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THE

BEST

BUILDING
A GREAT

WORKPLACE
W

“
ACUITY IS
NAMED TO
FORBES
AMERICA’S
BEST MID-SIZE
EMPLOYERS
LIST.

e are honored to be recognized among
Forbes America’s Best Mid-Sized Employers
and take pride in the great workplace we
have built together,” says Ben Salzmann, President
and CEO. “Being a great workplace benefits everyone
who depends on Acuity—our employees and
their families, independent agents, and the many
individuals, families, businesses, and workers who
count on us to protect what matters most to them.”
“We are committed to being a great employer,”
says Joan Ravanelli Miller, General Counsel and Vice
President - Human Resources. “Being a workplace
people want to be a part of is the foundation of
Acuity’s high job satisfaction, low turnover, and
industry-leading results.”
Acuity was also named to Forbes America’s Best
Mid-Size Employers list in 2018, as well as to Forbes’
Best Employers for Women and Best Employers for
Diversity.
In developing its list, Forbes asked more than
50,000 people working for U.S. companies employing
at least 1,000 people to rate their willingness to
recommend those companies. Employees who took
part in the survey were not contacted through their
employers but, rather, did so through online panels
that provided a representative sample of the U.S.
workforce.

Pictured on cover: Liz Protzmann, Senior Workers’
Compensation Claims Representative

Back: Nate Dillman, Senior Business Analyst. Front
(left to right): Olivia Myers, Branding Specialist;
Jordan Lindstrom, Senior HR Specialist.
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BY
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ANNUAL REPORT TRIVIA
• 135,000 total brick sets produced
• 9 million total brick pieces
• 18,000 pounds of chocolate

A

cuity builds strong
relationships with
independent agencies,
and what better way to show that
than with our building-themed
2018 Annual Report?
Each report was packaged
with building-block kits
representing five types of
vehicles Acuity insures. No
Acuity Annual Report would be
complete without chocolate, so
this year’s report featured an
oversized bar of some of the
best! The report was a big hit
with agents, as the comments
and pictures show.
And of course, Acuity’s 2018
Annual Report highlighted our
amazingly strong 2018 results!

“Thank you
very much
for the
awesome
package!”

“Thank you
very much
for providing
something fun
to do at the
office.”

STRONG
FEEDBACK

Don’t forget to enter the Annual
Report Quiz Contest
Five lucky winners will each win $1,000!
See the last page of the 2018 Annual Report
for details. Must submit entry by
May 30 to be eligible.
Good luck!

“I love
Acuity, and
Acuity loves
me! Yay!”

“I enjoyed the annual
report and clever gift.
Chocolate is always
appreciated also!”

“Thank
you for
everything
Acuity
does for us
agents. I love
Acuity!!!!!”

“Thanks,
Acuity! I love
the chocolate
and the
toys to put
together.”

“I love your
report!!!! Thank you
so much…I can’t
wait to put the toys
together and put
them in my office.”

“This will keep my kids
entertained for hours and
they are all adults! Acuity is
the best, and I appreciate
you. I also appreciate your
fast and efficient claims,
billing, underwriting, and
customer service.”

“As always, THANK YOU,
ACUITY!!! My son is going
to LOVE the toys in the
annual report. I can’t wait
to take them home tonight
after work!”

“The creativity your
company puts into
marketing blows my
mind. Every time I see
something from Acuity,
I get a little excited!”
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3-year old Hunter (below),
grandson of Al Breitenfeldt
from Community Insurance,
wouldn’t take off his Acuity
hat while playing with Acuity’s
toy vehicles.

Tom Stephens says his world is built
around his 7 grandchildren, including
Grey and Lennon (above), who call
grandpa “Big Tom.” Tom is a Producer
at The Swallows Agency.

Weston (above), son
of Marissa GoodnessOleszak from Goodness
Insurance Agency,
enjoyed both the kits
and chocolate from our
2018 Annual Report.

The Plagge family had a ton of fun building Acuity’s
kits! Becky Plagge is a CISR at First Gabrielson
Insurance Agency.

