
President’s Message 

Greetings!

I want to remind you to mark out May 2 – 4, 2019 for our Annual Conference 
which will be held in Charleston, South Carolina.  Lesley sent out registration 
for the conference.  Last year was our largest attendance, we hope to be able to 
exceed that in Charleston.

As we begin to develop presentations for our 2019 Conference we are seeking 
your input.  Please feel free to send your suggestions to Kevin Hromas or myself.   
During the next couple of months, we will be sending out surveys to our mem-
bers on possible topics as well as business practices.  

Two topics I would like us to consider is cyber security and cyber hygiene.  I would 
like to learn what programs members are using in their business and what types 
of best practices are being used.  For example, how many of our members use 
free e-mail services such as Gmail and AOL?  Do those using free services have 
the right to expect privacy when using these free services?   What is contained 
within the service agreement?  How many members use a cloud service such as 
outlook?  What is the practical effect of using these services, if you are commu-
nicating with counsel as an expert or handling client matters as an attorney. 
 
Another question for our members is how many of our members are using dual 
factor authentication when using various software programs and what software 
programs members are using?  Do members use encryption programs and if so 
what are they using?  

I would appreciate any feedback from our members on how we can improve 
AAIMCo as well as our value proposition.

I look forward to seeing many of you again at our Annual conference.

Peter
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Have news for the next 
edition?

We want to know what's 
been going on in your prac-
tice. Received an award? In 
the middle of a really inter-
esting assignment? Pub-
lished an article? 

Email your news to
Lesley Perkins.

lesley.perkins@aaimco.com

Association News  

Kevin Quinley – Book Review

Virginia member, Kevin Quinley, recently wrote an article titled, “Provocative 
Manifesto Offer Paradigm Shift in Prepping Witnesses” in which he reviewed a 
provocative new book by Boston litigator Kenneth Berman, Reinventing Witness 
Preparation : Unlocking The Secrets to Testimonial Success”.  The book discusses a 
reinvention of the way experts prepare to testify.  AAIMCo members that provide 
expert witness testimony may be interested in his review, and the book as well.  To 
receive a copy of his article, please contact Mr. Quinley at kevinquinley@Verizon.
net

Al Diamond - High Quality - Fast - Cheap

New Jersey member Al Diamond has penned a great article in his newsletter "The 
Pipeline".  The article poses the question...Can you provide your clients the BEST 
product both FAST and CHEAP?  Is something is HIGH QUALITY and CHEAP it will 
inevitably take longer to accomplish.  And, if something can be delivered FAST and 
CHEAP, it will likely not be HIGH QUALITY.  Contact Mr. Diamond for the full article.

Jason Murgio - Industry Conferences

New York member Jason Murgio's company, Merger & Acquisition Services is host-
ing conferences in various locations around the country during October and No-
vember.  The conferences focus on changing market conditions in the insurance 
merger and acquisition marketplace.  To obain a schedule and register for a confer-
ence near you, contact Jason at 212-750-0630.

Dirk Beamer -

Member Dirk Beamer's article, "What the Dynamex Decision Does and Doesn’t 
Mean for Captive Agents", was published in the Summer 2018 edition of Exclusive-
focus Magazine.  In September, Mr. Beamer was a featured presenter at the United 
Farmers Agents Assocation’s annual meeting and convention in Las Vegas.

mailto:lesley.perkins%40aaimco.com?subject=
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Membership Report 

Since our last newsletter, we welcome the following new Professional member: 
Marjorie Segale of Segale Consulting Services LLC in Huntington Beach, CA!  

As an Affiliate member, we welcome Garrett Sayre of SmartCompliance, Inc. 
out of Bryan, TX! 

We have at least one more professional member in the “pipeline” as of early 
September.

A special thanks to those AAIMCo members who have been prolific sources 
of suggestions and leads for prospective new members. In no particular order, 
these include Stan Lipshultz, Russ Taylor, and Bill Wilson. (If I have inadver-
tently omitted anyone who gave me a membership lead, please accept my 
apologies in advance!)  

Please consider each one of us as a recruitment ambassador for our organi-
zation. I am periodically scouring bylines of interesting articles in insurance 
trade journals and other experts I encounter in my day-to-day practice as 
“candidates” for membership and make overtures inviting them to apply.  
Keep those nominations coming!

Growing our AAIMCo membership is a team effort!

