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Underwriting Supervisors Key on Accuracy, Customer Experience
By Terri Sell, Senior Vice President of Operations
Working within the ProAg®
organization are four dedicated
individuals that, in my estimation, are on
a par with our regional vice presidents in
terms of their importance to our success
and growth. These are our underwriting
supervisors. They are ultimately
responsible for the overall underwriting
experience from A to Z.
Of course, a laundry list of responsibilities
falls under that broad description. For
example, they supervise a staff of 4-10 people,
depending on their region. Throughout the
reporting season they make sure all the agents
and agencies have the policy cycle completed,
processed, and in the system. They are also
responsible for error resolution in each of the
regions, CLU reporting, and a host of other
functions.
At the top of the list in importance,
right next to managing their staff, is
providing superior customer service.
At the end of the day, if an agent
has a concern or a communication
problem, that issue will often wind up
on the underwriting supervisor’s desk.
Consequently, each of our supervisors
is extremely well-versed in multi-peril
insurance and possesses outstanding
customer service skills.
It takes a lot of energy to be an
underwriting supervisor, as these
individuals put in many more than 40

®

hours a week and are constantly available to
internal and external customers. They are a
critical part of the ProAg organization.
With that said, let me introduce you
to Marlene Benavidez, underwriting
supervisor for the Western Region, to tell
you her story.

Marlene Benavidez
I actually got my start in crop
insurance by answering a newspaper
ad for a claims
processor. After
working in claims
for nine years, I
decided to expand
my insurance
knowledge
and move into
underwriting.
I’ve been an underwriting supervisor for
almost a year now.
One key to doing my job well is to
identify the unique strengths of each of my
underwriters and help them utilize those
skills to help the team succeed. We have some
great team players here who are always willing
to help out. My favorite part of this job is
the people I work with, and I appreciate that
ProAg still promotes a family atmosphere.
We have office potlucks to build morale, and
our office is a very positive place to work.
Crop insurance is always

challenging—never a dull moment. It
gives me plenty of opportunity to grow.
It’s also very satisfying when I am able to
resolve an issue or get my staff or an agent
the answer they need.
Away from the office, my husband,
Julian, and I have identical twin girls,
Natalia and Nadia. They are seven going
on 13 some days. As a family we enjoy
spontaneous trips to the beach, camping,
amusement parks, and building memories
with our daughters. We also get involved
in activities with our church. Two things
most people don’t know about me—if
I watch a horror movie, I won’t sleep
for days, and on a serious note, I always
wanted to be a nurse. Who knows—
someday I might still achieve that dream.
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ACH: Faster, Simpler Commission Payments
By Jeanie Bonewitz, National Crop Accounting Manager
Thanks to the ongoing evolution of technology, all of our agents
have the option of receiving their agency commissions by direct
deposit (ACH), as opposed to a paper check. Yet, we still have
many agencies that elect to receive checks through the mail.
Not surprisingly, the number one reason I get for this loyalty to
paper is, “I like to see and feel that check in my hand.” I completely
understand that. However, if you can handle the check, the Postal
Service can lose the check. Or, it can be misplaced in a stack of
papers, in a desk drawer, under a car seat, or in a coat pocket.
So let me make the case for ACH. First, it’s fast. The
commission will be in your account 24-36 hours after we process it.

The commission contact at your agency will also receive a detailed
report regarding that commission via email. And, obviously, there is
no paper to keep track of and no need for a trip to the bank.
If you’re interested in making the switch to ACH, the process is
pretty simple. Just complete an ACH form available through your
account rep or the crop accounting department, attach a voided
check, and return it to us. It normally takes 8-10 days to process the
request and set up the transfer. After that, it’s automatic. The only
time you’ll need to do anything is if you change banks, change the
name on the account, or close the account. If that happens, you’ll
need to notify us.

Crop Insurance: Our Seat at the Table
By Kendall Jones, Chief Operations Officer
Although the 2014 Farm Bill has been in place for barely
one year, coordinated efforts are already underway to reduce the
funding for federal crop insurance that was provided as part of
the legislation. Defending crop insurance and the farm families it
protects will be an ongoing challenge.
What can we do? Here are six simple steps that will help the
crop insurance industry stay focused with consistent information—
information that is vital to provide so Congress protects the Federal
Crop Insurance Program.
1. Sign up to show your support at National Crop Insurance
Services’ (NCIS) website: www.cropinsuranceinamerica.org.
Embed one of the badges or widgets on your website to display
your commitment.
2. Follow and understand crop insurance issues throughout
the year. Some suggested sources include your crop insurance
provider, NCIS, Crop Insurance and Reinsurance Bureau, Inc.
(CIRB), and Farm Policy Facts.
3. Be ready to contact your U.S. Senators and Representatives.
Two website addresses you’ll want to keep handy are:

http://www.house.gov/representatives/find/ and http://www.
senate.gov/senators/contact/
4. Engage your employees. Encourage them to stay up to
date with current political issues and be actively engaged in
contacting political representatives to support crop insurance
and agricultural initiatives.
5. Engage your clients as well. One more voice does make a
difference and the voice of a farmer is most important. Many
senators and representatives will explain that after the fourth
or fifth call in one day, they will take notice of the issue and act
accordingly.
6. Utilize social media. Tell the agricultural story. Provide a
positive voice of how crop insurance and agriculture support
the American economy from your point of view.
This information is excerpted, with permission, from an article
in the AgriBank Insurance Newsletter. You can read Kendall’s entire
article on our website at http://bit.ly/1IhajDP
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Preparing for 2016 Named Peril Sales
By Rick Warner, Senior Sales Manager
As the end of 2015 approaches, our thoughts and yours are
beginning to turn to the 2016 sales season. What opportunities will
2016 offer to protect your insureds and strengthen your agency, and
how can you prepare to take advantage of them right now?
One of the best ways to prepare for the coming sales season is to plan
for increased private product sales in the year ahead. ProAg® continues
to develop and seek out new named peril product offerings, which meet
specific needs for your insureds and provide benefits for your agency.
How can private, named peril products strengthen your
business? The benefits are actually threefold. First, they are revenue
enhancers. The new SRA has capped commissions on all the federal
products, but private products offer upside opportunity for income.
Second, private products—especially those that can be sold early
in the insurance year, like Price-Flex—give you a chance to lock in
your client’s multi-peril business early for the next sales year.
Finally, private products enhance the risk management portfolio
for your farmer. Our products—Price-Flex, PAR, HIP, and ICE*—
give you the opportunity to determine the needs and wants of
the individual farmer, then choose the product or products that
address that specific need. Our products are designed to enhance
the full risk management portfolio for the agent, thus improving
the quality of protection for the farmer. You can read more about
our named peril products in our February 2015 newsletter posted
on our website. More detailed information is also available in the
Agent Toolbox section of the site.

enhancing products. To position it well, you first need to gain a basic
understanding of the product and the part it can play in a total risk
management strategy. Second, each of these private products utilizes
a different quoting process. So, in the case of Price-Flex, you’ll need
to go through an online training, take a test, and then familiarize
yourself with the quoter before you offer the product to a farmer.
The front-end effort is worthwhile for what these products can
add to your business. The time to determine which products are
right for your customers, where they fit into your agency, and how
to quote them is now—not during the heat of sales closing season.
If you have questions about these products and what they can bring
to your business, please talk to your account representative soon.
*ICE, or Increased Coverage Election, was not discussed in the
article published in our February 2015 newsletter. It’s not a complicated
product. In short, ICE increases the per bushel price a producer will
receive for their lost bushels in the event of a production loss.

2016 Spring Training

Learning curve
Whether you plan to offer a product like Price-Flex in
December or intend to begin selling in January or February, now
is the time to acquire the knowledge needed to position and quote
these beneficial private products.
Take, for example, Price-Flex—one of our most dynamic revenue-

Not Just to Do Well, But to Do Good
As we move into the
Holiday Season, our minds
begin to drift to Thanksgiving
turkey, the bustle of holiday
gatherings, and presents
under the Christmas tree.
Businesses prepare to send out
their well-wishes to partners
and employees for a Merry
Christmas and a Happy New
Year.
This got us thinking about
how we could break out of the
holiday ritual a bit and share
some resources with others as a
way to spread the holiday cheer.

In that spirit of goodness, rather
than sending out Christmas
cards and paying the postage,
ProAg is going to redirect those
monies to help children in need
this holiday season.
Our ProAg partners
understand that we strive not
just to do well, but to do “good.”
Please join us as we share
kindness in a world that
certainly needs some. Watch
for more on these donations to
charities in the near future.
—The ProAg Executive Team

Our spring training sessions are scheduled. ProAg® offers
mandatory online training for: civil rights, conflict of interest
reporting, drug-free workplace, controlled business, and antirebating. NOTE: These topics will NOT be covered in the
meeting. In order to receive full CE credit, you must complete
this training before attending the update meeting. If this
training is not completed before an update meeting, it must be
completed prior to credit being issued for the meeting.
This training can be accessed by clicking the following link:
http://www.proagclaimstraining.com/cr/CR-COI-agent.htm.
Date
Location
Thurs. Jan. 7		 Chandler, AZ
Wed. Feb. 3		 Miles City, MT
Fri. Feb. 5		 Great Falls, MT
Tues. Feb. 9		 Spokane, WA
Wed. Feb. 10		 Pasco, WA
Addtional details about training times and locations
can be accessed at ProAgPortal®.

®
4910 E. Clinton Way
Suite 103
Fresno, CA 93727
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Fall Signals Start to Training Season
Bill Haar, Regional Vice President–Western Region

When you cover an area stretching
from Arizona to eastern Montana, fall
has a very different feel for residents
throughout your territory. Regardless
of geography or weather, however, one
fall constant is agent training. We’ve
completed the first round of meetings now,
but as you can see by the schedule in this
issue, there are more to come in the next two months.
Because of the sheer volume of information generated by the
Farm Bill last year, we did spend a portion of our training time
with a review. Some of the programs are expanding—whole
farm in California, SCO expanding to perennial crops, and
yield exclusion. Our agents are excited about the opportunities

to write new business, so there is plenty to cover, as always.
Our big sales closing dates are ahead of us, we expect to start
seeing renewal documents in a few days, and everyone will be
getting really busy real soon. We’ve made some underwriting
changes in the Fresno office and are now fully staffed. This
will also be the first year the account representatives are fully
involved in the underwriting side of the business. With the
account reps working closely with the underwriters, we’re better
prepared than ever to take care of the business as it comes in.
If we haven’t already met with you for training, we hope to
see you at the meeting that best fits your schedule and location.
We’re looking forward to working alongside all of you as the
2016 insurance year kicks into high gear.

