
To stay on top of the key trends 
transforming business growth in the 
insurance and financial services space 
you need to be at PIMA. The 2019 
Industry Insights Conference promises 
to deliver content, tools and take-aways 
for optimum business growth in this 
era of disruption and transformation. 
Forrester’s Ellen Carney will be discussing 
Insurance and Changing Affinity 
Disruption—Love Story or Fling? And 
Facebook will be presenting How Insurers 
Leverage Social to Drive Business.

We have an exciting panel on emerging 
markets where disruption and transformation meet. Panelists will focus 
on new, innovative health insurance options that relate to the millennial 
generation by providing better access to providers and a simplified 
experience at an affordable price. We’ll explore how LEGO (and many other 
Fortune500 innovations) inspired new health and life solutions. Lastly, we’ll 
get the answers to what is the missing link in the direct contracting realm 
and can the DPC (direct primary care) fill this void?

Other topics include emerging healthcare opportunities surrounding AHP, 
a quick 101 on Blockchain technologies and the premier of our Story Slam 
session with quick case study presentations of growth inducing tactics!

We’ll wrap up the conference with a high-energy session on how to take 
action on your ideas and build an action-oriented organization. We’ll unfold 
a rigorously tested framework incorporating elements of instructional 
design, social science, and adult learning theories.

At the PIMA Industry Insights Conference, you get all of this content along 
with plenty of time for networking, building business relationships and 
finding your own path to growth at a stellar destination.

We’ll see you at Margaritaville in Hollywood, Florida – January 24-27, 2019!

 

PIMA Board 
Nominations

PIMA MMC
Winners

Consumer 
Insights 
Highlights

LegaLink06 09 10 21

In This Issue

It’s hard to believe 
fall is upon us as 
2018 flies by. Our 
newly reformatted 
Consumer Insights 
meeting, in June, 
received great 
reviews and 
valuable feedback 
to make next 

June’s conference in Nashville even 
better. Our registration of nearly 200 
attendees enjoyed the incredible line-
up of speakers and content for this 
marketing and technology focused 
program. I want to thank our tri-chairs 
for their hard work on putting on a brand 
new conference with success - Darcey 
Schoenebeck with SingleCare, Brett 
Conley with Arthur J. Gallagher & Co., 
and Andrew Kucheriavy of Intechnic. If 
you missed the conference, don’t worry 
– we recorded most of the sessions and 
those can be found in the members only 
area of the PIMA website. 

We recently opened registration for 
January’s Industry Insights meeting. 
This conference is a deep dive into the 
trends and changes affecting the affinity 
market landscape. Industry leaders and 
experts address how to adapt and grow 
in this continuing transformation of 
our market. Our tri-chairs, Scott Berlin 
with New York Life, Patrice Nolan 
with Competiscan, and Greg Rudisill 
with Careington International Corp. 
are bringing key players from a variety 
of perspectives to focus on industry 
trends, the customer experience, and 
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Margaritaville Beach Resort  •  Hollywood, FL
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2

I am thrilled to be 
serving as PIMA’s 
Executive Director. 
As many of you may 
know, I have been 
in the industry for 
more than 20 years 
and involved in PIMA 

as a committee member, committee 
chair, Board member and Executive 
Committee member until transitioning 
to PIMA’s Executive Director in July 
2018. Whether you’re a seasoned PIMA 
member or a new member, I encourage 
you to get engaged and involved in the 
organization. The PIMA Community is 
stronger with you in it. 

As one member shared: I don’t have 
access to others who do what I do every 
day other than through PIMA. It’s a 
great place to meet others, share ideas, 
share concerns ask questions and learn.

There is no doubt the industry is 
changing. To meet the expectations 
of customers, businesses must evolve 
and transform. That is true for PIMA 
as well. The last few weeks I’ve had 
conversations with the PIMA staff, 
members, leaders and industry 
innovators. And, we recently conducted 
an All Member Survey. It’s clear to me 
that, while PIMA has organizational 
aspects to work on, there is a 
committed group of members willing to 
help transform the organization.

The PIMA value proposition has always 
been about connection, community 
and collaboration to foster business 
growth. PIMA will continue to deliver 
on what’s been valuable in the past 
and build upon that promise through 
a strong public presence, more year-
round education, extended networking 
opportunities and actively recruiting 
new members to the PIMA Community.  

This Fall brings our renewal season 
for membership, sponsorship and 
advertising support. The goal is to 
make 2019 a year you won’t want to 
miss. Here’s a small sampling of what’s 
in store in the next few months:

• Doubling your member rosters to 
10, providing more people from your 
organization an opportunity to have 
a pulse of what’s going on in the 
industry

• A great speaker lineup at the 2019 
Industry Insights program, including 
Forrester, Facebook and experts in 
the area of health care compliance, 
emerging products and emerging 
markets. And, Margaritaville is 
a beautiful resort with plenty of 
entertainment and sunshine. To 
get a room at this conference, I 
encourage you to register early.

• Extra networking events at PIMA 
conferences, including a Member’s 
Only Event

• Opportunities to be guest-
contributors in articles and 
publications

• A refreshed website and enhanced 
public presence

• Enhanced experiences at 
conferences, the annual PIMA golf 
tournament and more

Don’t miss out on the new offerings 
and programs! Please ensure  
pima@pima-assn.org is on your safe 
sender list. 

