
Le  er from the Vice President:
     What an exci  ng year 2014 has been for NAPSLO’s Next Genera  on!  Total membership has increased 
more than 10%, as concerted eff orts to expand our programming and ac  vi  es con  nue at every level.  
Ours is a diverse group encompassing wholesalers, companies and associate members from across the 
en  re spectrum of NAPSLO fi rms.  The knowledge and exper  se we can off er one another is invaluable, 
and we hope to capitalize and build on that exchange of informa  on in the coming year.

     For those of you a  ending the NAPSLO Annual Conven  on in Atlanta, prepare yourselves for a ban-
ner year of Next Genera  on events.  We have partnered with the Georgia 
Surplus Lines Associa  on to co-host an E&O presenta  on on Sunday (no 
Conven  on registra  on required) with a networking recep  on featuring 
industry leaders and Georgia Insurance Commissioner Ralph Hudgens to 
follow.  On Monday, our annual leadership workshop will feature a pre-
senta  on on market cycles by Steve Eilers of Gen Re.  Finally, our Tuesday 
leadership panel and recep  on will take a close look at the last 40 years in 
surplus lines insurance while highligh  ng the challenges and opportuni  es 
facing us in the future.  As we celebrate NAPSLO’s 40th birthday, we will 
also have ample opportunity to posi  on ourselves to help this Associa  on’s 
next 40 years to be just as successful.

     Regardless of whether you are travelling to Atlanta this year, I encour-
age you to become involved with NAPSLO’s Next Genera  on work in the 
coming weeks and months.  The Next Gen Legisla  ve/PAC Commi  ee will 
con  nue its eff orts to raise funds and awareness for NAPSLO’s legisla  ve 
advocacy in Washington.  Our Career Awareness Commi  ee will build on 
strong showings in 2013 and 2014 to con  nue playing a cri  cal role in outreach to future surplus lines 
professionals.  Addi  onally, we hope to encourage individual Next Gen members to plan unoffi  cial happy 
hours in their own area in a grassroots eff ort to begin sharing informa  on and exper  se amongst one 
another.  2015 will also be a great year for those individuals that have not yet done so to a  end a NAPSLO 
school, or work on a professional designa  on to further strengthen their career.

     We have an excellent founda  on to con  nue building success, and 2015 will be a year full of opportu-
ni  es to move that success forward.  I eagerly look forward to the opportunity to work with all of you to 
con  nue making NAPSLO’s Next Genera  on a resounding success.

Sincerely,

David Dow
Vice President, NAPSLO’s Next Genera  on
david.dow@amwins.com
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The NAPSLO Schools are each exci  ng, high 
paced yet in depth case studies in the current 
state of the E&S Market.  There is just such an 
excellent chemistry to the programs.  The stu-
dents and the teachers represent the various 
arms of the E&S industry: brokers, underwrit-
ers, claims and legal professionals.  The case 
studies are current, relevant, and thought pro-
voking.  The combina  on of lecture and group 
breakouts get each student involved in the 
discussion, off ering a very broad perspec  ve 
on the focused lesson at hand.

The Marcus Payne Advanced School is back 
in session on November, 2nd 2014, and I 
strongly encourage everyone, with 5 – 15 years 
insurance experience, to a  end.  In addi  on to 
the second to none learning experience, you 
will develop strong new rela  onships in class 
with your peers as well as the faculty.  A  er 
class, grab dinner and a drink with the group 
just off  the Washington University Medical 
Center campus.  You’ll get to know each other 
be  er, and undoubtedly conversa  on will lead 
back to the day’s topics, because the class re-
ally is that engaging.

I have been lucky enough to a  end the 
NAPSLO Basic, Advanced, and Professional 
Selling Skills Schools.  I can’t speak highly 
enough about the NAPSLO Schools.  Each one 
is an eye opening and fun learning experience.  
The schools build students up both academi-
cally and professionally.  So I encourage you 
again to take advantage of his great opportu-
nity.  Your  career will be be  er for it!

