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It’s hard to get 
our customers 

to give us 
testimonials.
OUR 30 YEAR SECRET

You Can Start With A FREE Trial

Why? Ratepro is a competitive advantage for them.

You see, with Ratepro, they quickly and easily show their 
clients and prospects all comparative MN Workers Comp 
rates at a glance.

Ratepro helps them compete, and saves them time— 
immediately pointing them in the right direction.

Ratepro: How Do YOU Rate?

Giving Our Customers Access  
to Workers Comp Rates.  
Every Day. For 30 Years. Ratepro

V:  952.486.3282

CONTACT: Paul Hagen 

EMAIL: jdk@ratepro.net

ratepro.net

30Y E A R S

Congratulations to Allan Johnson of Oak Street Publishing for keeping the MN Insurance Magazine format alive and well! 
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Greetings Reader,
Here’s to new seasons

Allan Johnson

Welcome to the first issue of the NEW Insurance Minnesota Magazine. 

I’m excited for this adventure, and I’m thrilled to have you along for the 

journey. In the months and years to come I look forward to meeting  

as many of you as possible, telling your stories, and sharing valuable 

information and news for and about the insurance world in Minnesota. 

Insurance Minnesota follows in the long tradition of Jack Meusey’s  

magazine, which was published for 38 years, until its final issue just a few months ago. In this  

new iteration, you will see many familiar themes. It is my hope not to replace the magazine, build 

upon what Jack built. Jack’s magazine occupied a very specific and needed space here in Minnesota,  

and we are going to do the same.

This publication will be nothing without you. There are three ways you can get involved:

1)  News and Stories. Is your company or agency doing something we should be aware of?  

A promotion? A charity? An event? Send it to us. We will let our readers know.

2)  Subscribe & Follow. Make sure you are getting all the issues. Go to InsuranceMinnesota.net and  

subscribe. And make sure to follow us: EMAIL, FACEBOOK, LINKEDIN, INSTAGRAM.

3)  Become a Contributor. Do you have something to say? Opinions? Specialized knowledge?  

Stories? Let’s give you a platform. There’s a lot of great talent and experience out there!

Thank you, everyone! I look forward to hearing from you. Drop me a line.

Allan Johnson 

Editor in Chief, Insurance Minnesota Magazine 

Oak Street Publishing 

allan@oakstreetpublishing.com

 “You are what you do, not what you say you’ll do.”

CARL GUSTAV JUNG
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Jack.

At his website there is just a single 
page now — with this statement:  
“A special thank you to our readers 
and advertisers for 48 years of  
wonderful support that helped us  
provide these publications:” followed 
by the photo below.

Jack started publishing with his 
brother Jim in 1973 — ten years  
before the first issue of Minnesota 
Insurance hit mailboxes. In these five 
decades, he met thousands of people, 
and told thousands of stories — and 
always with a smile (you know the 
smile). 

Minnesota insurance professionals 
are gonna miss you, Jack. Thanks  
for the memories!

SHARE  
YOUR  
JACK  
MEUSEY  
STORY  
WITH  
US!

IN DECEMBER, JACK MEUSEY  
PUBLISHED THE LAST ISSUE  
OF HIS LAST MAGAZINE TITLE.

JACK.indd   2 3/23/21   12:21 PM
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Erickson-Larsen, Inc. opened our doors  
in December 1980 and 40 years later we  
are still proud to operate as a successful,  
independently owned MGA in the upper 
midwest. Our dedicated and experienced 
staff value the importance of providing  
quality products and solid relationships  

and we vow to remain a stable and  
reliable resource for you, our valued  

partners. Thank you for your support  
during the past 40 years and we look  

foward to continued success for  
many more years to come. 

6425 Sycamore Ct N    |    Maple Grove, MN 55369    |    763.535.0055 O    |    763.535.4051 F    |    800.442.3168 TF    |    ericksonlarseninc.com

FP-ad.indd   1 3/18/21   4:58 PM



Forty Two 
Years of 
Service

It’s a brisk sub-zero afternoon when I 

arrive in Cottonwood—the small, farm 

community that North Star Mutual 

Insurance calls home. I’m here to meet 

Jeff Mauland, North Star’s newly-retired CEO.   

8  |  insuranceminnesota.net
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Jeff Mauland
1979 - 2021 WITH NORTH STAR MUTUAL



As I pull into 
North Star... 
there is a split second I nearly 
consider going to the wrong  
entrance. Later, I find out that it  
once was the main entrance. The 
growth over the last 40 years has 
necessitated three large additions 
to the building.  

I walk into the newest entrance 
from 2015 and wait in the grand 
two-story lobby for Sarah Hansen 
from Marketing. 

She greets me and we embark 
on a quick hunt for a good place to 
conduct an interview. 

We take the elevator and make 

our way up to the boardroom, 
which overlooks the main lobby. 

Perfect. 
As we start setting up for the  

interview, in pops Jeff Mauland,  
the man of the hour.

Jeff is immediately disarming  
and friendly—with a smile and 
demeanor that would put anyone 
at ease.

A LOCAL FARM KID 
Jeff grew up six miles outside of 

Cottonwood. He’s a farm kid. And 
I want to say it shows. There’s a 
certain small town Minnesota  
farm community quality that is 
unmistakable. Solid. True. And 
Jeff has it — despite being over 
four decades removed from that 
life directly. His brother went into 
farming; Jeff ended up at North 
Star Mutual, where he eventually 
became CEO, overseeing a  
company of 270 employees  
and $450 million dollars in  
written premiums.

“After you’re done setting 
up, come get me and I’ll 
take you on a tour.” Jeff 
says, stepping into his 
office just off the  

Board Room.
“Great idea.”  

I reply.

THE GRAND TOUR
When set up is finished, I check 

in with Jeff and Sarah and together 
we go on a whirlwind tour of North 
Star Headquarters.

The place is huge.
We walk through vast rooms  

of underwriters, claims staff,  
technology, mailing, accounting, 
and on and on.

We move through much of the 
100,000 square foot building  
in record time.