Thank you for the continuing support 
and the willingness to evolve with 
PIMA. Please reach out any time. 
You can also find me in Des Moines 
October 22-23; Chicago October 24-25 
and November 1-2; and FinTech Demo 
Day on December 14 in Kansas City. 

Buckle up—we’re gearing up for a 
great 2019!

Ann Dieleman, PIMA Executive Director
ann@anndieleman.com
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From the President (Continued from page 1)

product and distribution innovation 
to accelerate growth. We’ll also 
address key issues in the regulatory 
and compliance landscape affecting 
us all. 

This summer was a busy time for 
PIMA as transformation continues 
within our community and our 
association. We welcome Ann 
Dieleman as PIMA’s new Executive 
Director who will be driving strategic 
change in the organization beginning 
with gathering relevant data from 
members, other associations and the 
market in general. Ann will lead the 
board in a facilitated strategy session 
in October to address the core value 
PIMA delivers and will deliver to its 

members in the future. We have an 
incredible membership of leaders 
and partners and PIMA’s relevance 
has never been stronger. As our 
industry adapts to new generations, 
digital transformation and product 
expansion it is up to PIMA to help 
our members navigate through this 
shifting landscape with success. 

I am enjoying my year as President 
that wraps up in January and want 
to thank my fellow board members 
for their support, responsiveness 
and valuable engagement during this 
year of planning and organizational 
change for PIMA. We begin the 
renewal season with redefined 
Member Types, a new sponsorship 

structure, and we’ve begun the work 
of defining a future value proposition 
for members -- filled with content, 
programming and community tools 
to grow and thrive in 2019 and 
beyond. You’ll hear more on PIMA’s 
strategy and path forward at the 
Annual Meeting January 24-27, 2019 
in Hollywood, FL at Margaritaville. I 
assure you -  it’s not a PIMA meeting 
you’ll want to miss!

Shannon Warner, PIMA President
Pearl Companies
Shannon.warner@pearlcompanies.com

All members are not the same, but they share one thing.

An affi nity toward their organization. 
The one they belong to.

 The group that shares their passion.

Inspired by our clients’ commitment to their members, AGIA has been 
creating and energizing affi  nity programs for some of the largest and most 
iconic associations, unions and affi  nity groups for more than 60 years.

For case studies and more information, visit AGIA.com.
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Open Call For 2019 PIMA Committee Members 
PIMA’s committees are a great way 
to get more connected with the 
important work underway, gain a 
better understanding of the issues 
facing the affinity market, and 
provide yet another networking 
avenue in addition to the two 
meetings a year. We are looking 
for volunteers for the following 
committees: 

Membership Committee
The PIMA Membership Committee 
cooperates with the Executive 
Director, staff, and the Board to 
provide advice and counsel on 
matters of membership recruitment 
and retention. In 2019, PIMA will be 
increasing pre-meeting mentorship 
for new and prospective members in 
addition to identifying membership 
targets for expanding recruitment 
activity. The committee will meet 

twice in person at each PIMA meeting 
and may have 2-4 additional calls 
throughout the year. 

Education Committee
The charge of the Education 
Committee is to oversee the content 
development of PIMA’s meetings/
conferences and Webinars, in support 
of the Strategic Plan and per the 
Board’s direction with regard to focus, 
topic, schedule/template, etc. Ensure 
excellent educational content. The 
committee will meet twice in person 
at each PIMA meeting and may have 
additional calls throughout the year.

Legislative & Regulatory 
Committee
PIMA’s Leg & Reg Committee 
oversees the resources, information, 
context, alerts, and occasional 
advocacy on Regulatory and 

Legislative matters affecting our 
industry niche for members. The 
committee works on the Compliance 
Manuals, provides lobbyist & 
regulator speakers at our conferences 
to provide clarity on emerging or new 
regulations, and creates quarterly 
Reports, alerts, and occasional White 
Papers. The committee will meet 
twice in person at each PIMA meeting 
and may have additional calls 
throughout the year. 

To submit your name for consideration, 
please contact Jeanne Sheehy at  
jeanne@pima-assn.org.

Kevin Garvin
President, Affinity - North America

Arthur J. Gallagher & Co.
630 285 3802

Partnership marketing and sales  

Association management services

Turnkey program and 
marketing administration

- Professional liability

- Turnkey administration services for nonprofits

- Personal and commercial insurance affinity programs
- Non insurance member benefit programs

Member Bene�t Solutions

For more information, visit: www.gallagher-affinity.com



WHAT MAKES US DIFFERENT IS OUR

COMMITMENT
TO THE SUCCESS OF OUR CLIENTS.

That’s why we focus on developing, distributing and administering a diverse set of specialty 
benefit products. Allowing you to deliver more solutions and create new revenue streams 
without extra overhead. And to help you provide even more value to your customers, we provide 
you with the industry intelligence to be not only their benefit consultant, but their problem 
solver. Just some of the competitive advantages you get with AmWINS Group Benefits.

amwins.com
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PIMA Board Nominations
Support PIMA in advancing our mission by helping 
the Nominating committee identify leaders who 
you believe have the knowledge, experience, 
and commitment to take PIMA to the next level. 
Nominate individuals who you think will continue 
to grow and prosper the association’s work. You 
may also nominate yourself.
  