 

Advanced School an Excellent Opportunity for Next Gen Members

By: Wyeth Coburn
CRC Insurance Services
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Brown & Brown’s Wholesale Division in-
cludes 18 diff erent en   es specializing in ex-
cess and surplus lines brokerage and manag-
ing general agencies with over 34 years in the 
insurance industry.  We have offi  ces located in 
21 states, as well as London, England. 

Brown & Brown prides itself on being a 
professional family that values community 
and culture. Our mission is to share our core 
values throughout the world by dona  ng our 
 me and funding to support various chari  es 

and special causes. Below are many of the 
organiza  ons that our wholesale family has 
commi  ed to support through service and 
fund raising.  

During our Brown & Brown Wholesale Un-
derwriter Apprecia  on event held in Key West 
last month, our team established a special 
fund in honor of Pat Snyder, our friend and 
underwriter at RSUI, to benefi t the Sarcoma 
Founda  on at Emory University.  Many of our 
brokers within each en  ty and our carrier 
partners have donated to the fund.  Peachtree 
is also sponsoring a 5k Team for the Winship 
Cancer Ins  tute of Emory University. We will 
be par  cipa  ng in the walk on September 
27 and raising funds to advance research 
breakthroughs in the fi ght against all types of 
cancer.

David O’Keeff e with Peachtree Special 
Risk and Hull Ft Lauderdale has raised over 
$22,000 to the St. Baldrick’s Founda  on. Da-
vid and his son volunteer each year to shave 
their heads in order to support this charity.  
The St. Baldrick’s Founda  on was established 
to research and fi nd cures for childhood can-
cers, as well as give survivors long, healthy 
lives.

Every year, Sheri Polk with Peachtree Stock-
bridge par  cipates in Walk MS to raise money 
for people living with Mul  ple Sclerosis. The 

Na  onal Mul  ple Sclerosis Society uses the 
funds collected from Walk MS to not only 
support “research for a cure tomorrow” but 
also to provide programs which address the 
challenges of people living with MS today. In 
2014, our team members raised over $4,000 
for MS. 

Peachtree Special Risk Stockbridge and Liz 
White are also proud to support Emory’s Win-
ship Fashion for a Cure and The Pink Agenda. 
They are a non-profi t organiza  on who fi ghts 
to raise awareness and funding for breast can-
cer research and care. Team members within 
our organiza  on have donated to the fi ght 
for breast cancer.  Several of our brokers and 
carrier underwriters will also be a  ending 
The Pink Agenda’s Toast to a Cure in Atlanta 
to raise addi  onal funding and awareness 
through a silent auc  on in October.

Along with the above organiza  ons, Brown 
& Brown Wholesale and their teams have 
donated either their  me or money in order 
to support the following causes and organiza-
 ons: The Juvenile Diabetes Research Foun-

da  on (Andy Anderson, Braishfi eld in Orlan-
do), The Broward Partnership/County Central 
Homeless Assistance Center (Huizenga Cam-
pus), ALS -Ice Bucket Challenge (Amie Meschi, 
Peachtree Atlanta along with Ben Meyers, 
O  s Sanders and Heather Chechila, Peachtree 
Boca and Kelly Williams, Kaylee Tillman and 
Hiba Elhag, Peachtree Stockbridge), Relay for 
Life, Times Picayune Doll & Toy Distribu  on 
Drive (Karen Mosteiro and Amanda Vazquez, 
Hull Louisiana), The American Cancer Society, 
The St. Bernard Project and The Brannu Paint 
Academy for Underprivileged Families. 

In addi  on, many of our team members 
volunteer at local food banks, humane soci-
e  es and homeless shelters. Our team also 
par  cipates in toy drives, collec  ng items for 
ba  ered women’s shelters and sending items 
to our troops overseas. Members of our whol-
sale family have also joined in mission work to 
other countries.  Mark Walker with Peachtree 
Charlo  e travels for the Hai   mission every 
year to work and help with Love Where You 
Live, a campaign with his youth group to help 
the orphaned, the homeless, the elderly, the 
sick and the widowed.

