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What Do You Look for in an Insurance Agency? 
By Sheryl Leonard  

How do you define customer satisfaction? 

What is exceptional customer service? 

What did it take to bring your business to 

your current insurance agency? 

Here at AgCom Insurance Agency, we be-

lieve that we know some of the answers to 

the questions above but we also know we 

can’t know all the answers. Those three 

questions will have unique responses from 

each person who ponders them. We don’t 

want to guess when it comes to what you 

are looking for in an agency. Of course, we 

strive to live up to our motto – Service 

Above the Rest. But we want to be more 

than that. We don’t want to provide just 

good customer service and look smart to 

our clients. We want to go several steps 

beyond and provide exceptional customer 

service along with earning your trust as 

insurance professionals with exceptional 

knowledge and the ability to make insur-

ance simple and understanda-

ble to the average consumer. 

Before we can know that we 

are doing just that, we need to 

know what that looks like to 

each of you. 

Please take a few minutes and 
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reflect on 5 questions you ask before 

choosing an Insurance agency. Email those 

questions back to us and your name will be 

entered into a drawing to receive one of 

our Big Frig insulated mugs! Next news-

letter you will receive our customer service 

promise in writing and the invitation to 

hold us to it! 

A few of the questions already received: 

How easy is it to get in touch with you 

when I need to be in touch? 

How will I know you are getting me the in-

surance coverage I need and not just trying 

to sell me something? 

How does the claim’s process work? Am I 

on my own? What can you do for me? 

Will you meet me after hours? 

How far away is the office? 

At AgCom Insurance Agency, we believe in 

teamwork. We learn as a team, we work as 

a team, we educate as a team, and we in-

clude our clients as members of the team. 

I thank you in advance for your input! Have 

a safe and joyful spring season! 

Introducing... 
Karissa Harms 

Karissa is joining the Insurance team as an agent.  Here’s a little 

introduction to her: 

Hi everyone! I’m Karissa Harms, I’m 24 and was born and raised 

in Sibley, Iowa. I am a homeowner in Sibley now! I have two 

rambunctious dogs and one beautiful little girl who is five months 

old! I’m an avid league bowler, enjoy casual golfing, and love the 

rural lifestyle and our community.   

I’m extremely grateful to AgCom for the eye opening opportunity 

to join the insurance field. I think insurance is a great chance to 

get more involved with the community and to help others with 

their needs and I am excited to start this journey with a great 

team!  
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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 insurance 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.   

 Check out videos and updates from  the Food Drive! 

This past April, House Agriculture Com-

mittee Chairman Mike Conaway re-

vealed a first draft of the 2018 farm bill. 

This is a huge step: Reauthorized once 

every five years, the farm bill legislates 

pretty much every farm program and 

nutrition program such as SNAP 

(commonly known as food stamps). 

Here’s what you need to know: This is 

the House Agriculture Committee’s 

opening release in what could be a long 

negotiation. It’s also the version of the 

bill that Democrats walked out on in 

April and has just gone through the first 

edit process. 

What this tells us: Nutrition programs 

account for about 80 percent of the 

money spent in farm bill programs, 

but in the past, rural states have used 

the nutrition title to win support from 

urban lawmakers who might not other-

wise vote in favor of farm subsidies. This 

new bill tells us one thing: EVERYTHING 

has changed. 

The version of the bill released in April 

signaled that Republicans in the House 

will want revision of SNAP eligibility to 

put more people to work. A preliminary 

estimate showed that about 5 to 7 mil-

lion people would be affected by the 

work requirements they propose. And 

the new bill would allow about $1 billion 

annually for states to develop work 

training programs aimed at helping peo-

ple find jobs. 

How does this fit into the national 

“welfare reform” conversation?: 

It’s been a big couple of weeks for 

welfare reform talks on Capitol Hill: 

First, President Trump signed an 

executive order that will require 

government officials to review 

all welfare programs and submit a report 

sometime in the next 90 days, a move 

that’s been read as broadcasting a hard-

line conservative view of the nation’s 

entitlement system.  

Second, reporting on Wednesday from 

the Associated Press revealed that the 

administration may be open to per-

mitting states to drug test people who 

apply for food stamps. 