Every few minutes I am  
introduced to another addition. 
This one from 1979. Another in 
1995. And more recently in 2015. 
I can almost feel the building’s 
growing pains. Despite the many 
additions, the place feels like  
one cohesive unit. A humming, 
well-oiled machine.

In the center of the building is 
a sky-lit courtyard, where a park-
ing lot used to be. Now it’s a break 
room designated for the employees.

As we continue our walk 
through the building with Jeff 
pointing here and there, two things 
about Jeff become evident. 

First—Jeff is very proud of the 
work North Star has done. It’s not 
a boastful, arrogant proud.  But a 
humble, deep appreciation type 
proud.

Second—Jeff doesn’t take credit  
for any of it. Everything is “we.”

Jeff doesn’t take 
credit for any of it. 
Everything is “we.”

10  |  insuranceminnesota.net

Jeff with a photo  

from the early days.



MEMORY LANE 
Our last stops on the tour 

consist of revisiting memories. We 
view the newly-minted historic 
time line wall in the main meeting 
room. This is a beautiful 60-foot  
long multi-material wall display 
chronicling North Star’s history 
from its early days in Redwood 
Falls to present day. North Star 
turned 100 last year and this 
display beautifully takes viewers 
through that time line.

“In 1979 we added North  
Dakota,” notes Jeff as he points to  
a brushed aluminum cutout of  
the state raised from the wall.  
“Here’s when we began writing  
in Nebraska.”

“Here’s when we first started 
using computer printed and rated  
policies,” he continues.

Our next stop is a wall with  
several plaques from Ward’s. North 
Star was named to Ward’s Top 50 
Property-Casualty Insurance  
Companies for the first time in 
2005 and has received it every  
year since.

We end the tour by going 
through a retro display case  
filled with North Star antiques. 
Memorabilia. North Star has a  
keen sense of history and heritage. 
And community is an essential  
part of who they are.

North Star employees tend to 
stay around for a long time—with 
many multi-generation families 
working there. They are by far the 
largest employer in the area and 
they take their civic duty seriously.

Next, we make our way back  
up to the board room, and  
start the interview.  

CONTINUED ON PAGE 13...

IN 1992, JEFF BECAME  
A VICE PRESIDENT
North Star had:
• 107 Employees
• 146,368 Policies
• $47.5M Written Premium
• $40.5M Surplus
• $78.4M Assets

IN 1979, JEFF STARTED  
AT NORTH STAR
North Star had:
• 70 Employees
• 93,000 Policies
• $12.6M Written Premium 
• $7.7M Surplus
• $20.3M Assets

IN 2001, JEFF  
BECAME PRESIDENT
North Star had:
• 142 Employees
• 159,525 Policies
• $96.0M Written Premium
• $58.5M Surplus
• $135.7M Assets

IN 2021, JEFF RETIRES  
AFTER 42 YEARS
North Star had:
• 270 Employees
• 345,000 Policies
• $475.0M Written Premium
• $640.0M Surplus 
• $980.0M Assets

•  1st Addition to  
the Home Office

• Began Writing in ND
•  1st computer rated  

and printed policies

•  Awarded MN PIA’s 
Company of the 
Year

• Began Writing in NE
•  Personal Auto line  

was Introduced
•  2nd Addition to  

the Home Office

•  North Star’s first 
website is launched, 
along with employee 
email

•  Paper files are 
digitized

•  North Star named to 
Ward’s Top 50® for 
First Time

•  Awarded MIIAB’s 
Company Award of 
Excellence

•  Began writing  
in Iowa

•  Record storm events 
in 2010 ($27.1M) 
and 2011 ($47.9M)

•  3rd Addition to the 
Home Office

•  Began writing Auto 
in KS in Partnership 
with Marysville 
Mutual

•  Began writing  
in Wisconsin

•  North Star 
celebrates 100th 
Anniversary

•  Awarded IIAN’s 
5-Star Company  
of the Year

insuranceminnesota.net  |  11
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The InterAgency                                                    Insurance Partners

In 1986, we purchased the assets of Blackburn, Nickels, and Smith, Inc.  
which became known as The Interagency, Inc. and moved the center of  

our operation to Minnesota.

Almost immediately we were welcomed by Jack Meusey.

Over the decades since then, we have come to know Minnesota Insurance  
as the conscience of the Property and Casualty industry in Minnesota.

Jack has always operated with integrity and kindness -- and has demanded that  
those of us who are given the trust of the public abide by the rules, regulations, laws,  
and ethical standards of our community.

Congratulations Jack – on a terrific career.

~

We have worked with Al Johnson in several capacities for many years. He is a talented 
individual with an artistic eye. His knowledge of technology, photography, and graphics  
is broad and impressive.

Moreover, Al has the personality and demeanor to stand in Jack’s shoes going  
forward. – Jim Holm

The InterAgency    |    Insurance Partners    |    ourinspartners.com    |    104 Garfield St, St. Paul, MN 55102    |    763.694.9933
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The interview...

INSURANCE MINNESOTA 

Talk about the beginning, when 
you first came to North Star.

JEFF 
My background is farming. I 

grew up on a farm about six miles 
west of Cottonwood and after high 
school here, and college in Mar-
shall at Southwest State, I ended up 
with a degree in Ag business and 
then was invited to interview here 
in 1979 and took a job here.

I spent my first few years as 
an inspector field underwriter 
traveling in Minnesota, North and 
South Dakota, looking at various 
properties. After that, I moved into 
the Home Office as an underwriter 
in personal lines for three or four 
years and then was a farm  
underwriter for two or three  
years.

IM 

What was it about the Insurance 
Business that intrigued you? 
Clearly you took to it and really 
moved up.

JEFF 
Ok, yeah, well, I certainly 

wasn’t thinking of insurance when 
I was coming out of college, so I 
was very blessed and fortunate to 
find this.

Working in this industry didn’t 
take me very long to realize that 
there were a lot of good people in 
this industry and how important 

it is to the world’s 
economy. It really 
is the best way for 
people to transfer 
risk that they face  
in their lives.

