
President’s Message 
September, 2020 … and the madness goes on … and on … and on!!!

As I sit here at my small ranch in Southeast/Central Texas looking out the windows 
(that desperately need cleaning!) of my secondary office, I reflect on just how much our 
world has changed in the last six months on a professional level and for some like me, 
a personal level as well. Not sure about you but I’ll be glad to see 2020 in the rearview 
mirror. Maybe I will be like the racecar driver who rips the mirror off and states – “What 
is behind me is not important!” with an Italian accent! (If you can name the movie ref-
erence, I’ll buy you a drink at our next conference.)

As litigation continues to progress through the legal system regarding the interaction 
between insurance coverage and business interruption resulting from the forced clo-
sures, it appears that the interpretation of the coverage (or lack thereof) seems to be 
favoring the position of no coverage by a 9 to 1 margin (at last count!) Perhaps the next 
attempt will have a set of perfectly aligned facts and coverages that may change the 
landscape, but that only solidifies the importance of qualified risk managers in the pro-
cess.

Maybe we’ll see a wave of market possibilities for specialists in the drafting of manu-
script policies that provide a modicum of limited coverage … with a resulting premium 
that befits the exposure? If you’ve got a crystal ball giving you answers on what hap-
pens next there … send me next week’s Powerball numbers!

For those who regularly browse social media – specifically LinkedIn, you’ve undoubt-
edly noticed an increased AAIMCo presence there with the direct links to notices that 
members post on our own site. With this integrated process, your Board of Directors felt 
that it was appropriate to establish a set of guidelines that would apply for any postings 
that are linked outside of the AAIMCo page. Keep in mind that the Board carefully con-
sidered and debated the issues involved and sought to balance the importance of speak-
ing freely with the interests in maintaining the professional credibility of AAIMCo. You 
will find a related message on those guidelines from our 1st VP – Kevin Quinley here in 
the newsletter.

I’ve used the insurance discussion threads on LinkedIn as an avenue to reach out to in-
dividuals who appear to have the expertise and credentials that would fit for member-
ship in AAIMCo. I would continue to encourage everyone to serve as a “recruiter” and 
pass on any information you might have about qualified individuals to our Membership 
Chairman – Brent Winans. 

I hope everyone is staying safe and in good health.

Keep calm and AAIMCO on!
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About The Association  
AAIMCo’s History

AAIMCo is an association of consultants to the insurance industry, serving insurance companies, attorneys, in-
surance agents and brokers, and their customers.

When AAIMCo was founded in 1979, there were only a handful of practitioners in the United States who were 
providing insurance consulting services to the insurance industry.

Few knew of the existence of the other consultants, and each was developing his or her own techniques and 
methods of problem solving.  There wasn’t a network of people to share or exchange ideas, and no standards of 
performance, knowledge or education had been established.

There were no ethical guidelines.  The insurance industry had no basis for making an intelligent choice when situ-
ations arose which required the services of a consultant.

AAIMCo has developed a Code of Ethics to which all members must subscribe in writing.  Members share ideas and 
learn from each other in many areas of specialization.

Our consultants must meet certain standards for membership.  The minimum consulting experience required 
for full membership is three years, although most members have much greater experience.  Members include, 
CPCUs, CICs, CLUs, AAIs, ARMs, CPAs, MBAs, attorneys and others who have earned other professional and educa-
tional distinctions and designations.

Member Services

Our members have the expertise to assist in many ways.  Below are selected examples of services offered by 
AAIMCo members.  A complete list can be seen at www.aaimco.com.

1. Mergers / Acquisitions
2. Agency / Company Valuations
3. Expert Witness / Litigation Support
4. Claims Management / Investigation
5. Risk Management / Control
6. Brokerage of Agencies / Books of Business
7. nsurance Education / Training
8. Legal Representation
9. Management Consulting
10. Recruiting / Compensation
11. Actuarial
12. Strategic Planning
13. Employment Practices
14. Reinsurance / Program Design
15. Insurance Coverage Review / Design
16. Regulatory / Licensing
17. Technology / Automation
18. Cash Flow / Budget Analysis
19. Accounting / Auditing
20. Third Party Administration

Member Locations

The accompanying map provides the location of current AAIMCo members.
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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  
Mary LaPorte – Michigan Insurance Hall of Fame

The Michigan Insurance Hall of Fame has recently selected our longtime Member, Mary La-
Porte.  Mary has been active in the insurance industry since 1971, and has served as an active 
member of many insurance industry organizations.  Please join us in congratulating Mary 
on her achievement.