Zayne (left), grandson
of Patsy Roberts
of Edwards Lovins
Insurance Agency, gets
into the Acuity spirit!

Zoey (above), daughter of Kim Hershey of Central
Insurers Group, shows off her completed kit.

Donna Kirkwood’s grandchildren Lucas (left), Lily (above),
and Cameron (right) were amazed with Acuity’s Annual
Report! Donna is with McGehee Insurance Agency.
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ACUITY HEALTH CHALLENGE TO BENEFIT

BEHAVIORAL HEALTH AND WELLNESS

T

he 2019 Acuity Health Challenge will be held July 20.
The Challenge features a 2-mile or 5K run/walk, with
donation “sleep in” and virtual race alternatives.
Proceeds from the 2019 Challenge will support the Aurora
Behavioral Health & Wellness Center’s efforts, including
mental health as well as alcohol and other drug abuse (AODA)
treatment. To extend the continuum of care, Aurora Health Care
will be adding outpatient programming focused on adolescent
and adult mental health as well as alcohol and drug addiction
services in a therapeutic group setting.
“As a community, we recognize there is a need for
enhanced mental health and AODA outpatient services for
Sheboygan and surrounding communities,” says Kari Wimmer,
Manager, Community Outreach at Aurora Sheboygan Memorial
Medical Center.

New this year is that the entire Acuity Health Challenge
course will be on Acuity’s campus at 2800 South Taylor Drive
in Sheboygan. The event begins at 8:00 a.m., and age group
awards will be presented to winners in each category from 14
and under to 65 and older. Parking will be available at Acuity.
The event also features a Vendor Expo, located at the start/
finish line.
The early entry fee for the Acuity Health Challenge is
only $20 until June 30, then $30 through July 18. Same-day
registration is available for $35. For more information and
to register for the Challenge, visit acuity.com/ahc or
facebook.com/AcuityHealthChallenge.

THE MEYERS AGENCY BUILDS LEGACY ON BEDROCK OF

T

CUSTOMER SERVICE

he Meyers Agency has enjoyed double-digit growth in
each of the last three years, including over 12 percent
in 2018 alone. Although that growth is tied in part to the
strong economic climate of Texas, it could not have happened
without the agency’s strong commitment to customer service.
“If you ask a room full of agents if they provide great
customer service, everyone will say ‘Yes.’ But we believe we
do go the extra mile for customers, especially in terms of
accessibility,” says Randy McComis, who co-owns the agency
with W.F. (Fred) Meyers.
“If we find out that we have a customer whose house is on
fire at 2 a.m., we’ll be right there assuring them everything is
OK,” Randy explains. “We see all our customers on a regular
basis, sometimes daily, and generate nearly all of our new
business from customer referrals.”

development boards and chambers of commerce to running
the clock at high school football games,” says Randy. He points
to Office Manager Charli Franks as a great example of staff
involvement.
“Charli is extremely involved in the special needs
community and has helped create many programs within our
county for that community,” he says.
Additionally, every employee in the agency is a licensed
agent. “We don’t have someone who is just a receptionist. We
want our customers to always talk to someone who is licensed
and can help them with their insurance questions,”
Randy says. “Our people also look out for
each other and help each other. We treat
each other like family, and I’m very
proud of that.”

90th Year

Bright Future

Headquartered in Bridgeport, Texas, the Meyers Agency
traces its roots to 1929. Fred purchased the agency from his
parents in the 1970s. Randy joined the firm in 1983 and became
a full partner in 1985.
Commercial business today accounts for about 70
percent of The Meyer Agency’s premium volume. The agency
specializes in trucking risks associated with both the oil and gas
industries as well as the area’s limestone quarrying operations.
“Wise County is one of the top three limestone producers
in the U.S.,” Randy says. “You could say the Dallas-Fort Worth
metro area has been built on Wise County rock.”
The Meyers Agency is also known for strong support of the
community. This includes not just financial support of charitable
organizations, schools, and booster clubs, but also personal
involvement by both agency ownership and staff.
“Everyone here is willing to give our time to the
community—everything from being part of economic

