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Why you might not want to wait to have 

that chat about life insurance 
By Sheryl Leonard  

If experience counts for anything, you might 

not want to wait any longer to sit down and 

discuss your life insurance needs and get 

this important protection in place. I don’t 

need to look outside of my own family to 

convince me to get in gear! Here are a few 

real life stories to get you thinking. 

My father spent his entire career working as 

a banker, giving others financial advice and 

making sure his customers were making 

good, solid financial decisions. One of those 

decisions was the need for life insurance to 

protect their families from financial disaster 

if premature death were to happen. After 

all, my father had his life insurance in order. 

He was well covered through his employer 

with the standard employee benefit of term 

life and disability coverage. However, my 

dad retired from banking when he was 69 

years old. His term life and disability cover-

age stayed with the bank! At age 69, even 

with the excellent health that 

he was blessed with, getting 

life insurance coverage to re-

place the protection he had 

was cost prohibitive! This left 

my mother at risk of that same 

financial disaster that he made 

sure his customers could pre-
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Don’t wait... 
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vent! There was more than a little stress 

over that realization! Fortunately for Dad, 

today he is 82 years old and has an estate 

with enough land and equity that will take 

care of Mom if he were to die before her. 

Who can be sure you will outlive the need 

for life insurance? 

My husband’s cousin decided at age 62 that 

maybe he had better get some life insurance 

put in place. He had procrastinated for years 

because he thought it was too “expensive”. 

At age 62 it was going to be expensive but 

he didn’t understand how permanent life 

insurance could build cash through invest-

ment options within the policy that could 

possibly create a net cost of zero for the 

coverage and provide a retirement fund. 

Additionally, a death benefit would create 

an instant estate that he could pass on to his 

children and grandchildren if he were to 

pass away too soon. We sat down and put 

together a plan that would accomplish all 

that he wanted to do with his life insurance 

policy. He signed the application and I or-

dered the medical exam. But before the 

medical exam could happen, he suffered a 

heart attack that resulted in 2 surgeries and 

several months of rehabilitation! Today, he 

is alive and well but can no longer qualify for 

a life insurance policy! Who can be sure you 

will remain healthy long enough to qualify 

for life insurance when you finally get 

around to purchasing? 

My niece was recently diagnosed with 

breast cancer at the age of 35. Fortunately 

she had her life insurance in place and is 

well protected.  But that isn’t the end of her 

story. Genetic testing confirmed a cancer 

gene mutation! That meant that her siblings 

needed to be tested as well. The dilemma? 

What if the genetic testing showed the same 

gene mutation in her siblings? Without life 

insurance in place what considerations are 

there? While life insurance companies can-

not legally decline coverage as a result of 

genetic testing information, they can rate 

the coverage at a higher premium. Today, 

genetic testing can identify more than just 

cancer gene mutations and the testing is 

becoming more common. How will that 

affect your application for life insurance? 

Her brother quickly met with his agent to 

get the application and medical exam com-

pleted before he subjected to the genetic 

testing. Not ideal. It takes time and careful 

thought and reflection to determine the 

best approach to protecting your family. But 

he didn’t have the luxury of time! 

Another of my nieces has a daughter that 

was diagnosed with Type A diabetes at age 

3. She will never be able to qualify for life 

insurance! Did you know that you can pur-

chase guaranteed insurability for your chil-

dren as young as 6 months?  

I am a breast cancer survivor. I will celebrate 

5 years of cancer-free this summer! While I 

am truly feeling blessed to be a survivor, I 

am also concerned about my children and 

grandchildren and their life insurance pro-

tection. We have had many conversations 

since my cancer diagnosis and the implica-

tions of genetic testing. You can be sure that 

plans either have been implemented or are 

in the process of getting put in place! 

Don’t put it off any longer. Please give us a 

call to schedule an appointment to begin the 

conversation now. We can help put together 

a plan that will meet your family’s needs and 

your financial situation. 

