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Professional Insurance Agents of New Jersey Inc.                Sept. 4, 2007
Reminder: Pay-to-play annual disclosure due Sept. 28, 2007

Recently adopted regulations that implement
pay-to-play laws set the due date for the filing of the
first business entity annual disclosure statement as
Sept. 28, 2007. Insurance agencies that have received
$50,000 or more in the aggregate during calendar year
2006 through contracts with a public entity or public

entities must file the annual disclosure statement listing
various political contributions made during the year.
The disclosure statement may be filed electronically
with the Election Law Enforcement Commission at
www.elec.state.nj.us. The site also includes helpful
information on the pay-to-play laws.—Muratori

NJIUA introduces Electrical Grant Program
To help policyholders repair or update their

home electrical systems, the New Jersey Insurance
Underwriting Association offers its Electrical Grant
Program. Since it’s a grant, those who qualify for the
program are not required to repay the NJIUA.

To qualify, homeowners need to: be insured through
NJIUA for at least three years; own a one- to four-
family home (primary residence); and have financial
need. Additionally, all property taxes and mortgages
must be up to date and the property must not be on
the market for sale. The property must be in reasonably
sound condition. If there are any problems—besides
electrical—the house will not be considered for the
grant until the hazards have been removed.

The program offers homeowners the opportunity
to: replace their existing fuse system with circuit

breakers; add additional circuits to avoid tripping
breakers; increase their amperage service; add outlets
to eliminate the use of extension cords; replace obsolete
aluminum or knob and tube wiring with modern wiring;
and make other improvements to their electrical system
to eliminate hazards that can cause fire.

NJIUA will pay 50 percent of the repair costs up to
$2,000, which can be broken up between multiple
home-improvement projects.

NJIUA allocated $100,000 for the program this
year. To date, more than 280 applicants have applied
and approximately $6,000 has been granted to
homeowners. All applicants are informed within 30
days with their eligibility status. For more information,
contact the NJIUA at (973) 622-3838.—Czupryna

PIA pursuing uniformity in nonresident license procedures
PIA National has been working with the National

Association of Insurance Commissioners and the
National Conference of Insurance Legislators on the
remaining obstacles to uniformity and reciprocity
among states regarding insurance producer licensing.
PIA President Donna Pile met with NAIC leadership
to discuss solutions to the lack of uniformity in the
nonresident licensing system. NAIC Vice President
Roger Sevigny, New Hampshire’s insurance
commissioner, is leading the NAIC’s uniformity effort.

The first meeting of the coalition was held earlier
this summer in Washington, D.C., where President Pile
let the commissioners know what a vital issue this is
for PIA and assured them that the association stood
ready to assist the commissioners in improving the
state system.

 Last week’s meeting in Chicago focused on
impediments, including foreign corporation
requirements and discussed how new technology,
such as the National Insurance Producer Registry, can
help states modernize the nonresident licensing system.

PIANJ helps PIA National collect information.
To assist Pile in representing members’ concerns to the
NAIC/Industry Producer Licensing Commission,
PIANJ surveyed members regarding their issues and
concerns as nonresident producers. PIANJ forwarded
the responses to PIA National.

To view what your fellow PIANJ members had to
say about this issue, see here: http://www.pia.org/GIA/
naic-nonresidentlicensing.pdf.

There’s still time to add your comments. If you
have a comment, e-mail govaffairs@pia.org.—Kiehl

http://www.njiua.org/
http://www.njiua.org/
http://www.pianet.com/
http://www.naic.org/
http://www.naic.org/
http://www.ncoil.org/
http://www.pia.org/GIA/naic-nonresidentlicensing.pdf
http://www.pia.org/GIA/naic-nonresidentlicensing.pdf
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Association

 PIANJ Industry Resource Center

Annual employee appraisals—prepare now
Many employers view annual employee appraisals

as a necessary evil to ensure their agency’s future
profitability and staff morale. Often, agency owners
put off the annual review process and then agency
managers feel stressed to complete their assigned
evaluations quickly, without taking the time to plan
properly. Enter PIA to the rescue.

Through PIA’s partnership with HR411,
association members have access to a wealth of
information on employee appraisals. As an association
member, PIA has purchased the Platinum membership
on your behalf—a $400 value free to you.