The Meyers Agency is
planning for continued growth in the
of the
years ahead, recently purchasing
a neighboring office building for
MONTH
expansion.
“The future looks very bright,
particularly with the economy in
Texas generating strong growth for
many of our customers,” says Randy, adding
that the agency’s focus on service will continue to be the
bedrock of success.
“It doesn’t matter if someone comes in here and buys a
liability-only policy for a pickup truck they use to get to work,
or if it’s a trucking account with 300 power units,” he says. “We
treat everyone with the same amount of care and respect, and
that will never change.”
Front row (left to right): Tonja Underwood, Melanie McGehee, Victoria
Torres, Charli Franks. Back row (left to right): Fred Meyers, Donna Nichols,
Skyler Stowe, Veronica Vela, Randy McComis, Jared McComis.
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There are many great reasons to Sell Acuity! Each month
we’ll highlight sales tips, important coverages, and Acuity
differentiators across the retail, manufacturing, construction,
trucking, services, and personal lines market segments,
written by different members of our Customer Focus Teams.

Retail

Equipment is a fundamental part of any
retail business. With summer nearly here, air
conditioners are essential this time of year, as are
refrigerators, coolers, and freezers.
Are your customers prepared if something
should happen to their equipment? Acuity’s
Equipment Breakdown coverage provides the
security they need when unexpected equipment
breakdown occurs to these types of equipment
and more.
Add Equipment Breakdown coverage to a
property or Bis-Pak policy to expand the available
coverage to losses due to breakdown. Our form
also provides coverage for:
• Extended business income
• Expedited expenses and temporary repairs
• Perishable goods (spoilage)
• Computer equipment
• Service interruption
We also offer equipment breakdown
brochures at acuity.com, including ones
customized for grocery stores and restaurants.

BY KEITH-ANN RICE,
SENIOR INSIDE CLAIMS REPRESENTATIVE

Construction

Construction Appreciation Week will be
observed from September 15-21, 2019. To help
celebrate, the Construction Customer team at
Acuity will be holding an essay contest!
The theme of the contest is “Thank your
mentor by sharing how he or she shaped your
career.”
Acuity understands how important
mentorship is in the construction industry and
that much of the hard-earned wisdom comes
from passing it down from the experienced to
those learning. This type of relationship becomes
that much more valuable given the current
shortage of skilled workers.
Tell your contractor clients about our
contest! Entries must be submitted electronically
in PDF format. To enter the contest or for
more information, including rules, judging
criteria, and prizes, please visit
acuity.com/contractor-appreciation.
Winning contestants and mentors will both
receive prizes! Three pairs of winners will be
selected and receive prizes of up to $1,000 each.

BY ANGIE PRINSEN,
CLAIMS CONSULTANT

Manufacturing

According to OSHA, last year, U.S. businesses
paid more than $1.5 million in penalties for not
protecting workers from noise.
OSHA requires a full hearing conservation
program be implemented where there is an eighthour time weighted average of noise levels over
85 dBA. How loud is that? A good rule of thumb
is if you need to elevate your voice to have a
regular conversation, the area is close to 85 dBA.
Do you have insureds who have questions
about occupational noise or need help
determining noise levels? Think of Acuity! Our
loss control representatives have equipment
and resources that can help with both. We have
dosimeters to measure employee noise level
exposures and can discuss specific requirements
for hearing protection. And don’t forget about
our online safety resources, including a sample
hearing conservation safety program, a detailed
blog on occupational noise, and a summary video
on the topic.

BY GWENDOLYN L. ARPS,
SENIOR LOSS CONTROL REPRESENTATIVE

Trucking

It’s spring cleaning time—not just a good time
for your customers to clean their trucks, but also
a great opportunity to determine what records
can be cleaned out and what need to be kept.
The Federal Motor Carrier Safety Administration
(FMCSA) has established requirements for
different types of records and their retention
periods. Here is a sample:
• Driver qualification file: 3 years for medical
		 review, annual review, certificate of 		
		 violation, motor vehicle report, and physical
		 waiver; 6 months for data sheet; and 3 years
		 after termination for the application and
		 complete file.
• Drug and alcohol tests: 5 years for records
		 indicating .02 or greater BAC, verified
		 positive controlled substance, or refusal to
		 submit to testing.
• Inspection and maintenance records: 1
		 year, or 6 months after vehicle leaves the
		 carrier’s control, whichever occurs first, and
		 3 months for driver inspection reports.
A complete list of records and retention
periods, along with a variety of other information,
can be found in the Acuity Motor Carrier Toolbox
at acuity.com/mctb.