For Republicans, the farm bill represents 

an opportunity to kill two birds with one 

stone: Give one of the nation’s largest 

entitlement programs—SNAP—a signifi-

cant haircut, while simultaneously tele-

graphing a vision that emphasizes partic-

ipants’ employment, self-sufficiency, and 

economic mobility (and revoking their 

benefits if they don’t at least join a train-

ing program). 

It’s worth noting that most people who 

use SNAP actually do work. They just 

don’t make enough money to put food 

on the table. 

What happens next: The Senate will 

have to pass its own version, then the 

two houses must reconcile the bills. The 

current bill expires on September 30. 

Bringing years of experience in 

the farming and banking worlds, 

Mike provides insight into today’s 

news 

Mike’s Musings 

Mike Reemtsma mike@agcomfinancial.com 

The New Farm Bill 

and Possible Welfare 

and Nutrition Pro-

gram Reform 
by Mike Reemstma 

https://www.facebook.com/AgcomInsurance/
https://www.facebook.com/AgcomInsurance/
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This question came to mind this week 

when one of our insured rear-ended some-

one while driving her car that had "liability 

only" coverage.  First, to define "liability 

only": this simply means she did not carry 

comprehensive or collision coverage on her 

vehicle.   She had an older vehicle with 

little financial value so the cost of insuring 

it was not necessary. She saved quite a bit 

of premium by eliminating that cover-

age.  Instead, she only had liability cover-

age as required by the state of Iowa in or-

der to operate a vehicle.  Fortunately, she 

carried higher than the state minimum 

limits of $20,000/$40,000/$15,000 (that's 

$20K per person, $40K per accident, $15K 

property damage). We'll see why in a mo-

ment.  With liability only coverage, she will 

not receive any payments to replace or 

repair her car.  If her car is a total loss, she 

can sell it for salvage, but that is all the 

money she will receive. 

Second, the liability portion of her policy 

will come into play.  If you hit someone 

from behind it is almost always your 

fault.  Drivers are expected not to follow 

the vehicle in front of them so closely that 

stopping is not an option.  You should 

be able to stop and avoid the colli-

sion.  That is your responsibil-

ity.  Assuming she is 100% at fault in 

this accident, her liability insurance 

will pay for the damage to the vehi-

cle she hit and any injury she may 

have caused.  Instead of revealing 

specific claim information, let's say 

the gentleman she hit had no 

injuries but was driving a very 

nice vehicle, a 2017 Lincoln Continental 

worth $45,000.  If that vehicle is a total 

loss, her responsibility is the replacement 

cost of that vehicle.  Period.  In real life, his 

insurance will pay to replace the vehicle 

and then "sue" her insurance to recover 

the loss.  (I put "sue" in quotations because 

a straightforward case like this would rarely 

go to trial -- its just a group of claims folks 

that take care of it on their end.)  They will 

even attempt to recover his deductible so 

he is out nothing and is, as insurance folks 

say, made whole.  

Lesson time... Please look back at that limit 

required in our state: $15,000 property 

damage.  If that was all the coverage our 

insured had, she would be left with a 

$30,000 bill after her insurance paid the 

limit.  This can be issued as a judgement 

against her and her assets or even future 

earnings can be taken.  Her wages can be 

garnished.  Not good.  Check your policy to 

be sure that you have as much coverage as 

you should. How much should you 

have?  As much as you can afford.  We are 

happy to chat with you about what that 

may be for you and your family.  

Am I Covered… when 

I rear-end someone? 
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 

Our food drive was a huge success!  We were 

able to deliver 3,240 pounds of donated food to 

Mid-Sioux Opportunity, Inc. food bank in Chero-

kee.  We are so thankful for our partners, KCHE 

Radio and Cherokee Community Schools.  The 

teachers and school staff went above and be-

yond expectations getting the word out and 

gathering the items.  They even planned lessons 

around the food drive: science lessons about the 

where our food comes from, math lessons with 

counting and even lessons focused on the im-

portance of giving back to their community.  The 

Partners in Excellence through the Cherokee 

Chamber of Commerce also pitched in to support 

their sponsored classes.  It was a fun privilege to 

enjoy a pizza party with the entire 3rd grade 

class of 89 students the next day! Can’t wait to 

do it again next year! 
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Times – they are a-changing.   