Through HR411, members can access information
on what to look for in an employee appraisal, how to
prepare for one, what should be covered as well as
sample evaluation sheets and how compensation fits
into the equation.

To register for PIA’s HR411 program, logon to
http://www.pia.org/IRC/hr411/index.php and click
the “Activate now” button to the right-hand side
of the screen. You will be prompted through a series of
questions to register. Only one registration is permitted
per member agency, so select the person that handles
most of your human resources duties to register.

If you already have registered for the program,
simply log in and key “employee appraisal” in the
search box and you will get a complete listing of the
offerings related to this topic. Contact PIA’s Industry
Resource Center at resourcecenter@pia.org for
assistance.—Albright

Home improvement
It’s time for your clients to start

a home-improvement project or maybe
a new construction project.
Then, they turn to you to find
out what insurance-related
exposures they might have.
These are the times you, as
their professional insurance
agent, are called upon to give
your clients risk management
advice whether they are
planning on hiring the project
out or doing it themselves.
Property, personal liability, general
liability and workers’ compensation are

just a sampling of the areas that are
covered within this resource kit, authored

by PIA’s own Director of
Research Dan Corbin, CPCU,
CIC, LUTC. He takes this
complicated area of risk and
makes it easy for you to advise
your insureds properly.

To order, logon to
www.pia.org and use the
QuickSource Quick-Link to
request document No. QS90284,

or fax PIANJ’s Industry Resource Center
at (888) 225-6935.—Albright

Sept. 10: PIANJ Golf Classic;
support SONJ, network

 Keep it in play at the PIANJ Golf Classic
Monday, Sept. 10, 2007, at Hawk Pointe Golf
Club in Washington, N.J.

Join this year’s celebrity, Mark Carnevale,
winner of the 1992 Chattanooga Classic and 1992
PGA Tour rookie of the year, for a clinic on the
putting green at 10:45 a.m., and take a shot at the
Beat-the-Pro competition. Carnevale covered the
PGA tour for ESPN and the Golf Channel and also
served as tournament director the Virginia Beach
Open for the Nationwide Tour and Greater Hickory
Classic for the Champions Tour before joining the
PGA Tour Network as an analyst.

For more information contact Terri Vierschilling
at (800) 424-4244.

http://www.pia.org/IRC/hr411/index.php
http://www.pia.org/IRC/qs/show.php?q=90284
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National
PIA National adds eight more companies to branding campaign

 Join the New Jersey Young Insurance Professionals as the 2007 annual sponsors are recognized Thursday,
Sept. 20 with a reception at the Marriott Hotel in Bridgewater, N.J. Additionally, Tuesday, Oct. 23 promises to
be an evening of fun and networking with a Bowling Party at the AMF StrikeNSpare Lanes in Green Brook,
N.J. And, mark your calendars now for the 4th annual Industry-Wide Holiday Social Thursday, Nov. 29 at the
Hilton Woodbridge in Iselin, N.J. Visit http://www.njyip.org and click on “Calendar” for details on these and
other NJYIP events.

Eight more insurance companies have signed on as
sponsors of PIA National’s branding program,
Local Agents Serving Main Street AmericaSM.

PIA announced that GMAC Insurance Management
Corp., Hastings Mutual Insurance Co., Home Mutual
Fire Insurance Co., The IMT Group, Iowa Mutual
Insurance Co., Mercury Insurance Group, Penn
National Insurance and Ramsgate Managing Insurance
are the latest carriers to become part of the PIA
Branding Program.

“PIA is pleased to welcome the newest group of
distinguished insurance companies as participants in
the PIA Branding Program,” said PIA National
Executive Vice President & CEO Len Brevik.

“By signing on as sponsors of the PIA Branding
Program, carriers demonstrate their commitment to the
success of the independent agency distribution system
and the continuing prosperity of their professional agent
sales force.”

PIA’s Local Agents Serving Main Street AmericaSM

branding program is an advertising and promotional
campaign available at no additional cost to all PIA
member agencies throughout the nation. The program
currently consists of 21 print advertisements with
251 variations that PIA members can run in their
local publications.