BY COURTNEY DAANE,
WORKERS’ COMPENSATION CLAIMS
REPRESENTATIVE

Services
Personal Lines

With all the fun that life has to offer,
sometimes it’s hard to keep track of everything
we need to insure. With Acuity, all your customers’
insurance needs can be packaged into one
simple bundle that’s easy to manage and brings
peace of mind.
Acuity’s Road and Residence package is our
premier personal lines package, automatically
including a blanket limit covering other structures,
personal property, and additional living expense.
Also, it includes dwelling guaranteed replacement
cost with a cash-out option as well as personal
property replacement cost.
Lastly, there is a single deductible for one
event, so if there is a storm that damages your
customer’s home, cars, boat, or any property
covered by the policy, they only have to pay one
deductible. Road and Residence is another reason
you should Sell Acuity!

BY NATHAN MUTSCH,
PRODUCT ANALYST

There is high demand for additional
insureds on construction contracts and a lot
of educational material focused on providing
specific, tailorable coverage for those additional
insureds. However, contractors aren’t the only
businesses with additional insured needs.
Rental property leases often ask the tenant to
honor an agreement to make the landlord an
additional insured under the tenant’s liability
policy.
Acuity can also provide additional insured
status for certain landlord/tenant situations in
both our general liability and Bis-Pak forms. This
additional insured coverage protects both the
landlord and the tenant in the event of a claim,
since the landlord is identified as being liable
under the insured’s policy for the ownership,
maintenance, or use of the premises leased by
the insured.
Additional insured coverage for the
landlord/tenant relationship is important to
remember if you’re handling a request from
either party. Acuity has your customers—and
their additional insureds—covered!

BY ALISON MANEGOLD,
REGULATORY ANALYST
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Acuity onesies came in handy
for Nick Brown of Missouri
General Agency in St. Louis,
who recently celebrated the
birth of twins! Sitting on the
left is Avery, and on the right
is Emma.

Would you like to win $100? Email a picture of you or your family with Acuity logo gear featuring an interesting location to
infocus@acuity.com and include a brief description of Where in the World Acuity has been. If we use your picture, we’ll send
you $100! This offer is open to all employees of Acuity and our independent agencies.

Shauna Diehl of First
West Insurance kept
warm with Acuity
gear while attending
the Big Sky Skijoring
competition in
Montana, where she
ran into a local yeti!

Bob Hertel, Director - Product Development,
recently visited Costa Rica with his wife, Pam,
where they did some snorkeling. We assume
he took off his Acuity gear before jumping in
the water!

Business Analyst Ruth Raab packed her Acuity
scarf to keep warm on a hike to the top of
Mt. Pilatus, which overlooks Lake Lucerne in
Switzerland.

Andrea Dalebroux of the Green Bay Insurance Center
brought her Acuity gloves along for a hike through
Joshua Tree National Park in California.
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PATRICK KITTEN

THERE’S NO STOPPING

F

PATRICK KITTEN

or most people, losing a limb would be a reason to
take things easy for a while. But when Patrick Kitten
lost his right leg below the knee after a motorcycle
accident nearly 35 years ago, the last thing he wanted to
do was slow down. An experienced and competitive waterskier since his childhood, Patrick found a way to get back
on the water as quickly as possible.
“A week after my last surgery, I got a two-liter soda
bottle, cut off the top, duct taped the bottom part to my
stump, and went out on one water ski,” recalls Patrick,
Senior Loss Control Representative in Texas. “I had a blast,
but when I told my doctor, he was pretty upset!”