Our work family strives to make an impact 

in the lives of those fi gh  ng and on raising 
awareness for the diseases that people are 
struggling with each day. We ask that you all 
join with us in dona  ng to the Winship Cancer 
Ins  tute and work together to support this 
cause and, through our eff orts, provide hope. 

As a not-for-profi t organiza  on, Winship 
depends on the generosity of supporters 
like us in order to advance research break-
throughs in the fi ght against cancer. You can 
target your charitable gi   to any number of 
Winship cancer funds based on your personal 
interests. The Winship team is grateful for 
every gi  , regardless of size. Each one helps 
them get that much closer to discovering bet-
ter ways to prevent, detect, and treat many 
types of cancer. Together we can make a dif-
ference! To help us in our eff orts to support 
the Winship Cancer Ins  tute, please go to 
www.winship5K.emory.edu.

 

Brown & Brown Works to Support Winship Cancer Ins  tute

By: Malinda Peirce
Peachtree Special Risk 
Brokers



Want to be heard?

You’ve seen what we think is impor-

tant, now we want to know what’s 

important to you! The only way for 

Next Gen to improve is through 

feedback, so please let us know 

your thoughts. 

Is there something you’d like to 

see?  Tell us!  Please direct your 

comments or ques  ons to Melissa 

Mears at melissa.mears@zurichna.

com.

NAPSLO
4131 N. Mulberry Dr.
Suite 200
Kansas City, MO 64116
816.741.3910
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Are you looking for a place to meet others who 
are the future of the E&S business?  

Searching for an opportunity to meet and in-
teract with the current movers and shakers in 
our industry?  

Are you interested in presen  ng to your Alma 
Mater or a local university about a career in 
wholesale brokering or E&S underwri  ng?

How about somewhere to share experiences 
and discuss pressing issues with our industry?  

Lucky for you – NAPSLO’s Next Genera  on is 
here to help its members do all of this and 
more!  

Through out the year our members have op-
portuni  es to a  end/par  cipate in mul  ple 
ac  vi  es – from Educa  onal Seminars to re-
gional social/professional events.   It is a great 
opportunity to meet others who are facing 
some of the same challenges that you are and 
to interact with those who have already con-
quered those challenges, se   ng themselves 
up for a long and prosperous career.

This week we are pu   ng on a couple of 
events:

- NAPSLO’s Next Genera  on Leadership 
Workshop – Marriot Marquis – Room M104 – 
2-3:00 PM

- NAPSLO’s Next Genera  on Execu  ve Panel – 
Marriot Marquis – Room M104 – 3-4:00 PM

- NAPSLO’s Next Genera  on Recep  on – Hya   
Regency Atlanta – Pool Deck – 4-5:30 PM

In addi  on to the events this week we also 
have the opportunity for you to be involved 
with one of the many commi  ees that help us 
func  on eff ec  vely:

+ Educa  on

+ PAC/Legisla  on

+ Communica  ons

+ Membership

+ Events

+ Career Awareness

While the main benefi t is to assist our current 
members with their personal growth and ad-
vancement, we do have a large focus on those 
that will be coming behind us – the Next Gen-
era  on – as such; we also have opportuni  es 
for mentoring RMI students who are interest-
ed in the E&S world.

If you are interested in joining a great organi-
za  on focused on the success of its members 
and our industry, please come by and see us at 
our informa  on booth located at the Atlanta 
Marrio   Marquis on the Marquis level.

Be a Mentor, Find a Mentor – For the Next 
Genera  on.

,

What is Next Genera  on?

NAPSLO’s Next Genera  on is the under 40 
segment of NAPSLO and has been created 
to a) recruit young talent into the industry, 
b) increase communica  on regarding 
important industry and educa  onal 
informa  on, c) encourage professional 
development amongst members, d) act 
as a liaison between NAPSLO and young 
talent, and e) create an avenue for young 
insurance professionals to become more 
involved in the E&S industry.