Insurance is a 
very important and historic  
industry. I learned a little bit about 
the history of insurance, and I’ve 
always enjoyed working with it.

Again, it’s is one of the most 
important industries in the world. 
It’s really the grease in which free 
market economies operate.

And again, very historic. I’ve 
been to London, Lloyd’s of London 
a couple of times over my career. 
And it’s just fascinating.

IM 

You just celebrated  
your 100th year.

JEFF 
It’s a real historic milestone for 

us. And we started back in 1920 
in Redwood Falls, Minnesota. We 
were formed from a resolution by 
the Minnesota Association of Farm 
Mutual Insurance Companies, 
which we still work with today.

And in 1926, our first presi-
dent, A.D. Stewart, passed away. 

Our chairman of the board, who 
lived in Cottonwood, A. E. An-
derson said he would take the 
company along with a couple of 
other creamery mutual companies. 
Interestingly, now that is Western 
National Insurance and they’re 
located now in the Twin Cities. 

At any rate, the business moved 
here in 1926 and was run by 
Anderson. Death in 1950, he had 
several companies, North Star,  
the Creamery Mutuals and  
Norwegian Mutual, which was  
the local township mutual. His son, 
Bror Anderson took over upon 
his death in 1950 and he ran the 
company until 1973, at which time 
my predecessor, Cliff Hanson, took 
over the company. He retired in 
2001 when I was named president.

IM 

Talk about some of the changes 
that North Star has gone through 
over the last 42 years, since you 
started.

JEFF 
Yeah. When I started in ‘79, I  

believe we had around $15 million 
in premium.

We had just entered South  
Dakota. So we wrote in Minnesota,  

Jeff Mauland

CONTINUED ON PAGE 16...

Ok, yeah, well, I certainly 
wasn’t thinking of insurance 
when I was coming out of 
college, so I was very blessed 
and fortunate to find this.
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Since it was passed in 1990, 
the Americans with Disabilities 
Act (ADA) has been intended to 
ensure access to places of business 
by using accommodations such as 
ramps instead of stairs. In 2021, 
the legal argument is being made 
that accessibility applies to websites 
as well as worksites, and lawsuits 
against websites that are alleged to 
be inaccessible are on the rise. Ac-
cording to the ADA, everyone must 
be able to access “the full and equal 
enjoyment of the goods, services, 
facilities, privileges, advantages or 
accommodations” a business has to 
offer, including persons with dis-
abilities - or owners can be sued.

How could these lawsuits affect 
insurance agencies?

Concern is mounting among 
business owners, including insur-
ance agencies, over the increase in 
website accessibility lawsuits. Some 

sources cite an increase of 177% 
in such cases from 2017 to 2019 
alone. Prominent companies and 
organizations such as Harvard Uni-
versity and Domino’s Pizza have 
faced large settlements. In Decem-
ber 2020, Conair Corporation was 
sued for “alleged lack of accessibili-
ty to the blind” on its cuisinart.com 
website.

In Minnesota, the legislature 
passed a law in 2017 requiring 
potential plaintiffs to give busi-
nesses a two month window to fix 
any deficiencies before they can be 
sued.  Intended to curb “drive-by” 
disability access lawsuits, it has 
resulted in many ADA lawsuits in 
Minnesota being moved to federal 
court. On a federal level, the ADA 
is a strict liability law which means 
there are no excuses or defenses 
for violations - and no warnings or 
windows of time to fix violations. 

What does the law say about 
website accessibility?

Despite the precedent being 
set by these lawsuits, there is no 
legislation that directly sets out the 
technical requirements for website 
accessibility. Courts frequently look 
to the Web Accessibility Content 
Guidelines (WACG) as published 
by the World Wide Web Consor-
tium (W3C). The WACG is not the 
law, but following its guidelines 
can help agency owners stay on the 
right side of it. 

The WACG requires a website 
to be perceivable, operable, under-
standable, and robust. Perceivable 
covers accommodations for people 
with visual and auditory impair-
ments. A frequent allegation of 
website accessibility lawsuits is 
that the website is incompatible 
with assistive technologies such as 
screen readers for the visually im-
paired. Operable means a website 

Could your 
website 

get you sued?
 By Laurel Crewe Cibik 

 for Insurance Minnesota
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is easy to navigate, for example by 
responding to keyboard commands 
for those physically unable to use a 
mouse. Robust refers to accessibil-
ity across all devices and operating 
systems. 

What should insurance 
agencies consider when 
tackling website accessibility?

Failing to ensure website ac-
cessibility in these important areas 
is not the only thing that can leave 
insurance agencies vulnerable to 
litigation. So can thinking that an 
agency is too small to fall under 
ADA requirements (it’s not), or 
that it’s been around so long that 
somehow it’s been “grandfathered 
in” (it hasn’t). 

The return on investment 
(ROI) for ensuring that a website 
is accessible isn’t just in protection 
from litigation, but also in cus-

tomer goodwill. The percentage 
of the population with disabilities 
is surprisingly high, for example 
13% of Americans have some kind 
of visual impairment. This means 
insurance agents can run the risk of 
losing customers as well as lawsuits 
if their websites aren’t up to current 
standards. 

Website accessibility is an  
ongoing project, since anytime 
content is added or updated, its 

accessibility will have to be  
considered. 

Luckily, a variety of tools, 
scans, and audits are available to 
help insurance agencies achieve a  
compliant, accessible, and  
welcoming website.

Insurance agencies should get 
their website audited and updated 
by an experienced and reputable 
company — and meet the ADA  
requirements, and avoid litigation.

The WACG requires a  
website to be perceivable,  
operable, understandable, 
and robust. 
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Jeff Mauland

Oklahoma, and South Dakota,  
and the company has grown  
significantly since then.

The other thing I think that’s 
changed quite a bit is just the  
automation and the introduction  
of computers in our business.

It took us 82 years to get to 
$100 million in premium and I 
think eight years to get to $200  
million in premium. Three years 
after that, we hit $300 million  
and we’re now $474 million in 
premium.