Kevin Quinley
CPCU, AIC, ARM, AIM, ARe, 
RPA

Quinley Risk Associates, 
LLC

Chesterfield, Virginia

(804) 796-1939

kevin@kevinquinley.com

Know of someone 
who would make a 
great member?

AAIMCo is always working 
to expand its membership 
with highly qualified con-
sultants and associates.

Contact Membership Chair 
Kevin Hromas with your 
recommendation.

http://www.aaimco.com/node/242
mailto:khromas%40aol.com?subject=Prospective%20Member
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Treasurer's Report 
As background, AAIMCo is a nonprofit, tax-exempt association. Its prima-
ry purpose is to promote the exchange of information, education, counsel, 
and service between members who serve as independent consultants to 
individuals and entities on insurance-related matters.  In support of that 
purpose your Board of Directors attempts to keep the dues structure and 
other member charges as low as possible, based on projected expenses 
and other pertinent factors.   Essentially, we strive to end each year as 
close to break even as we can.  

That said, accompanying are AAIMCo’s financial reports for the first nine 
months of 2018.    

On the P&L statement, dues income is almost the same as last year at this 
juncture. As mentioned in my mid-year report, conference registrations 
increased very substantially this year, the result of more than half of our 
membership attending the annual meeting held in Fort Worth. And refer-
ral fees are higher this year thanks to contributions made by members 
Kevin Hromas and Brent Winans.  (The suggested contribution is an hour’s 
fee by the receiving member when a referral from a fellow member or the 
member’s listing on AAIMCo’s website leads to an assignment.)

On the expense side, conference costs were higher due to the greater at-
tendance.  Research service costs were higher this year due to paying a 
two-year renewal fee for access to the Rough Notes’ Producer On-line Plus 
resources. And this year we also had increased expense for our website 
redesign project.

Based on our results for nine months I expect that we will end the year on 
a positive note, perhaps with net positive income of about $3,000.

And as the Balance Sheet reflects, AAIMCo remains on solid footing. 

http://
mailto:russ.taylor%40riskmanagementtactix.com?subject=
mailto:russ.taylor%40riskmanagementtactix.com?subject=
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Balance Sheet
ASSETS

Current Assets
Checking / Savings (Woodforest)       28,527.68    
Accounts Receivable 291.00

Total Current Assets 28,818.68
Other Assets

Accum Depr – Sect 179 –600.35
Epson Projector 600.35

Total Other Assets 0.00
TOTAL ASSETS 28,818.68
LIABILITIES & EQUITIES

Equity
Opening Balance Equity 5,265.39
Retained Earnings 18,829.85
Net Income 4,723.44

Total Equity 28,818.68
TOTAL LIABILITIES & EQUITIES 28,818.68

Profit & Loss Statement
INCOME

Dues
Dues – New Affiliate Member 266.00
Dues - Affiliate Member 1,500.00
Dues – Associate Member 180.00
Dues – Retired Member 90.00
Dues – New Associate Member 420.00
Dues – New Professional Member 999.00
Dues – Professional Member 14,700.00

Total Dues 18,155.00
Referral Fees 1,350.00
Application Fees 175.00
Conference Registrations 18,600.00

TOTAL INCOME 38,280.00
EXPENSE

Travel Expense 626.86
Administrative Services 800.00
Banking Expense 10.00
Conference Expense 21,633.09
Executive Director Services 3,200.00
Insurance 1,275.00
IT Services and Hosting Fees 753.73
Legal  & Filing Fees 20.00
Office Supplies 0.00
Other - Misc. Expense 262.88
Postage & Delivery 0.00
Research Services 1,500.00
Website Design Project 3,475.00

TOTAL EXPENSE 33,556.56

NET INCOME 4,723.44

225.00
1,800.00

0.00
90.00
60.00

1,900.00
14,185.00

18,260.00
250.00
225.00

11,850.00
30,585.00

0.00
800.00

0.00
17,291.73

3,200.00
1,681.00
650.00

20.00
9.98
0.00
21.81
0.00
0.00

23,674.52

6,910.48

September, 2017

September, 2017

September, 2018

September, 2018

27,962.25
0.00

27,965.25

-600.35
600.35

0.00
27,962.25       

5,265.39
15,786.38
6,910.48

27,962.25
27,962.25

Treasurer's Report  

http://www.aaimco.com/node/212
mailto:russ.taylor%40riskmanagementtactix.com?subject=
mailto:russ.taylor%40riskmanagementtactix.com?subject=
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Member Spotlight  
Bruce Heffner, JD, CPCU, ARM-E, ARe, ASLI, SCRP, AIC