Disc golf is not old-school Frisbee® throwing. The game
uses a variety of customized throwing discs that bear
the names of their traditional golf counterparts, including
chipping wedges, drivers, and putters. There are different
throws that come into play as well, such as overhand
shots, forehand throws, two-finger
and thumb shots designed to
corkscrew different directions,
rollers, and specialty shots
such as the “Scooby,” which
is designed to slide under
obstacles.

Player and Designer

Competition and
Camaraderie

In addition to waterskiing, Patrick loves skiing on the
slopes as well. Losing a leg made him change his skiing
techniques on both snow and water, and he says the
changes were for the better.
“I had to clean up my technique to deal with just one
good leg,” he says. “On snow skis in particular, I had been
just wild and crazy before. When I lost my leg, I took better
instruction from some highly qualified people who had
worked with disabled skiers.” He regularly races, was
invited twice to join the National Disabled Ski Team, and
has earned several gold medals in NASTAR, the world’s
largest recreational ski and snowboard race program.
Since losing his leg, he’s also set several disabled
world track records, hiked 9 of the 10 highest peaks in
New Mexico and a few 14,000-foot peaks in Colorado,
skydived, bungee jumped, and ziplined. He also spent a lot
of time on the racquetball court after his injury until, a little
more than 20 years ago, he discovered a sport that would
become a new favorite: disc golf.
Since his first round of disc golf, Patrick has played over
400 courses in the U.S. and Canada. Known as “P-Katt” in
the disc golf community, Patrick also ran the local disc golf
club in Lubbock for several years and has been involved in
the design of over 25 courses in west Texas.

An illness recently
sidelined Patrick for over
a year, but he’s now
progressing back to full speed. “I’d like
to give a run at some of the world events in disc golf. I also
got my ‘snow ski legs’ back and I’m feeling pretty good
about competing,” he says.
But for Patrick, the appeal of disc golf is more than
just competition. “The camaraderie is incredible. You meet
great, friendly people playing the sport who are willing to
help you learn as well. I’ve made many new friends over
the years,” he says, adding that disc golf is also a great
way to get exercise.
“It is an athletic sport—you work out your legs, back,
core, and more,” says Patrick. “And, because disc golf is
low impact, it’s a sport you can enjoy for a lifetime.”

Patrick joined Acuity in June 2018 and
lives in Lubbock, Texas, with his wife,
Carol. They have four children, two
grandchildren, and a boxer, Zeus.
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NEW LOOK FOR

COMMERCIAL AUTO DEC DEBUTS

A

cuity has redesigned key sections of our commercial
auto declarations (dec) page to improve the overall
flow and make it easier to determine what
coverages apply to individual vehicles on a commercial
auto schedule.

Key Changes

Previously, the dec was organized by coverages that
needed to be matched to unit numbers. Now, each vehicle is

listed individually with details about coverages that apply to
it, making it easier to review and confirm coverages.
Additionally, if the insured carries hired, nonowned, or
drive other car coverage, those are now listed as individual
items, again making it easier to review and confirm all the
coverages that apply to a commercial auto policy. The list of
endorsements will also be in numeric order to make it easier
to find the endorsement you’re looking for.