There are typically only 2-3 vacant Director openings per year and 
our bylaws require that 51% of the Board be Distributor members. 
For the current Board composition, please visit our website, https://
www.pima-assn.org/leadership-pages-218.php. Please contact us 
for a copy of the Director Job Description and Nominating Criteria 
and Nomination Form to send recommendations or self-nominate. 
  
Please send the form to PIMA Imm. Past President and Committee 
Chair, Bill Suneson, bsuneson@nextgenins.com and cc: Heidi 
Lapka, Director of Operations, heidi@pima-assn.org by Wednesday, 
October 24. The final slate will be presented to the general 
membership for election at the Annual Meeting.

In the world of insurance, one 
size does not fit all. That’s why 
Alliant Insurance Services offers 
a comprehensive portfolio of 
insurance products and 
administrative services designed 
to fit your needs. It’s a tailored 
approach that will keep your 
bottom line looking sharp.

How does 
your insurance 
program size up?

• Property and Casualty

• Employee Benefits Consulting

• Voluntary Benefits Administration

• COBRA Administration

• Workers’ Compensation

• Financial Products and Services

• Association/Union 
Benefit Administration

 

For more information 
contact:

David Hudon
203.568.8229
dhudon@alliant.com

© 2018 Alliant Insurance Services, Inc. All rights reserved. Alliant Employee Benefits is a division of Alliant Insurance Services, Inc. CA License No. 0C36861



MetLife provides our customers with insurance products and services that can help 
protect what they have, so they can continue pursuing what they want in life. 

To learn more about all that we have to offer your clients and their members,  
contact Lance Dordick, Assistance Vice President of Sales, at Ldordick@metlife.com

Help your clients’ members 
pursue more from life

Insurance products and services provided by Metropolitan Life Insurance Company and its affiliates. 

Metropolitan Life Insurance Company  |  200 Park Avenue  |  New York, NY 10166
L0417494754[exp0418][All States]   © 2018 MetLife Services and Solutions, LLC
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Call for Sponsors at the PIMA Industry Insights Conference
Don’t miss out on the chance to network and be 
among the top influencers in the affinity business. 

Become a sponsor and increase your visibility. Choose from some of 
the following opportunities:

• Closing Keynote Speaker (as available - includes signage 
and brief intro) $1,500 

• Breakfast Buffet (2 available: Friday or Saturday - includes a 
logo on signage and napkins) $1,250 

• Morning Break (2 available: Friday or Saturday - includes a 
logo on signage and napkins) $750 per break 

• Specialty item or promotional piece in Registrants’ 
bags $450 

 
Contact Ramona Hopkins, Member Services Director, at 
817-569-PIMA(7462) or ramona@pima-assn.org to sponsor at the 
2019 Industry Insights Conference.

2019 INDUSTRY INSIGHTS CONFERENCE

REGISTER ONLINE AT WWW.PIMAINSIGHTS.ORG
SAVE BY JOINING TODAY AT WWW.JOINPIMA.ORG

Accelerate Your

Register Today at 

PIMAINSIGHTS.ORG

Early Bird & 
Hotel deadline 

December 14

JANUARY 24–27, 2019

Margaritaville Beach Resort  •  Hollywood, FL

PIMAINSIGHTS.ORG

IS A PROUD SUPPORTER OF

See pages 22-23 for more sponsorship opportunities.
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Best of PIMA
• Bodden Partners

Mail Solicitation for Guaranteed-Issue 
Product/Simplified-Issue Product

• Gold: Prudential 
• Silver (TIE): Affinion Group
• Silver (TIE): Prudential

Mail Solicitation for Underwritten Product
• Gold: Mercer Consumer
• Silver: Mercer Consumer
• Bronze: Pearl Insurance

Single Channel Marketing
• Gold: Forrest T. Jones & Company
• Silver: Mercer Consumer
• Bronze: Selman & Company

Customer Cross-sell and Upgrade 
Marketing

• Gold: Pearl Insurance
• Silver: Mercer Consumer
• Bronze: Affinion Group

Lead Generation Campaign
• Gold: Selman & Company
• Silver: Mercer Consumer
• Bronze: AGIA Affinity Services

Conservation/Retention Campaign
• Gold: Mercer Consumer
• Silver: Mercer Consumer
• Bronze: AGIA Affinity Services

E-Commerce Web site
• Gold: Affinion Group
• Silver: AGIA Affinity Services
• Bronze: Aon Affinity

Self-Promotion – Agency Members
• Gold: Selman & Company
• Silver: AGIA Affinity Services

Self-Promotion – Company Members/
Business Partners 

• Gold: Securian Financial
• Silver: Generali Global Assistance

Other Media
• Gold: Selman & Company
• Silver: Pearl Insurance
• Bronze: Mercer Consumer

New Media
• Gold: Bodden Partners
• Silver: The Hartford
• Bronze: Mercer Consumer

Congratulations to PIMA Marketing Methods Awardees

Pictured: Shannon Warner, PIMA President (right) with 
Mark Silverman of Bodden Partners.
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2018 Consumer Insights Conference Highlights

The inaugural Consumer Insights 
Conference & Trade Show was a 
success with more than 200 attendees 
and nearly 20 exhibitors. As you may 
know, we switched up the meeting 
style with a new format based on 
your feedback. This year we held 
our conference at the beginning of 
the week in June. We explored the 
emergence of technology and the 
consumer experience. Our sessions 
ranged from business and UX to 
blockchain and AI. With speakers 
from across the country, we offered a 
variety of high-level, knowledge-based 
thought leadership that can be applied 
to future business applications.