Joseph Junfula – IRMI Website Publication

New Member, Joseph Junfola, recently published an article in the Expert Witness section 
of IRMI’s website.  Joe’s article, “Coverage Triggers for Construction Defect Claims” is the 
first is a series of articles dealing with construction defect claim fundamentals.  This article 
discusses the trigger of coverage in construction defect claims, which will lead to the second 
article covering principles of allocation of damages to specific policies and, in some cases, to 
the insured.  To read the entire article, please click here.

Kevin Quinley – Gotheimer-Malecki Award

The Coverage, Litigators, Educators & Witnesses (CLEW) Interest Group of the CPCU Society 
recently awarded the George M. Gottheimer – Donald S. Malecki Memorial Award to Virginia 
Member, Kevin Quinley.

The award is presented to a CPCU Society member who has made an outstanding contribu-
tion to the field(s) of insurance, risk management consulting or education, insurance liti-
gation or service as an expert witness, as well as involvement in and support of the CPCU 
Society and the CPCU designation.

Kevin’s significant CPCU achievements include:
• A course instructor for CPCU classes as well as the Institute’s Associate in Claims classes;
• Many officer positions of the CPCU Society’s Washington D.C. Chapter including President;
• Service on the CPCU Society Board of Ethical Inquiry, the Society’s Publications Committee 
and as a member of the CLEW Interest Group Committee; and
•Recognition as a CPCU National “Standard Setter”.

Please join us in congratulating Kevin Quinley for this wonderful honor.

Chantal Roberts – NU Property Casualty 360

Chantal Roberts recently published a new article on the NU Property Casualty 360 website.  
“Adjusting COVID-19 Claims”.  The article focuses on the potentially difficult task of prov-
ing an insured sustained a covered loss as a result of the pandemic.  Adjusters are forever 
between the proverbial rock and a hard place.  The article also discusses how state law and 
regulations promulgated by insurance departments regarding good faith claims handling 
dictate how adjusters must investigate a loss.  To read the entire article, please click here.

mailto:lesley.perkins%40aaimco.com?subject=
https://www.irmi.com/articles/expert-commentary/coverage-triggers-for-construction-defect-claims
https://www.propertycasualty360.com/2020/06/30/adjusting-covid-19-claims/
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Social Media Guidelines 
Input Sought on DRAFT AAIMCo Social Media Guidelines. . . 

AAIMCo is expanding its social media footprint to project a positive brand for the organization, to publicize the organization and 
to facilitate growth of the organization through increased engagement with the risk and insurance industry. This process includes 
an AAIMCo LinkedIn page. As part of that effort, the organization is endeavoring to supplement our code of ethics with social me-
dia guidelines. 

The following is a draft of those guidelines. The organization is soliciting input regarding draft guidelines before finalizing them. 
Please review the guidelines and feel free to provide feedback to kevinquinley@verizon.net.  Before the Board adopts guidelines, 
we want to make sure that we provide an opportunity for appropriate feedback from the membership:

The following shall supplement the AAIMCO Code of Ethics:

Social Media Guidelines

1.  AAIMCo’s Social Media Code of Conduct applies to all posts appearing on any AAIMCo-sponsored media, including but not lim-
ited to its website and AAIMCo’s LinkedIn page. 

2.  Members should conduct themselves at all times as professionals and in a manner to maintain the good reputation, integrity 
and good faith of the profession.

3.  Members shall treat each other with the courtesy, consideration and respect which is due professional colleagues. Each member 
shall conduct themselves in the same manner by which they would like to be treated.

4.  Sustain a respectful atmosphere in which all members can freely share ideas, questions, and experience relative to work and 
professional activities.

5.  Use subject headings to enable members to track and organize resources and communications accordingly.

6.  Use language sensitive to diverse populations, including but not limited to people of all ages, races, ethnicities, sexual orienta-
tions, religions, genders, socioeconomic statuses and abilities/disabilities.

7.  Do not imply that the author’s opinion is AAIMCo’s opinion, except posts entered by or with approval of the Board of Directors, 
its officers and/or Directors.