For more information see: http://www.pianet.com/
piabrandingprogram/.—PIA National

PIA National hails NFIB survey results
PIA National hails the results of a survey showing

that small-business owners nationwide oppose the idea
of the federal government regulating insurance.

One of the questions asked by the National
Federation of Independent Business of its members
was, “Should Congress repeal the anti-trust exemption
for insurance companies and regulate them at the
federal level?” By nearly a two-to-one margin, NFIB
members expressed opposition.

“These results demonstrate that America’s small
businesses are firmly opposed to the creation of a new
federal insurance bureaucracy in Washington, D.C., as
proposed by advocates of the so-called optional federal

charter,” said PIA National President Donna Pile.
“Main Street business owners know that the best
regulation is that which is closest to the people, within
each of our states. The success of the insurance industry
under state regulation illustrates that the needs of the
marketplace are best met at the local level.”

Pile’s remarks came as professional insurance
agents across the country participate in a month-long
series of activities during August centered on
meetings with federal lawmakers during the summer
congressional recess. This year, PIA members have
made opposition to The National Insurance Act of 2007
(H.R. 3200, S. 40) a focal point of these meetings.

NOAA updates Atlantic hurricane season outlook
For the peak months of the Atlantic hurricane

season—August through October—the National
Oceanic & Atmospheric Administration predicts an
85 percent chance of an above-normal season, with
the likelihood of 13 to 16 named storms (down from
13 to 17 predicted in May), with seven to nine
becoming hurricanes, of which three to five could

be major hurricanes (Category 3 strength or higher).
While there is no way to predict where the hurri-

canes could strike, an above-normal season generally
will have storms forming over the tropical Atlantic
Ocean, which usually track to the west—or toward the
United States and the Caribbean Sea.

NJYIP has planned a busy fall 2007 season

http://www.pianet.com/piabrandingprogram/
http://www.pianet.com/piabrandingprogram/
http://www.pianet.com/piabrandingprogram/
http://www.nfib.com/page/home
http://www.nfib.com/page/home
http://thomas.loc.gov/cgi-bin/bdquery/z?d110:s.00040:
http://www.noaa.gov/
http://www.noaa.gov/
http://www.njyip.org
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Technical

For up-to-date industry news and association information,
logon to the PIANJ Web site, www.pia.org.

The Voluntary Basic Automobile Policy Program
has been introduced to make voluntary basic automobile
policies available to eligible applicants through the New
Jersey Personal Automobile Insurance Plan.

This program includes the introduction of a Plan of
Operation. The Plan of Operation will allow insurers to
offer an optional basic automobile policy through a
VBAPP LAD servicing company.

The Plan of Operation and Manual of Rules and
Rates are effective Jan. 1, 2008. For more information,
see here: http://www.aipso.com/JBmanuals/
whats_new.asp.

NJAIP introduces VBAPP
See what PIA Creative Services can do for

your business. You know PIANJ has an in-house
advertising agency that writes, designs and
produces original and on-target promotion. But, do
you know everything that PIA’s Creative Services
can do for your business?

It handles everything from idea generation to
copywriting to graphic design to printing:

• agency brochures;
• direct-marketing packages;
• logo design;
• postcards;
• sales/prospecting letters;
• agency stationery packages; and
• advertisements.
PIA knows your business. Don’t waste

your valuable time (and money) trying to teach
marketing companies and ad agencies about the
insurance business. PIA Creative Services knows
the insurance industry—especially the independent
agency system. We put that knowledge to use, and
create striking promotional pieces to help bring
customers to your door.

To see more about what PIA Creative Services
can do for you and your business—logon to
www.pia.org; call the Creative Services Department
at (800) 424-4244; or check out the October issue
of the PIA magazine.—Czupryna

NYS WC board enforcement
document updated

The New York State Workers’ Compensation Board
just released a revised enforcement document for state
and municipal agencies, which required updating for
changes (2007 Reform Act) applicable to out-of-state
employers effective Sunday, Sept. 9, 2007.

This document can help employers understand what
to expect with regard to requirements for workers’
compensation and disability benefits insurance when
requesting a permit, license or contract from a New
York state or municipal entity.

PIA offers it as QuickSource document
No. QS31231—which can be accessed by logging on
to PIA’s Web site and typing QS31231 in the Quick-
Link box.

