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A publication of the United Farmers Agents AssociationThe

The United Farmers Agents Association is a professional association 
committed to helping our members through education, 

communication, support and information and to establishing 
a true partnership with Farmers Group, Inc.
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Farmers just gave you
a $60 million cut 

in compensation!
... and Mr. Feinstein

got an 11% 
pay raise!

Mr. Feinstein delays 
commission cut 
for 6 months!
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NEWS FLASH!



WWEE  AARREE  UUFFAAAA!!

And just why 
are we so proud of that?

Our association is forging ahead — assisting our members in developing their agencies, providing
valuable information, and being active in the legislative arena to promote and protect our members inter-
ests. Join with us now in this exciting endeavor.

It truly is a great time to be a UFAA member! The Board of Directors
The United Farmers Agents Association

Our quarterly magazine, The Voice, is published with you, the member, in mind.
It regularly addresses issues, reports current events, and provides you, the member, 
with a chance to freely express your opinion.

Our past legal endeavors now allow you to have that PC on your desk.

Our nationwide activities opposing agent-owned ACA accounts led to the 
management company creating a company-owned ACA — saving you money.

Our efforts on the national level, in conjunction with the CEAA, effectively eliminated 
the 15.3% SECA tax on your contract value.

Constant questions from our members nationwide led to lower E&O rates for all agents.

We introduced the "Original" E&O Deductible Recovery Program to help you 
earn more money from outside business without the worry of a large deductible.

Our outside legal opinion of the HMA agreement 
was designed to assist you in making decisions about your future.

Our efforts on the national level defeated legislation designed to change the IRS definition of 
independent contractors — a change that would have adversely affected our livelihood.

Pro-agent legislation has been introduced in many states 
— and passed in several — that benefits all exclusive agents.

UFAA Technology Services, a subsidiary of UFAA, now is available to all members. 
UFAA Technology Services will assist members with computer hardware and 
software questions and problems, recommend computer programs to assist members
in operating their offices, and recommend hardware configurations.

We are a member of the Coalition of Exclusive Agent Associations (CEAA) and, through 
our Washington, D.C., lobbyist, we have played a major role in protecting the interests 
of our independent contractor exclusive agents through national legislation.

We have produced and made available our UFAA Technology Video, 
which provides information valuable to your agency’s success.

Weekly updates are e-mailed to our members to keep them informed 
about the latest developments.

We have made available the information you need to set up a paperless office.

An Association of 
Professional Farmers Agents
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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 to 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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Coming 
events
JUNE
17 UFAA National Board meet-
ing, Luxor Hotel, Las Vegas

18 Chapter Presidents meet-
ing, Luxor Hotel, Las Vegas

19-21 National Convention,
Luxor Hotel, Las Vegas

AUGUST
Autumn issue of The Voice
mailed to the agency force.

OCTOBER
UFAA National Board meeting

UFAA needs to know: Have
you or someone you know:

✔ Been terminated on a 30-
day notice for wanting to postpone
an audit of their files?

✔ Been successful in transfer-
ring from one district to another?

✔ Filed suit against the com-
pany (or plan to) for wrongful termi-
nation or another violation of our
Agent Appointment Agreement?

✔ Taken over an agency from
a parent or other relative in the last
three years?

✔ Received a 90-day, 30-day,
or immediate notice of termination? 

✔ Acquired an agency from a
spouse?

✔ Received supplemental folio
checks after notifying the company
they were underpaid or not paid
earned commissions?

If you have any information on
any of these subjects, please con-
tact me by phone toll-free at 888-
763-5300 or by e-mail at
Larryten@aol.com.

— Larry Tencer

Let us know if ...



Dear Agent,

Each of us received a "Call to Action" letter from Lynch, Gelfand, and Leaman dated April 12, 2001.  Since
that date, the letter has been renamed "The commission cut letter." 

Shortly after that, UFAA responded. Our response was e-mailed or faxed to more than 7, 000 agents.  (It is
reproduced on the opposite page, if you haven't read it yet.)  In our letter we addressed seven issues: cheaters,
Marshall Swift, the surplus, management fee reduction, examining competition, the new Quality Business Program
and fire commissions.

In a letter dated May 7, addressed to "Dear Colleagues," the company attempted to respond.  We know they
will never address the letter "Dear UFAA" but, nonetheless, it very much appears to be an attempt to address some
of the questions and concerns raised in our "Honest and Open" letter.  And since they said their letter would be
"just one in a series of similar letters" we thought a response would be appropriate.

"But we do think we should regularly review our commission structure to make sure it compares favorably
with the industry around us."  There is the "out" for future commission cuts in spite of the line where they deny hav-
ing "any intent to further reduce commissions."  Didn't Marty, less than 12 months ago, promise to never reduce
commissions?  So why should this "promise" be any different?  Agents can only hope that they "regularly review
our commission structure" as often as they have "reviewed" interactive shares.

The Quality Business Program looks fine on paper but is highly suspect.  Why was just a portion of the pro-
gram released?  "While more details of this program are coming" implies that it was not well thought out and was
released to try to impress someone.  Whoever that someone is.  If 15% of the agency force is allegedly causing
the loss problems, why are so many more involved?  Why are agents taking pictures of breaker boxes and
kitchens?  Why are DMs requesting report after report from every agent in their district?  Why is one DM demand-
ing a report on commercial losses, losses that occurred five years ago?  Take the problem agencies, use IMPACT
to determine what is causing the losses, identify whether the losses could have been avoided or reduced through
good field underwriting and take appropriate action.  Good grief, what is so hard about that?  Instead you choose
to do reinspection blitzes and harass the whole agency force.

You say "a small number of agents are abusing the system," yet your DMs are attacking and harassing every
agent who ever made a change on the FPPS screens.  If we talk to our customers, if we review the homeowners
rating criteria, if we do our jobs correctly, and if you trust us (?), then go after the "small number" and let the rest of
the agency force run their businesses! You also say, "The rest of our agents have told us in no uncertain terms that
it is about time we did something."  How many times do you have to be told? 

The word "cheat" has been used for years to describe agents who continually abuse the system.  The two
pickup trucks, rate class 9 in Farmers, with landscaping signs on the doors would, most likely, be defined as an
agent "cheating."  But, because the agent is a big producer, nothing was done.  Your regional managers and state
executives have continually chosen to accept the wrongdoings of certain agents in exchange for sales count.  It is
time to quit talking and start doing.  It's time for you to "walk the walk."

You brag about the values assigned by the Marshall Swift program but agents around the country soundly
disagree.  You have compared commissions with our competition but did you ever compare replacement cost infor-
mation?  If we, UFAA, conducted surveys in various areas of the country and produced replacement cost informa-
tion used by our competitors, would you accept it?  Would you lower your figures if the survey showed the competi-
tion was lower than we are?

And lastly, why isn't anybody in management listening to the agency force?  After all the letters, calls and
comments you have received throughout the years and in the last month or so, you still send out employees to talk
to agents. Fifty employees, according to your May 14 letter, who ask, "What seems to be the problem?"

Maybe the time has come.  Maybe it is time for the leadership of the management company to step aside.
This once great company has suffered far too much and far too long.  The management style of threatening and
harassing has not stopped and probably never will, unless major changes are made.  It's time for the change. 
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Sincerely,

Ralph Buchanan, National President
United Farmers Agents Association



A letter to Farmers management
"Honest and Open," says your "Call to Action" letter and I don't believe it is either. 
How long have good, honest agents, the majority of the agency force, screamed for and begged the management

company to eliminate the cheaters from our midst? You have known about or we have told you about many cheaters in
the past. Remember the agents in the Texas town that reported another agent that was cheating on square footage? Or
when the agents in Phoenix reported an agent writing landlord protector on homes used as models in subdivisions? Did
you not know about the California agent that reportedly had privileges beyond belief and is now under investigation
because money, a lot of money, has disappeared? And more. And more. And more. But the cheaters are never terminat-
ed because they write so much business. So, Mr. "Honest and Open" will you actually fire the cheaters or are we practic-
ing the usual and customary lip service game? 

The multiplier you use in the Marshall Swift program could possibly be the highest in the industry. Agents around the
country are reporting fire renewals with both huge increases in coverage and huge increases in the rates. And many of
these changes are far less than 12 months old, which is insufficient time to judge the impact yet you are planning another
round of increases and decreasing agent's commissions. That would indicate a management problem, one that you need
to correct internally and immediately. 

You talk about the decrease in surplus. If you want to really be "Honest and Open," how much of the decrease was
from the purchase of Foremost? How much was from Foremost itself? How much was from the three FACT companies?
How much was from the settlement of Bad Faith law suits? How much was from "subsidizing" the rates of the indepen-
dent agent's back east? Have you cut the commissions being paid to those agents selling for the FACT companies? 

Have you increased their rates? Have you changed the rates and lowered the commissions paid to the independents
back east? It is time to be "Honest and Open." Will you be? 

You state in your letter that you are taking a 10% reduction ($30 million) in fire management fees. You send over $1
billion to Zurich each year in the form of profit. You are freezing employee salaries. You are cutting back on profit sharing.
Between the freeze and the cutback in profit sharing, the distribution to Zurich will not suffer. The $30 million is not
impressive. 

You "examined our competition" and found what? That Farmers agents do far more work than the competition? That
Farmers agents pay far more for their computer systems? That Farmers agents have been lied to for years concerning
Interactive Shares? Did you also examine the rates, the Marshall Swift multiplier or the Contract Value/Termination Pay
provisions of our competition? Or did you limit your examination to just commissions? 

When in doubt, hang a new label on a problem. The Business Quality Program is just a new label on several old pro-
grams and resembles the very old LUA program. Meeting after meeting with three or more company personnel, threats
and intimidation included will not solve the problem of an agent being unprofitable. Did you ever ask, "What causes most
of our fire losses?" Water damage? Storm damage? Theft? Surely you must have that information. Surely that must be
important. If it is theft, why are DMs making agents in Kansas City take photos of the front and back of houses as well as
a picture of the circuit/fuse box? If you are serious about the decrease in the surplus, lets identify the problem in each
area and then lets all get to work. I do believe underwriters talk about a program called "Impact " which could and should
be used. 

And lastly, let's address the agent's commission problem. I am sure you plan to raise your fees sometime in the
future, probably the very near future. Your "Honest and Open" letter did not address whether the commission cut is tem-
porary or permanent. Will you state that commissions and the management fees will both be returned to normal when the
loss ratio falls to a certain percentage? Will you put that in writing?  

We are supposed to be a "team." We are supposed to be "Partners." Yet you make decisions that adversely affect
the lives of thousands of hard working, honest and dedicated agents like it was an every day occurrence.  