10 TIPS FOR SECURING

NETWORKED HOME DEVICES

T

he Internet of Things (IoT) refers to the ever-growing
network of smart sensors embedded into vehicles,
homes, and businesses. In homes, these devices can be
part of everything from home security systems and water leak
detectors to thermostats and appliances.
IoT devices connect through the Internet and provide a
wide array of very useful data to homeowners. In fact, one of
the of the biggest selling points of home sensor technologies
and all the gadgets that make up the Internet of Things (IoT) is
the sense of security it can provide to you and your family.
However, IoT devices create a higher level of cyber risk.
The last thing you want to experience is a violation of that
security and privacy by having a device or sensor get hacked.
Here are some steps you can take to improve your IoT
security:
1.		 Choose IoT devices from reputable manufacturers that 		
			 provide information on the security protocols of their 		
			 products and what type of information the device is 		
			 collecting and sharing.
2.		 Consider whether you need to connect your IoT device.
			 Obviously a security system needs to be connected, 		
			 but you may decide, for instance, to go without remote 		
			 access to your refrigerator.
3.		 Ensure that devices are updated with the latest 		
			 software and/or firmware and that their security 		
			 settings are current.
4.		 Choose different passwords for every IoT device.
5.		 Verify your devices are secure when you connect 		
			 them to your network by following configuration 		
			 instructions provided by the manufacturer.
6.		 Give your home Wi-Fi network a unique username. 		
			 A generic username, such as the default name 		
			 assigned by the network router, can indicate the make
		 and model of your device and make it more vulnerable 		
			 to attacks.
7.		 If possible, create a separate guest network for IoT
			 devices. Guest networks don’t allow access to your 		
			 files or home network devices.
8.		 Give your networks strong passwords and change 		
			 them regularly. This will help prevent uninvited users 		
			 and devices from connecting to your home Internet.
9.		 If your devices offer two-factor authentication, use it.
10. Be sure your personal mobile devices have the latest 		
			 security updates if you connect to public Wi-Fi, which 		
			 is unsecure and can expose your device to malware 		
			 or viruses. When you reconnect to your home network,
			 viruses can be transmitted to home IoT devices.

BY ADDIE BUECHLER,
SENIOR PRODUCT ANALYST

Remember that a large part of security is deterrence. A
secure network will make it more difficult for hackers to get
access to devices connected to it, and the harder you make it
for them to gain initial entry, the quicker they will give up and
move on to more vulnerable targets.
IoT devices can provide a
greater level of convenience,
comfort, and even security for
homeowners. However, it’s
important that you don’t just
set it and forget it. Regularly
review your home network
and its connected devices to
be sure you are staying a
step ahead of hackers.

CYBER COACH

Do you have any additional ideas
or questions related to cyber
attacks or coverage? Email us
at cybercoach@acuity.com.
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NEW WORKERS’
COMPENSATION
MANAGERS NAMED
Kristin DeMolli has been promoted to Workers’
Compensation Manager at our headquarters.
Kristin graduated from UW-Oshkosh with a bachelor’s
degree in human services. She began her professional carrier
as a Personal Injury Protection Adjuster with Worcester
Insurance in Massachusetts in 1996, then joined Allstate
Insurance in Brookfield as a Senior Casualty Claims Adjuster
in 1999.
In May 2004, Kristin started her Acuity career as a
Workers’ Compensation Claims Representative. She earned
a promotion to Senior Workers’ Compensation Claims
Representative in 2008.

Kim Theune has been promoted to Workers’
Compensation Manager at our headquarters.
Kim began her Acuity career in 1988 as a
Workers’ Compensation Claims Clerk. In 1990,
she was promoted to Workers’ Compensation
Claims Correspondent and, in 1992, to Workers’
Compensation Manager.
In 1995, Kim left Acuity to pursue a career in
education with the Oostburg School District. In 2013,
she returned to Acuity as a Workers’ Compensation
Claims Representative. In 2016, Kim earned a
promotion to Senior Workers’ Compensation Claims
Representative.

Industry Insider
According to The National Insurance Crime Bureau:
• The number of vehicles stolen because drivers left
their keys/fobs in their vehicles increased 56% over
the past three years and 88% over the past five.
• From 2015-2018, the Las Vegas region had the most
thefts of vehicles with keys in them, followed by 		
Miami, Atlanta, Chicago, and Dallas.
Take your car keys with you when you park!

Q. What kinds of businesses need sign coverage?
A. It turns out that nearly any type of business may have a sign.
Q. So it’s not just convenience stores and restaurants?
A. That’s right. From offices to contractors, Acuity insures a wide range of
businesses that may have a sign.

Q&ACUITY
Q. How can I insure these signs?