Our keynote speakers Dave Fish, 
CEO and Founder of CuriosityCX 
kicked off our conference with 
a talk on how the competitive 
landscape is being disrupted at a 
hastening pace by one guiding force; 
customer experience (CX) and Matt 
Oczkowski, President of Data 
Propria capped off this event with 
his talk on how data drives customer 
behavior. Some key take-aways 
from our session keynotes were 
customer experience is not just about 
customers and technology; it has to 
be part of an overall organizational 

change effort, and how to use tactics 
from the worlds of data science, 
behavioral marketing, and modern 
research techniques, to connect the 
behavioral dots on making informed 
decisions on targeting individuals. 

Filling out the conference were 
sessions on emerging technologies, 
an in-depth look at AI, Blockchain 
and IoT, topics that aren’t typically 
associated with traditional insurance 
but can take the consumer 
experience to the next level. 
Moderated by Stephen Goldstein, 
Managing Director of Pivot 
Ventures, panelist Sean Harper, 
Co-Founder of Kin Insurance, 
Alex Chudnovsky, VP 
Global Strategy, SAP, 
Geetha Sreedhar, COO 
of mondCloud and Olaf 
Frank, Head of Global 
Applications/CIO for 
Munich Re gave their take 
on how these three hot 
topics and their relation to 
insurance can be used as 
tools to advance your online 
consumer experience.

The game changing 
technology panel, 

moderated by Ann Dieleman, 
Leadership Advisor, Growth 
Strategist & Executive Coach 
and PIMA’s Executive Director, 
panelist Jeremy Smith, COO 
at RiskGenius, Nabil Aidoud, 
CEO of InsuranceMenu, Ace 
Callwood, CEO of Painless1099, 
and Kevin Krauth, Co-Founder/
CEO of Orderly Health spoke to 
the high-level technology used 
in marketing and operations that 
enhance the consumer experience 
through collaboration with insurance 
companies and distributors.

Our session on No Culture, No 
Customer by Ingrid Lindberg 
focused on the magic in learning how 
to harness your culture for the benefit 
of your customers. Company culture 
is unique and is developed based on 
your DNA and your employees. There 
are so many ways to inspire a culture 
to be focused on your customers. 
To learn more about this topic, visit 
http://www.chiefcustomer.com/

For details and videotaped version 
of these sessions, visit the Member 
section of the PIMA website https://
www.pima-assn.org/. Look for more 
information to come on the 2019 
Consumer Insights Conference & 
Trade Show being held in Nashville, 
TN June 17-19, 2019.



For over 60 years, we have invested in a dedicated 
team of professionals with an exclusive focus– 
serving the a�  nity and group membership 
marketplace. That’s the New York Life experience.

We’ve kept the promises we made to protect 
the people we insure and their benefi ciaries. 
We’ve been able to stand by them because 
each promise is backed by our proven 
fi nancial strength.

Let’s start the conversation today.

A good plan starts with 
an experienced team.

SMRU1718960 (Exp.09/15/2019)
©2018 New York Life  Insurance Company, 
51 Madison Avenue, New York, NY 10010

newyorklife.com/groupmembership

Dan O’Brien 
Vice President Sales & Marketing 
914-846-3345
dobrien@newyorklife.com

Gabe Cabrera 
Corporate Vice President Sales
914-846-4057
gcabrera@newyorklife.com

Insure. Prepare. Retire.
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2018 Consumer 
Insights Conference

2018 Consumer 
Insights Prize 

Winners

Exhibitor Passport  
 Noor Al-Muhaifeed

Exhibitor discount  
½ off registration 

Anderson Direct

Margaritaville Beach 
Resort 

Rich Goldman

Omni Nashville
Sean Cox

PIMA President Shannon Warner (right) with
Consumer Insights 2018 Meeting Chairs (from left):

Darcey Schoenebeck of SingleCare
Andrew Kucheriavy of Intechnic

Brett Conley of Arthur J. Gallagher & Co.
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Thank You 
To 2018 Consumer Insights  
Conference Event Sponsors

Generali  
Global Assistance

ID Experts

Intechnic

Japs-Olson Company

Norris Creative

Quantum
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Consumer Insights Recap

Data as a Stream
By Carpe Data

Carpe Data believes a 
fundamental opportunity lay 
at the doorstep of insurers 
right now—the ability to 
harness at new sources and 
types of data. 

The emerging data and sources now 
available present the opportunity 
move from evaluating information at 
a single point in time (intake, review, 
renew, claims) to a continuous 
manner as new data occurs, grows, 
and morphs.

Traditional firmographic data points 
(e.g., year founded, ownership, etc.) 
can often be obtained in a more 
cost-effective manner from non-
traditional sources.  

A deeper level of data can also be 
found in emerging sources, such as 
standard underwriting questions; and 
deeper attributes about a risk, i.e., 
use of certain equipment, offering 
specific services, etc.