There is probably nothing we, as agents, can do individually to prevent this from happening but rest assured, this is
not liked or appreciated. And without truly "Honest and Open" communication, the morale of the agency force will contin-
ue to deteriorate. You are paid by the policyholders to manage the affairs of the Exchanges and, quite frankly, you don't
seem to be doing a good job. Let me ask, Will you fire the cheaters regardless of their sales count? (Just ask the under-
writers for names.)

Will you wait on future fire rate increases until the last round of increases take effect?
Will you identify actual cause of losses by state, territory and/or zip code so agents can be better informed and take

the appropriate action?
Will you instruct your district managers to work with the agents to solve the problem rather than threaten and intimi-

date?
Will you adjust the premiums charged for policies written by the independent agents back east?
Will you adjust the premiums charged on policies written through the three FACT companies?
Will you make your "sacrifice" as big as you are asking the agents to make?
Will you commit, in writing, to increase the commissions when the problem is corrected?
Will you consider continuing to base Contract Value on the 14% renewal commission rather than the new 12% com-

mission?  
We do have a problem and it will take "Honest and Open" communication as well as hard work to correct it. You can

address this letter in an "Honest and Open" way or you can ignore it. It is your choice, but your response, or lack of a
response, will be noted by all agents, not just UFAA members.  

I await your reply. 

Ralph Buchanan
President
United Farmers Agents Association
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More work, less pay, more Company profit.
Let’s stop the undermining of our livelihood!

I've been with Farmers for almost 35 years, almost
equally split between being an agent and a company
man. I went through Turn Around 76 etc, as I know you
did. This is not the company I went to work for in 1966
and this is the lowest we have sunk. I'm enclosing my
thoughts on the recent actions.

I don't think we fully grasp what went on Friday the
13th. It is obvious the main purpose of the "Call to
Action" was to lower our commissions in such a way
that we will willingly accept it. But let's analyze who got
the "call." 

First we must understand how the company works.
This is a reciprocal. That means that the Exchanges
(Farmers, Fire, and Truck) are owned by the policyhold-
ers. The policyholders hire a company, Farmers Group
Inc. (or whatever the official name is now) to handle
their business. For this FGI charges a fee — I believe it
is currently 12%. This fee has been as much as 20%.

For this fee they do the work of the Exchanges —

issue policies, keep statistics, etc. They do not pay the
agents or claims people. Look at your contract. You are
contracted to the Exchanges, not Farmers Group Inc. 

I will refer to the management company as the
Company. In the past few years, the Company has
shifted the work of the Exchanges from their employees
to the Exchanges’ employees, in other words, to us the
agents. They don't pay us, so the savings to the compa-
ny have been tremendous. That is why they can close
so many offices and reduce their staff. While they no
longer do the work they are contracted to do, they still
take their percentage off the top. Corporate profits must
be soaring. 

While the Company's profits must be incredible, the
Exchanges are suffering under their mismanagement.
APPS, FPPS, and EasyPay did not hurt them, but it
severely hurt the Exchanges in lost revenues.
Insolvency was a word used in our district meeting
about this. The scare was put into us. So we are all
called to action — or are we?   ➤

Black Friday

UFAA has reviewed all of the
facts and actions of the manage-
ment company, placed them in our
new paradigm, found where the
cheese was moved to and deter-
mined how to insure only those
clients who will not have loses.
This exhaustive study, done in
minutes, will help the management
company see that we, UFAA, are
as committed as they are to solv-
ing the problem of the dwindling
surplus.  

There are just three simple
steps to guarantee the profitability
of the Exchanges: 

1) Convert all captive Farmers
agents to independent Farmers
agents. When the Exchanges need
to compete for their business and
offer lower rates it seems that they
are profitable. It must be the com-
petition and competitive rates that
guarantee profitability otherwise

those independent agents back
East would be under the same
threats that we, the captive agents,
are under.  

2) Pay newly converted inde-
pendent agents a higher commis-
sion! The independent agents are
paid 20% new business and 18%
renewal. It must be that extra com-
mission that makes the indepen-
dent agent able to guarantee that
he or she will only insure those
clients that don't have losses.
Senior management must know
that higher commissions equal
fewer losses. But if they know that,
why are they cutting ours? 

3) Make the profitability bonus
based on premium volume and
actual losses only. That's right
folks, the more you write, the less
losses you suffer, the higher your
profitability bonus! Heck, we are
wasting all of our energy tracking

life policy issued, value added
product sales, lapse ratios and
sales count when we should only
be concerned with the amount of
premium volume and losses. After
all, that's the way the bonus is
defined in the independent agent's
contract. 

If you think this is some kind of
sick joke you are wrong. Those
items exist in the independent
Farmers agents contract and they
are not taking a commission cut.
Do you know why? The answer is
simple: Farmers has to compete
for that business. As captive
agents, you and I do not have that
luxury. We do, however, have the
ability to make them listen. 

Help us help you and join
UFAA today. Or you can just sit
back and watch your commissions
and contract value continue to
dwindle away. 

UFAA solves the problem
of the Exchanges’ profitability!
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From the director:

Media Relations

By Ken Unrein 
Don't you just love the way Farmers management has

a way of presenting their programs in a positive manner?  
In their announcement that informed you of a com-

mission cut, they said, "We will reduce the management
fee in personal line fire 10% (or $30 million a year)." The
language they used to explain your commission reduction
was "your new business and renewal commission will be
reduced by 2%." At first glance, this looks like the man-
agement company is taking a 10% loss of revenue and
the agency force is taking a 2% loss of revenue. 

The reality of the matter is quite different. While the
management company is returning $30 million to the sur-
plus, the agents are returning $60 million to surplus. Why
is the agents’ portion of return to surplus twice as much
as the management company's portion? 

The management company tells us they will be
returning $30 million a year to surplus. That is great!
Makes them look like the savior of the Exchanges! Why
did they not tell us the dollar amount the agents would be
returning to the Exchanges? Surely they could have
applied the 2% commission reduction to the annual premi-
um paid to the Exchanges to come up with the figure.
Could it be that if they had given us that number it would
have taken away from the grandeur of their gesture? Or
could it be that the uproar from the agency force would be
unbearable if the agents really knew how much money
the company has taken from the agency force?  

The management company has unilaterally made the
decision that the agents will take a $60 million cut in com-
pensation. Martin Feinstein's total compensation was
increased from $2,072,946 in 1999 to $2,268,415.00 in
2000 (information obtained from the Nebraska
Department of Insurance). So while the agents compen-
sation will be decreased by $60,000,000.00 (10%), Mr.
Feinstein's compensation increased by $195,469.00
(11%)! 

The burden of paying for the mismanagement of the
Exchanges has again fallen on the shoulders of the
agency force. Meanwhile, the person responsible for the
mismanagement receives an 11% increase in compensa-
tion for his failure to competently manage the Exchanges. 

Perhaps the time has come for the agency force to
obtain the proxies from the policyholders, which would
give the agency force the votes to elect a responsible
Board of Governors. Perhaps a responsible board could
find a management company that could competently man-
age the Exchanges.

Honesty is the 
foundation of trust

What is the solution to the Exchanges’ woes?
The agents, who now do a great deal of the
Company's former work, are paid 2% less. This
means you will be paid 10% less commissions
than before. 

But that’s not all. Your contract value is based
on the year's service commissions. This means
that you will lose a similar amount off your con-
tract value next year. 

Now let's not forget the sacrifice the Company
is making. They are reducing their management
fee and losing millions of dollars — or are they? 

First of all, they are raising rates. This means
that they will get a percentage of the increase with
no increase in expenses. 

Secondly, they are telling their employees (the
Company employees) they will no long receive a
portion of their profit sharing. In other words, the
employees will foot the bill, not the Company. 

The stability of the Exchanges is just a smoke
screen to lower our commissions. This is not the
first time they have lowered commissions. We got
14% on Fire and EC. We now write only Landlord
Protectors and get 10%. Remember the $5 policy
fee that jumped to $10? We got $2.50 of the $5
and nothing of the $10. 

Bottom line is the agents do more work for
less pay. The Company makes more money. Is
this right? No it's not right, but it is the way it is. 

What can we do about it? Probably nothing.
But this much is true: Divided We Fall! Can we
stand if we are united? Only time will tell. 

It looks as if the Company is doing away with
the agency force as we know it. If that is the case,
we can't stop it. 

But the only chance we have is to unite as
one voice and try to stop the undermining of our
livelihood. 

— A California Agent

Arizona Chapters 16 Tucson and 46 Phoenix
held their 7th Annual Business Expo and Golf
Tournament on May 4 in Casa Grande. In addition
to the UFAA members, this event was open to all
agents and Farmers personnel. In addition to
numerous vendors who deal with the agency force
on a daily basis, the Expo featured the
UBS\PaineWebber team, which introduced the
401K retirement program now available to UFAA
members; Homer Jones, who demonstrated his
latest version of the Farmers agency management
program; and Steve Todd, our technology expert
and website administrator. In addition to gaining
information on how to successfully operate your
agency, everyone enjoyed an excellent lunch and
a magnificent afternoon of golf. 

Tips for success
Chapter news
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RReettiirreedd??

By Larry Tencer
Scenario One: You've planned for this day the bet-

ter part of your working career and you have given the
Company at least 30 days and in some cases 90 days
notice of your intended retirement. 

Scenario Two: You haven't planned for this day
and never thought it would happen to you, but you
receive a 90-day notice of termination. This ends your
Farmers career sooner than you ever imagined and you
were probably told it would never happen. What do
these two events have in common?  

Both should trigger the start of the process to deter-
mine and prepare your first contract value payment. It
should, but it doesn't. Although the Company has had

ample notice of your departure date to have your first
contract value payments ready for you, they won't. But
they will demand that you turn over your files, manuals
and all Farmers material on your last day or sooner.
They may also demand your telephone number, which
your Agent Appointment Agent says they have a right
to. If they do ask for your phone number make sure
they agree, in writing, to pick up any yellow page adver-
tising you have contracted for.  

In the last year, I have talked to literally dozens of
retiring or terminated agents and not one of them has
said they received their first payment within 30 days of
their termination date. Please see the letter below from
recently retired agent Ron Inglis and what he had to  ➤

By Ron Inglis
I retired effective Jan. 1, after 11

years as a Farmers agent. I provid-
ed the Company 90 days notice of
my intended retirement date. I would
like to share my experience as a
departing agent with you.  

As I read the Agency
Appointment Agreement, it appears
to me that when you terminate your
agency and turn over your files,
someone should be waiting with
payment for part of your contract
value in hand. Don't count on it! If
you receive it in two weeks, you will
be extremely fortunate. If it takes

three weeks, you will still be pretty
lucky. The bottom line is not to
expect to receive your first payment
for about a month. And if you have a
contract value loan at the credit
union, you can expect to pay addi-
tional interest and late charges. 