HOW CAN I GET INVOLVED?

General Membership
You can join NAPSLO’s Next Genera  on 
as a member for free, which does not 
require you to perform any leadership 
tasks on  behalf of the group. You will 
simply receive our newsle  ers and invites 
for webinars, events, and educa  onal 
opportuni  es.

Leadership
By joining our group (which is free) 
you can also volunteer for one of our 
subcommi  ees. More details are available 
at www.napslonextgen.org. We are also 
seeking volunteers for college campus 
visits to make presenta  ons about 
our industry.

HOW DO I SIGN UP?

Please fi ll out the Membership Applica  on 
found in the Next Genera  on sec  on of 
the NAPSLO website (www.napslo.org). 

What Can NAPSLO’s Next Genera  on do for you?

By: John Vedder
Sco  sdale Insur-
ance Company



Like many young professionals involved in 
NAPSLO, the extent of my par  cipa  on with 
the organiza  on had been a  ending the Annu-
al Conven  on in the fall and commi  ee work 
with the NAPSLO’s Next Genera  on group. Al-
though I had worked with the PAC Commi  ee 
of NAPSLO’s Next Genera  on, I did not realize 
the full extent and importance of the NASPLO 
PAC un  l I had the privilege of represen  ng 
NAPSLO’s Next Genera  on during the annual 
NAPSLO Legisla  ve Fly-in in Washington, D.C. 
in May of 2014. During the fl y-in, I had the 
unique opportunity to see fi rst-hand how 
NAPSLO as an organiza  on works to protect 
its members and member organiza  ons from 
an ever shi  ing poli  cal environment. A  er 
my  me in Washington, it was apparent that 
NAPSLO is not only a resource to its members, 
but also an advocate for the con  nuity and 
con  nued growth of the surplus lines industry 
as a whole. 

The NAPSLO PAC

A “PAC”, or “Poli  cal Ac  on Commi  ee”, 
is a commi  ee formed by business, labor or 
other special-interest groups to raise funds 
and make contribu  ons to the campaigns of 
poli  cal candidates whom they support. PACs 
are a direct refl ec  on of the membership as 
contribu  ons can only come from personal, 
not corporate, funds. NAPLSO created its PAC 
in 2005 to build awareness in Congress of 
NAPSLO and the surplus lines industry’s role 
in the U.S. economy. The PAC supports federal 
candidates who understand the interests of 
the surplus lines industry and seeks to educate 
those “on the Hill” about cri  cal issues aff ect-
ing the industry. NAPSLO is in a unique posi-
 on as it is an organiza  on which represents 

both surplus lines brokers and surplus lines 
companies, lending a credible voice to cri  cal 
issues as it really represents the gamut of the 
surplus lines marketplace. 

The Legisla  ve Fly-In

The Legisla  ve Fly-In consisted of two days 
of coordinated mee  ngs organized by NAPS-
LO’s lobbying fi rm, Faegre Baker Daniels with 
the direc  on and input of NAPLSO’s Brady 
Kelley and Keri Kish. Faegre Baker Daniels ar-
ranged a series of mee  ngs with members of 
Congress and their staff ers from the House Fi-
nancial Services and Senate Banking Commit-
tees who have jurisdic  on of insurance issues 
in Washington. Those represen  ng NAPSLO 
who a  ended the Legisla  ve Fly-In were divid-
ed into fi ve teams, each team handling a series 
of unique mee  ngs with members and staff -
ers who had infl uence over the poli  cal con-
text of the surplus lines industry. The general 
goals of each mee  ng were to familiarize the 
staff er or member about NAPSLO, and then 
leverage NAPSLO’s broad involvement in the 
surplus lines industry to express support and 
context for issues aff ec  ng the industry. The 
mee  ngs were brief and direct, only las  ng 10 
to 15 minutes. It was truly striking to observe 
fi ve coordinated teams of insurance industry 
execu  ves all mee  ng with diff erent members 
of Congress. For the Legisla  ve Fly-In to run 
as smoothly as it did required an exhaus  ve 
amount of prepara  on, research and planning 
by the NAPSLO team and its lobbying fi rm. 