 

Largely untapped sources include 
social media and related publicly 
available online data.  Widely seen 
as predictive, (e.g., a business with 
good reviews is likely better run than 
one with negative reviews), in its raw 
form, this data is often unstructured, 
biased, and inconsistent. 

Carpe Data cleans and normalizes 
this raw data into Indexes, which 
are designed to capture various 
dimensions of businesses, blending 
longer-term, stable signals with real-
time signals. 

An insurer monitoring emerging 
data sources can see changes as they 
occur—giving them the potential 
to react sooner to both risks and 
opportunities.  
 
Opportunities include:

• Easing the intake of new business 
with better prefill and eligibility 
checks

• Monitoring to act on inaccurate 
or missed data that previously 
would be too difficult to discover 

• Reacting to material changes that 
either create new risk or change 
eligibility 

• Monitoring business performance

• Changing business data points 
can trigger sales opportunities 
to match businesses to detailed 
underwriting appetites  

• A matched business in the hands 
of an agent together with a 
detailed picture of a risk is a very 
compelling sales scenario

For more information about 
Carpe Data, visit www.carpe.io.
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FIRST CONSULTING – EXPERTS IN INSURANCE COMPLIANCE

Your Compliance Partner

First Consulting can help!
Contact me today to learn more.

Sean Cox | 816.391.2737
FirstConsulting.com

First Consulting & Administration
offers a full range of services:
n Product Development
n Product Filings
n TPA Licensing & Renewals
n Compliance Training
n State Research and Surveys
n Advertising Compliance Review
n And much more….

INNOVATION,
S E R V I C E,
R E S U LT S !
Mercer colleagues remain dedicated to 
providing our clients and constituents 
with the creativity, strategy and 
exceptional customer service needed 
for success in today’s marketplace.

For more information, contact Jeff Ray
212-345-7270 / jeff.ray@mercer.com

www.mercer.com

Copyright 2018 Mercer LLC. All rights reserved.
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How many times have you 
seen the quote “Culture eats 
strategy for lunch?”

I’ve seen it everywhere for years. On 
more presentations than I care to 
remember, on more blog posts than 
I care to admit I’ve read. It seems 
to be the rally cry to get people to 
understand that culture is important. 

Although the quote is attributed to 
Drucker, no one can actually find the 
source of it. What Drucker did do, 
though, is argue that a company’s 
culture was so strong that it would 
trump any strategy that wasn’t 
compatible with the existing culture.

I have been able to find a real 
quote from him—in which he says: 
“Company cultures are like country 
cultures. Never try to change one. 
Try, instead, to work with what 
you’ve got.”

That is why I say, No 
Culture, No Customer.

Customers know when you’re 
selling a myth—just as much as 
your employees do!  And being a 
myth doesn’t make you attractive to 
customers.

Too many companies are straying far 
from their core to try to be the next 
Zappos or Amazon. I’m not saying 
you can’t study those companies, but 
every company has its own culture, 
and you can’t copy it. What you have 
that makes up your company culture 
is your very own special sauce. 

The magic is in learning how to 
harness that culture for the benefit of 
your customers.

That is what makes a culture unique. 
And that is what your customers can 
sniff out. Your culture is comprised 
of two things: Your DNA and your 

employees. And you must figure out 
how to use that culture, not how to 
avoid it.

There are so many ways to inspire 
a culture to be focused on your 
customers. Join us on ChiefCustomer.
com as we continue to share with you 
our proven customer experience design 
and cultural transformation tools.

Consumer Insights Recap

No Culture, No Customer
By Ingrid Lindberg
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LET US HELP YOU DELIVER RESULTS
•  Increase Annual Sales     

•  Improve Profit Margins 

•   Reduce Marketing Expenses

WE SEE THE  
POSSIBILITIES

Together We Prevail™
The Hartford® is The Hartford Financial Services Group, Inc. and its subsidiaries, including issuing companies Hartford Life Insurance Company and Hartford Life and 
Accident Insurance Company. Policies sold in New York are underwritten by Hartford Life Insurance Company. Home Office of both companies is Hartford, CT 06155 PIMA-
N17R 7028 NS 03/18 Printed in the U.S.A. © 2018 The Hartford Financial Services Group, Inc. All rights reserved. 

Visit us at: THEHARTFORD.COM/ASSOCIATION

THE HARTFORD HAS OVER 50 YEARS OF 

DIRECT MARKETING EXPERIENCE IN THE 

ASSOCIATION MARKETPLACE.

PROVIDING STRATEGIC  
MARKETING SOLUTIONS

•  Omni-Channel Marketing     

•  Retention & Cross-sell Strategies     

•  Modeling and Analytics         

•  Creative & Web Development     

•  Print Production Management     

•  Dedicated Account Service Team

TO LEARN MORE ABOUT THE HARTFORD, CONTACT: 
Greg Pihl - 860.547.2483  Gregory.Pihl@thehartford.com 

Mark Wilkman - 860.547.2347  Mark.Wilkman@thehartford.com

Voya.com 

Insurance products are issued by ReliaStar Life Insurance Company (Minneapolis, MN) and ReliaStar Life Insurance Company of New York (Woodbury, NY).  Within the State of New 
York, only ReliaStar Life Insurance Company of New York is admitted, and its products issued. Both are members of the Voya® family of companies.  Product availability and specific 
provisions may vary by state.