8.  Relate any/all post to the business, scope, and purpose of AAIMCo and its members. 

9.  Do not post political content or in any fashion, profess or infer the backing, preference, or aversion to any political party. This 
does not preclude intellectual dialogue of risk and insurance-related matters impacting the risk and insurance industry.  

10.  Do not post, as adjudicated and interpreted by the Board of Directors, any derogatory, ad hominem or profane comments.  Do 
not post, repost, relay such content on any AAIMCo site.  

11.  Please feel free to reference accomplishments, announce new clients, published articles and promote events in which you have 
participated or will be participate. In doing so, feel free to reference your contact information. However, members cannot use any 
AAIMCO site to solely advertise their business.    

12.  Use good judgment and do not post any content you would not be comfortable seeing published on the front page of the next 
day’s New York Times.

13.  Focus on the professional needs of your audience. Don’t get “sales-y.”

14.  Consider that one of your roles is to be a positive brand ambassador for AAIMCo.

15.  Feel free to include (non-copyrighted) images, slides and videos.
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Neal Bordenave
JD, CPCU, RPLU, ARM, AIC

RiskPro Insurance Services, 
Inc.

Chico, California

(530) 891-8100

neal@riskpro.com

In 1983 I graduated from Chico State (I know, I know a big old party school, back then) with 
a Finance Degree in one of the worst job markets ever.  My friend’s father was an execu-
tive at Fireman’s Fund, and he invited me to tour the new Campus in Novato CA.  We took 
the elevator to the third floor which opened to 40,000 sf of cubicles…I quickly decided I 
would never work in the insurance industry. Five years later I accepted a job with a small 
independent agent beginning my insurance career. 

My new boss told me to become “a student of the busi-
ness” as the learning curve is steep when you are a 
rookie salesperson with a limited understanding of 
insurance.  I took the advice and a year later began my 
ARM designation.  The course instructor was a broker 
at Rollins Burdick Hunter in San Francisco who encour-
aged me to make the jump from the small local firm to 
a national firm.  My new boss was George Hill, a Past 
President of the CPCU Society, strongly encouraged me 
(ie: I would get to keep my job) to obtain my CPCU which 
I completed in 2.5 years. 

I spent a number of years with RBH through its aggres-
sive acquisition/merger period in the 1990’s and made 
the jump to a regional firm as a “Vice President” Whoop 
Whoop…a salesperson with a title.  I became a top retail 
producer for an east coast niche technology wholesale 

insurance program, and they offered me a job as Vice President-Western Region which 
lasted a couple of years.

In 1999 I launched my own firm, RiskPro Insurance Services, and simultaneously start-
ed going to Law School at night at a small local University.  I never intended to practice 
law, however, I absolutely loved law school.  One of my electives was Insurance Litigation.  
When the Professor found out I was an insurance broker his first comment was “Wow, you 
have a huge liability exposure.”

In 2007 I began teaching Risk Management and Insurance at California State University 
Chico which is an elective subject for a Finance Degree.  I continue to teach the Risk Man-
agement course and have added the Corporate Finance course.  

In 2009 I decided to launch an expert witness practice.  Having no contacts and no expert 
experience, I had my summer interns from Chico State data mine all of the California 
Insurance Attorney’s and we spammed them with emails for the entire summer (I do not 
use such tactics now).  It worked. I had my first case within a week.  To date I have been 
retained @300 times and have testified in Deposi-
tion, Trial and Arbitration 72 times including zoom 
depositions. The majority of my expert work is Bro-
ker/Agent Standard of Care, I do some Claims cases 
including Bad Faith and @10-15% of my expert work 
can be broadly defined as Industry Customs and 
Practices.

I absolutely love doing expert work (except for a few 
opposition attorney’s).  One of the best parts is the 
networking with other experts and participating 
groups like AAIMCo.  The brain trust we have in our 
group is amazing.  I am looking forward to the 2021 
National Conference.   

I do love to travel and try to do something epic ev-
ery year.  One of the pictures is at the French-Italian 
board in the Alps on a hike called Tour de Mont Blanc 
which is @100 miles around Mt Blanc.  I enjoy cycling, 
fun cars and being outside.