We’ve been blessed with good 
growth and I give credit to our staff 
and those that have come before. 
They’ve done an excellent job. 
They’re very hardworking, good 
people. I also give a great deal of 
credit to our independent agents 
and the policyholders they bring 
to us. In addition, we partner with 
about 70 township mutuals around 
the state, and that is our history. 
We are the number one largest  
farm writer in Minnesota by  
quite a margin.

And so that’s really our niche 
— farm and rural properties.

IM

Talk a little bit about your  
leadership philosophy.

JEFF 
Well, you know, our 

company culture is oh, I think I 
would just say we’re dedicated and 
try and do the right thing. And, 
you know, we’ve got a lot of long 
term employees; the culture has not 
changed a lot since when I came up 
under Cliff Hanson. We’ve always 

had a small town culture with rural 
values, rural and Christian values, 
I would say. And, you know, we 
continue that to this day. We  
believe in personal service, even 
with all the automation. We answer 
the phone with the live operator. 
And again, it’s a people business, 
after all.

And I think we have good  
people and excellent service.

IM 

Take us through the eras a bit.

JEFF 
The 80s were generally a good 

decade for North Star. We were 
growing well and doing pretty  
well financially. 

The 90s were a much different  
decade. That was a tough decade 
for us and all companies in  
Minnesota especially and  
throughout the world. We had  

nine consecutive years of loss—
losses and red ink, I guess you 
would say. And so it was it was it 
was a tough time, terrible storms, 
floods, and a lot of different things. 

Over that time, we also strug-
gled with getting systems up and  
running. There was year 2000, 
which was a major issue for a lot  
of companies trying to get ready 
for that with their programs. So 
it was it was really a tough time. 
There was some question wheth-
er we would survive that stretch. 
Some companies were facing really 
tough times. Farmers Home lost 
their identity and Austin Mutual a 
little later. And so some of the oth-
er companies that we considered 
peer companies didn’t make it.

And I remember one of my 
co-workers who had been with  
the company over 20 years. I  
remember him wondering whether 
we’d be able to finish our career at 
North Star.

The 90s were very tough.
In 2000, we did have a small  

underwriting gain profit. And  
then I took over in 2001 with  
Cliff Hanson retiring and we  
had our worst year ever. I think a 
combined ratio of 200 or 113 and 
just not a very good year at all. And 
for my first year, I wondered if I 
was the answer for this, if I could 

It took us 82 years to get to 
$100 million in premium and 
I think eight years to get to 
$200 million in premium. 
Three years after that, we hit 
$300 million and we’re now 
$474 million in premium.

We have good people  
and excellent service.

CONTINUED ON PAGE 27...
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The Original. The Biggest. The Best.
Join us and experience the next level of success.

• More ways to earn income – highest commissions, national and local incentives

• Access to companies AND resources (marketing, training, commercial lines initiatives, and more)

• Stability – 38 years as the leading model for IA insurance distribution – and still setting the pace

• Total Premium In-Force: $9.6 Billion

As an SIAA Master Agency we provide this level of success and service to our member agencies.

Move 
forward 
and grow 
with SIAA.

To learn how you can increase your agency 
income and value, contact us today.
jharrison@siagl.com | 920.494.5000 | siagl.comMember of SIAA

SIA of the Great Lakes, LLC
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B Y  A L L A N  J O H N S O N

      hen you first walk into Flagship Insurance 
on First Avenue in downtown Shakopee, your initial 
thought might be, “Oh, I’ve made a mistake; this is a 
coffee shop.” No worries. You’re in the right place. 

The look is intentional. 
The Flagship Insurance building was built in the 

1880s. It’s your classic brick storefront building in a 
19th century downtown—a world away from a beige 
suburban office park and unlike any insurance office 
you are likely to have experienced.

It’s all part of Nick Kuchenbecker’s and Jennifer 
Sherman Stratton’s vision: a large, open layout—with 
open work spaces lining the walls and exposed brick, 
ductwork and pipes, with rustic wood accents.

To your right of the entrance there are a few 
comfy chairs in a welcoming space perfect for visiting 
with a client or a colleague, or for enjoying a coffee 
while reading—or even people-watching at passersby 
along First Avenue. 

And now to your left, hanging from the ceiling 
are two clear plastic bubble chairs. Are they from the 

Open.
For 
Business.

“ 

     ”

Nick is 
the big 
picture 
person. 
I’m more 
of the 
details.
Jennifer Sherman Stratton

W



Flagship Insurance Owners, Jennifer Sherman Stratton, Chief Executive Officer

   and Nick Kuchenbecker, VP of Sales, in the lobby of their Shakopee location.

“ 

     ” insuranceminnesota.net  |  19
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We wanted the  

collaboration table  

to be a place where,  

like the name suggests,  

people would meet  

to collaborate.

“ 
     ”

future? Or the past? On the wall behind them are  
two large acrylic paintings of Prince by a local artist. 

Yes. This is an insurance office.
There’s a lot to take in, yet it’s also a simple,  

tastefully-designed room.  
You may notice the lack of receptionist or even a  

reception desk. The space itself receives you.  As it 
draws you in toward the center of the room, you  
can’t help but notice the anchor holding the whole 
thing together: the collaboration table.

The collaboration table
“We wanted the collaboration table to be a place 

where, like the name suggests, people would meet 
to collaborate. We put it in the middle of the room 
purposefully,” Nick says of the 3,000 lb. concrete top 
counter running lengthwise in the center of the room. 
The urge to pull up one of the stools and collaborate  
is undeniable.

The collaboration table has a broader meaning 
than the name first suggests. Though the building is  
designed as a home base for the Flagship Insurance 
team, it’s also home to The Social Exchange, a  
collaborative space collective run by Lucy Stange. 

Nick met Lucy while buying funky furniture for 
the space on Facebook Marketplace. They immediately  
hit it off. Turns out Lucy had a similar vision.

Common goals
Both Flagship Insurance and The Social Exchange 

had the same idea. Create a flexible space where people 
can come and go. Need to drop in to meet a client? The 
door’s open. Want to park yourself in front of a screen 
for a week and get some serious work done?  Plug  
in and go.  Each workspace is equipped with dual 
monitors.