Association (Continued)

 Even though it’s just the beginning of fall,
PIA Creative Services reminds insurance agencies that
the holiday season will be here soon. PIANJ offers its
original holiday cards selections at a 20 percent
discounted rate, if they are ordered before Nov. 1, 2007.

The holiday season is a hectic time, and often
agencies must forgo sending holiday cards to their
clients and business contacts. PIA makes this process

easier to complete for agencies to keep in touch with
their valuable customers. Each of the nondenominational
holiday cards can be customized with the agency’s
name on both the cards and envelopes. PIA Creative
Services also will stuff, seal and send the cards to the
business’ client list. To view the card choices, or to
place an order, logon to http://www.pia.org/COMM/cs/
holiday.shtml.—Czupryna

Looking to send your clients holiday cards?

http://www.aipso.com/JBmanuals/
http://www.aipso.com/JBmanuals/
http://www.aipso.com/JBmanuals/
http://www.pia.org/COMM/cs/indexnj.shtml
http://www.wcb.state.ny.us/
http://www.piaonline.org/IRC/qs/redirect.php?page=http://www.pia.org/IRC/qs/qs_other/QS31231.pdf
http://www.pia.org/
http://www.pia.org/COMM/cs/holiday.shtml
http://www.pia.org/COMM/cs/holiday.shtml
http://www.pia.org/
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Trends
Four in 10 would purchase auto coverage direct

According to a study conducted by Vertis
Communications, 40 percent of U.S. adults surveyed
would purchase automobile insurance directly via
phone, Internet or mail without first consulting an
agent, an increase from 29 percent in 2003.
In particular, adults ages 35-49 are 15 percent more
likely than their counterparts in 2003 to make a direct
auto insurance purchase without seeing an agent,
up from 30 percent in 2003 to 45 percent in 2007.

Furthermore, the number of total adults in the
United States considering the purchase of identity-theft
insurance grew to 17 percent in 2007 compared to 12
percent in 2003. Most other types of specialty insurance
purchases, including long-term care; mortgage; critical
illness; high face-value life; juvenile; and accident
products have either declined or remained constant
since 2003. Surprisingly, the number of middle-aged
adults, ages 50-64, considering purchases of hospital/
surgical benefits also has decreased from 28 percent
in 2003 to 21 percent in 2007.

The study, which surveyed 2,000 consumers via
telephone, also revealed the following:

• Of all groups surveyed, middle-aged men ages
50-64 and young men ages 18-24 are most likely to read
direct-mail offerings from insurance companies in 2007,
23 percent and 22 percent, respectively.

• For women, direct-mail pieces offering insurance
services are most popular among women ages 35-64,
with 15 percent indicating they would read this type
of mail.

• Least likely to notice insurance direct mail are

men ages 25-34 and women age 65 and older, according
to 9 percent of respondents in each group.

• An insurance company possessing a knowledge-
able agent or representative continues to be the most
important insurance service to 27 percent of all adults in
2007, up just 2 percent from 2003.

• For young adults, ages 18-24, having 24/7 access
to an insurance company is the most critical service,
which has increased to 29 percent in 2007 from 23
percent in 2003.

• Value of online access to an insurance company
has risen most drastically over the years among adults
ages 25-34, from 2 percent in 2003 to 9 percent in 2007.

• Thirty-three percent of Hispanic adults surveyed
in 2007 indicated they would consider purchasing
life insurance, compared to just 25 percent of non-
Hispanic adults.

• Also more popular among Hispanics than non-
Hispanics is mortgage insurance, with 24 percent of
Hispanics in 2007 indicating a possible purchase,
compared to 18 percent of non-Hispanics considering
the same.

• Additionally, Hispanics feel accessibility to an
insurance company is the most important service one
can provide, with 37 percent considering this a key
factor in 2007, compared to just 27 percent of non-
Hispanic adults.

• Conversely, non-Hispanic adults place more value
on prompt insurance claim payments than Hispanic
adults, 19 percent versus 10 percent, respectively.

