently in the American
Family contract, agents are paid
“extended earnings” upon termina-
tion. The court interpreted this term
to mean that the termination pay
was earned and not due to a “sale”
of the agency back to the company.

The Farmers contract uses the
term “contract value” and also
states that the Agent can sell his or
her agency to an immediate family
member at any time if found accept-
able by the company, not to exceed
the contract value. This could be
interpreted to mean that by paying
the Agent the contract value upon
termination there is a sale of the
Agency back to the company. And if

this were the case, then the taxable
issues would be based on the sale
of the Agency and not on the
earned income.

Additional determining factors in
the court’s decision involved items
stated in the contract, such as
income in the last year from the
agency, the number of years of ser-
vice to the company by the agent,
and the number of policies in force
at the time of termination.

To date, all the cases that have
been won were agents with other
companies, such as State Farm,
American Family and Nationwide.
No Farmers Agents have tested the
courts, even though some of them
have filed taxes based on the
assumption that their Agencies
were “sold” back to the company. It
appears each company’s contract
will have to be heard by the courts
separately to make a final determi-
nation and set precedents. 

This does not mean you still will
have to file your termination pay as
earned income, but it does mean
you may have a battle ahead of you
until a final court decision is made
on the Farmers contract.

You may have a battle ahead

From the director:

Governmental Affairs
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A small percentage of agents
have always financially supported
the fight against the IRS’ misappli-
cation of the SECA tax to agent ter-
mination payments. In spite of our
small numbers, in six and a half
years we have gone from not know-
ing where to start to court wins that
have reversed the IRS for State
Farm and Nationwide agents. 

Unfortunately we have suffered
a setback with the Schelble case,
which impacts heavily on Bob and
Sue Schelble and their family finan-
cial position. It is a setback for all of
us with similar contracts.

As we confer with the attorneys
and our options become clear, the
SECA committees will continue to
funnel updates to the CEAA Board
of Directors and to the publications

of the member associations to keep
membership up to date.

[Editors Note: UFAA needs vol-
unteers to assist our own study of
this decision’s impact on our con-
tract.]

Bob Walter is SECA Committee
chair for the National Association of
American Family Agents.

Continued from p. 20

It’s not over until Schelble wins!
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Our outstanding Farmers UFAA
Agent for Spring 1998 is Jess
Driver — a 31-year Farmers Agent,
three-time President’s Council
member, 29-time Toppers Club,
profitable most of his 31 years. Jess
has his office in Mission, Kan.

Editor: Jess, you’ve been a
Farmers Agent for 31 years. Was it
easier to write business in 1966
than it is today?

Jess: Yes, it was easier. In
those days, the Agent was the
backbone of the Company, the king.
Attitudes were quite different. You
received more help from underwrit-
ing. Writing up a policy was a lot
simpler than today. Not as many
companies were in the business.
We had good rates. We were com-
petitive back then.

Editor: No doubt through the
years you had goals that you tried
to accomplish. Can you share some
of those with us?

Jess: I guess my goal, if you
want to call it a goal, was to make
Toppers every year. I knew that if I
made Toppers, my Agency was
growing. I strived to write at least
100 sales count a month. I tried to
write a balanced book of business
in the process.

Editor: I see that out of 31
years you managed to make
Toppers 29 times. Is that a record?
How did you accomplish such an
amazing feat?

Jess:
No, I’m sure it’s not
a record. As I said earli-
er, I would set my sights
on making Toppers.
Usually I knew that when I made
Toppers my wife and I could incor-
porate it into a vacation. 

Editor: You made President’s
Council three times. Tell us what is
required to be a President’s Council
member. How do you qualify?

Jess: Each Region picks three
top Agents. You have to have the
count overall: Life, Commercial, and
P&C. Profitability also plays a big
part in the selection.

Editor: How did you manage to
be profitable most of your 31 years.
What is the secret to being prof-
itable year after year?

Jess: I was an underwriter
seven years before I became an
Agent. I learned to underwrite my
business as an Agent. I strived to
rate all policies properly. I worked
toward maintaining good clients. I
kept in contact with them. I did what
would be called today Friendly
Reviews. I worked toward writing all
of the business in the house. Then I
would ask for referrals. I would
review the loss runs and take action
if needed.

Editor: As an Agent, I know we
have our ups and downs. What do
you do to keep yourself a top pro-
ducer year after year?

Jess: I try to see the future. I

want my Agency to grow each year.
I keep that as the key to staying up.
I know that if I work hard there is a
reward waiting for me. You get paid
for what you do. If you do little, you
get paid little. If you do a lot, you
get paid a lot. You get paid what
you are worth. You alone chart your
destiny.

Editor: What prompted you to
become a Farmers Agent?