I didn't expect to get a check the
minute I walked out the door.
However, after a week I called and
was referred to someone in market-
ing. She informed me that the
paperwork was completed and "just
needed to be signed by the state
agency manager". (I had provided
90 days written notice, but my

paperwork had yet to be signed).
She further informed me that after it
was signed, it would be sent to
another department (accounting, I
suspect) where they would verify my
contract value and check for out-
standing loans with the credit union.
Once that was complete, it would
come back to marketing and then
be forwarded to Home Office for
payment. 

She estimated the process
would take about two weeks. She
assured me it would be signed that
day and sent down to the next
department. I thought about that ➤

Are you thinking of leaving?
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Your AAA gives you 
certain rights when 

the Company is taking
over your agency.

Only UFAA will tell you
what they are.

oorr  ffiirreedd??

go through to get his first check.
The Company is very quick to cite Sections H and I

of your Agent Appointment Agreement and imply or tell
you they will withhold your contract value if you don't
turn over your files, phone, manuals, etc. on or before
your termination date. Now your AAA does obligate you
to do that, but the Company is obligated to pay you the
first third of your contract value on that day also.
Normally, I won't provide information that will benefit
nonmembers, something the Association's assembly
decreed. However in this case I wish to point out how
unfairly all agents are treated. Maybe the nonmembers
reading this will finally realize who their friends are.  

Prior to the introduction of the 1984 Agent

Appointment Agreement, the AAA stated (the last sen-
tence of Section G) that "The first installment will be
paid as soon as possible following termination." The
AAA signed on or after 1984 didn't contain that sen-
tence. It was replaced by the sentence (also the end of
Section G) "The Agent may elect to receive Contract
Value in three or more equal annual installments, the
first to be paid upon termination."  

So when you decide to retire or the management
company makes the decision for you, remember when
and what you have the contractual right to expect. Also
remember UFAA provided this information. Not your DM
or state office, but UFAA, the only organization that real-
ly cares about you and your future.

overnight and decided to attempt
another avenue. 

I called the state agency man-
ager and was referred to an assis-
tant. He agreed that this was taking
entirely too long and would look into
the matter and get it expedited. 

That was Wednesday morning,
and he called me back late the next
afternoon, basically repeating what I
had already heard. 

He also indicated that the
paperwork had been signed that day
by the state agency manager and
had been sent to accounting to
determine contract value. (So much

for the assurance it would be done
two days earlier). 

I called the state agency man-
ager one more time on Jan. 26 and
was referred to another assistant,
who said the check had been print-
ed, according to the computer, and
she would call Home Office and ver-
ify it had been mailed. 

I left town and had a message
on my recorder on Jan. 30, saying
she didn't have an answer yet and
that if I had not yet received it to call
her back. I returned home Feb. 4,
and the check was waiting for me. It
was dated Jan. 18 and postmarked

Jan. 24, so I suspect it was deliv-
ered Jan. 29.  

When you decide to leave, if
you don't become a squeaky wheel,
it may take longer to get your
money. 

And if you are counting on pay-
ment of contract value to cover your
expenses that first month, you had
better have an alternative solution. 

Making contract value payments
to former agents is not a priority with
the company. 

Ron Inglis is a retired agent in
Southlake, Texas.
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Soon, you’ll be able to work from home at a speed
that makes you feel like you’re at the office.

And virtual meetings with clients and prospects
are just around the corner!

By Steve Todd 
So Farmers has made the commitment to do busi-

ness through the internet and through the capability of
an IPN (Internet Private Network). To allow for fast con-
nectivity of agents with the various locations, you too
will need broadband connections. Currently the compa-
ny is placing these connections in agents offices,
installing the routers, hubs, Ethernet cards, etc.  

Over the last few months, I have been getting an
increasing number of calls from folks who are curious
about what DSL and other modes of broadband are. 

Hang on to your hats! We are going to go on a jour-
ney to help you to understand broadband technology. 

What is broadband and how does it work? 
There are a couple of different components that

come into play with broadband technology. They are the
DSL series of solutions, DSL, ADSL,etc. and Cable
solutions. Now though, there comes a new player to
those that don't have the ability to obtain either of the
solutions and that is satellite connections. 

How do they work? 
DSL - Digital Subscriber Line, refers to a family of

related telecommunications technologies that were
developed to transmit information over the copper wires
that make up the local loop of the public switched tele-
phone network. It bypasses the circuit-switched lines
that make up that network and yields much faster data
transmission rates than analog modem technologies. 

Communication speeds using conventional ana-
logue modems over the phone line are constrained by
the fact that the telephone company filters information
that arrives as digital data, puts it into analog form for
your telephone line, and requires your modem to
change it back into digital. In other words, the analog
transmission between your home or business and the
phone company is a bandwidth bottleneck.  

DSL delivers large amounts of data that can be rep-
resented in various ways which means users of DSL will

need special equipment to convert their digital data into
appropriate digital signals and vice versa. For this digi-
tal conversion DSL uses a device called a CSU/DSU
(channel service unit/data service unit). This unit is
actually two separate functional devices. The CSU ter-
minates the digital data communications line while the
DSU converts the digital signals coming from the com-
puter-networking device into a digital signal understood
by the data communications link. This conversion of
data is the reason that many DSL products are referred
to as DSL modems, though this term is more marketing
oriented than technical. The term DSL modem is more a
metaphor to describe the devices modem-like function-
ality in making the connection to the Internet through
the DSL Wide Area Network (WAN). 

The capacity of any data communications line is
based on the medium and the frequency range used by
the data transfer technology. With DSL, the medium on
which these voice and data transmissions are carried
are the twisted pair copper wires that make up the local
loop. Understanding these telephone lines and their
inherent frequency capabilities is important in under-
standing how the same telephone line can be used for
analog service while at the same time support higher
bandwidth connections. Frequency is the number of
complete cycles of electrical current occurring in one
second, measured in Hertz or cycles per second.
Higher frequencies allow more data to be transferred. 

DSL has the ability to carry both voice and high-
speed data transmissions simultaneously. This is due to
the wide frequency range available on the twisted-pair
copper wires, and the relatively small range used for
typical voice transmissions. Telephones typically carry
these voice transmissions, or POTS (plain old tele-
phone service) in a range of 300 to 3,300 Hz. DSL tech-
nologies exploit the much higher range of frequencies
between 4 kHz and 1.1 MHz. 

Although the use of higher frequency ranges results
in higher data communications speeds it does come at 

BBrrooaaddbbaanndd  tteecchhnnoollooggyy
......  aanndd  yyoouu



a price. The use of such high frequencies results in a
much shorter local loop reach. This is because high-fre-
quency signals transmitted over copper loops dissipate
energy faster than lower frequency signals. The electri-
cal properties of copper wiring create resistance and
interference problems with data transmissions. This
forms the basis of the inherent limitations of DSL ser-
vice based on the distance between a customers
premises and the CO (central office) serving the area. 

Since these high frequency signals lose energy
when transmitted over copper loops, DSL employs a
form of modulation. These modulation techniques mini-
mize the loss of electrical energy as it passes over a
copper wire by reducing the frequency, which in turn
extends the local loop reach. This modulation is
achieved through different line coding schemes. Some
line codes are spectrally incompatible with each other,
causing their frequencies to spill over into adjacent wire
pairs and interfere with the signal.  

The strength of DSL compared to other high speed
transmission alternatives (such as cable modems or
Fiber To The Neighborhood (FTTN) lies in the number
of existing telephone lines — now approaching 750 mil-
lion — compared to new cabling which has reached

comparatively few homes and almost no small busi-
nesses. Even with the distance limitations of DSL, stud-
ies estimate that as high as 60% to 80 % of the United
States population lives close enough to a CO to take
advantage of the service.  

ADSL - Asymmetric Digital Subscriber
Line is currently the most popular version of the

DSL technology family. It delivers simultane-
ous high-speed data and POTS (plain old

telephone service) over the same tele-
phone line. ADSL modems use digital
coding techniques to squeeze up to

99% more capacity out of a phone
line without interfering with your regu-
lar phone services. That means you
could be simultaneously talking on
the phone or sending a fax — while

surfing the web. ADSL supports a
range of speeds from 1.5 Mbps to 8

Mbps downstream and 64 to 1.0
Mbps upstream. 

In many forms of data communica-
tions, including several forms of
DSL, one data channel supports a

larger data communications capacity
than the other channel. This unequal flow

of information is referred to as asymmetric, which
means that data moving in one direction moves faster
because of a higher capacity than data moving in the
opposite direction. For an Internet connection an asym-
metric connection can be established where data com-
ing from the Internet to your computer travels at a much
higher speed than data going from your computer to the
Internet. 

This has appeal to the consumer market which typi-
cally has a greater need for downstream capacity which
allows customers to browse the Web and download
material, but at the same time does not allow for much
more upstream capacity than is needed to send text e-
mail messages. 

ADSL enables two general types of applications —
interactive video and high-speed data communications.
Interactive video includes movies, TV segments, 3D
accelerated games, video catalogs, and video informa-
tion retrireview, all on demand. Data communications
covers Internet access, telecommuting (remote LAN
access), and specialized network access.  

ADSL also has tighter data security than other tech-
nologies. To ensure this, ADSL can be delivered using
both CAP (carrier amplitude phase - a modulation trans-
ceiver technology) or DMT (discreet multi-tone) methods
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of line coding. ADSL distinguishes itself from the other
forms of DSL by its use of a POTS splitter. The splitter
allows existing analog voice and data services to co-
exist on the same line as the one used for the high-
speed data service. POTS splitters are filters used at
both ends of a local loop to split the data traffic between
low-frequency voice communications and high-frequen-
cy data communications. Because ADSL shares the
same line used for POTS service, you can convert an
existing POTS line to an ADSL line. However, the line
coding used for ADSL can cause cross-talk problems in
cable bundles. This problem may hamper the availability
of ADSL in many areas, particularly those with large
numbers of existing T-1 lines. 

Like other forms of DSL, ADSL is distance sensitive.
The longer the distance between your premises and the
CO (telephone company's central office), the lower your
speeds will be. 

Cable Modem - Cable modems are devices that
allow high-speed access to the Internet via a cable tele-
vision network. While similar in some respects to a tra-
ditional analog modem, a cable modem is significantly
more powerful, capable of delivering data approximately
500 times faster. 

Current Internet access via a 28.8, 33.6, or 56kbps
modem is referred to as voiceband modem technology.
Like voiceband modems, cable modems modulate and
demodulate data signals. However, cable modems
incorporate more functionality suitable for today's high-
speed Internet services.  