A. Acuity provides sign coverage in our Advantages and Enhancements
endorsements, but separate sign coverage can also be purchased for
the limit your policyholder needs.

c
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UNDERSTANDING THE INTERSECTION OF

MEDICARE AND
P&C MEDICAL CLAIMS

C

Advantage Plan in place. We also search for any
possible conditional payments that
will require reimbursement to
Medicare. Managed care
will provide the correct
settlement release
LA I MS
language including
C
language protecting
Medicare’s interest.
And, should there be
any future exposure,
we can also assist
O R E
with determining if a
N
Medicare set aside (MSA)
is necessary. MSAs pay for
future medical services related
to the injury and are primarily seen
with workers’ compensation claims.
Agents can also assist in explaining Medicare
situations to claimants and working with claims adjusters
to obtain any and all Medicare information, such as
obtaining a copy of their client’s Medicare card. Some
beneficiaries feel more comfortable providing their
Medicare information to their agent directly, rather than us.
Additionally, Acuity’s managed care should always
be alerted when a Medicare beneficiary is involved in
a liability or workers’ compensation claim by emailing
managedcare@acuity.com.

R

I

t can be very confusing for people who are involved
in a bodily injury (auto or general liability) or workers’
compensation claim where Medicare also comes into
play. When Medicare refuses to pay a bill, agents often
end up fielding calls from upset insureds or claimants.
This is happening more frequently, especially on
liability claims where Medicare is not addressed in
settlements. It also happens in no-fault auto claims
because, in most cases, Medicare will not issue their final
lien until the statute of limitations for that state runs. This
can be two to three years after a motor vehicle accident.
Acuity understands the importance of keeping
Medicare’s interest in mind on every claim where the
claimant or insured is a Medicare beneficiary. Ignoring
Medicare’s interest can result in referral of debt to the
federal government and potentially lead to the government
collecting double damages from any responsible party for
not resolving the matter.
Our managed care process can determine if Medicare
is the primary payer or if the beneficiary has a Medicare

Medicare Basics
Medicare beneficiaries are:
• Age 65 or older,
• Disabled (receiving disability benefits for 24 months), or
• Diagnosed with end-stage renal failure (ESRD)
Medicare coverages include:
• Part A – Hospital Insurance
• Part B – Medical Insurance (outpatient services)
• Part C – Medicare Advantage Plan
• Elected plans. Coverages are not paid via original
		Medicare
• Covers Parts A & B and most offer Part D
• Part D – Prescription Drug Plan

BY EMILY JENKINS,
MEDICARE COMPLIANCE SPECIALIST

Acuity partners with Trustpilot, an independent, Google-certified review platform that provides verified reviews from
people who do have a service experience with us. See all our reviews at trustpilot.com/review/acuity.com.

Shirley
We were hit by straight line winds from the tornado and lightening last fall. A tree
came down on the house and the lightening followed the lines into the house.
The adjuster was just great in handling our claim. I have heard such horror stories
about how great an insurance company is until you have a claim. This was my
first experience with such a claim and I was very impressed how the adjuster
took care of us. So far so good with this company!
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ASK THE SPECIALIST
Ask Cliff
How can my trucking customers improve safety?
With so many safety methods and products available
to the trucking industry, it can be difficult to know where
to start. However, a motor carrier’s safety efforts should
start off simply and grow as the company’s needs evolve.
My answer to the question will therefore focus on the
fundamentals.
In my travels, I often see carriers overlook the
fundamentals in favor of unnecessarily expensive or
complex actions. For example, I have seen management
spend hundreds of thousands of dollars upgrading
equipment to address their Vehicle Maintenance BASIC
score, when only a few pieces of equipment or a couple
drivers caused the issues. Instead, they should have begun
by focusing on the basics, including:
1.		 Hiring experienced, professional drivers using the
driver qualification file checklist.
2. Having drivers 		
			 demonstrate,
			 through road tests
			 or training, their 		
			 competency and
		 comfort performing
required tasks. For
			 instance, can the driver
			 demonstrate
		 competency in 		
			