Jess: I wanted something better
for myself and my family. I wanted
to control my destiny. As an Agent, I
didn’t have to be concerned with
transfers. I could stay right here.
Being an Agent gave me more time
to spend with my family. My time
was my own. I didn’t have to punch
a time card or stay on the job a cer-
tain number of hours in order to get
paid. Best of all, I liked the fact that
as an Agent you were your own
boss. You made the decisions on
what you are going to do.

Editor: I see you have been a
UFAA member since the inception
of Chapter 13 back in 1980. Why
did you decide to become a mem-
ber?

Jess: I think that an agents’
association is vital. I felt it was
needed. By being a member, you
are part of a direct communication

Jess Driver

UFAA’S
OUTSTANDING

AGENTS

Starting with this issue, The Voice will feature 

outstanding Farmers Agents who are UFAA members.

Continued on p. 26
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I would imagine most of you reading this article
have been Agents for some time. Most of you have
been able to build up a good Agency. It is quite possi-
ble you don’t have the biggest Agency in your District.
But most of all you are doing OK. You worked hard for
a long time. Isn’t that correct?

If you are like me, you came into this business
because you wanted to be your own boss. I for one
didn’t like working for someone else. So I asked myself
some years back, “Why not work for yourself?” I want-
ed to chart my own future, my destiny. In the process, I
wanted to make a better living for myself and my fami-
ly.

Along the way and as the years rolled by, you
spent countless hours building up your Agency. Why
did you do that? Was it because you had a family to
support? Was it because you just naturally have that
drive inside you that says, “Go for it, give it your best
shot”? Whatever the reason, you worked hard at being
the best Agent in your District, in your Region, in the
Company.

As the years swiftly went by, you became some-
what comfortable with your Agency, with your income,
with your status in life. You find that your family is now
grown and all of a sudden there is only you and your
spouse at home to support. You finally come to the
realization that there is more to life than just working
and working. You want to kick back just a little and
relax. You want to enjoy the fruits of your labor. You
would like to devote more time to your family, to your
grandkids. Maybe even taking a little longer vacation to
that place you have been wanting to go to for years. 

Wait a minute, Mr. Insurance Agent. You can’t do

that. Along comes the Company, your District Manager,
who tells you that due to your slacking off you are
going to be place on the DARG program. Here you are
in your 50s or 60s and they come a-calling. You think it
would sure be nice if the Company would back off and
leave you alone. You have paid your dues, so to
speak. You plan to continue writing business but not
run as many appointments at night. So why are they
coming after you? 

You ask yourself, “Is my main purpose in this life to
make money for this company?” The Company expects
you to write more autos, more life insurance, more
commercial. That’s all well and good. However, you
ask yourself, “Should money be the main thing in my
life?” Let’s face it, the Company is only in it for the
money. That all-mighty dollar. My job, my Agency is
important, but I might shock some of you to announce
that my Agency, my folio is third on my list of important
things. 

You ask, “What is important in our lives?” I would
say the Number 1 thing should be your God. Your fami-
ly should be Number 2, and your Agency, your ability to
make money, comes in third. I am of the belief that all
of us were put here to help others. You and I do that
somewhat by being the best Agents we are capable of
being. But, folks, there is more to life. Those of us who
represent UFAA know there is more. We have pledged
ourselves to help others, to be of service to others. 

If only the Company would understand what life is
all about and allow us — the Agents that represent this
company — to exercise our rights to lead our lives as
we please. The Company would be wise to back off.

—Voice Editor

What’s most important in your life?

chain. You are able to talk over your
concerns with other UFAA mem-
bers. You can exchange ideas.
UFAA is Agents helping Agents. 

Editor: Do you think UFAA is a
worthwhile organization? Do you
think all Farmers Agents should
join?

Jess: Yes, I feel UFAA is a
worthwhile organization. It has its
purpose and that it is to benefit the
Farmers Agent. I do think we need

more Agents to get involved in
UFAA. The company would do well
to encourage Farmers Agents to
become members. 

Editor: What advice would you
give other Farmers Agents who are
just starting out in their careers or
to those who have been around for
some years?

Jess: Learn all you can about
the business and how you the
Agent write business. Take all the
education classes the Company
offers. Keep learning. Learn your

products. You can’t be successful in
selling your product if you don’t
know it thoroughly. Take computer
courses. Keep up with the times. Be
willing to change, as this business
is in constant change. Be flexible.
Be diversified. You are in business
for yourself and the only security
you have is your ability to sell, to
succeed. 

You’ve got to want to succeed
and, above all, work hard at what
you are doing. Anything worth doing
is worth doing well. 