©2016 Voya Services Company. All rights reserved. CN1031-28768-1017

174045-11/07/2016

Plan, invest and protect with Voya Financial®

Voya Affinity Group is committed 
to providing superior customer 
service, while continuing to invest
in technology that will enhance 
the customer experience.

Voya Affinity Group | 20 Washington Avenue South | 
Minneapolis, MN 55303 | Phone 800-372-5288
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Redefined Member Types at PIMA

Insurance Agencies, 
Brokers & TPAs 

are now 

Distributors

Insurance Companies 
are now 

Product 
Providers

Business
Partners

A Distributor membership shall be 
available to any entity, including 
any licensed agency or TPA that 
generates revenue by taking a 
portion (percentage or fixed fee) of 
the value of each sales transaction.

A Product Provider membership shall 
be available to any entity, including 
licensed insurance company 
that generates their revenue by 
manufacturing products/services to 
meet the needs of a market segment. 

A Business Partner membership 
shall be available to any entity that 
generates their revenue by supplying 
resources/goods/services to 
Distributors and Product Providers.

For more information about member types and dues, please visit the Membership page on the PIMA site.

2017 Marketing Methods 
Competition Awards

EXPERIENCE.  
PRUDENTIAL.
Benefit experiences that help create  
and protect financial wellness.

OVER 15 AWARDS SINCE 2015!

Group Insurance coverages are issued by The Prudential Insurance Company of America, Newark NJ. 
©2018 Prudential Financial, Inc. and its related entities. Prudential, the Prudential logo, the Rock symbol, and Bring Your Challenges are service marks of Prudential Financial Inc. and its related 
entities, registered in many jurisdictions worldwide.
1004925-00001-00 Ed.1/18

Association/Affinity Services 
www.prudential.com/association

With more than 65 years of experience, it’s no secret  
that The Prudential Insurance Company of America 
(Prudential) is a time-tested partner for life, disability,  
and other insurance plans for associations and affinity 
groups — as well as their TPAs. 

If you’re offering life, disability, or a suite of coverages  
to your members, Prudential’s proven underwriting and  
claims administration, as well as marketing services  
recognized by industry groups such as PIMA, aim to exceed  
your expectations and offer real insurance solutions  
to your membership.

We are eager to share with you the same breadth of knowledge  
and service we provide to all our customers — those with whom  
we have decades of history, and those who have recently 
embraced our expertise. 

Find out what Prudential can do for your organization — 
and the people who count on you. Call John Kelly at  
1-985-624-5224. 
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In memoriam
Longtime PIMA member, John Wigle 
passed away June 24, 2018. Mr. 
Wigle was a Charter member of the 
Professional Insurance Marketing 
Association (PIMA) and a past Board 
Member and a consistent supporter 
of PIMA’s community and industry 
advancement efforts. Our sincerest 
condolences go to his wife Virginia and 
his family. 

It is with great sadness that we share 
the passing of Mimi Flowers, who 
passed away September 11, 2018. 
Ms. Flowers was an active member 
of PIMA. She frequently participated 
at our annual conferences as an 
Ignite Presenter with great spirit. Our 
sincerest condolences go out to her 
family and friends.

Richard F. (Rick) Jones Jr. Appointed 
President of the American Institute 
of Professional Association Group 
Insurance Administrators (AIPAGIA) 
Richard Jones became the third 
generation of the family-owned 
company to head AIPAGIA, an 
exclusive association of top insurance 
administrators, TPAs, marketers, and 
brokers providing insurance marketing, 
expertise, and member-benefits to 
affinity groups and associations around 
the country. Jones began his one-year 
term as president in April at the annual 
AIPAGIA meeting in Sanibel Island, FL.

AIPAGIA is an organization dedicated 
to administrators and brokers 
sharing ideas and best practices in 
the marketing of group benefits to 
association members. Jones, who 
joined Forrest T. Jones & Company 
(FTJ) in 2004, directs all agency 
operations and has led an expansion 
that now includes a Dallas office 
offering risk management, consulting, 

and professional liability program 
insurance along with other products to 
professionals. 

Formed in 1953, FTJ is a national, 
privately owned insurance brokerage 
for more than 80 associations/affinity 
groups and a TPA administering 
more than $650 million in premium 
annually. FTJ is the flagship of an 
organization that includes two life 
insurance companies, a captive 
reinsurance company, and a FINRA 
broker/dealer. For more information, 
please visit www.ftj.com

MassDrive Insurance Group 
introduces Bindable™ to the market
MassDrive Insurance Group, the 
company behind MyLifeProtected, 
has introduced Bindable™, an insurance 
technology company whose goal is 
to transform the affinity distribution 
of insurance by providing a full stack 
of innovative, technology-enabled 
services. This new venture allows for 
the consolidation of its core services 
under the Bindable umbrella to better 
support its evolution into an industry-
leading tech services platform.

Bindable provides companies that 
work in the affinity space a full front-
to-backend solution. It also offers 
adoptable tools that deliver more 
solutions to companies who work 
with affinity partners, particularly 
through its newest service: Policy 
Crusher™, a dynamic agent facing 
enrollment platform and CRM built 
for modern insurance distribution and 
personalized cross-sell.