NAPSLO’s Key Priori  es in Washington

During our mee  ngs with Members of Con-
gress, the NAPSLO delega  on stressed two 
key “asks”. The fi rst concerned suppor  ng 
revisions to the federal defi ni  on of private 
fl ood insurance within the Flood Insurance 
Market Parity and Moderniza  on Act of 2014. 
Although non-admi  ed carriers are allowed 
to provide private fl ood insurance, the defi ni-
 on needs to be revised to provide clarity that 

these non-admi  ed carriers may be eligible 
to write risks within an insured’s home state 
in accordance with NRRA. NAPSLO members 
stressed that the bill will ensure that surplus 
lines insurers are eligible to off er a private 
market alterna  ve to consumers in need of 
coverage of unique and complex fl ood risks. 
The second “ask” involved support for the 
inclusion of the Na  onal Associa  on of Reg-
istered Agents and Brokers Reform Act (NAR-
AB II) within the extension of TRIA. NAPSLO 
strongly supports NARAB II as it will streamline 
agent and broker licensing for those en   es 
who operate on a mul  -state basis. The non-
controversial NARAB II legisla  on needs to be 
passed by both chambers. NAPSLO advocated 

for NARAB II to be added to the TRIA exten-
sion legisla  on which Congress must address 
before the end of 2014.

NAPSLO: A Cri  cal Resource on TRIA

During our mee  ngs with staff ers and mem-
bers of Congress, one of the most frequently 
asked ques  ons from the staff ers and mem-
bers regarded the reauthoriza  on of the Ter-
rorism Risk Insurance Act, or “TRIA”. TRIA was 
originally signed into law by President George 
W. Bush in 2002 to create a government back-
stop to carriers following a declared terrorism 
event.  TRIA is set to expire at the end of 2014. 
The NAPSLO delega  on provided context as to 
why certainty regarding the reauthoriza  on of 
TRIA is cri  cal to the industry as a whole. The 
exis  ng program is intended to provide insur-
ers a mechanism to manage the risk of ter-
rorism events, allowing companies a certain 
amount of certainty when tailoring private 
market solu  ons for its clients. During these 
mee  ngs, NAPSLO expressed a need for a role 
of the federal government in the management 
of the most extreme of terrorism risks, espe-
cially in the areas of worker’s compensa  on 
and nuclear, biological, chemical or radiologi-
cal exposures (NBCR). A key fi nal aspect of this 
discussion and one which many staff ers and 
members were interested in hearing the pri-
vate market’s perspec  ve on was the issue of 
cyberterrorism. NAPSLO members stressed 
the importance of including cyberterrorism in 
the TRIA discussion, as the extent, nature and 
implica  ons of a cyberterrorism a  ack could 
be both vast and diffi  cult to assess. 

A Con  nued Dialogue with Washington 

A  ending the Legisla  ve Fly-In provided a 
unique perspec  ve of NAPSLO that I hadn’t 
fully realized, namely its consistent advocacy 
for the industry as a whole rela  ve to cri  cal 
issues in Washington. It is diffi  cult to appreci-
ate the importance of NAPSLO’s lobbying ef-
forts un  l understanding what happens on the 
ground during these mee  ng with representa-
 ves and staff ers. The NAPSLO PAC provides 

the opportunity for industry leaders to be in 
a room with those members and staff ers who 
may not fully realize the prac  cal implica  ons 
of the surplus lines business. With the con  n-
ued growth of the NAPSLO PAC driven by its 
members and support, the industry’s outlook 
and progress is in capable hands. 
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By: John Farrey 
Burns & Farrey

The NAPSLO  Legisla  ve Fly-In: NAPSLO Industry Advocacy