Continued from p. 24
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UNITED FARMERS AGENTS ASSOCIATION
P.O. Box 190584

St. Louis, MO 63119
Office Hours: 9 am to 5 pm Central Time

Phone: 314-968-3344 Fax: 314-918-1718

E-mail: ufaa@idt.net

For Members: 800-275-8668

Vice President—Chuck Simpson
8247 Levenworth Road
Kansas City, KS 66109
(P) 913-788-3110  (F) 913-788-5593
E-mail: csins@toto.net
Membership Director—Wade Farmer
134 N Henry Street #208
Morristown, TN 37814
(P) 423-581-0143  (F) 423-586-3400
E-mail: wlfia@juno.com
Governmental Affairs—Kathy Fleming
1250 NE Moore Lake Dr #210
Fridley, MN 55432
(P) 612-571-0660  (F) 612-571-4715
E-mail: kathleen.fleming@mci2000.com

Secretary—Bruce Davis
523 S Circle Drive
Colorado Springs, CO 80910
(P) 719-634-2900  (F) 719-634-1865
E-mail: ufaasecretary@juno.com
Media Relations—Hank Turnbaugh
6901 Shawnee Mission Pkwy #208 
Overland Pk, KS 66202
(P) 913-722-1236  (F) 913-722-0535
E-mail: turnins@swbell.net
Director at Large—Nancy Barron
4001 Juan Tabo NE #D
Albuquerque, NM 87111
(P) 505-298-8088  (F) 505-293-4474
E-mail: dancy3@aol.com

National Historian—Allen Yerxa  7651 W 41st Ave #95, Wheat Ridge, CO 80033  (P) 303-424-5068  (F) 303-424-1875  E-mail: yerxa9@idt.net

President—Ralph Buchanan
1861 E Baseline Rd
Tempe, AZ 85283
(P) 602-897-1081  (F) 602-839-8861
E-mail: rgbuch@aol.com
Treasurer—Larry Tencer
181 N McDowell Blvd
Petaluma  CA94954
(P) 888-763-5300  (F) 707-763-7084
E-mail: larryten@aol.com
Legal & Regulatory Affairs—Rick Smith
7362 University #203
Fridley, MN 55432
(P) 612-786-9595  (F) 612-572-9833

PO Box 190584
St. Louis, MO 63119
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National Officers

ALABAMA-TENNESSEE
(23) Wade Farmer, Morristown, TN  423-581-0143

ARKANSAS
(30) Charles Lively, N Little Rock  501-758-6500
(31) Deanna Parks, Barling,  501-452-6491
ARIZONA
(43) Bill Wise,  Mesa  602-924-2535
(16) Ed Nordstrom, Tucson  520-297-1337
CALIFORNIA
(02) Victor Acevedo, Daly City  415-994-1791
(05) Jim Butler, Whittier  562-945-4946
(08) Bob Jasak, San Diego  619-464-8588
(10) Earl Hogg, Albany  510-527-9744
(11) Dallas Johnson, Freemont  510-792-8653
(04) Mark von Kronemann, Newbury Park 805-499-2418
(01) Jeff Ryan, Sacramento  916-349-2203
(06) Rick Schlosser, Ontario  909-983-0199
(03) Don Valdez, Cerritos  562-865-9676
COLORADO
(50) Dan Geer, Grand Junction   970-243-1200
(27) Roxye Santorno, Wheatridge  303-940-3233

Chapter Presidents

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

NEW MEXICO
(24) Frank Cabasier, Rio Rancho  505-891-8733
OHIO
(44) Jeff Lamb, Centerville  937-435-3422
OKLAHOMA
(15) Skip Myers, Tulsa  918-496-9633
(12) Charles Penwright, Yukon  405-354-5371
OREGON
(14) Mike Hundley, Forest Grove  503-359-4421
TEXAS
(33) David Barron-Rajme, El Paso  915-581-3315
(36) Wayne Jenkins, San Antonio  210-377-3590
(35) Steve Lenard, Sugarland  281-242-0070
(37) Dale Moon, Houston  281-484-8320
(34) William Weyker, Dallas  214-696-6315
UTAH
(39) Ray Johnson, Roy  801-773-4740
WASHINGTON
(22) Hugh Reichenbach, North Bend  425-888-0553
WISCONSIN
(20) Ron Mikesell, Menomonie  715-235-6588

COLORADO
(46) Steve Schierenberg, Ft Collins  970-221-2931
(29)  John Sportsman, Colorado Springs  719-599-8682
IDAHO
(28) Bill Eimers, St. Mares  208-245-6553
ILLINOIS
(21) Owen McAteer, Oak Forest  708-535-1833
KANSAS
(13) Frank Click, Shawnee  913-631-1200
MICHIGAN 
(45) Dave Arbanas, Wyoming  616-531-9070
MINNESOTA
(17) Keith Van De Walker, St Paul  612-451-2255
MISSOURI
(41) Joe Cracchiola, Bridgeton  314-739-3553
MONTANA- WYOMING
(51) Jerry Santy, Great Falls  406-761-6564
NEBRASKA
(19) Ray Horine,  Omaha  402-330-3224
NEVADA
(26) Steve Kaldi, Las Vegas  702-656-6628