To learn more, visit www.bindable.com.

Affinion Group Enters into 
Agreement to Sell its Insurance 
Division to Mill Point Capital

In a move designed to support 
the company’s strategic focus on 
loyalty and customer-engagement 
capabilities, Affinion Group, LLC, 
a subsidiary of Affinion Group 
Holdings, Inc. (together with its 
consolidated subsidiaries, “Affinion 
Group”) today announced that it has 
entered into a definitive purchase 
agreement to sell its insurance 
division, Affinion Insurance Solutions 
(“AIS”), to an affiliate of Mill Point 
Capital. The sale is expected to close 
sometime in the third quarter of this 
year, subject to regulatory approvals 
and satisfaction of certain other 
conditions.

“We are pleased to have reached an 
agreement with Mill Point Capital for 
the sale of our insurance business,” 
stated Todd Siegel, Chief Executive 
Officer of Affinion Group. “While this
business has been a meaningful 
contributor to Affinion Group’s 
results, the sale is the next step
in becoming a pure-play loyalty 
solutions company and focusing on 
our growing loyalty and customer 
engagement solutions.”

“Mill Point Capital has a reputation 
of creating value for established 
businesses looking to grow, and we 
are in a strong position to capitalize 
on their investment in us,” said 
Robert Dudacek, President of AIS. 
“We look forward to our continued 
success with the support of Mill Point 
Capital.”

As a result of the sale, Affinion Group 
will operate as a pure-play loyalty 
solutions company that, through its 
leading technology and data-driven 
analytics, designs, administers and 
fulfills loyalty and engagement 
programs that strengthen and expand 
the value of relationships for its
leading clients around the globe.

Grapevine



21

On June 21, 2018, the U.S. Department of Labor issued 
its much-anticipated final rule on association health 
plans.  The rule makes it easier for associations to qualify 
to offer an AHP to their employer members, including 
the self-employed.  Because AHPs are treated as large 
employer health plans under the Affordable Care Act, 
insurance provided through an AHP is not subject to the 
ACA requirements that apply to the small employer and 
individual coverage, including the mandate to provide 
certain “essential health benefits.”  

The greater flexibility in plan design permitted for 
AHPs and other advantages of the new rule may allow 
AHPs to offer more affordable health coverage for small 
employers and the self-employed.  At the same time, 
DOL regulatory guidance on AHPs pre-dating the new 
rule may still prove to be the more appealing pathway 
for some associations to offer an AHP due to the greater 
leeway it allows AHPs to risk rate participating employer 
groups.  The pre-rule guidance was left in place by DOL 
as a parallel track for forming an AHP.

AHPs face strong resistance from regulators in some 
states.  Twelve states and the District of Columbia have 
filed suit challenging DOL’s authority to issue the new 
rule.  The outcome of that suit has yet to be resolved.  In 
addition, a few states have issued regulatory guidance or 
adopted new regulations establishing requirements for 
AHPs that are more restrictive than federal standards and 
may limit the advantages of sponsoring an AHP.  Some 
of these state requirements may be preempted by federal 
law, but it will likely take a court ruling to determine the 
issue.  Other states have shown themselves to be more 
welcoming to AHPs.  Given the varying reaction of state 
regulators, associations wishing to sponsor an AHP will 
need to evaluate the feasibility of the plan on a state-by-
state basis.

Joe Holahan is an attorney with Morris, Manning & 
Martin, LLP.  He can be reached at (202) 408-0705 or 
jholahan@mmmlaw.com.

LegaLink
DOL Adopts Rule on Association 
Health Plans and States React
By Joseph T. Holahan

DIRECT MARKETING 

SUCCESS
National Mail Marketing 
has been helping clients achieve 
direct mail success for over 40 
years. We work with companies 
that want growth from sound 
strategies and cost effective 
solutions.  And what makes us 
truly unique is our guarantee:  
We pay for the creative 
development and design and 
give our clients rollout pricing 
on their tests.

610.544.8200 • www.natlmail.com

MARKETING  
• Campaign    
    Management 
• Creative  
• Graphic Design 
• Imagery 
• Premiums 

LIST & DATA  
• List Procurement 
• List Management 
• Data Processing 
• Data Security 
• Modeling 

PRODUCTION  
• Printing 
• Lettershop 
• Personalization 
• Bindery 
• Postal     
    Optimization 

FORMAT 
• Direct Mail    
    Packages 
• Self Mailers 
• Postcards 
• Cards 
• Email Marketing 

Insert for PIMA ConnXions.indd   1 1/24/18   11:58 AM
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Showcase your company in front of the top  
influencers in the insurance industry.