In a cable network, data from the network to the
user is referred to as downstream, whereas data from
the user to the network is referred to as upstream. From
a user perspective, a cable modem is a 64/256 QAM
RF receiver capable of delivering up to 30 to 40 Mbps
of data in one 6-MHz cable channel. This is approxi-
mately 500 times faster than a 56kbps modem. Data
from a user to the network is sent in a flexible and pro-
grammable system under control of the headend. The
data is modulated using a QPSK/16 QAM transmitter
with data rates from 320 kbps up to 10 Mbps. The
upstream and downstream data rates may be flexibly
configured using cable modems to match subscriber
needs. For instance, a business service can be pro-
grammed to receive as well as transmit higher band-
width. A residential user, however, may be configured to
receive higher bandwidth access to the Internet while
limited to low bandwidth transmission to the network.  

A subscriber can continue to receive cable televi-
sion service while simultaneously receiving data on
cable modems to be delivered to a personal computer
(PC) with the help of a simple one-to-two splitter. The
data service offered by a cable modem may be shared
by up to sixteen users in a local-area network (LAN)
configuration.  

Because some cable networks are suited for broad-
cast television services, cable modems may use either
a standard telephone line or a QPSK/16 QAM modem
over a two-way cable system to transmit data upstream
from a user location to the network. When a telephone
line is used in conjunction with a one-way broadcast

network, the cable data system is referred to as a tele-
phony return interface (TRI) system. In this mode, a
satellite or wireless cable television network can also
function as a data network.  

At the cable headend, data from individual users is
filtered by upstream demodulators (or telephone-return
systems, as appropriate) for further processing by a
cable modem termination system (CMTS). A CMTS is a
data switching system specifically designed to route
data from many cable modem users over a multiplexed
network interface. Likewise, a CMTS receives data from
the Internet and provides data switching necessary to
route data to the cable modem users. Data from the
network to a user group is sent to a 64/256 QAM modu-
lator. The result is user data modulated into one 6-MHz
channel, which is the spectrum allocated for a cable
television channel such as ABC, NBC, or TBS for
broadcast to all users. 

Satellite - Continuing to push into the broadband
market, EarthLink is rolling out two-way high speed
satellite service nationwide. The service will be provi-
sioned by DirecPC, and is called EarthLink Satellite
Powered by DirecPC. The company said the service will
provide broadband coverage to most of the continental
United States.  

The service is already available in the Northeast
and Northwest. EarthLink has said it can provide down-
stream speeds of up to 400 Kbps and upstream speeds
of up to 128 Kbps.  

"The ability to offer broadband service to virtually
the entire country has been our ultimate target," said
Tom Andrus, vice president of emerging technologies at
EarthLink. "By adding satellite to our product lineup, we
will reach areas not served by cable and DSL. From all
the positive feedback we've received, we know there is
a big market for broadband among Internet users
whose only option up to now was dial-up."  

Is this important? 
Yes! While the 'early-adopters' of technology have

been the first to upgrade their dial-up connection to
high-speed, the majority of mainstream Internet users
are still not convinced of the value in upgrading to
broadband.

One report pegs the broadband count in the US at
over 9.4 million in 2000 but estimates that it will be
around 58 million, a 517 percent rise, by 2004, adding
that dialup access will peak next year and begin to
decline as more homes become broadband-ready.  

For you as an agent, this means you can access
more resources faster. If you telecommute and have a
broadband solution at either end, at home and at the
office, you can connect into your office and do work with
speed that makes you feel you ARE at the office. You
can also connect with other agents and with the improv-
ing web-cam solutions can virtual meetings and confer-
ences be far from an everyday occurrence with you?
Imagine being able to meet with your clients and
prospects via the broadband technology... anything is
possible.



From the director:

Governmental Affairs

By Frank Mortimer
The Coalition of Exclusive Agent

Associations Inc. is a national asso-
ciation whose member companies
insure over 60 million families in the
United States. CEAA members are
associations for agents with
American Family, Farm Bureau,
Allstate, State Farm, Nationwide,
United MSI, and Farmers. 

Ralph Buchanan, Chuck
Simpson, and myself represented
UFAA at the CEAA meeting held
March 11-13 in Alexandria, Va.

Don Cassell, NIICA President
and CEAA President briefed us on
national legislation and the National
Association of Insurance Commis-
sioners meetings he attended.
Woody Marks briefed us on the
progress of the Flood Insurance
Producers National Committee
meetings. Woody commented about
the major changes implemented in
the program. If you haven't received
any information on the changes,
read about them at www.fema.org.
Woody, the CEAA representative to
the FIPNC, will become president of
the committee next year. Each asso-
ciation reported on what was hap-
pening in their area. Gary Gasper,
the CEAA lobbyist, reported on leg-
islation affecting agents. And an
independent agent from Maryland
addressed the group on working on
legislation at a local level.  

We met with various congress-
men and senators on Tuesday. We
submitted proposals to Reps.
Kleczka and Amo Houghton con-
cerning HB 1525 (Independent
Contractors Legislation). We also
visited with Rep. Johnson concern-
ing capital gains treatment on con-
tract value, Rep. Weller on his
SECA tax bill and Reps. Herger and
Foley as well as Sen. Kyl, asking
them to support CEAA legislative
efforts in the area of health insur-
ance premiums and tax deductions,
and fair credit reporting.  

In April we reviewed several bills
currently being presented to the law-
makers in Texas. We recommend
supporting three and opposing five.
This information was faxed to all
Farmers agents in Texas and I vol-
unteered to provide the names of
congressmen. The one important bill
named "Wrongful Termination" has
passed the House but at the time
this article was written, had not
passed the Senate. I congratulate
our Texas Chapter Presidents for
the great job they are doing to get

the troops behind this bill. In
California, there are three bills that
are important to agents and I have
notified all the Chapter Presidents
and requested they fax all their
members to take action by calling or
writing their representatives. 

Many members have requested
SECA tax kits from UFAA National
Office. I am presently in the process
of updating the kits with the latest
information. By the time you receive
this issue of The Voice, the updated
kits will be available.

Legislative update
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Yes, I would like a copy 
of the UFAA Technology Tape!

[  ] Enclosed is my check for $7.25
Please rush my copy of "A Brief Tour of UFAA Technology"

[  ] Enclosed is my check, or credit card authorization for $300.
I understand this is a non-refundable, annual dues payment
for membership in UFAA. I’ve also included a completed 
application. Please rush my full copy of "UFAA Technology’s 
Office Automation"

[  ] Please give me a free subscription to the UFAA E-mail Updates

X_____________________________________________________
Signature

______________________________________________________
Name

______________________________________________________
Street

______________________________________________________
City, State, Zip

______________________________________________________
E-mail Address

___________________________     ________________________
Phone Fax

Mail to:
UFAA Technology Tape Offer
8978 Watson Road, #C, St. Louis, MO 63119
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‘Wrongful termination’ legislation

By Jerry Beauchamp
In the Texas battle for legislative protection from "wrongful termination,"

agents have finally become vocal and effective.  They were always there,
but many were silent. Agents who have always supported their companies
have gone underground and are fighting.   It is interesting to see new faces
and names appear on our phone IDs and fax machines.    

If nothing else happens, it will let all the companies who have captive
agents know that the time has come to listen to the agents.  Treat them fair-
ly, and most of all it may cause some additional thinking in the higher man-
agement areas.   Allstate and Farmers management have been exposed for
their underhanded tactics. State Farm has learned that money and lobbyists
do not control the people's government.    

It has been an exhilarating and exhausting two weeks! Because of our
communication network, the phone systems in the House and Senate com-
mittees have been overworked.  In the Texas House Insurance Committee,
their phones had to be handled by answering machines.   The message
..."If you are calling about HB 1384, please be informed that the bill has
been sent to the House Calendars Committee."   Wow! This has never hap-
pened before in the Capitol.   

$$$ might is not right.

Jerry Beauchamp is Vice President for Governmental Affairs, State
Farm Agents Association

Editors Note: At the time of editing, the bill was still pending in Senate
committee with only one further opportunity to be voted out.  The Lieutenant
Governor’s office has asked for a letter from the agent's representative to
present to the Senate. This letter is being faxed to his office as we write. It
simply states: “Why can one individual hold a bill from the Senate, when the
votes are there to get it out?” This is good news. We will keep you
informed. 

$$$ might is not right!

Congratulations on the
"Wrongful Termination" legisla-
tion efforts 

You Texas agents exemplify
the phrase "Don't mess with
Texas." Great job! Keep it com-
ing! Politicians who serve the
interests of big money will pay
the ultimate price at the polls.
We must track these guys and
expose them for what they are.
If they will not serve in the pub-
lic’s best interest we can help
replace them with someone who
will. When that message gets
out we will have more support
for our issues.  

I view this action as a turn-
ing point among agent attitudes.
We at our respective agent
associations need to use this as
the rally point as was the Alamo
in the fight for Texas indepen-
dence.  

Win or lose, you folks
blazed a trail that every agent
(members and nonmembers)
must follow if we want fair and
just treatment. 

Thank you, 
Leon Alexander 
Director
National Association of
Professional Allstate Agents

Congrats
to Texas 
agents!

Chapter 4 has committed itself
to promoting professional growth for
its members. 

Starting in May, Chapter 4
began conducting CLU, ChFC and
CFP classes. We are working with
The American College and
Insurance Achievement study mate-
rials. The classes are scheduled for
four consecutive Tuesdays per
course; the first began May 15. 

Each class will review five to six
chapters of the Insurance
Achievement study materials and
allow for a final review prior to tak-
ing the National exam. 

There is no cost for the
Insurance Achievement books
(Farmers agents enjoy the Tuition
Advance Program, TAP). You need

not register for the class with The
American College until just before
you are ready to take the exam. You
will know that you pass the exam at
the testing site and can place a
request for reimbursement immedi-
ately so you're not even out the
interest on your credit card for the
cost of the class. 

There are additional benefits of
free CE credits (30 per course) and
a bonus of $1,000 for the CLU and
$200 for the ChFC. All classes are
moderated by the chapter president
an LUTCF, LUTC moderator and
soon to be CLU. If you are interest-
ed in attending these classes con-
tact Mark Von Kronemann, LUTCF,
at 805-499-2418.

Chapter 4: Professional growth

Find the latest
breaking news
on the insurance
industry at
www.ufaa.com!



By Steve Lenard 
Are we getting our money's worth from the CEAA?

This question is usually asked at Convention time
because the delegates all see the high price we pay in
dues each year. I've surely asked the question before,
myself. But, after our battle this year to pass legislation
in Texas to protect ourselves from unjust terminations, I
have experienced firsthand the benefits of a coalition of
fellow exclusive agents.  

It has been a tremendous experience realizing that
we could all work together for a common goal and use
each other's resources to enhance our results. But, it
has not been an easy lesson. 

Our UFAA chapter started working on this type of
legislation in 1991. We had some dedicated individuals
who worked very hard going to the capitol, writing let-
ters, urging others and making calls. Our efforts ended,
when we hit the brick wall of the company's lobbyist and
the "influence" this previously unknown entity had on
the legislators. We didn't stand a chance! 