My insurance career began like many, I needed a job and with a BA de-
gree in Public Administration, I found no city hiring for a city manager 
that was only 21 years old. I knew of only one person during high school 
that wanted to get into insurance, he wanted to be an actuary…a what? I 

landed a job in claims, I liked 
law, had always wanted to be 
a lawyer, so it was a pretty 
good fit as an adjuster. I had 
heard of this one company 
that paid for most of its staff 
to go the Hawaii as a reward 
for the Company’s good loss 
ratio, so I landed a job with 
them as a premium audi-
tor and field underwriter. It 
was a good job when raising 
a family and left me a lot of 
time to work from home. At 
this time I got my CPCU. 

Unfortunately, the Company put sales above sound underwriting and 
found itself on the brink of insolvency; after I got laid off the Assistant 
General Manager of the Company helped me locate a different job in an-
other state with a “sister” company as a commercial underwriter. I liked 
the job itself and initiated the premium audit function in the Underwrit-
ing Department. About a year later my 
father in law became deathly ill and I 
moved the family back to Florida for 
family reasons. 

In Florida I grabbed what I could with 
an insurer as a commercial underwriter 
that turned out had an “addiction” to 
cash flow underwriting and soon found 
itself in financial peril. After only four 
months there, the Company was placed 
into receivership for its practices. I was 
very fortunate to then find work with 
Reinsurance Company. I was to be a 
treaty underwriter. 
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Reinsurance is a great gig, and knowing the 
underlying coverages was an advantage in the 
job. I was later promoted to the claims manager 
after the company’s attorney left the company. 
I held that job as I also continued to underwrite. 
As claims manager, I was part of a latent loss 
study group with other claims managers, most 
of whom were also attorneys. After about 6 
years there and I had a great idea; I’d go back 
to school and become an attorney! 

In my midlife crisis, I moved my family out of 
state and began law school at age 37 with two 
kids, graduating the week I turned 40. After 
passing the bar I accepted a job with the In-
surance Department, and later earned my ARM 
designation. The pay there was miserable, but 
the learning and contacts awesome. 

I later worked as both the general manager and counsel of several insurance companies, 
earned my ARe & ASLI designations and then subsequently opened up my own law busi-
ness. I had an offer to move to NV in a staff position previously known as the Chief Deputy 
Commissioner. The state wanted it as a staff position not subject to Commissioner Appoint-
ment, so it became known as the Chief Insurance Assistant. I enjoyed the challenge, but my 
wife HATED the area, so I took a job in TX as Corporate Counsel to several insurance com-
panies, and earned my CSRP & ERM designations.  After over eight years of that, I opened 
up my own shop as an attorney and insurance consult, earned my AIC designation and, 
together with a business partner also opened another venture in reinsurance strategic risk 
management, finding and recov-
ering asset leakage from overpay-
ment of premiums and under utili-
zation of loss recovery.

I recall as a kid when my father 
worked as an aerospace engineer 
and seemed to always be con-
cerned about government con-
tract decline and layoff, he retired 
after 35 years with the same com-
pany. But me, working in the “sta-
ble” industry of Insurance, have 
seen my share and personally felt 
the impact of management’s na-
ivety. If such past companies had 
then the resources of AAIMCo to 
call on, they might still be alive to-
day.
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Spotlight Article  
Bruce P. Heffner 
JD, CPCU, ARM-E, ARe, ASLI, SCRP, AIC

 IN A HURRY TO GET TO DESTINATIONS NOT CONSIDERED:

It is often said that the police and firemen run towards the danger 
when others are running away from the danger. Thing is, the danger 
is generally a known danger, not an unknown one.

The moves by insurers may be more daunting than they realize. Have 
you ever wondered why when you buy software, with it you are pro-
vided a rather lengthy notice outlining its limited warranties and 
generally telling you what it will not do? As well, think back when you 
bought that insurance policy for its investment purposes to resell it 
later in the market… you haven’t? Which are you more likely to do, 
sue an individual human being or sue a faceless conglomerate corpo-
ration?

Commoditization is the buzz word in the insurance industry; the pre-
senting of insurance as if is a fungible good in its marketing process. 
Selling on price alone, trying to shape the industry into something 
that can successfully copy the success of Amazon. Close on its heels is 
“Blockchain”, praised for its “open distribution ledger” in the trans-
action process. With it is its cousin, big data, trying to minimize the 
human touch and handle the entire insurance process by using data 
alone in its sted.