Of course, this is a constantly accurate 

statement whether made in 1776, 1861, 

1940, or today.   But we have seen drastic 

changes in the climate of banking in the 

last two years.  The world of ag lending 

has been especially affected with changing 

economics, credit availability, and regula-

tory climate.  Banks loan out the money 

depositors place in the bank.  When local 

deposits begin to be less than adequate to 

fund the loan demand, then obviously 

something has to give.  While there are 

some actions banks can take by selling off 

loans or borrowing money from the Feder-

al Reserve, the reality is that nearly all 

loans need to be funded by available de-

posits in the bank.  Recent attitudes by 

bank regulators discourage banks from 

advertising in low deposit rate areas to 

bring deposits from outside of the territo-

ry into rural banks, thus effectively limiting 

the available funds for lending into agricul-

ture.   In concert with these limits being 

put on banks acquiring non local deposits 

is the belief by regulators that agriculture 

is in financial trouble and therefore ex-

treme scrutiny is being directed at all farm 

loans.  Those borrowers who have had 

some loss in net worth or loss of 

liquidity (current asset to current liability 

ratio) are being negatively reviewed. 

I’m not trying to be negative but am trying 

to provide information that will help folks 

avoid having problems obtaining credit.  

So, here are some words of advice.  Never 

be past due on a loan payment.  If liquidity 

has suffered in the past three years, then 

liquidate non-essential assets.  That may 

mean pieces of equipment that are not 

used frequently, or even some of the cow 

herd that is not producing above average 

annual revenue.  Being “lean and mean” is 

in fact the watch word.  Own only those 

items that can help make a profit and if 

two items will do the same job, then opt 

to purchase the cheaper one. 

Be a proactive  marketer.   Any one who 

waits to see what price they get, will near-

ly always get a low price.  Know before 

planting what price levels are needed from 

your crop to meet all your needs and have 

sale orders in place by planting time.   

Straight grain operations on primarily rent-

ed land have had a very difficult time 

meeting all obligations the last three 

years.  Some of that is of course self-

inflicted:  Excessive levels of equipment 

debt acquired during the high prices 5-6 

years ago, failure to be pro-active in 

setting sell prices of grain, and an unwill-

ingness to negotiate lower rents with land 

lords due to fear of losing the lease.  Un-

fortunately,  I’ve seen many families who 

would be in much better financial condi-

tion if they had let all the land go and just 

be on vacation for the last three years.  

The drain from living expenses would 

have been much less than the losses in-

curred farming high rental rate land and 

not marketing in the upper end of pricing 

opportunities that were available.  Re-

member, there is almost always more 

money left on the table because you sold 

too late than by selling too early. 

In 1987, I sold several bulls to a “mature” 

rancher in Nebraska.  It was the single big-

gest sale of bulls I had ever made.  When I 

inquired why he needed so many bulls in 

one year, he explained it was because he 

didn’t have any, which I found odd.  He 

then went on to explain that there is noth-

ing wrong with being out of business, if 

there is no profit to be made in business.  

The cattle industry has had a very predict-

able price cycle dating back to the 1880’s.  

He had observed that.  So, every 10 years 

when prices were at the peak, he sold his 

entire cow herd, rented the land to the 

really excited neighbors who wanted more 

and then went on vacation for 2 years.  By 

then a price cycle low was in place, the 

neighbors weren’t excited any more and 

didn’t want the land and he could buy 

back good young cows for less than he had 

sold his older cows 2 years earlier.  Know-

ing when not to do something can be just 

as valuable as knowing when to do it. 

My point in all this is that there is a time to 

sell and a time to buy.  There is a time to 

sit down and a time to stand.  Perhaps 

today is a good time to expand in some 

aspects, but if unprofitable decisions were 

made in the last three years, there may be 

no ability to expand in profitable areas 

today.  We all have to deal with reality as 

it is.  Credit availability is much tighter 

than it was a few years ago because many 

operators have lost significant equity.  

Those losses may not be able to be re-

couped and the reality is that some fami-

lies will no longer be farming.  If past deci-

sions have created severe financial hard-

ship today, the only good decision is to sell 

assets as necessary so that the remaining 

debt can be serviced with the likely future 

income stream.  If decisions of the past 

have lead to stronger financial situation, 

then expansion in the livestock sector 

looks especially promising. 

A leader in agricultural and 

commercial lending, Mark 

shares his perspective on the 

current markets and trends. 

Banking News 

Mark Leonard mark@agcomfinancial.com 

A Time to Sell and a 

Time to Buy  
by Mark Leonard 