With an increasing number of people working  
remotely, there is less and less need for full-time office 
space. Yet, getting out of the house and meeting people 
in the real world is an essential element to fostering 
business relationships. 

The Flagship Insurance building doesn’t just offer 
a place for sales staff and Social Exchange members, 
it’s also a venue for small local after hour and weekend 
events. The space is very flexible. The more this  
concept sinks in, the more it makes sense.

Evolving office,  
evolving business

Shakopee is Flagship’s second location. The  
original office was opened in 1942 in Winsted, where  
it was connected to a bank in its early years. In 1988  
Jennifer’s dad, Dave Sherman, bought it. Jennifer  
started working for her dad in 1998. After trying out 
every line, she gravitated toward Group Insurance. 

Jennifer bought Flagship in 2012 and later part-
nered with Nick, who is co-owner and VP of Sales. 
Nick is more of the big picture visionary, and Jennifer 
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is the details person. Together they make a great team. 
Since partnering, the business has grown significantly.  
Broker partnerships alone have gone from 10 to 40. 

Jennifer and Nick invested in technology and  
marketing materials and resources as well. Doing  
so advantages everyone involved: employees,  
clients, and brokers. 

Open by nature
The open office design is a natural extension of 

the way Jennifer and Nick think. Their openness with 

clients and staff is demonstrative. Before buying and 
renovating the Shakopee building, they completely 
re-did the Winsted office; blowing out the walls and 
making it an open office environment. It was quite a 
change from the previous design. The team loves it. 

Stop in some time and take a look. And don’t be  
surprised to see a staff member’s dog or baby  
hanging around. This is just the way the culture  
is—collaborative, positive, welcoming.

And open.

ABOVE: Jennifer and Nick 

taking a moment to relax in 

their bubble chairs. LEFT: 

Highlights of the many work 

spaces throughout the office.
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Kraus-Anderson  
Insurance Names  
Assistant Vice  
President 

Burnsville, 
Minnesota-based 
Kraus-Anderson 
Insurance has 
promoted Rocky 

Bullis to assistant vice president of 
property and casualty.  In his new 
leadership role, Bullis will oversee 
KA Insurance’s property and casu-
alty service teams and the agency’s  
carrier and broker relationships.

Bullis joined the agency in 2016 
as a client executive then became 
director of marketing, where he 
helped to increase organic annual 
growth through expanded carrier 
access and talent recruitment and 
development.

Integrity Marketing 
Group Buys IFC 

IFC National Marketing is  
joining the Integrity platform.

 As part of this acquisition, 

IFC’s three equity owners, Dave 
Martens, Dave Thesing and Todd 
Villenueve, will each become  
owners and partners at Integrity.

“This really is a wonderful  
partnership for us on so many  
levels — it’s truly a perfect fit.”  
said David Thesing.

 Headquartered in Coon 
Rapids, Minnesota, IFC supports 
thousands of licensed independent 
agents, and is one of the largest  
independent marketing  
organizations in the Midwest.

Jasmine Jirele named 
as next CEO at Allianz

Jirele will replace Walter 
White. White will step down on 
Sept. 1 and retire on Dec. 31. 

Allianz Life, which has 2,075 
employees including 1,921 who 
work either on-site or live in  
Minnesota, sells life insurance  

and annuity products
That opportunity will largely 

fall on Jirele to capitalize on. “I’ve 
been really impressed by the flexi-
bility, resiliency, adaptability of our 
team. I think we have found a good 
way to blend some new ways of 
working” she said.

White said he delayed his  
retirement due to the pandemic.

United Prairie of New 
Ulm Continues its 
Denim4Dollars  
Donations 

United Prairie Insurance  
presented its latest Denim4Dollars  
check. This time to Big Ideas, a 
non-profit that provides people 
with real-world opportunity to 
discover, explore and learn trade 
skills. Way to go, UP!

I N
T H E
N E W S

“This really is a wonderful 
partnership for us on so many 
levels — it’s truly a perfect fit.” 

Got news? Let us know. Heck,  we’ l l  sett le for gossip.
tips@insuranceminnesota.net

DAVID  
THESING



Wexford Harbour  
Insurance Hiring  
for Two Positions 

Wexford Harbour Insurance 
in Edina is hiring for two  
positions:  Commercial Insurance 
Producer. Two years of experience 
in the Commercial Insurance space 
is required. Secondly, Customer 
Service Representative. This is a 
perfect job for an individual who 
is just entering or re-entering the 
workforce. wexford-harbour.com

Lakeville Chamber 
Names Beth  
Kohlnhofer Business 
Person of the Year 

A shout  
out to Beth  
Kohlnhofer  
for being awarded  
Lakeville’s 2020 
Business Person 

of the Year! This happened in  
January, but we weren’t yet  
publishing in January. :)

Four Celebrating 10 
Years at North Risk 
Partners 

Congratulations to Deb, Tony, 
Courtney, and Deanna on their 10 
years with North Risk Partners!

WHISPERS AND SHOUTS
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GREGG BOYSEN  
Gregg worked in the insurance industry for over 40 
years, as the owner of L&G Insurance Agency in Savage, 
where he worked for many years with his wife, Wendy.

LYLE PAPENFUSS
Lyle “Slats” Papenfuss began his career with Federated 
Insurance in Owatonna, and later as a partner at the  
C. O. Brown Agency (In 2013 becoming part of North 
Risk Partners) in Rochester, spanning 37 years. 

HELEN KAPRAL  
In 1950, Helen started at Lloyd Guthier Insurance  
Agency in Owatonna. She also worked in the insurance 
field in Florida, and Tennessee, where she retired in 
1990 from the Howard Hildreth Insurance Agency. 

RUEBEN HAROLD TANGREN
Rueben worked as a life insurance underwriter for  
Western States Life Insurance Company and later  
for ITT Hamilton in Denver Colorado. 