Association (Continued)
TBPL: Customers deserve more than one-size-fits-all service

As part of PIANJ’s continuing Take Back Personal
Lines campaign, letters to the editor were submitted on
behalf of PIANJ board members to local newspapers,
warning against the appeal of serve-yourself Web sites
and 1-800 numbers. Congratulations to Steve
Reichman, CIC, PIANJ past president, whose letter was
published in the Courier News, Bridgewater, N.J.

If you are interested in marketing materials to help
you spread the word, see here: http://pia.org/COMM/
personal/njmarketing.shtml. To view the self-mailing

brochure (complete with a business reply card for cross-
selling opportunities), see here: http://www.pia.org/
COMM/cs/resources/gowithaprobrochuresample.pdf;
and to view the related over-sized postcard, see
here: http://www.pia.org/COMM/cs/resources/
gowithapropostcardsample.pdf. Both can be
personalized with your logo and contact information
by PIA Creative Services. And, don’t forget about
the popular (and free to PIA members) consumer flier,
“Go with a pro.”—Nazar

http://www.pia.org/COMM/personal/indexnj.shtml
http://www.pia.org/COMM/personal/indexnj.shtml
http://pia.org/COMM/personal/njmarketing.shtml
http://pia.org/COMM/personal/njmarketing.shtml
http://pia.org/COMM/cs/resources/gowithaprobrochuresample.pdf
http://pia.org/COMM/cs/resources/gowithaprobrochuresample.pdf
http://pia.org/COMM/cs/resources/gowithapropostcardsample.pdf
http://pia.org/COMM/cs/resources/gowithapropostcardsample.pdf
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Association (Continued)
Agents go back to school with PIANJ

PIANJ is offering insurance professionals a variety
of alternatives for developing their professional skills
while earning continuing education credits this fall.
The association is hosting a wide range of education
programs developed by committees of insurance
producers in their respective states. PIA’s education
programs are offered through a variety of venues,
including classroom seminars, online courses and
teleconferences.

PIA’s ever-popular Lunch ’n’ Learn teleconfer-
ence series continues and is designed to give agents the
latest details on hot topics in the comfort of their own
offices, in under an hour. Upcoming topics include:

• Sept. 17: The Property Side of Contractor’s
Equipment, with Bryan Tilden, CIC, CPCU, CLU,
ChFC, ARM, ALCM;

• Oct. 30: Production Incentives Don’t Have To be
Dollars, with Jack Monahan; and

• Nov. 27: Upselling Yields More Than Additional
Revenue, with Jack Monahan.

For more information about these and other Lunch
’n’ Learn programs, logon to www.pia.org and type
EC10057 in the Quick-Link box.

New for 2007, PIANJ presents the Certified
Professional Insurance Agent designation. CPIA
programs are approved for CE credit in New Jersey.
 The CPIA designation is conferred by the American
Insurance Marketing and Sales Society. To earn the
CPIA designation, candidates are required to success-
fully complete all three Insurance Success Seminars. 
These seminars are designed to enhance the ability of
producers, sales support staff and company personnel
to efficiently create and distribute comprehensive
insurance programs. Participants leave with ideas that
will produce results immediately.  To register, or for
more information, Quick-Link EC10120.

PIANJ’s Eighth-Annual OktoberEdFest is slated
for Oct. 10-11, 2007, in Edison, N.J., where producers
can earn CE credits and E&O loss prevention credit
from Utica Mutual and Fireman’s Fund. Participants
will choose from nine CE courses over a two-day
period, and attend networking luncheons.

PIANJ’s Fall education lineup also includes a series
of National Flood Insurance Program-approved
flood seminars, required for all insurance agents and
brokers who sell Standard Flood Insurance Policies

issued through the National Flood Insurance Program.
Producers completing a PIA course will satisfy the
minimum NFIP requirements and earn CE credits
toward the renewal of their insurance licenses. To
register, or for more information, Quick-Link EC10126.

PIANJ also offers Custom Class Education
Services, designed for agencies that want more control
over their CE credits. Through these customized
programs, geared toward the hosting agency’s specific
needs, insurance agents can get specialized training on
a number of insurance topics without leaving the office.
For more information, logon to Quick-Link EC10032.

Employees who are new to the insurance field will
benefit from PIA’s tried and true New Employee
Orientation online courses, which cover the basics
from Personal Lines Coverage Basics and Commercial
Lines Coverage Basics to Delivering Quality Service to
the Customer and Employer. 