Member Spotlight  
Neal Bordenave, JD, CPCU, RPLU, ARM, AIC
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Brent Winans, ARM, 
CPCU

Clear Advantage Risk 
Management
Delray Beach, Florida

(561) 276-9158

bwinans@cleararm.com

Membership Report 
Joseph M. Junfola, CPCU, RPLU (and many more)

Joe is the consultant I mentioned in last quarters’ newsletter who was 
suggested as a possible AAIMCO candidate by Kevin Quinley. He has 
spent over four decades in the property and casualty insurance industry 
on the claims side. For the last 27 years his specialty has been managing 
long term exposure claims – such as construction defect, product liabil-
ity, and design professional liability - on a national basis.  Upon his re-
tirement from Admiral Insurance Company in July 2019, he formed Jun-
fola Claim Consulting with primary concentration in construction and 
design professional claims. He is dedicated to continuing education, and 
is certainly among the AAIMCO front runners for the most designations 

earned. In June of 2020 he added to his accomplishments by becoming an Expert Com-
mentator on construction defect coverage for the International Risk Management Institute 
(IRMI). See more about Joe on the AAIMCO website.

Scott S. Margraves, CIC

When I asked Scott what had motivated to apply for membership in 
AAIMCO, he told me that he had a lunch with Tom Braniff shortly after 
launching his full time consulting business, “and Tom told me it was an 
invaluable resource, and I should join.” Thank you, Tom!

Scott has been a licensed Risk Manager and General Lines Agent in Texas 
for over 25 years and has had a wealth of hands on experience in the 
property and casualty business. Everyone I spoke to about Scott spoke 
of his outstanding leadership in the Houston chapter of the Big I, where 
he served as President. For many years he has provided value-added ser-

vices to his agency clients and has also done fee-based consulting for family and friends. 
Recently he decided to go full time as a consultant and start his own firm. In additional to 
risk management consulting for middle market organizations, Scott has developed a spe-
cialized service for helping firms with certificate of insurance tracking and compliance. 
See more about Scott on the AAIMCO website.
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Based on our results for the first eight and a half months, 2020 will 
be a very positive year financially for AAIMCo. As the accompanying 
Profit & Loss Statement indicates, AAIMCo had net income of $13,278 
for the first three quarters, compared to $9,396 for the same period 
last year.  So how did we get there?

Beginning with income, our dues are down because the Board initi-
ated a reduction in the 2020 dues rates for all categories of member-
ship.  At the same time, thanks to the dedicated efforts of Membership 
Chairman Brent Winans, we’ve had a surge of new members (both 
Professional and Associate) in the past nine months, resulting in an 
increase in the total new member dues category.  

Conference Registrations are obviously down as the result of having 
to cancel this year’s annual conference due to COVID-19. We haven’t 
seen any movement in our Referral Fees since my last report, which 
included referral fee contributions from Kevin Hromas, Kevin Quin-
ley, and me. 
The referral fees, representing a voluntary donation of an hour’s fee 
for a referral from a fellow member or the web-site, demonstrate one 
of the benefits of AAIMCo membership, as well as the professional 
confidence members have in each other.   

On the Expense side, the big change is that we had no conference ex-
penses which are typically close or equal to the amount of conference 
registrations.  All of our other expenses are in line with the prior year. 

So the bottom line is we’re in the black at the nine month marker and 
should remain so for the rest of 2020.  These results coupled with a 
healthy balance sheet means that AAIMCo continues to be in excellent 
financial shape.

Russell M. Taylor

Risk Management
Tactix

Spring, Texas

(281) 257–8585

russ.taylor@
riskmanagementx.com

Treasurer's Report 

http://
mailto:russ.taylor%40riskmanagementtactix.com?subject=
mailto:russ.taylor%40riskmanagementtactix.com?subject=
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Russell M. Taylor

Risk Management
Tactix

Spring, Texas

(281) 257–8585

russ.taylor@
riskmanagementx.com

Balance Sheet
ASSETS

Current Assets
Checking / Savings (Woodforest)       48,130.96    

Total Current Assets 48,130.96
Other Assets

Prepaid Expense 1,000.00
Total Other Assets 1,00.00

TOTAL ASSETS 49,310.96
LIABILITIES & EQUITIES

Equity
Opening Balance Equity 5,265.39
Retained Earnings 30,817.31
Net Income 13,228.26