			 completing a driver vehicle inspection report (DVIR)? If
			 not, this training must be promptly provided.
3. Having management audit 3 to 5 percent of the
			 fleet weekly to ensure DVIRs are being completed
			properly.
4. Auditing the maintenance shop to ensure safety
			 defects are being repaired before the vehicle is 		
			 released back to operation. If shop personnel need
			 training, provide it.
5. Using CSA scores to educate both drivers and 		
			 maintenance personnel where issues exist and are
			repeating.
6. Creating a plan to address the shortcomings and
			 setting goals to improve.
I recommend addressing these fundamentals in three
steps. Step one is assessing the company’s policies and
procedures, whether informal or not. For example, do
procedures adequately address driver hiring and training
and empower drivers to be successful with the right tools
and equipment to complete the job safely and on time?
Step two is operations. Are the activities outlined in
policies and procedures actually completed, or are those
policies just gathering dust? For example, if a driver is not
able to drive per company policy, is he/she dispatched
anyway, for just one more load? Or if a safety defect is
found, is the equipment used anyway until maintenance has
time to fix it correctly?
Step three is auditing. Is the carrier achieving the
desired results from operations that it expected or needed
to achieve? If not, what can be adjusted in policies and
procedures that will positively impact operations so the
desired results can be achieved?
Management must lead the way. Drivers, maintenance
staff, and other employees may be good at their jobs, but
they do not have the perspective of owners and managers.
Providing appropriate top-down support is essential to
creating safe operations and helping a motor carrier achieve
success.
Cliff Johnson is Acuity’s Trucking Business Segment
Specialist. Contact him at trucking.news@acuity.com.

Q. What is Construction Contracts Co
A. This is a free legal service to assist

about whether a contractor’s insurance
requirements. This service is available

Find the

be accessed via your Acuity underwrit

Flagpole

Q. What other services do you pro

A. Acuity provides constructio

Acuity U series titled Cons

and in-person agency

Our March flagpole was hidden in the Industry Insider
on page 15. The three winners of $100 chosen from
among those who found it are:

contracts and ad

Kim Hess 			TRICOR Inc 			 Dubuque, IA
Jodie Lynch
		Fischer, Rounds & Associates Inc		 Sioux Falls, SD
Karen Cyrocki			The Craft Agency Inc
		 Jackson, MI
c

To enter this month’s contest, find the hidden elsewhere in this
issue, then send an email with its location to contest@acuity.com by
June 15, 2019. This contest is open to agency staff only.
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T

he deck support on this property
certainly wouldn’t pass building
code and definitely creates
an unacceptable risk. We hope this
substandard situation is remedied
quickly!
Do you have an “Impossible
Insurable” to share? Send your pictures
to infocus@acuity.com. Pictures must be
original photos taken by an employee or
agent, cannot be of a prospect, insured,
or claimant, and the subject of the
photo must be in a public location. If we
publish your photo, we’ll send you $100.
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KRISTIN ELO HAS THE SOLUTION

T
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2016. She says that a personal touch is what customers
appreciate most.
“Building relationships is essential. You have to show
customers you care about them and what their
needs are. It’s also important to follow
ANDIN
through—if you say you’re going
ST
to do something, make sure you
get it done in the time frame
you promise,” she says, adding
that everyone at Insurance
R
O
OF
E SSI
Brokers of Minnesota helps her
get the job done for clients.
“I feel so fortunate to work on a great team that has so
much expertise. The support of everyone at the agency has
been tremendous,” she says.
Congratulations to Kristen Elo, Outstanding Service
Professional!
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reat service in insurance often involves solving
problems, and that’s an area where Insurance
Brokers of Minnesota’s Kristen Elo shines.
“Kristen takes a lot of initiative to find solutions to
customers’ problems,” says Aaron Sorenson, Producer at
Insurance Brokers of Minnesota. “She is fantastic in dealing
with clients and understands that our mission is to take
care of customers. Kristen is also fun to have
around the office and brings a
great attitude with her to work
every day.”
Kristen has been
a Commercial Lines
Account Manager at
the Anoka, Minnesotabased agency since
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cuity is a top employer headquartered
in one of the top places to live for
college grads! Check out this and
more news at business.facebook.com/
AcuityInsuranceCompany.

The articles in this publication are general in nature and not intended to and should not be relied upon or construed as technical, legal, or other professional advice. If legal or other expert assistance
is required, the services of a competent professional should be sought. Any illustrations of coverage are for informational purposes only. Actual coverage is determined by the language of the policy or
endorsement. The information presented is based on the most current information available at the time of publication.