DONNA ARMSTRONG
Donna started in insurance at M & M Insurance  
Agency, and became a licensed insurance agent. She 
later work at Minnesota Lake Agency, where she  
retired in 1996. 

I N  M E M O R I A M

Tony Velishek 
MONTICELLO

Courtney McCann 
MENDOTA HEIGHTS

Deanna Heskin 
MONTICELLO

Deb Geislinger 
ST. CLOUD
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Insurance License  
Exams Online  

Licensing candidates now have 
the option to take their pre-license 
exams online. Over the past year, 
pandemic restrictions have limit-
ed the size of in-person licensing 
exams and made it difficult for 
would-be agents to get their  
licensing completed. According  
to the Minnesota Department  
of Commerce, licensing examina-
tions have increased by 51% from 
1,330 in the first 8-week period of 
2020 to 2,014 in the same 8-week 
period in 2021. The online license 
examinations are monitored by live 
proctor through webcam and mi-
crophone to safeguard the integrity 
of the exam.  

Insurance Data  
Security Law  
Awaits Floor Action  

SF1606 was passed by the 
Senate Commerce Committee. The 
house companion, HF 1913 was 
heard and passed by the House 
Commerce Committee. 

This bill is based on the NAIC’s 
Data Security Model Law which 
seeks to establish a common set  
of data security standards for  
regulators and insurers in all states 
to mitigate the potential damage  
of a data breach. The proposed 
legislation applies to insurers, 
insurance agents and other licensed 
entities and will take the place  
of our current data security law, 
MN Statute 60A.981. 

While the bill as amended  
exempts licensees with fewer  
than 25 employees from the  
implementation and investigation 
sections, it still requires notifica-
tion of a breach to the commission-
er of commerce and to consumers 
whose information was involved in 
the breach. 

But don’t breathe a sigh of 
relief just yet. It continues to be 
our understanding that agencies of 
all sizes must still comply with the 
FTC Safeguards Rule (which the 
current MN data security law was 
modeled after) AND the HIPAA 
Act for those that handle any  
personal health information.  
Another issue to consider is  
your insurance carriers may  
have contractually obligated you 
to develop a written information 
security program as part of your 
agency contract. 

2021 Bill  
Introductions

  Below are some recently- 
introduced bills that pertain  
to insurance or small business.  
We will be following these as  
they move forward and report  
on them for you. 

HF 2195 - A bill relating to  
insurance; allowing health carriers 
to offer reference-based pricing 
health plans

HF 2202 - A bill relating to 
public safety; requiring three-fifths 
majority approval from both legis-
lative bodies to extend peacetime 
emergencies beyond 30 days.

HF 2204 - A bill relating to 
emergency management; repealing 
governor’s power to declare  
emergency; establishing a  
legislative emergency declaration 
and extension process; repealing 
governor’s authority to adopt  
orders and expedited rules that 
have the effect of law during  
an emergency.

HF 2253 / SF 2143 - Bills 
relating to workers’ compensation; 
adopting recommendations of the 
Workers’ Compensation Advisory 
Council.

SF 2049 - A bill relating to 
health insurance; modifying  
provisions governing telehealth.

SF 2111 - A bill relating to  
insurance; allowing health carriers 
to offer reference-based pricing 
health plans.

SF 2136 - A bill relating to  
insurance; setting requirements  
for calculating an enrollee’s  
contribution toward an out-of-
pocket maximum or cost sharing.

I N
T H E
N E W S
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Lawmakers are eager to ad-
dress a torrent of recent catalytic 
converter thefts in Minnesota 
by requiring additional forms of 
documentation on them — mak-
ing it harder for converter thieves 
to resell them to scrap dealers and 
recyclers, thereby removing the 
incentive to steal them in the first 
place.  

The recent surge in catalytic 
converter thefts is driven by the 
high price commanded by the  
precious metals inside the units, 
which aid in the reduction of  
vehicle emissions. Palladium  
and rhodium were trading for 
thousands of dollars per ounce in 
early February, when Minnesota 
lawmakers first introduced the 
anti-theft legislation.

A thief selling a stolen  
converter to a scrap yard or  
recycler, can make up to five  
hundred dollars.

At the capitol, there are two 
different legislative approaches  
to this problem.

Both are moving slowing.
Sen. John Marty, chief author 

of SF 890, said recently there is a 
“decent chance” for it to become 
law but agreed the legislature has 
been slow to act on it.

“I really do think what we have 
is something that would work,”  
he said.

John Marty’s Bill has had  
multiple revisions, to take a more 
targeted approach. His law would:

·  prohibit anyone other than a 
licensed scrap metal dealer from 
buying used converters.

·  prohibit scrap dealers from 
buying catalytic converters from 
anyone other than a bona fide auto 
repair or auto recycling business. 

·  make it unlawful for an indi-
vidual to possess a used converter, 
not attached to a car, unless the 
owner has documentation of legiti-
mate removal and ownership

·  prohibit scrap dealers from 
paying cash for used converters.

“I think ours addresses some 
of the issues that make it such a 
difficult, thorny issue to deal with,” 
Marty said.

Sen. Karin Housley is the  
author of another catalytic  
converter bill (SF 206) in the  
Minnesota Legislature. Karin  
recently become a victim of the 
crime herself, and says of the  
ordeal,“Until you go to start up 
your car and it sounds like a  
winning race car,” she said, “you 

don’t realize all the steps that it 
takes to get a new one.”

DISAGREEMENT
While there is wide agreement 

on this problem, disagreement  
persists among lawmakers over 
how best to deal with the matter. 
As police have testified in legis-
lative hearings, it’s rare to catch a 
thief in the act of cutting loose  
a catalytic converter from the  
underside of a car. It’s also not  
easy to detect if catalytic converters 
found in an individual’s possession 
were obtained illegally: The  
devices, which control exhaust 
emission, lack vehicle identification 
numbers, and bear little in the way 

of distinguishing markings that  
can be used to link them with  
specific makes and models.

Marty’s SF 890 enjoys the  
support of one Republican, Rep. 
Tony Jurgens, R-Cottage Grove, 
who has added his name to its 
counterpart’s list of authors in  
the House.