In addition to the course options for industry
newcomers, PIANJ offers the exclusive Certified
Insurance Service Representative and Certified
Insurance Counselor designation programs to agency
and company personnel looking to accumulate CE
credits and/or update their designations.

For those in a time crunch, the association, in
conjunction with Learn.net, a world leader in online
education, offer an extensive online library of top-
quality, ready-to-use computer-based training and
continuing education products—PIA’s E-Training.
These cost-effective courses are designed for profes-
sionals looking for acclimation into the insurance field
and experienced agents looking to stay up-to-date with
the latest changes within the industry.

For more information on any of the PIANJ CE
courses, online programs or education seminars, logon
to PIA’s award-winning Web site at www.pia.org; call
the Education Department at (800) 424-4244; or e-mail
education@pia.org.—Nazar

PIANJ offers education classes year round.
For more of the association’s offerings logon to
www.pia.org and type EC10027 in the Quick-Link
box. Or if you have a specific need, call the
Education Department at (800) 424-4244.

http://www.pia.org/EDU/extras/LunchNLearnCentral.shtml
http://www.pia.org/EDU/cd/cpia/index.shtml
http://www.pia.org/EDU/extras/OktoberEdFest2007.shtml
http://www.pia.org/EDU/extras/njflood.shtml
http://www.pia.org/EDU/extras/customclass.shtml
http://www.pia.org/EDU/etrain/newemployeeorientation.shtml
http://www.pia.org/EDU/etrain/newemployeeorientation.shtml
http://www.pia.org/EDU/cd/cisr/index.shtml
http://www.pia.org/EDU/cd/cisr/index.shtml
http://www.pia.org/EDU/cd/cic/index.shtml
http://www.pia.org/EDU/cd/cic/index.shtml
http://www.pia.org/EDU/etrain/learn_jump.shtml
http://www.pia.org/
http://www.piaonline.org/cgi-bin/cgiwrap/piaonline/edudesc3.cgi?state=NJ
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Company
Liberty Mutual Group completes acquisition of Ohio Casualty

Liberty Mutual Group announced that its
acquisition of Ohio Casualty Corp. was finalized
effective Aug. 24, 2007. Liberty Mutual and Ohio
Casualty jointly announced on May 7, 2007, that the
companies had entered into a definitive agreement. 

• The Hanover Insurance Group Inc. is
introducing miscellaneous professional liability
coverage as an endorsement to its Avenues™ Business
Owners Policy, with limits starting at $100,000.
The coverage extends protection against wrongful
acts including actual or alleged negligent acts, error or
omission, misstatement or misleading statement in the
performance of professional services. The company
said it is designed for businesses like consultants, travel
agents and real-estate brokers.

The Hanover also announced that Dick Lavey
has replaced Mike Christiansen as Northeast regional
president. Christiansen is returning to Peerless
Insurance as president and chief executive officer.

• U.S. District Judge Sarah Vance in New Orleans
refused to seal the trial exhibits in Weiss v. Allstate, the
case of a New Orleans couple who earlier this year won
a $2.8 million verdict against Allstate Insurance Co.
for illegally refusing a hurricane-related claim.

• Two years after Hurricane Katrina, The Travelers
Cos. is floating an idea to ease the insurance-availabil-
ity problems that have plagued residents from Texas all
the way to New England. The insurance company
proposed the creation of a 50-mile-wide “Coastal
Hurricane Zone” from Texas to Maine in which the
federal government would regulate rates and rules for
property insurance that covers windstorms.

 • The agreement between New York state and big
broker Willis Group has been amended to allow Willis
to receive fees from insurers for servicing policies. The
fees must be disclosed to clients, along with the rest of
these brokers’ compensation, pursuant to the existing
agreements. Aon has said it expects a similar change in
terms of its settlement.

• Utica National Insurance Group, PIA’s partner
for agents’ errors and omissions for 40 years, has been
named to the 2007 Ward’s 50 list of top-performing
insurance companies in the United States. The Ward
Group, an operational consulting firm specializing
in the insurance industry, analyzes the financial
performance of property/casualty carriers domiciled

in the United States.
• CNA Financial Corp. reported a second-quarter

profit of $217 million, a decrease of 9.2 percent from
the same period a year ago.

