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CYBER LIABILITY: YEAH, I’VE HEARD OF THAT
By Sarah Warner

Cyber liability has been a buzzword in insurance that has continued to grow. We’ve heard of large
retailers with compromised customer payment information, and a few of us have gotten new bank
cards as a result. Beyond this, what does cyber liability look like? Who is having losses, and how
are they happening? What can we do to provide our insureds with the proper risk management to
assist in these losses?
Beyond hackers stealing credit card information, data such as social security numbers and
personal health information can be at risk both online and offline. Hackers often take the blame,
but organizations are experiencing losses through technology, data and media with viruses,
disgruntled employees, accidental losses by employees and vendors, and even social engineering
meant to trick victims into unknowingly allowing access to data, such as the Trojan horse.
Our own insureds are having losses, not just our favorite stores. Main street businesses; health
care providers such as nursing homes and assisted living facilities; and even customers that may
not collect data from the public but do have employee data have all experienced losses. These
losses can be devastating to a business. According to a 2015 NetDiligene Cyber Claims study,
the average cost of claim was $674,000, with a typical claim being in the range of $30,000 to
$263,000. These figures include forensic investigation to see what data was vulnerable, legal
counsel to review state and federal laws and advise of the customer’s duties, notification to those
whose data may have been taken, and credit monitoring.
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Our duty to customers is to make sure they are protected using risk management. Performing
risk assessments, establishing working groups to prepare for a future crisis, developing incident
response plans, and offering regular training for employees are some techniques, and, of course,
insurance is another. Often cyber liability policies will have some built in risk management
services available. Reach out to Bloss & Dillard to see how we can help with your clients and
their cyber needs.

DO YOU HAVE A WEB PRESENCE?
By Tate Tooley

When you want to find information about a business or an organization,
where is the first place you go for that information? Nine out of ten of us
would say the Internet. Would your customers be able to find information
about your agency on the web? What information should they be able to
get on the web? How do you get “on the web?” I will try to help you out
with some of these questions.
First, how do you get “on the web?” Most of us are not “techies,” so the
best thing to do is contact a local website developer or programmer.
This will serve two purposes: one, they can work with you on developing
a website, and two, they can help you get your presence on the web.
One thing to keep in mind when considering and budgeting for a
website is that there are continued costs for your website after initial
development. You must pay an annual fee for your “space” on the web,
and you must pay an annual fee for the name of your site (your domain),
e.g., www.abcinsuranceagency.com. This will also allow you to have
email addresses personalized with your agency name versus just having
a “Hotmail” or “Gmail” address.
Next, you need to decide what the purpose of your website should be.
Do you want it to just be informational or do you want it to be more
functional? This will make a big difference in how you should proceed.
It will also make a big difference in the financial investment necessary
for the project.

There is a lot of information that can be provided on your website for
your customers. Remember, your website is open 24/7. Just offering
information on your website without much function (in the way of
quoting, bill status, etc.) does not mean it has to be just an online
advertisement.
With that in mind, determine the things that would be useful to your
customer. Things such as steps for the insured to take in the event
of a claim, various contact numbers for your office, and email addresses
for you and your employees can be very helpful to your customers. This
can also be a great place to educate your customers on insurance terms
and concepts.
If you want to make your website more functional, there are a number
of things you could offer your customers. Examples of services you
could consider for your customers are online quotes, policy status, bill
payment and inquiry, and endorsement requests, to name a few.
This is an area that you might want to research in regards to the carriers
that you represent to see what type of services they have to offer.
You may be able to link your site to their services to provide for your
customers. If you have an agency management system, you may also
contact your agency management vendor as they may have some
services they can enable to put on your website to provide for your
customers.
This is only the tip of the iceberg of what a valuable resource a
good website could be for your agency. If you would like more
information on how to set up a website, feel free to contact me at
ttooley@bloss-dillard.com.

Your website is
open 24/7!
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A new year is a time for reflection, planning, inspection, accountability,
and commitment. How was your 2015? I am guessing if I was to ask
that question to multiple agents, I would get multiple different answers.
I can tell you from my personal experience from working with agents
that to be successful you need to have many desirable qualities;
however, the most successful agents are the ones who are setting
goals. Are you setting goals for 2016? If you are, what is your plan to
achieve these goals? I remember recently watching television and a
person said “a goal without a plan is a wish.” With careful planning,
inspection, accountability, and commitment, I have total confidence
that you can make 2016 a great year for yourself and your agency.

Do you have a garage risk that needs a home? We have several markets
that offer coverage for a broad range of garage needs. One of our
carriers is able to also cover the property on one package policy. We
have markets for used car dealers, repair shops, body shops, tire sales
and service, and many more. This is available in Ohio, West Virginia,
Kentucky, Pennsylvania, Virginia, and Maryland.

By Mark Hafertepen

By Rhonda Thacker

Keep in mind that we can also write any owned vehicles on the same
policy and list them for full coverage if needed. We can also include tow
trucks or rollbacks if they are using it for their own vehicles, just as long
as they aren’t hauling for hire. For hire risks may require a separate
policy.
New ventures aren’t an issue if the owner has prior experience in the
used car sales business. Just be sure to address the prior experience of
management in your submission.

We are also setting goals for 2016 in the workers’ compensation
department at BDI and are extremely excited. We are expanding our
footprint into other states with regards to the mining industry. We are
concentrating on mining quarries, specifically granite, limestone, slate,
sandstone, marble, sand, gravel, and other rocks or minerals that can
be mined from the earth’s surface. We have motivated and competitive
markets that are extremely knowledgeable in this industry. If you
currently write workers’ compensation for a business in this trade or
have ever wanted to approach a business that is doing this type of
work, there has never been a better time. If you have any questions,
please don’t hesitate to give us a call today. We would love to be
involved each step of the way.

Keep in mind that anyone involved in the garage operation — whether
they are an owner, a salesperson, a mechanic, or even someone in an
administrative position — must be included on the application, not just
those who may drive. Our carriers have special rating for the employees
depending on if they are full time, part time, or just contract drivers
bringing cars back from the auctions. Acord applications do not provide
our carriers with all of the information needed in order to underwrite and
price a garage risk. Therefore, we would prefer that our specific carrier
applications be completed. Just give us a call to discuss or email us with
your questions so we can get the right application and any supplemental
questionnaires to you.

PERSONAL LINES: ANTIQUE AUTOS & MOTORCYCLES
By Lindsay Lawless

Looking forward to that springtime weather when you can take a drive with the windows down, sunglasses on and the wind in your hair? Well I bet your
customers are too, and with better weather coming more motorcycles and antique autos will be on the road. So what does this long sought after sunshine
mean for you? It’s an opportunity to provide your clients with the coverage they need. Bloss & Dillard has the markets available to provide your clients the
coverage they need at the prices they want for their motorcycles, as well as their antique autos, so they can hit the car shows and the open road. Have
questions about how we can help you place these risks? Simply email or call, and we will be here to help in a hurry!
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