TWO 
CATALYTIC  
CONVERTER  
BILLS

FROM SAINT PAUL 

“I think ours addresses some of the issues that 
make it such a difficult, thorny issue to deal with.”

Sen. John Marty

SF 890

SF 206



Law enforcement officials have 
voiced support for both SF 890  
and SF 206. The latter has more 
bipartisan support, however.

Republican and Democrat-
ic-Farmer-Labor lawmakers both 
have signed on as sponsors for SF 
206 and its companion version  
in the House, neither of which  
bans cash transactions or limits 
purchases only to licensed dealers.

SF 206 has industry support 
as well, with the Institute of Scrap 
Recycling Industries, a nation-
al trade group on whose behalf 
Stinson has lobbied, having aided 
in crafting it. Housley, R-Stillwater, 
its chief author, said it has the “full 
support” of the scrap and recycling 
industries.

It may yet be rereferred to  
a more law or public safety  
oriented Senate committee, as it 
would make violating the laws it 
proposes a misdemeanor offense. 
(HF 330, its House counterpart, 
was amended last month to instead 
make violation of the proposed law 
a civil penalty, a less serious type 
of offense that can actually incur 
heftier fines.)

None of the catalytic  
converter bills received committee 
approval by the legislature’s first 
major deadline for the session of 
Friday, March 12, either. Despite 
that, lawmakers can still choose to  
advance it.
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E N F O R C E M E N T

BROKER  ALLIANCE INC (BUFFALO) 
ALLEGATION: Respondents failed to implement and/or adhere  
to an appropriate information security program resulting in the  
improper disclosure of several customers’ personally identifiable  
information. FINE: $10,000

LONG TERM CARE GROUP, INC. (EDEN PRAIRIE)    
ALLEGATION: Failed to inform a Minnesota consumer about their 
continued eligibility for long-term care benefits within 30 business  
days of receiving the necessary information. FINE: $2500

CAROLE HOWE BONDING (AUSTIN)  
ALLEGATION: Respondent operated as an unlicensed bail bond agency 
from October 2018 to October 2020.

BRIAN  MCCABE AGENCY LLC (MADELIA)  
ALLEGATION: Respondent operated an unlicensed insurance agency 
in Minnesota for several years. FINE: $5000

Unless otherwise indicated, the Minnesota Commerce Department  
enforcement actions are consent orders, which means the agents or  
companies involved do not necessarily acknowledge wrongdoing  
but do agree to abide by the departments decision.

FROM SAINT PAUL 
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Jeff Mauland
handle this position. 

My dad passed away that spring 
and then Cliff retired at the end of 
May. And nine days later, I think 
we had our largest storm and it 
continued throughout the summer. 
And the morale was not great. 

I remember finally gathering 
everybody to have a luncheon and 
a meeting. And I worked pretty 
hard on a pep talk to give on the 
date of 9/11/01—and then our 
world changed. And everything I 
had prepared to say... it didn’t fit.

So it was probably my lowest 
point. But after that, the rest of the 
year went pretty good and then 
the next five, six years just couldn’t 
have gone any better. We had great 
growth and very profitable results.

We call those the miracle years 
and that usually you can’t accept 
that much growth because you 
don’t have enough policyholder 
reserves to support it. And so we 
used our township mutual partners 
and shut down our direct lines a 
little bit and just did the package 
lines with the township mutuals. 

And it all worked out very well. 
We had many good years and it 
brought us to another level.

IM 

What’s it like to leave your  
second home after all this time?  

And what’s ahead for you  
and North Star?

JEFF 
Well, I’ve enjoyed pretty  

much every minute. There were  
a couple of challenging years, 
obviously, and maybe some tough 
times, but they pale in comparison 
to all the great times and great  
people I got to work with. 

So retirement—like it is for a 
lot of people—is a bit of a mixed 
emotions. Certainly I’m looking 
forward to my retirement, but this 
has been my home for a long time 
and I will miss the people and also 

the indus-
try. I’ve 
been very 
blessed 
to travel 
to many 
places 
that I 
never get to other-
wise. 

Insurance is an amazing indus-
try. And I will certainly miss it.

I think North Star’s best years 
are still yet to come. I’m excited 
for the future again. We’ve been 
blessed over the years to grow and 
I look for that to continue. We have 
excellent people. And so I’m going 
to be interested in watching the 
company move forward from here. 
Personally, I’m looking forward to 
a little bit of traveling and spending 
time with grandkids. 

I’m still on the board of direc-
tors and will stay there for a while,  
so I’ll continue to be connected 
with the company.

We call those  
the miracle years.

Get 10 interested buyers for your  
insurance practice in 90 Days. Guaranteed. 
It’s like getting Selling-Your-Business Insurance. 

Contact: Keith Payne 
Insurance Industry Business Broker 
Call: (612) 730-1030
Email: kpayne@sunbeltmidwest.com
Visit: www.sunbeltmidwest.com

Subscribe to keep

receiving

Insurance Minnesota

insuranceminnesota.net
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CALL US for your print and  
promotional product needs

TOM THERRIEN 
763.479.3070 ext.112 

62 Hamel Road • Medina  MN  55340 
www.Go2PrintMediaGroup.com

www.Go2PrintMediaGroup.com 

Tom@Go2PrintMediaGroup.com

DO 
YOU 

GO2?

YOUR SINGLE SOURCE PRINT AND MARKETING SOLUTIONS GROUP

Greenhaven
Marketing Corporation

Greenhaven
Marketing Corporation

Your Long-Term Care Insurance Resource
We have been providing group and individual long-term care insurance to Minnesota agents since 
1984. We are a leader in marketing LTCI to more than 180 banks. Working with banks’ valued 
customers means that we must provide the absolute best service as well as the best products.  
We will do the same for your clients.