Serving Above 

the Rest  

~AgCom   

Insurance 

Ingredients: 
2 1/2-3 c whole wheat flour 
1/4 c brown sugar, packed 
1 tsp baking powder 
1/2 tsp baking soda 
1/4 tsp salt 
1 tsp cinnamon  
 (OR substitute 3 Tbsp cocoa for 
 chocolate crust) 
1/3 c oil (any baking oil will do) 
1/3 c honey 
2 Tbsp molasses 
1 tsp vanilla 
1/4-1/2 c milk 
 
Combine all dry ingredient:s 2 1/2 c flour, 
brown sugar, baking powder, baking soda, 
salt and cinnamon in a large bowl.  Mix oil, 
honey, molasses, vanilla and 1/4 cup 

milk in measuring 
cup or bowl.  Add 
liquid ingredients 
to the dry mixture. 
Use hands or  
stand mixer to mix well.  If dough is too 
sticky, add 1/2 cup flour.  If dough is too 
dry, add 1/4 c milk.  Press about half of 
dough into 9” springform pan. Top with 
your favorite cheesecake recipe and bake 
as directed.  Leftover dough can be frozen 
or pressed onto cookie sheet for graham 
crackers. 
 
I got so frustrated buying graham crackers 
just to crush them to make crust for 
 chessecake, so I sought out a recipe for 
graham crackers.  This takes a homemade 
cheesecake to the next level! - Cheryl  

Graham Cracker Crust 
Adapted from Dining on a Dime Cookbook 

http://www.clipartbest.com/clipart-4TbK8xA7c
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Check out the action on our Facebook page! 

   Fireside Chats with Leah: each week via Facebook Live, Leah and Cheryl discuss a pressing insur-

ance question in terms a 5th grader can understand.  Stop by and watch past 

episodes, submit your questions (no question is too simple or difficult), or 

just enjoy.   

 Grain Bin safety tips to share with friends and family 

 Photos from our Appreciation Dinner 

 Watch for an invitation to join us for our Highway cleaning day TBA in March  

— always a great time giving back and … eating! 

Hi folks!  My name is Mike Reemstma and 

I’m from Sibley.  I am now part of the 

AgCom team serving as Senior Vice Presi-

dent.  You will find me in our new location 

in Sibley.  Previously, I was working for 

another bank with a presence in the area 

as an Ag and Commercial Lender.  My role 

with AgCom will be similar, but with more 

intense efforts in underwriting, analysis, 

and loan origination.  I’ve been a banker a 

long time and hope that many more folks 

will come visit us at AgCom.  We’d love for 

you to discover what a real commitment 

to service and customer success can mean 

for you.  Whether your needs are lending 

services, insurance products, financial 

managements, estate planning, farm man-

agement, or succession planning, we can 

serve you.  I look forward to seeing you 

here at AgCom Financial Services. 

Introducing... 
Mike Reemstma 

https://www.facebook.com/AgcomInsurance/
https://www.facebook.com/AgcomInsurance/
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This question comes from two perspec-
tives: the renter and the landlord.  Unfor-
tunately, there are a lot of misconcep-
tions surrounding these coverage 
types.  Let's examine both. 

First, as a renter, is my stuff covered by 
my landlord's insurance?  Short answer: 
no.  The items you bring into the home 
or apartment are specifically excluded 
from the owner's policy.  Your stuff  will 
NOT be replaced in case of a fire, flood, 
or any other disaster by your land-
lord.  Because of the concept of 
"insurable interest", your landlord could-
n't buy coverage on your personal pos-
sessions even if she wanted to because 
she has no ownership of your belong-
ings.  Anything you move in or out of the 
space is yours, not the landlord's, so you 
have a responsibility to insure it.  The 
good news is that renter's insurance is 
very inexpensive (think less than a pizza a 
month) and also provides additional fea-
tures like liability and loss of use.  The 
renter's policy also includes liability in-
surance.  I would encourage renters to 
purchase no less than $500,000 in liabil-
ity coverage because the cost is so low 
and settlements are seldom below that 
amount.  Loss of use provides funds for 
the insured to stay somewhere else while 

the rental is being repaired or re-
placed.  If you are displaced because of a 
covered loss, this allows you to stay in 
your area. 

One other important consideration is a 
multi-policy discount.  If you already 
have a personal auto policy, writing a 
renter's policy with the same company 
can provide a significant discount.  For 
example, if you have an auto policy that 
is $200/mo (or $2400/yr) and add a 
renter's policy for $20/mo ($240/yr) but 

receive a 10% discount on your auto 
policy, it would literally be free to 
you.  See the math?  $2400/yr auto 
plus $240/yr renter's= $2640 minus 
10% discount on auto of $240/yr = 
$2400/yr for both!  Free insur-
ance.  This is an opportunity you 
cannot pass up — additional cover-

age at no cost to you! 