Level Sponsor Packages

D
IA

M
O

N
D

G
O

LD
SI

LV
ER

Diamond Level Sponsorship ($15,000)
Conference Experience

 • Co-sponsorship (with PIMA) of one event, to include podium acknowledgment, signage, program recognition and 
logo cocktail napkins (lottery-based). See listing below

 - Opening reception at one conference
 - Closing pre-dinner reception at one conference
 - Closing dessert reception at Industry Insights Conference

 • Two conference registrations at Industry Insights
 • Two conference registrations at Consumer Insights
 • One golf registration at Industry Insights Conference 
 • One individual hole sponsorship at Industry Insights Conference
 • Private afternoon carrier meeting room at Consumer Insights Conference

Conference Recognition
 • Diamond level banner with logos (only Diamond logos) above stage at both conferences
 • Podium recognition at both conferences
 • One reserved diamond table at Industry Insights Conference closing dinner
 • Company logo on mobile conference app and on screen

Advertising
 • Full-page advertising recognition in all printed and electronic publications (membership Directory & Buyers Guide, 

ConnXions, and eConnXions)
 • Logo, company banner and company URL on PIMA website, sponsorship and conference pages
 • Full-page, color ad in both conference onsite meeting brochures
 • Recognition/Sponsor Thank You in both conference onsite meeting brochures

Gold Level Sponsorship ($7,500)
Conference Experience

 • One conference registration at Industry Insights
 • One conference or exhibitor booth registration at Consumer Insights
 • One golf registration at Industry Insights Conference

Conference Recognition
 • Gold level banner above stage at both conferences
 • Podium recognition at both conferences
 • Company logo on mobile conference app and on screen

Advertising
 • Half-page advertising recognition in all printed and electronic publications (membership Directory & Buyers Guide, 

ConnXions, and eConnXions)
 • Logo, company banner and company URL on PIMA website, sponsorship and conference pages
 • Half-page, color ad in both onsite conference brochures
 • Recognition/Sponsor Thank You in both onsite conference brochures

Silver Level Sponsorship ($5,000)
Conference Experience

 • One conference or exhibitor booth (Consumer Insights only) registration at either Industry Insights or Consumer 
Insights Conference

Conference Recognition
 • Silver level banner above stage at both conferences
 • Podium recognition at both conferences
 • Company logo on mobile conference app and on screen

Advertising
 • Half-page advertising recognition in all printed and electronic publications (membership Directory & Buyers Guide, 

ConnXions, and eConnXions)
 • Logo, company banner and company URL on PIMA website, sponsorship and conference pages
 • Recognition/Sponsor Thank You in both onsite conference brochures
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Single Event Sponsorships      

All sponsors receive recognition in the onsite brochure, at the conference podium, and company logo displayed on screen.

Sponsorship
Industry Insights Conference Amount
Keynote Speaker (Includes signage and brief intro) $1,500

Welcome Table (Thursday Registration only - includes logo on signage) $750

Breakfast Buffet (2 available: Friday or Saturday - includes logo on signage and napkins) $1,250 per breakfast

Morning Break (2 available: Friday or Saturday - includes logo on signage and napkins) $750 per break

Afternoon Networking Event (2 available: Friday or Saturday - includes logo on signage and napkins) $1,500 per event

Closing Dinner Entertainment (Includes logo on signage and napkins) $750

Registrants’ bag with Company logo—PLUS promotional item in bag (value $450) $1,250

Specialty item or promotional piece in Registrants’ bags $450

Golf Tournament Sponsor 
Carts & Lunches (includes logo on carts/lunches)
Golf Balls (includes logo)
1st Hole Sponsor Signage 
Golf Tournament sponsorship includes podium recognition and logo displayed on wide screen

Longest Drive (includes signage on hole and podium recognition) $500

Closest to Pin (includes signage on hole and podium recognition) $500

Hole-in-One (includes signage on hole and podium recognition) $2,000

$5,000

Consumer Insights Conference
Keynote Speaker (Includes signage and brief intro) $1,500

Welcome Table (Monday Registration only - includes logo on signage) $750

Breakfast Buffet (2 available: Tuesday or Wednesday - includes logo on signage and napkins) $1,250 per breakfast

Morning Break (2 available: Tuesday or Wednesday - includes logo on signage and napkins) $750 per break

Registrants’ bag with Company logo—PLUS promotional item in bag (value $450) $1,250

Specialty item or promotional piece in Registrants’ bags $450

PIMA offers a variety of in-kind sponsorships that provide your firm 
the opportunity to showcase its talent while receiving recognition at 
conferences and in print materials. Please contact Ramona Hopkins if 
interested at ramona@pima-assn.org.

For sponsorship or advertising contact Ramona Hopkins at PIMA 817-569-7462(PIMA) or ramona@pima-assn.org

In-Kind Sponsorship



35 East Wacker Drive, Suite 850 
Chicago, IL 60601-2106
www.pima-assn.org

Thank You to  
2018 Level Sponsors

2019 Industry  
Insights Conference

January 24 - 27
Margaritaville, Hollywood, FL

AGIA Affinity
ARAG

Careington
Chubb 
FARM

Kelsey National/
Healthinsurance.com

Liberty Mutual
Mercer Consumer
Next Generation  
Insurance Group 

Pearl Insurance
Singlecare
USI Affinity

Voya Financial

Affinion Group
Alliant 

American Express
Aon

Arthur J. Gallagher & Co.

National Mail  
Marketing Corp.

Securian Financial 
SG360o

The Hartford

Silver

Gold

Diamond 
AmWINS Group Benefits

MetLife
New York Life

Prudential

Future Meetings

2019 Consumer Insights 
Conference & Trade Show

June 17 - 19
Omni Nashville
Nashville, TN