There are elements that are likely to get in the way of a smooth run at 
these efforts by insurers.

The legal definition of “commodity”, the root word for commoditi-
zation, in it you will find the word “good” – any article of moveable 
or personal property. When speaking about goods, to the practicing 
attorney in the USA, the Uniform Commercial Code (UCC) comes to 
mind, specifically Article 2. Under the UCC, "Goods" means all things 
which are movable at the time of identification to the contract for 
sale other than the money in which the price is to be paid, investment 
securities (Article 8) and things in action. "Contract for sale" includes 
both a present sale of goods and a contract to sell goods at a future 
time.

Bruce Heffner
JD, CPCU, ARM-e, ARe, ASLI, 
SCRP, AIC

Boomerang Recoveries, 
LLC
Law Office of Bruce 
P.Heffner

Lorena, Texas

(254) 624-3034

insuranceexpert@lawyer.
com
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A quick note is that the US courts have determined software to be a good/commodity. 
Explaining the difference to the jury the distinction in an insurance policy being down-
loaded from the internet not being a good and that software being downloaded from the 
internet is a good, brings up the possible scenario of the “commoditized” insurance poli-
cy sold by the unaware insurer may find itself subject to a completely different branch of 
law than it is used to, the UCC and with its rules and warranties. With the UCC includes 
the warranty that the “good” (commodity) is fit for an ordinary or the specific purpose 
which may only be changed by amending it with a written exclusion or modification of 
the warranty. Now you know the answer to question one (1) above. Software is a good/
commodity which provides for them having to give you a notice limiting or excluding the 
UCC warranty. At the present time Insurers do not provide you notice limiting or amend-
ing any UCC warranties, but that may change.

Block Chain, it may provide a distinct advantage in the transactional process. However, 
the transactional process in insurance is rather short, there is not various payment net-
works generally involved. The seller sells and the buyer buys and for the most part, the 
transaction is complete. Once bought the buyer cannot then resell the commodity/good 
on the open market; insurance is not commercial paper. Commercial paper is a written 
instrument or document that manifests the pledge or duty of one person to pay money.

One of the most significant aspects of commercial paper is that it is negotiable, which 
means that it can be freely transferred/assigned from one party to another, either 
through endorsement or delivery. The terms commercial paper and negotiable instru-
ment can be used interchangeably. However, the insurance policy itself prohibits such 
commercial paper marketability and negotiability via internal contract prohibitions 
against its easy transfer/assignment to another. (Prohibitions against assignment of the 
policy without specific written consent.)

The UCC identifies four basic kinds of commercial paper: promissory notes, drafts, 
checks, and certificates of deposit. The most fundamental type of commercial paper is a 
promissory note, a written pledge to pay money. A promissory note is a two-party paper. 
The maker is the individual who promises to pay while the payee or holder is the person 
to whom payment is promised. Insurance could be considered a conditional promissory 
note (conditioned on the happening of a covered peril causing damages to the insured 
property whereby the insurer pledges to pay). Now you realize why you didn’t recall buy-
ing insurance as commercial paper for its investment purposes, you can’t.
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Big data is seen by some insurers as a fix to the “brain drain” caused by the retiring baby 
boomers that are skilled in the insurance “arts”, rather than actually training newer 
employees in what has been a successful historical model in insurance. Removing the 
personal touch in the equation may be a mistake. Walking into Walmart you are often 
greeted with a friendly hello by the official greeter. Walmart brought them back after 
an unsuccessful cost cutting experiment removing them resulted in an uptick in both 
law suits and shoplifting. As innocuous as the initial move sounds, the fact is people do 
not sue or steal as often when it involves a human personality as when it only involves 
a big faceless corporation. I write elsewhere “go ahead insurers, cut out the personal 
touch, the Plaintiff’s bar will be glad to step in to that spot when their client is now 
more likely to sue you.” The answer to question 3 is that for most people, suing a face-
less corporation is generally not an issue for them.
Summarizing:

1. Commoditization may lead to application of the UCC against unsuspecting insurers

2. The Block Chain advantages in commercial paper/negotiable instruments/open 
transactions is lessened by the realities that the insurance policy prohibits ease of 
transferability and insurance does not possess the attributes of Amazon, although in-
surers would like to emulate its marketing success

3. Removing the personal touch in the insurance process may increase the likelihood of 
being sued.