For the landlord, there are a whole host 
of different questions.  Of course, as 
mentioned above, you cannot insure the 
renters' possessions, but what about 
your items that are stored on premis-
es?  Items like appliances, tools and 
lawnmowers are often maintained by the 
landlord and kept on the rental proper-
ty.  Be sure to include the value of those 
items when determining the value of the 
building for insurance limits.  Check your 
policy, but tools and supplies used for 
the maintenance of the building can be 
included in the building value or, at the 
very least, added a Business Personal 
Property to your policy.   

As always, know what you are purchas-

ing.  If you do not understand it com-

pletely, ask your agent to explain it 

again.  We love for our customers to be 

informed consumers. 

Am I Covered for… 

my rental? 
by Cheryl Ellis 

A lifelong learner and insurance 

professional, Cheryl loves to 

research and answer your insurance 

questions. Submit yours anytime. 

Am I Covered For…? 

Cheryl Ellis cheryl@agcomfinancial.com 
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Why do bankers want to know every-

thing you do?  I hear that fairly frequent-

ly from some of the AgCom Financial 

Services customers.  Of course there are 

a lot of ways to interpret the question 

and a lot of ways to interpret the rea-

sons why bankers want and need to 

know what’s happening in your life.  I 

was 34 years old when I accepted a re-

quest to work for a bank.  I never intend-

ed to be a banker and, in fact, declined 

the offer of a bank officer position sever-

al times before I finally accepted the 

offer.  I made the decision to accept for 

a few reasons:  1. My knees were aching 

really intensely and I thought sitting at a 

desk for several hours each day might 

feel better 2. I realized that as a banker I 

could help make life better for someone 

every day 3. I thought I’d be a good (and 

different kind of) banker because I cer-

tainly was aware of all the things I didn’t 

like about bankers. 

With over 25 years as a banker and man-

ager in financial institutions, I’ve learned 

a lot of things, but the most important 

fact is that the more I know of what is 

going on in a customer’s personal life 

and finances, the more help I can be.  A 

great friend and banker (who grew up 

farming) told me once that he realized 

in farming and banking there is no such 

thing as a “good surprise”.  It’s pretty 

true that surprises are things we didn’t 

expect and since we always expect 

things to work out, then the surprise will 

most likely be something that went 

wrong.  Bankers don’t like surprises and 

springing a surprise on your banker nev-

er helps you accomplish your goals.   

Please do remember also that banks get 

visited by bank examiners.  If the exam-

iners don’t think the bank is making wise 

decisions, the examiners have a right to 

take over some 

control and 

management of 

the bank.  If the 

examiners simp-

ly think one of 

the bankers is-

n’t making good 

decisions, they 

have the power 

to limit the 

banker’s authority even to the point of 

banning the banker from working in a 

bank.  All of this power is vested in the 

hands of generally young bank examin-

ers whose only real goal is to make sure 

the bank doesn’t go broke and lose de-

positors’ money.  They really don’t have 

a lot else that inspires them.  Deposits 

are insured against loss by FDIC and 

therefore examiners worry that banks 

might go broke, depositors’ money lost 

and therefore FDIC would have to pay 

up on the insurance. 

So, a banker needs to be able to answer 

questions examiners might have about a 

loan customer and be able to document 

how the loan is going to get paid off.  

Banks only go broke when too many 

loans don’t get paid off.  It was the funds 

of depositors that the bank used to 

make those loans.   

I care enough for the AgCom Financial 

customers that I want only good things 

for them, which also increases the odds 

they can pay back their loans.  But, not 

knowing what your plans are, when the 

cattle get sold, grain inventories on hand 

and marketing plans for the crop, and 

what challenges are upcoming only di-

minishes my ability to help customers 

avert “surprises”.  Obviously $3.50 corn 

won’t make as many machinery pay-

ments as $7.50 corn, 

nor can it support 

$400/acre rental 

rates.  Therefore, we, 

as bankers and bor-

rowers, really need to 

be in close contact 

with each other, and 

please, no secrets. 

Just a few other 

quotes and nuggets. 

Grain marketing is an activity that needs 

to be planned.  Failing to Plan is the 

same as Planning to Fail. 

The cure for low prices is low prices, just 

as the cure for high prices is high prices.  

Production will adjust to meet demand 

and return to sustainable price levels for 

producers and end users. 

Farming and losing money is nothing 

more than really expensive entertain-

ment.  Not all things are within the pro-

ducer’s control, but many are and those 

things determine the level of success 

achieved. 

A leader in agricultural and 

commercial lending, Mark 

shares his perspective on the 

current markets and trends. 

Banking News 

Mark Leonard mark@agcomfinancial.com 

Why Bankers Want 

to Know Everything 
by Mark Leonard 
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