WE ALSO PROVIDE:  Life Insurance, Group and Individual Medical Insurance, 
Final Expense Policies, Medicare Supplements, and Disability

CONTACT:  Jerry Dock, wildcard@greenhavenmarketing.com   •   763-421-1193 
greenhavenmarketing.com   •   2621 Fairoak Ave, PO Box 98, Anoka, MN 

Greenhaven
Marketing Corporation

join the conversation

follow us on facebook!
Subscribe to keep

receiving

Insurance Minnesota

insuranceminnesota.net

INSURANCE MINNESOTA



insuranceminnesota.net  |  29

Congratulations To These Top Producing
Insurance Partners Agency Members During 2020

2020 
TOP PRODUCERS

I N S U R A N C E  P A R T N E R S

Total Selective Personal Lines Premium  
Placed Through Insurance Partners 
IPN, Golden Valley 

Total Nationwide Premium  
Placed Through Insurance Partners 
North Suburban, Coon Rapids 

Total State Auto Premium  
Placed Through Insurance Partners 
IPN, Golden Valley 

Total Safeco Premium Placed  
Through Insurance Partners 
The Insurance Office, Brainerd 

Total AAA Premium Placed Through  
Insurance Partners 
Town & Country Ins, Finlayson 

Longevity and Product Diversity  
Through Greenhaven Marketing 
Kensington Ins, Belgrade

Total AMIG Premium  
Placed Through Insurance Partners 
Miners Insurance Agency, Eveleth 

Total Premium Placed Through 
Insurance Partners 
Greater Insurance Service of  
Northeastern Minnesota, Grand Rapids 

Largest Percentage Increase Total Written  
Premium Placed Through Insurance Partners 
Quality Insurance, St. Paul 

Total Badger Mutual Premium  
Placed Through Insurance Partners 
IPN, Golden Valley 

Total Liberty Mutual Premium  
Placed Through Insurance Partners 
Town & Country Ins, Finlayson 

Total Travelers Personal Lines Premium  
Placed Through Insurance Partners 
Kadrie Insurance, Shoreview 

Total Travelers Commercial Lines Premium  
Placed Through Insurance Partners 
Greater Insurance Service of  
Northeastern Minnesota, Grand Rapids 
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“My husband and I are small town people; 
we grew up here (in Finlayson), went to 
school here and go to church here. I started at Town & 
Country Insurance in 1984, when we were a 2-person 
insurance office.

Now, with three offices and over 25 employees, our  
operations have changed substantially since then!  
Insurance itself has not. It is still about trying to protect 
people and property from the unforeseen events that  
can happen to them.    

I have known many of my customers my entire 
life. When you insure two, three or even four generations 
of a family, you work hard to protect the things that  
are valuable to them. I do not want to let them down.

We have been very involved in our community, trying 
to give back to the people and community that have 
supported us throughout the years.

I believe there will always be a need for ‘local’ insurance 
professionals, and I am very proud of our current staff. 
They are caring, knowledgeable insurance people and  
I know that our customers are in good hands!”

I wrote this several years ago when we updated our 
website.  I have always felt that as with a mission  
statement, some things if truly believed, should  
stand the test of time.

In reflecting on the pandemic, I have 
found the following to still be true…

1)  The pandemic has reinforced my idea of paying  
it forward.  We felt a sense of duty to step up our  
community giving and donated $25,000 to local 
food shelves in 2020 along with our normal  
charitable donations.

2)  My admiration for my staff has been strengthened. 
We stayed open throughout this pandemic and  
they put our customers #1.

3)  We have continued our support to our local  
businesses by buying locally.

4)  We’ve fortified our ideals that we are here to guide 
our customers through their life stages, no matter 
what they may be.

5)  We are thankful to be in such a wonderful  
profession to be able to earn our living and  
counsel our customers who have done their  
best to earn theirs. 

Declaration Page

Nancy Pogatchnik is the Agency Owner  
& Manager of Town & Country Insurance.

N A N C Y  P O G A T C H N I K
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“I had other groups contact me and had asked  
me to look at what they had to offer and there 
wasn’t anyone else who made an offer like this.  
Basically, it lets me keep control and ownership  
of my agency now and in the future and gives me  
extra income as well. This is exactly what  
smaller to mid-size agencies need in today’s  
insurance environment. Best decision I made  
since starting my own agency 20 years ago.”  
Dave Martinson, Ashland, WI

“We increased our monthly commission. It gave 
us an opportunity for profit-sharing and strength-
ened the bargaining power of the entire group. 
It just didn’t make sense not to sign the Limited 
Agreement.” Michael Kane, Grand Rapids, MN

“A Limited Agreement with Insurance Partners 
has allowed us more profit-sharing revenue.”   
Adrienne Harjes, Coon Rapids, MN

“Commissions & Profit Sharing!”    
Mike Maranda, St. Paul, MN

“We chose to enter a Limited Agreement because 
there is strength in numbers.  Combining with  
a larger book of business will improve our  
chances of qualifying for profit sharing.”  
Allan Karki, Sartell/Gaylord, MN

          For More Info About Our LIMITED AGREEMENTS, call Shaun Derby: 715-379-5488

Limited Agreements by Annual Premium Dollar

 NATIONWIDE      TRAVELERS       AAA      SAFECO       BADGER      OTHERS

Insurance Partners    |    ourinspartners.com

How did your peers respond when asked why they entered  
into Limited Agreements with Insurance Partners?

Opinions Matter

Opinions-Matter-Ad.indd   1 3/19/21   10:49 AM



Let’s have a conversation 
about how PIA can be 
a resource for you.

Professional Insurance Agents of MN
866-694-7070   |   piamn.com

PIA is our agency’s best 

and most reliable resource.  

It’s where we go when  

we have tough questions 

that need answers.   

‘‘

”
Miller-Hartwig Insurance in 

LAKEVILLE, MINNESOTA 

I AM PIA.
Owning an insurance agency is  
complicated. Whether it is understanding  
current regulations or navigating new  
ones, educating producers and staff or  
protecting the future of the agency, PIA  
has consistently served as a resource  
for Miller-Hartwig Insurance.

Greg Mil ler

S C A N  M E !

I AM PIA - greg2.indd   1 3/21/21   3:49 PM