• MetLife Inc. said its second-quarter net income
came in at $1.16 billion, up 79 percent from a year
earlier when it made $650 million. Net income available
to common shareholders was $1.13 billion, or $1.48
a share.

• Hanover Insurance Group said second-quarter
net income came in at $59.8 million, or $1.14 a share,
up 17 percent from a year earlier when it made $50.9
million, or 99 cents a share.

• Safeco Corp. reported a 7 percent drop in second-
quarter net income, but results topped analyst expecta-
tions, buoying its shares. Safeco said second-quarter net
income came in at $186.4 million versus $199.7 million
a year ago. On a per-share basis, earnings rose to $1.75
a share from $1.68 a share a year earlier.

• Selective Insurance Group Inc. reported a
second-quarter profit of $35.9 million, a decrease of
14.5 percent from the same period a year ago.

• Tower Group Inc. reported net income of $12.4
million and diluted earnings per share of $0.53 for the
second quarter of 2007. For the first six months of
2007, Tower reported net income of $24 million ($1.03
per diluted share).

• Zurich Financial Services reported a second-
quarter net income increase of 8 percent. While its
property/casualty operations contributed operating
profits of $703 million for second quarter of 2007, the
figure roughly was $200 million lower than the $904
million operating figure reported for the p/c businesses
in second-quarter 2006.

• A.M. Best Co. affirmed the financial strength
rating of C- (Weak) for Kentucky National Insurance
Co. (Lexington, Ky.). The outlook is negative.
Subsequently, A.M. Best has withdrawn the FSR and
assigned a category NR-3 (Rating Procedure
Inapplicable) to Kentucky National, reflecting
Kentucky National’s inactive status, following run-off
of its business and its sale to First Kentucky
Insurance LLC, finalized Aug. 8, 2007. The parent
has added capital in anticipation of Kentucky National
writing new business through independent agents at a
future date.—Czupryna

http://www.libertymutual.com/omapps/ContentServer?pagename=CorporateInternet/Page/CorpHome&dir=/CorporateInternet/CorpHomePage
http://www.ocas.com/insurance/
http://www.hanover.com/thg/index.htm
http://www.peerless-ins.com/omapps/ContentServer?cid=1057678038606&pagename=ramInternet/Page/ramHome
http://www.peerless-ins.com/omapps/ContentServer?cid=1057678038606&pagename=ramInternet/Page/ramHome
http://www.allstate.com/
http://www.travelers.com/
http://www.travelers.com/
http://www.willis.com/
http://www.aon.com/default.jsp
http://www.uticanational.com/
http://www.cna.com/cnaeportal/eportal/site/cna
http://www.metlife.com/Applications/Corporate/WPS/CDA/PageGenerator
http://www.safeco.com/
http://www.selective.com/
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To register for an education event, call the Education Department,
(800) 424-4244. Or, logon to the PIA Web site, click “New Jersey,”
“Education,” and then “Schedule.”

PIA also offers myriad self-
study online courses that provide up
to 15 NJCE credits per course—earn
the CE you need without ever leav-
ing your office. See www.pia.org for
details. If you have a certain topic in
mind for your staff, create your own
seminar via PIA’s Custom Class
Education Services. Custom Class
brings tailored, CE-approved educa-
tion programs into your office at a
time that’s convenient for you. Call
(800) 424-4244 for a free quote.

September

• Sept. 11—Edison
NJ PAIP/CAIP Producer
Procedures Course
NJCE: 4

• Sept. 17—Your office
Lunch ’n’ Learn Teleconference:
The “Property Side” of
Contractor’s Equipment

• Sept. 18—Somerset
CISR IC: Insuring Commercial
Casualty Exposures
NJCE: 8/12 with designation

• Sept. 18—Edison
CPIA 2: Implement for Success
NJCE: 7

• Sept. 19—Mt. Laurel
CISR IC: Insuring Commercial
Casualty Exposures
NJCE: 8/12 with designation

• Sept. 25—Branchville
CISR PR: Insuring Personal
Residential Property
NJCE: 8/12 with designation