After a couple more vain attempts, we decided that
we simply did not have the money necessary to con-
quer that hill, so we gave up. Fortunately, some of our
fellow agents with the other companies picked up the
ball and continued the fight. However, they could not get
very far either — until this year. 

What was different? When the bill started to stall in
the Insurance Committee, as it always had before, we
united our efforts. I called Ralph Buchanan and he gave
me some contacts in Texas because of his involvement

in the CEAA. We began to share our e-mails and faxes
with each other. This let us pick up on some great ideas
and approaches that each other had individually. We
were able to pool our resources and hire one of those
lobbyist creatures. When it all came together, we had a
much more effective message and our field soldiers had
been multiplied because we were spreading each
other's messages among our members. 

What was the final result? As of the writing dead-
line, I'm sorry to say that we can't announce a total vic-
tory. But I can let you know about some mini-victories.  

We packed the House Insurance Committee with
agents to testify in favor of the bill. We flooded the
Insurance Committee with calls and e-mails. Contrary to
the forecast and in spite of a pronouncement of death,
we got that bill out of the committee. It proceeded to the
Calendar Committee where it stalled again. We made
some initial calls and the committee members didn't
even know what we were talking about. Well, we
cranked up our communication chains and you better
believe they found out about the bill. Before we could
hardly blink, they set it for a House vote.  

We shocked the Insurance companies when we
carried the vote. But it was a close margin, 68-67 with a
heated debate. A second, or "recall," vote was granted.
The companies hired more lobbyists and turned up the
pressure. It seemed as though we were going to hit that
brick wall again, but we didn't give up. We felt the com-
panies would be able to change a couple of non-solid
votes, so we contacted some legislators who did not
vote in our favor. We couldn't change their minds —
"commitments had been made." One of the agents sug-
gested his legislator could take a bathroom break when
the vote came up and thereby keep from reneging on a
"commitment." We shocked the companies again when
the vote carried the second time with a 63-62 margin. 

The moral of this story is that we learned we could
come together from different companies and accomplish
much more than we ever could individually. We've
learned a lot and we'll do an even better job next time
as we build on our experiences! Let's face it, if we had
known the major difference our new alliance would have
made, we would have started much earlier. I hope you
benefit from our slow learning process. 

When we meet at the convention in a few days, and
you hear the questions: "Is the CEAA worth the
money?" "Does the CEAA really do anything?" "Does
the CEAA even work?" Maybe the better questions
would be: "Are you getting your Chapters money's
worth?" "Is there anything we can do for the CEAA?"
and "Are you making the CEAA work for you?"

It's our money. Let's make it work!

From the director:

At Large

Is CEAA worth the money?
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Call to action!
(1) Get your database cleaned up and collect as

many e-mail addresses as you can. But if you really
want to protect that information, don’t put it in APPS
and FPPS. If you need assistance determining a bet-
ter way, check with UFAA Technology.

(2) Contact your DM, your DMM, and other man-
agement company personnel. Ask them what they
are going to do with that information. Ask them to
provide a "privacy statement." If you get one, pass it
on to us for review.

(3) Ask them why they can’t provide you the
information they want distributed, so you can perform
your duty of direct customer contact and communica-
tion in a manner that best fits your agency.

Do it for all the right reasons — do it for yourself.
We’re "Agents Helping Agents"

United Farmers Agents Association



The big "GOTCHA" is that you ain't gonna be paid what you were told, in writing,
that you were gonna be paid because commissions are being cut!

Mismanagement and greed by the Company have driven away our best customer base. 
And negative selectivity has left us with runaway losses. 

They are paying for their mistakes with your money. Your future is in jeopardy!

"Gotcha!"

If you've been around for awhile, you know this will not stop. 

You can do something!

Join your fellow agents .... Join UFAA!

Put aside all your ideas about UFAA. You can’t afford them.

UFAA is good agents, like you, 
trying to protect their livelihood, working for the common good.

History has shown that great things happen 
when ordinary people join together in a common cause.

Attorneys, legislators, and former Company management people tell us that 
if the majority of agents joined UFAA, 

the Company would have to address our concerns. 

There is no longer a good reason not to join UFAA ....

Join in one common voice. Protect your future!
Fax your application right now to  314-729-0598. 

One month free! 
Here's the deal. If you join now, take the membership application on the opposite page,

write "Gotcha" on the top, select PAC as the payment mode, attach a voided check, 
and fax it to UFAA. Your checking account will not be tapped until the 11th of the next month.

One month free! Such a deal! 

P.S. Your dues will come back 10-fold! Our new retirement tax package 
will help you protect your contract value from predatory taxes. 

YOU found the business. 
YOU wrote the business. YOU continue to service the business. 

Commission cut 

delayed 6 months!

page 30



Name: _______________________________________________  Chapter: ______________

Address: _____________________________________________  Phone: _______________

_____________________________________________  Fax: _________________

Agent #: ___________  E-mail: ____________________________________________

Dues: (Please select one)
[ ] $300 annually [ ] $150 semi-annually [ ] $25 PAC [ ] $50 Associate, Affiliate or Career annually_______________________________________________________________________________

United Farmers Agents Association, Inc.
(Select one)
[ ] Enclosed is my check for $ __________. 

In addition to my dues, I wish to contribute: $ _________ to the Declaratory Relief Action Fund.

[ ] Charge to my credit card: [ ] Mastercard [ ] Visa

Credit card number: __________________________________ Expiration Date: ___________

Signature: __________________________________ 

FARM
ERS

AGENTS ASSO
C

IA
TI

O
N

Application for Membership

United Farmers Agents Association
8978 Watson Road #C, St. Louis, MO 63119      Phone: 800-275-8668      Fax: 314-729-0598

Mission Statement — The United Farmers Agents Association is a professional association
committed to helping our members through education, communications, support, and information,

and to establish a true partnership with Farmers Group, Inc.

“Agents Helping Agents”
The General Objectives of UFAA are: The Specific Security Objectives of UFAA are:
1. To create meaningful communication between 1. A two-way negotiated contract.
company and Agent 2. For rendered services contractual compensation schedules 

2. To improve professional status in the community encompassing full commission of all premiums.
3. To improve company-client relationship 3. Agent ownership of policies and expirations.
4. To improve Agent-to-Agent relationships 4. Termination for just stated-cause only.
5. To stand united to accomplish these objectives 5. Ending discrimination of Agent or Agent authority.

6. To foster cooperation for mutual benefit, between other 
agent associations.

I, ________________________________, am currently a Farmers Insurance agent and do hereby
apply for membership in the United Farmers Agents Association, Inc., and agree to abide by the
bylaws and the code of ethics. I further agree with the above stated principles.

(x) _______________________________________________________ Date: ___________
06/01

Authorization to honor checks drawn by the United Farmers Agents Association, Inc.
For my benefit and convenience, I hereby request and authorize the United Farmers Agents
Association, Inc., to draw a check in the amount of $ ________ on or about the 10th day of
each month, payable to its own order. This authorization will remain in effect until revoked by
me in writing and until they actually receive such notice. (Please include a voided check with
this application.)

(X) __________________________________________________________
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From the director:

Membership

By Don Green 
I wish to welcome all the new members who are

joining UFAA in record numbers! And to those of you
who aren’t yet UFAA members, please, now is the time
to join. 

As our membership rolls swell and reach a point
where we truly are representing most Farmers agents,
the management will have to listen to our concerns. 

I am not going to tell you about all the problems that
are facing our agency force. You already know about
them. Farmers has gone too far in my opinion by cutting
our commissions. What can we do? 

Our contract says that they will pay according to the
commission schedule that is in effect at the time the
commission is paid. Clearly they have the ability to
change the commission schedule. We were told that the
district managers were also having their fire commis-
sions lowered, Employee's were having their profit shar-
ing program changed so one half of what they will be
paid is contingent on attaining a set goal. 

Why can't our commissions be raised back to pre-
sent levels if that goal is met?  

Another gesture of helping us shoulder the cost of
running our agencies would be to eliminate what we pay
to lease our computer from IBM. Also the AS/400 has
enough power for one computer to be used by an entire
region. Please don't insult our intelligence any longer by
saying you have security concerns. It can be secured
easily! You know it and we know it. 

Another step in the right direction would be several
agents or all agents in a district hooking up to one com-
puter and really saving money. 

It has become evident that there is a serious man-
agement problem in Farmers. If we ran our agencies
the way our company is being run, all of us would be
terminated. 

This management problem is exacerbated by the
fact that billions of dollars are flowing to Zurich yearly.
Why don't you put more of it into surplus? No problem.
We can just manipulate the figures again and Marshall
& Swift can add more premium to our intake of money.
No problem that we are already 20% to 30% above
reality. Unfortunately the billion dollar golden egg is
about to turn to tin. Maybe then we will see someone
return to run our company who cares about the cus-
tomer and the agents. UFAA needs all of you to join.
Get involved at the local level. We need members to go
to their legislators and let them know what is going on
to their constituents. Remember agents and their cus-
tomer base constitute a large group of people. Let them
know what is happening in your area. You know it better
than anyone does. If you are member of UFAA, you will

have other members in your area standing by your side,
so you are not alone.

UFAA's legal and legislative efforts are growing! At
the time this article was written in May, an effort was
made at the Texas state capitol in Austin to pass legisla-
tion concerning wrongful termination of captive agents.
The house bill passed and the senate bill was pending.
Farmers, State Farm and Allstate agents stood together
to try and get legislation passed to help us. Basically,
the legislation would only allow captive agents to be ter-
minated for stated reasons, not at will. Farmers through
their FEPAC and FLAG organizations actually had a few
agents testify against the bill. I can only guess why an
agent would be against this bill. 

We must all stand together. We need you to join
UFAA. When we have thousands of agents standing
together, saying we have had enough, listen to us. We
can show you how to turn this around. Then we will
have the clout to make them listen to our ideas and get
our fine company back where it belongs, providing fast,
fair and friendly service at a fair price.

We can turn this around!

Los Angeles — Farmers Group Inc. faces a
lawsuit from policy owners who claim the fourth-
largest U.S. home and car insurer uses auto repair
shops that install inferior replacement parts on
damaged vehicles.  

The suit, filed in Los Angeles Superior Court,
claims Farmers broke a contractual duty to provide
replacement parts of ``like kind and quality'' by
referring policyholders to shops that use substan-
dard parts.  In a similar suit, an Illinois state jury in
1999 ordered State Farm Mutual Automobile
Insurance Co. to pay policy owners $1.2 billion for
allegedly using inferior replacement parts. The
company is appealing that verdict.  