Total Equity 49,310.96
TOTAL LIABILITIES & EQUITIES 49,310.96

Profit & Loss Statement
INCOME

Dues
Dues – New Affiliate Member 240.00
Dues - Affiliate Member 720.00
Dues – Associate Member 144.00
Dues – Retired Member 72.00
Dues – New Associate Member 562.00
Dues – New Professional Member 1,031.00
Dues – Professional Member 11,760.00

Total Dues 14,529.00
Referral Fees 975.00
Application Fees 225.00
Conference Registrations 5,100.00

TOTAL INCOME 20,829.00
EXPENSE

Administrative Services 900.00
Conference Expense 0.00
Executive Director Services 3,600.00
Insurance 1,275.00
IT Services and Hosting Fees 800.00
Legan & Filing Fees 20.00
Other - Misc. Expense -44.26
Website Design Project 1,000.00

TOTAL EXPENSE 7,550.74

NET INCOME 13,278.26

225.00
900.00
540.00
180.00
165.00
97500

14,100.00
17,085.00

1,525.00
150.00

21,489.00
40,249.00

900.00
22,295.07
3,600.00
1,275.00
360.00

20.00
402.75

2,000.00
30,852.82

9,396.08

September, 2019

September, 2019

September, 2020

September, 2020

36,541.28
36,541.28

0.00
0.00

36,541.28       

5,265.39
21,879.71
9,396.18

36,541.28
36,541.28

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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Spotlight Article  
Fast - High Quality - Cheap
You Can Have Any Two - Which Would You Choose?

By : Al Diamond (reprinted from Pipeline Newsletter published by Agency Consulting 
Group, Inc.)

I recently attended the annual conference of AAIMCo.  The American Association of Insur-
ance Management Consultants, a group of 60 of the country's smarteest cooperative insur-
ance minds (they made a mistake and let me in).  Of all the topics in our three day session, 
the one that I retained ws the comment in the title of this article.

I'm certain this is not original to that conference - I've heard it before referencing many 
disciplines and professions.  But, it certainly fits the Insurance Industry, doesn't it? 

Can you provide your clients your BEST product both FAST, and CHEAP?

Probably not!  But neither can anyone else.

If something is FAST and HIGHEST QUALITY it is probably more expensive than other simi-
lar products.

If something is HIGH QUALITY and CHEAP it will inevitably take longer to accomplish.

And, if something can be delivered FAST and CHEAP, it will not likely be the quality you 
desire.

I submit to you that, inour role as insurance consultants to our cients, our goal  MUST BE 
TO DELIVER THE BEST QUALITY WORK WE CAN MUSTER AS EXPEDIENTLY AS POSSIBLE.

You will be best served to illustrate this concept to every new client (and reiterate it to all 
existing clients) to confirm that your objective for them is to get them your best efforrt as 
quickly as feesible without hurting the quality of the product you are delivering.

The other concept you must transmit to every client is the difference between cost and 
value.

An old "beater" car cetainly "costs" less than a new car and some makes and models of new 
cars are much less expensive than others.  But the reason most of us drive relatively new 
vehicles with more options than the basics of transportation is the "value" we perceive is 
much greater in our option than the cost difference in our other options.

When differentiating your agency from your competitors you would be best served by tell-
ing your clients and prospects that you strive to always deliver the highest quality of insur-
ance products at a competitive price in the marketplace as expeditiously as possible.  If you 
appeal to the segment of the market who drives Mercedes rather than Smart Cars, they will 
understand the concepts.

Agents who try to appeal to the lowest common denominator of clients and prospects find 
themselves in a death match against the price-driven direct writers and cut-rate insurers.  
They certainly exist in all marketplaces throughout the US and they appeal to a segment 
of the population, but the segment should not be your target market as an independent 
agent.  If you try to compete on speed, ease and lowest cost then you are appealing to cli-
ents striving for the cheapest coverage rather than those concerned with protecting their 
assets and families with the highest grade of insurance products.  Theey may not know 
the difference but it is YOUR JOB to understand that all insurance products and carriers 
are NOT the same.  If you abrogatee that role you also reduce your impact as an insurance 
agency to that of a price quoter and will probably feel bored and frustrated most of your 
career.

Call us if you feel trapped in price-wars - we can convert your agency into a Consultative 
and Relationship-Driven professional business again (856-779-2430).

Al Diamond

Agency Consulting Group, 
Inc.

Cherry Hill, New Jersey

(800) 779-2430

info@agencyconsulting.com