The California plaintiffs, who want to change
Farmers' alleged ``undisclosed internal policies and
procedures,'' claim that their vehicles were not
returned to pre-collision condition after repairs. The
suit seeks class-action status and disgorgement of
Farmers' profits from the practice, and unspecified
damages.

Lawsuit alleges
Farmers used
inferior auto parts



After more than 30 years in the insurance business, 
I've finally found a plan that puts me on par with Fortune 500 company plans. 

Diana Schaeffer and Signe Beck, financial advisors for UBS/PaineWebber, 
did months of research and planning. 

This exclusive UFAA plan allows me 
to potentially pool my resources with thousands of other agents. 

This is a great thing for you and me, my family and my employees...
a chance for financial freedom!

AAHHHHHH  ..  ..  ..
AATT  LLAASSTT  !!  !!  !!  

A 401K & Profit Sharing Plan
for all Farmers agents 
and their employees

That's right, contract value 
and thousands of $$$$ more! 

Are you relying on your 
contract value at retirement?

Did you know you may lose 
up to 40% in taxes?

You know the story of 100 men, 
that only a handful are secure at age 65?

Don't be among the 94 who aren't!

Secure your own retirement fund, use pre-tax dol-
lars to invest in a Qualified Retirement Plan. 

Many of our insurance clients have a 401K that they're
proud of. Why? Because, through good times and bad,

they feel comfortable, knowing they are building 
security for themselves and their families.

For more information or to open your 401K,
call Diana Schaeffer or Signe Beck of UBS/PaineWebber

at 1-800-231-9628 ext. 468 or 495  

Lock up your own retirement plan! Join UFAA now!  

For UFAA membership information,
contact our National Office at 1-800-275-8668
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Improving margins at agent expense
Since the 1945 contract, Farmers had steadily made inroads against agent freedom, trying to force less “prof-

itable” agents to generate higher levels of income for the company — or leave the agency force. The company also
began to shift overhead expenses onto agents to increase its profit margins.

One of the most notable examples of this was the advent of the Business Processing System in 1992. By using
computer technology, the company was able to transfer a large portion of its clerical load (and overhead) to the
agent, reducing staff expenses (and employee numbers) dramatically. The next year, the company introduced the
Agents Credit Advice, a daily electronic funds transfer program that eliminated regional office bookkeeping jobs,
shifted a new load of overhead costs onto agents, and boosted company income from premium investment. One
agent estimated implementation of electronic policy processing increased his labor expenses 10-to-1 over company
reimbursements. 

The Spring 1994 issue of The Voice noted five times in the space of a few years that the management compa-
ny cut back the agent’s ability to make commission dollars, while Farmers’ contributions to BAT were rising steadily.
PR Newswire reported Farmers had increased profits by $840 million despite dramatically lower surpluses, lower
life profits, and only a slight increase in general business profits.

A devastating earthquake in Northridge, Calif., in 1994 gave the company an unusual opportunity to force state
lawmakers to delink earthquake insurance from fire insurance. The company unilaterally declared a moratorium on
earthquake insurance, left it in place more than two years — in clear violation of its rules and manuals — and even
received $1.24 billion in reinsurance. UFAA mobilized help for California agents, whose losses were hundreds of
millions of dollars in new business and renewals.

Perhaps the most egregious example of improving company margins at agent expense is Farmers' expansion
into the eastern United States. Farmers began using independent agents to sell Farmers’ products for artificially
low premiums and higher commissions — with company employees handling the agents’ paperwork — and subsi-
dizing the entire operation with the unnecessarily higher and uncompetitive rates forced on captive agents.

Competing with agents
Pressure to modernize led Farmers to introduce the Agency Computer System and Business Processing

System. Pressure to increase market share caused the company to resort to the Priority Agent program and the
Deteriorating Agency Rehabilitation Guidelines. Perhaps the most dramatic decision the company made in recent
years, however, was to compete with its own agents. 

The change began on two fronts.
First, Farmers moved toward using independent agents to sell its products. For example, in May 1994 Farmers

set up three new insurance companies in “underserved” California markets and began the process of appointing
independent agents to handle the business, which Farmers’ own captive agents were forbidden to pursue. In
January 1997, a state court approved a cause of action against Farmers by captive agents who claimed the new

A brief history
of the

United Farmers
Agents Association

Last in a series of articles 
tracing the history of UFAA
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I believe there are more instances of the abridgement of the freedom of the people by gradual and silent
encroachments of those in power, than by violent and sudden usurpations. ... This danger ought to be wisely 
guarded against.

— James Madison
❖❖❖



“FACT” project had cost them $14 million in premiums and $2.8 million in commissions. UFAA mobilized legal and
financial resources to assist the California agents in their fight to protect their businesses.

Second, Zurich Direct, a subsidiary of Farmers’ parent company, began sending promotional flyers for its Zurich
Kemper products to Farmers’ policyholders. Agents receiving the flyers were aghast at the tactic — and the fact the
Zurich Kemper rates were so dramatically lower than the Farmers New World Life premiums the agents were stuck
with. UFAA quickly notified agents about the development and the danger it represented to their livelihoods.

The HMA
In 1997, Farmers introduced a new contract, the Horizontal Marketing Agent Relationship Agreement, to agents

in Arizona and Oregon. The HMA allowed an agent to represent the company on a wide range of branded specialty
products, beginning with an auto loan program but eventually to include relocation services, auto leasing, and
home loans. Expansion of the product line was intended to keep the company competitive against financial ser-
vices companies entering the insurance industry.

UFAA’s general counsel, Jon Heim, examined the HMA contract and pointed out that, while it placed many
restrictions on agents, it did not appear to bind the company at all. Calling the HMA “unfair and one-sided,” Heim
explained that key passages in the contract in effect said (1) no promises made by company representatives were
binding and (2) the management company could search an agent’s office without prior notice. Heim produced a
sample contract that would be fair and neutral. UFAA argued that competitive interest rates and pricing and fair
commissions would do more to lock up customers than another one-sided contract. Observers pointed out the irony
of threatening agents with termination if they did not sell branded products but refusing to let them sell fire insur-
ance issued by subsidiaries of Farmers Exchanges.

We are UFAA!
As the company has tightened the screws on agents, UFAA has forged ahead — assisting our members in

developing their agencies, providing valuable information to them, promoting and protecting their interests in the
legislative arena.

Advertisement

Markets - Markets - Markets
Are you frustrated that you can’t be competitive? Do you need markets for personal

lines as well as commercial lines?

Insurance Network of Texas is a $50-million multilines agency that has been in business
since 1949 and is committed to meeting the insurance needs of your clients. We build rela-
tionships on trust and deliver tailored service through dedication, technology, teamwork and
experience. We will contribute our experience, facilities and energies toward the achieve-
ment of your goals.

The special sales division offers you more markets to build your client base while allow-
ing you to retain current clients. By offering you standard markets for personal lines, as well
as standard and surplus markets in commercial, we give you the edge needed to attract
and retain good quality business. We provide CLUE, MVR and insurance scoring at no
charge to you, as well as a very competitive rating package that keeps you one step ahead
of your competition. We also come to your office to provide full training for you and your
staff. We offer a very competitive commission structure.

Give us a call at 800-529-5180. We’d like to give you additional information on the
many opportunities available with Insurance Network of Texas. Ask for Loretta Lewis or
Rhonda Graham. 

(Applicable to Texas agents only)
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We would like to thank all the agents who took the time to fill out, have notarized and return the “Promises” 
affidavit that appears below and in the last issue of The Voice.  Because of the potential benefit the three 
unhonored promises may have for all agents, we wanted to give every agent another opportunity to participate.

If one or more of the promises below were made to you before you signed your Agent Appointment Agreement,
please take a few moments to fill in the requested information, have the affidavit notarized, and send it to our
National Office at 8978 Watson Rd., Suite C., St. Louis, MO 63119; fax 314-729-0598.  

AFFIDAVIT
The undersigned, being first duly sworn on oath, deposes and says:

I [  ] am or [  ] was a duly appointed agent for Farmers Insurance Exchange, Truck Insurance Exchange, 
Fire Insurance Exchange, Mid-Century Insurance Company and Farmers New World Life Insurance Company. 
During the time I was being recruited by my district manager or other company representative, statements 
were made to me that are the same, or substantially the same, as those checked below:

[  ] "Just work hard for ______ years and when you reach your comfort level, you can sit back and enjoy life."

[  ] "Don't worry about the clause in your Agent Appointment Agreement that says, 'This agreement may 
be terminated ... on three (3) months written notice.' The companies never terminate an agent without 
good cause."  

[  ] "You don't have any production requirement in any specific company."

Dated:__________________ X____________________________________
(Signature of Agent)

_____________________________________
(Printed or Typed Name of Agent)

Agent Number: _______________

Appointment Date: ____________

Address: ____________________

____________________________

____________________________

[SEAL] Subscribed and sworn to before me on _____________________.

__________________________________________
(Signature of Notary Public)

__________________________________________
(Printed or Typed Name of Notary Public)
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Connectivity

By Bill Eimers 
We are seeing a gradual but

noticeable downward shift in agency
morale in Idaho. Folks who formerly
never could see themselves belong-
ing to UFAA are regarding us in the
larger perspective as a meaningful
voice of consensus now. 

The graying of our agency cul-
ture is no doubt responsible for this.
Agents who have invested their
lives' effort in building a business
are now sensing a threat to the
institution they have built for them-
selves, in spite of having spent the
best years of their lives sincerely
trying to operate a business that
brings credit to themselves and their
partner, Farmers Insurance Group.

A lot of our agents started back
in the ’70s when Farmers wasn't in
constant turmoil. It was a time of
comparative stability in the agent's
world. The company was operating

on a fairly uniform track and there
weren't constant rumblings from
LAHO about whether the agency
sales force was of questionable utili-
ty to our stockholder owners. The
company wasn't thrashing to and fro
in an effort to diversify into ancillary
products and other outlets like con-
tracting with independents to distrib-
ute them, or most recently cutting
fire commissions to reverse under-
writing losses. UFAA's primary focus
was the inequities in the cost of the
agency computer system. 

But with all that, agents didn't
feel any threat to our future like we
do now. There was no nagging fear
about what will happen if we fail to
sell 17 life policies a year and not
grow our agencies to 3,000 policies
within two years. What we worried
about then was whether we could
build an adequate income for our
desired lifestyle and whether we

could make it show a consistent
profit for Farmers. If you achieved
these goals, it was a win-win propo-
sition for you and the company. If
you didn't, UFAA would be first to
tell you you shouldn't be represent-
ing Farmers.

Soon we'll be reaching out to
agents in Idaho who feel they are
about to be cut adrift from their
secure identity with the old Farmers
values. Agents who have spent
years giving their all for Farmers will
be welcomed into a society of col-
leagues who expect in return a
sense of stable relations from our
corporate partner. 

This foreboding gives us a great
opportunity to band together and
establish our concerns. More of our
agents than ever before are plan-
ning to attend the National
Convention to find mutual support
and guidance.

What’s happening in Idaho?
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The United Farmers Agents Association (UFAA) is
a professional association of Farmers Insurance
agents with members in 29 states that is dedicated to
helping our members through education, communica-
tion, support and information. 

UFAA is opposed to the use of credit for under-
writing or rating insurance. 

In 1997, the National Association of Insurance
Commissioners (NAIC) published a white paper called
"Credit Reports and Insurance Underwriting." In that
report and in various other places, the insurance
industry claims that the use of credit allows them to
predict future losses. They claim, statistically, they
can prove "a correlation exists between credit history
and loss experience" (NAIC report, page 16). Fair
Isaac and Company, the major provider of the scoring
models used by the insurance industry to determine
credit scores, claims their programs are proprietary
and will not divulge the underlying data used to com-
pute the score. UFAA believes that the industry and
consumers should be skeptical of programs using
"proprietary" or "unknown" criteria. Unfortunately, con-
sumers are basically unaware of just how widespread
this problem is and how much their lives have been
invaded.  

Does the use of credit really assist in predicting
future losses in insurance? How long has the industry

been using credit scoring in your state? How long,
after the implementation of credit scoring, will it take
to show positive underwriting results? Are loss ratios
trending downward yet? 

How can the consumer protect and or help them-
selves when they are surcharged or denied coverage
by a software program? Does your constituent, who
has a perfect driving record, deserve to pay higher
premiums just because he pays his electric bill late?
Does your constituent deserve to pay higher rates
without ever knowing why?  

The best solution would be to refuse to allow the
use of credit, in any form, in underwriting insurance
coverage and premiums. In lieu of that, a law requir-
ing absolutely full disclosure would help the con-
sumers of your state. Full disclosure would require
the insurer (not the agent) to inform the customer, in
writing, the exact reasons for the higher rate, the
refusal to issue a policy or any cancellation. And "your
credit score" is not full disclosure.  

Not paying your electric bill on time cannot, under
any stretch of the imagination, cause a person to
have future losses. This has to be stopped.

Ralph Buchanan 
President
United Farmers Agents Association 

UFAA opposes credit underwriting

LLeetttteerrss  ttoo  
tthhee

eeddiittoorr
The other shoe has dropped

I want to convey to all of the agents what their hard
work in gathering Social Security numbers has accom-
plished. In Utah the other shoe has dropped. Take a
good look at how Farmers is going to use the FARA
scores in Utah. 

The notice we have received from Farmers regard-
ing our upcoming rate increase reads as follows:

"We will further segment the FARA code discounts
and weight the increases to those codes with the high-
est loss ratios." 

Our FARA code discount groups will now be:

FARA CODE  SCORE DISCOUNT
High    ABC  -0.2%
Medium High  DFG  -2.3%
Medium Low  HJK  +5.6%
Low  RSTUVWXYZ +60.0% 

We can now look forward to explaining to a10-year
customer that has no change in driving records why
their rate has been increased by 60%! The rates of the
entire household is increased, head of household, wife,
son, or daughter when the head of the household has a
FARA score of R through Z. 

— Another dissatisfied Utah agent
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California SED thinks agents would cheat 
the Company out of 3¢ per policy per month

California State Executive
Director Jerry Carnahan, in a memo
sent to district managers dated April
11, is now challenging your ethics,
your ability to keep your binding
authority, and even your Agents
Appointment Agreement. 

It seems Mr. Carnahan believes
FPPS is so perfect that you, the
agent, would only make changes on
the size of a dwelling or the interior
code to reduce the coverage and
premium a client has to pay. 

District managers have been
instructed to contact their agents
and have them explain the reasons
for changes made to fire policies,
policies that have been identified by
a new report developed by the 

management company.
You, the agent, who did not

input the original data into FPPS
and who made changes — for a
mere three pennies per month per
policy — while doing your field
underwriting and re-underwriting
(Can you say FFR?) are now being
held accountable for those changes. 

You are going to be held to the
highest standard possible and made
to explain your every move (I hope
you documented your files!) or you
risk losing everything. 

It has nothing to do with a sys-
tem that produces errors by the
truckload, only the report that they
produce and the accusations they
say are justified. 

The greatest insult comes from
the ethical department. 

Mr. Carnahan is concerned 
that you’re not being ethical in your
business practices if you made a
change and don't have the docu-
mentation to prove you weren't
cheating. (See if your taking the
client's word is enough proof.) 

It is amazing! These fine fellows
of the management company forget
they embezzled the California
agents’ commissions on automobile
renewals and cancellations for 10
years (Spring Voice, p.10). Now
they criticize and condemn agents
for alleged ethical violations. 

Go figure!

Cheats? Liars? Unethical? Who?



The Voice • 26 • Summer ‘01

From the director:

Legal Activities

By Larry Tencer 
In the Spring issue of The

Voice, I indicated UFAA had cleared
the first hurdle, surviving the
Companies’ attempt to have the
DRA dismissed. We are now in the
discovery stage of the case and
have filed, received and answered a
number of discovery requests to and
from the Companies. I would antici-
pate this process continuing for the
most of this year. We originally sub-
mitted a request for admissions and
form interrogatories to the
Companies and received requests
for documents, form and special
interrogatories.  

According to the California Code
of Civil Procedure "each answer to
an interrogatory shall be complete
and straightforward as the informa-
tion reasonably available to the
responding party permits. If an inter-
rogatory cannot be answered com-
pletely, it shall be answered to the
extent possible. If the responding
party does not have personal knowl-
edge sufficient to respond fully, that
party shall so state, but shall make
a reasonable and good faith effort to
obtain the information.... " The
above was quoted to us by one of
the Companies' attorneys in
response to our answers to their ini-
tial set of form and special inter-
rogatories. Now after admonishing
us, you would think the Companies
would respond to our discovery
requests in a complete and straight-
forward manner. Well, that's not
exactly how they play the game. 

Our requests for admissions
asked the Companies to admit to or
deny 109 statements. According to
our attorney, Ray Estabrook, the
Companies objected to 98 of the
109 requests and only appeared to
answer 11 in a straightforward man-
ner and without objection.  

As an example of the games
they play, I would like to share their
responses to several of our requests

for admissions (Nos. 56, 57 and 58)
which deal with Paragraph A.3 of
our AAA. Admission #56 asked
"Under Paragraph A.3 of the
Farmers Insurance Group of
Companies Agent Appointment
Agreement, an example of which is
attached as Exhibit 'A', the
Companies are obligated to provide
to agents approved forms necessary
to carry out the provisions of the
agreement at the Companies' own
expense." Admission #57 asks the
same question except it deals with
policyholder records and #58 deals
with company manuals. As the three
admissions were very similar, so
was Farmers response to them.
Here are portions (due to space lim-
itations) of their responses to these
three admissions: 

"We (the Companies) object to
this request on the grounds that it
seeks information that is neither rel-
evant nor reasonably calculated to
lead to the discovery of admissible
evidence. The only agents at issue
in this case are Ravet and California

members of UFAA. Information per-
taining to all other agents is irrele-
vant and beyond the scope of dis-
covery. Additionally, in order to
respond to this request, it appears
Plaintiffs (UFAA & Ravet) require the
Companies to apply any knowledge
it might have regarding the contrac-
tual understanding of the Agent
Appointment Agreement held by all
agents. This is inappropriate, and
irrelevant, because in order for
UFAA to proceed on its theory of
associational standing, neither the
claim asserted nor the relief request
[may require] the participation of
individual members in the lawsuit"
Moreover, UFAA is limited to
attempting to represent the interests
of California UFAA members and no
other agents. Objection is further
made on the ground that to respond
to this request that would place an
undue burden upon the Companies.
Plaintiff do not limit their inquiry to
agents Ravet and California mem-
bers of UFAA. Additionally, in order
to respond, the Companies will be

DRA in discovery phase

I am a supporter of the 
UFAA 2000 Declaratory Relief Action!

[  ] Enclosed is my check for $_____  

[  ] Increase my PAC contribution by $______ per month.

______________________________________________
Name

______________________________________________
Signature

Mail to:

UFAA Declaratory Relief Fund
8978 Watson Rd #C
St Louis, MO 63119
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required to ascertain the contractual
understanding of all of their appoint-
ed agents throughout the United
States. Such is inappropriate, over
burdensome and in relevant part,
improperly requires the individual-
ized participation of UFAA's
California members. Objection is
further made on the grounds that
this request is so vague and
ambiguous as to be totally unintelli-
gible. Objection is further made on
the grounds that this request
appears to contend the phrase "own
expense" should be inserted into
paragraph A.3 of the Agent
Appointment Agreement. However,
in order for Plaintiffs to attempt to
insert such language, they would
need to convince the court extrinsic
evidence is admissible. The
Companies further object to the defi-
nition of "Companies" to the extent it
suggests the Insurer Defendants "do
business as" Farmers Insurance
Group of Companies."  

The Companies object that we

are claiming paragraph A.3 requires
the Companies to provide manuals,
policyholder records and forms at
their expense. I find amazing con-
sidering paragraph B.2 (which cov-
ers what the agents agree to do in
consideration of the Companies
agreements) says: "To provide the
facilities necessary to furnish insur-
ance services to all policyholders of
the Companies including, but not
limited to collecting and promptly
remitting monies due the Com-
panies, receiving and adjusting
claims within the Agent's authority,
and servicing all policyholders in
such a manner as to advance the
interests of the policyholders, the
Agent and the Companies."  

Now if the Companies aren't
obligated to provide manuals, forms
and policyholder records at their
expense, how does that same lan-
guage obligate us, the agents, to
provide office facilities, staffing, etc.,
at our expense? We also are asking
the court to determine if business

written during moratoriums or when
ineligible or unacceptable must be
rewritten to the Companies when
the moratorium ends or the busi-
ness becomes eligible or accept-
able. Are we obligated to write poli-
cies that are not underwritten by the
Companies? Who is obligated to
pay for the Series 6 & 63 licensing?
And if the Companies do not offer a
particular coverage or feature, are
we prevented from placing that busi-
ness with an outside company that
provides the coverage or feature?  

As you know, any legal action is
expensive, especially when the
Companies can afford to hire one of
the largest law firms in the state —
and when they can write checks
from an account only limited by the
surplus of the Exchanges and Mid-
Century. If you haven't contributed
to the DRA Fund yet, please take a
moment and send your check into
the National Office or fill out the "I'm
a Supporter" slip on the opposite
page.



Yes, I would like to participate in a Database Users Group! Please send me further information.

Name: _____________________________________________   Agent Number: _______________________

Database: __________________________________________   PIF: ________________________________

Phone: ____________________   Fax: _______________________   E-mail: ________________________

Fax to UFAA at 314-729-0598 or e-mail to ufaa@aol.com

With the introduction of the Touch Everyone in 2001
program, the benefits of having an independent data-
base program become even more evident. You cement
your relationship with the customer without allowing the
company to have an avenue of direct competition that’s
not in your best interest. 

There are some costs to running your own busi-
ness. Managing your only commodity — your client’s
information — is not an area you should delegate to
another party — an outside business — namely,
Farmers Group, Inc.

If you are not currently using a system other than

FAME or Client-Vision, contact UFAA Technology man-
ager Steve Todd. He can help determine what is best
for your situation and get you started.

If you are using Agency Business Systems, ACT,
Goldmine, Maximizer, or any of the other professional
options available, we would like to put you together with
others to collaborate and increase each other’s effec-
tiveness. We can help each other to do a better job and
increase our revenues. 

Fill out the form below and fax it to us. We’ll get you
started toward a more effective and independent future. 

“Agents Helping Agents!”

Want to be more effective?

System One
Support ad



The ‘other’ commissions lawsuit

Editors note: There are two different class action
lawsuits filed in California over the improper payment
(or nonpayment) of commissions. The first was filed last
July on behalf of two agents and two DMs. The second
suit, as amended, was filed on behalf of Mark Von
Kronemann and UFAA after we discovered the other
parties were talking settlement with Farmers. This was
a clear indication that a sell-out was in the making,
which is what we suspected when we discovered the
company was the one that recommended including the
DMs in the suit. Here is Mark's update on the lawsuit
filed by the agents and DMs:

I have just read the public documents filed with the
Los Angeles Superior Court in the issue of Mason v.
Farmers et al (the other suit). Amazingly, the agents are
getting pennies while the district managers are getting
dollars. There are so many inequities involved that I
could write a book about it. In this article I will cover just
the basics of their proposed "settlement."

Here are some of the initial facts as proposed and
presented in their "settlement" offer, an offer worked on
in conjunction with the management company.

1. The agent class is comprised of some 20,000
current and former agents. The district manager class is
comprised of some 1,000 current and former DMs. The
gross settlement amount for the agent class is
$3,025,090.86 while the gross settlement amount for
the district manager class is $2,287,787.44.

2. Out of the gross settlement amount the law firm
representing the class will get 22% of the agents' share
but only 18% of the DMs' share for legal fees (plus
expenses).

3. All of the issues for the agent class are limited to
48 months while some issues in the district manager
class go back to 1991. 

4. If agents decide to opt-out of this settlement
(which might turn out to be the recommendation of
UFAA), the proposed settlement funds of those agents
will be divided and given to agents who have produced
$10,000 of Truck or Workman's Compensation premium
for the last five years. The district managers proposed
settlement funds would simply be divided among the
remaining district managers who did not opt-out of the
settlement.

5. The vast majority of the proposed settlement
money for the agents is based on the lack of payment
on automobile surcharges for new business. Quite a
few other important issues are not ignored but do not
address monetary compensation to the agency force.
Interestingly, the district manager's settlement covers a
far larger range of items.

The analysis
On the face of it, the settlement will net $100 per

agent range and $2,000 per district manager. There
appears to be little, if any, actual discovery done by the
plaintiffs' lawyer. They also seem to have accepted the
management company's word for many of the problems
and solutions, the same company that knew about and
allowed the problem to exist for years and years. We
will keep you posted as to the outcome of this settle-
ment discussion.

Proposed ‘settlement’ will net 
‘opt-in’ agents about $100 each
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Advertisement
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bblluueess??
Frustrated with your current markets

or need additional markets? Tired of 
dealing with your District Manager, who 
is only interested in his bottom line?

American Casualty Insurance offers
more than 50 preferred personal and
commercial lines markets. In addition to 
a very competitive commission program,
we offer assistance with CLUE, MVRs,
Insurance Credit Scoring and a 
competitive rating package.

Only agents licensed to do business 
in Texas need apply. All inquiries are 
confidential. Call for more details, 800-
766-2478 or 512-338-8100. Ask for Phil.

Visit www.ufaa.com
to read the details on the filing 
of the “other” commissions lawsuit.
And watch the web site for updates!
Click on the icon for the
Commissions Class Action Lawsuit.
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Getting visible on the Web
By John Ashenhurst

In the brick-and-mortar world,
your customers can find you via
telephone, mail, or a face-to-face
visit. But what if you want customers
and prospects to find your Web
site? The consumer has no simple,
dependable way to find it.

You can take some simple steps
to improve the likelihood your Web
site will be found by the people who
are (perhaps unknowingly) looking
for it. 

Publicize your site. Include
inserts in all your mailings. Make
certain your stationery, business
cards, Yellow Pages ad and other
advertising contain your Web site
address.

Investigate reciprocal links.
Look into reciprocal links with attor-
neys, accountants, realtors, and
other businesses that create trans-
actions that may require an insur-
ance element.

Check your company agency
finder. Make certain that your
agency is included in your compa-
ny’s agency finder —with complete
and accurate information.

Look into online Yellow
Pages. Investigate the enhanced
Yellow Pages of the most popular
Web portals — AOL, Yahoo!, etc.

Be aware of search engine
positioning. Register your home
page with search engines so they
will index your Web site.

A simple Web address. If you
don't already have a Web site
address, you ought to reserve one
right away. It should be something
easy to remember and spell. 

John Ashenhurst is publisher of
a monthly newsletter that focuses
on insurance and the Internet (visit
www.soundingline.com). The com-
plete text of this article is at
www.roughnotes.com/rnmag/april01/
04p76.htm.

NNEEWWSS
FFLLAASSHH!!
On May 21, Martin Feinstein

announced a reversal of the man-
agement team’s decision to cut
agent commissions that were to
be effective in July.

He announced that the deci-
sion was premature and the
agents should have had an
opportunity to correct the loss
ratio problem before the commis-
sions were reduced.

He has given the agency
force until the end of the year (six
months) to correct the situation
before the commission reduction
will be effective.

He has made it clear, howev-
er, that if the agents do not return
profitability to the Fire Exchange
in six months, bolder actions will
be taken.
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Phone: 314-729-0727 Fax: 314-729-0598
E-mail: ufaa@aol.com
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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—Don Green
1612 Lee Trevino #D
El Paso, TX 79936
(P) 888-440-8322  (F) 915-593-2826
E-mail: dgiaep@zianet.com
Governmental Affairs—Frank Mortimer
330 W. Felcita Ave, Suite E4 
Escondido, CA 92025
(P) 760-871-2242  (F) 760-871-2295
E-mail: flmortimer@aol.com

Secretary—Jim Beemer
2705 10th St
Greely, CO 80631
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P.O. Box 5047
Tucson, AZ 85703
(P) 520-623-7000  (F) 520-624-8154
E-mail: farmersagent@uswest.net
Director at Large—Steve Lenard
13313 S W Freeway #215
Sugarland, TX 77478
(P) 281-242-0070  (F) 281-242-6818
E-mail: slenard@pdq.net

National Historian—Allen Yerxa  7651 W 41st Ave #95, Wheat Ridge, CO 80033  (P) 303-424-6358  (F) 303-424-1875  E-mail: yerxa@qwest.net
UFAA Technology Services—Steve Todd  (P) 800-989-4268  (F) 916-332-5764 or through the website — www.ufaa.com

President—Ralph Buchanan
1861 E Baseline Rd
Tempe, AZ 85283
(P) 480-897-1081  (F) 480-839-8861
E-mail: rgbuch@aol.com
Treasurer—Tom Schrader
11338 Shawnee Mission Parkway
Shawnee Mission, KS 66203
(P) 913-631-1202  (F) 913-631-1201
E-mail: tomsins@toto.net
Legal Activities—Larry Tencer
450 Lakeville St, Ste D
Petaluma  CA 94952
(P) 888-763-5300  (F) 707-763-7084
E-mail: larryten@aol.com

Executive Board

ARKANSAS
(30) Bill Miller, Little Rock  501-223-2661
(31) Deanna Parks, Barling,  501-452-6491
ARIZONA
(16) Ed Nordstrom, Tucson  520-297-1337
(43) Dan Rahmatulla,  Phoenix  602-973-3988
CALIFORNIA
(01) Lee Killian, Rio Linda  916-991-1711
(02) Victor Acevedo, Daly City  650-994-1791
(04) Mark von Kronemann, Newbury Park 805-499-2418
(05) Jan Neveu, Van Nuys  818-785-2147
(06) Dave Gathings, San Bernardino  909-885-1214
(08) Bob Jasak, San Diego  619-464-8588
(10) Dennis Christner, Vallejo  707-642-3605
COLORADO
(27) Roxye Santorno, Wheatridge  303-940-3233
(29) Jerry Watt, Colorado Springs  719-531-0400
(46) Bernie Clark, Greeley  970-353-2208
IDAHO
(28) Dean Mayes Jr., Meridian  208-888-3321

Chapter Presidents

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

Visit our website — www.ufaa.com

OKLAHOMA
(12) Chuck Penwright, Yukon  405-354-5371
(15) Del Janzen, Tulsa  918-744-4401
OREGON
(14) Merle Johnson, Wilsonville  503-682-1583
SOUTH & NORTH DAKOTA
(52) Tom Pennington, Sioux Falls  605-338-1472
TEXAS
(33) Armando Gonzalez, El Paso  915-594-4641
(34) Joe Brown, Fort Worth  817-926-1598
(35) Gwen Foster, Houston  713-961-9455
(36) Al Noble, San Antonio  210-340-2300
(37) Dale Moon, Houston  281-484-8320
(38) Mark Greenwood, Abilene  915-677-5200
UTAH
(39) Wayne Jannsen, Salt Lake City  801-272-6702
WASHINGTON
(22) Steve Hall, Everett  425-743-1122
WISCONSIN
(20) Ron Mikesell, Menomonie  715-235-6588

ILLINOIS
(21) Owen McAteer, Oak Forest  708-535-1833
KANSAS
(13) Frank Click, Shawnee Mission  913-631-1200
MICHIGAN 
(45) Dave Arbanas, Wyoming  616-531-9070
MINNESOTA
(17) Kevin Post, Glencoe  320-864-3914
MISSOURI
(41) Paul Juergens, Sullivan  573-468-4252
MONTANA - WYOMING 
(51) Steve Hooper, Kalispell  406-752-4357
NEBRASKA - IOWA
(19) Jeffrey Acklie,  Omaha  402-391-1979
NEVADA
(26) Jeff Hubbard, Las Vegas  702-871-0771
NEW MEXICO
(24) John Burlingame, Albuquerque  505-884-5996
OHIO
(44) Bernie McGuire, Fairfield  513-839-7222


