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Serving you in 
four locations 

 
 
NEVADA, IA 
1601 South B Avenue 
Box 58 
Nevada, IA 50201 
515-382-3541 
1-800-729-4341 
FAX 515-382-3844 

 
 
MAXWELL, IA 
93 Main Street 
Box 337 
Maxwell, IA 50161 
515-387-8725 
1-800-944-1828 
FAX 515-387-1275 

 
 
COLLINS, IA 
209 Main Street 
Box 139 
Collins, IA 50055 
641-385-2203 
1-800-677-4012 
FAX 641-385-2241 
 
 
MOUNT VERNON, IA 
306 Hwy. 1 SE 
Mt. Vernon, IA 52314 
319-895-8633 
1-800-759-3407 
FAX 319-985-8226 
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Kathy H., Elisa, Ros, Kathy M. 

Anna, Jeannette, Dianne 
Denis, Rick, Todd 

 
H OL I DA Y  OPEN H OUSES 
W ednesday, December  17 

 

Col l i ns—209 M ai n St r eet  
9: 00 am t o 4: 00 pm 

M axwel l —93 M ai n St r eet  
9: 00 am t o 6: 00 pm 

See our  newl y r emodel ed of f i ce!  
Pl ease j oi n us f or  a t r eat  and vi si t !  
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Today’s economy is taking its toll on spendable income for 
families and businesses. It makes sense to review all of our 
expenses, to cut wasteful spending and to take a more 
conservative approach to determine the difference between 
wants and needs. 
 

It is a good time to also review your total insurance programs. 
The risk management approach is a great tool to use. The first 
step is to eliminate the things that could cause a loss such as 
removing flammable storage around furnaces, removing 
creosote from chimneys and keeping your sidewalks clear at all 
times. The second is to transfer risk by contract to others who 
should be responsible for certain exposures. As an example, if 
you hire a building contractor for a remodeling job, make 
certain the contractor has insurance and transfer the 
construction exposures by contact to the builder. The third is to 
determine the amount of dollar loss you could handle for any 
one occurrence, a retained limit. The fourth is to design an 
insurance program that protects you for loss in excess of your 
pre-determined retained limit.  
  

Through the use of deductibles and other planning, you may be 
able to self-retain more of the risks of small losses. This 
strategy may lower your premiums or provide the opportunity 
to increase your coverage in other areas in case of a 
catastrophic loss. Contact any of our professional insurance 
agents for your insurance check-up!  

A L E RT !  
When purchasing or trading a car, do 
not assume your car dealer has 
informed your insurance agent.  Give 
us a call!  Please have your VIN 
number. 

IDENTITY THEFT—BE AWARE 
 

This is the seventh consecutive year identity theft has 
ranked as the #1 fraud complaint in the United States.  
Persons who steal your identity usually do so by 
getting your social security number, name, address, 
credit cards, checks, etc.  The average time between an 
identity theft and the discovery of the theft is 14 
months, with some thefts not discovered for up to five 
years.  During that time, your credit can be ruined and 
it, too, could take years to reestablish. 
 

Preventative measures include limiting the number of 
credit cards you own or carry, shredding all cancelled 
checks and other documents with personal 
information, never putting such documents in your 
mailbox for pick up by the USPS. 
 

Midwest Insurance Corporation represents several 
insurance companies that provide identity theft 
coverage.  Please contact MIC for more information. 
 

Source:  Adapted from IA Magazine. 

DOES YOUR FARMING OPERATION  
NEED A FARM EXTRA EXPENSE ENDORSEMENT? 

 

What does this endorsement cover and how would it 
benefit my farming operation? 

A Farm Extra Expense Endorsement extends coverage for 
additional expense necessary to resume normal farming 
operations following damage from an insured loss covered by 
your policy to Farm Personal Property or Farm Service 
Building. This coverage applies only during the necessary and 
reasonable time required to repair, rebuild or replace the 
damaged property to resume your normal farming operations. 
This coverage is based on and paid out on a dollar amount 
chosen by the insured. An example would be if you were out 
combining early in the season and you had a fire loss to your 
combine which was going to take 3 or 4 weeks to be repaired 
and you could not afford to lose this much time getting the 
crops in. This policy would pay for a rental combine of like 
kind and size to keep combining until your combine is repaired. 

Each company has its own endorsements and language so it 
may differ for each company. A provider may not even offer 
this coverage. If this endorsement interests you, please contact 
your agent to review coverage and availability. 
 

TERRORISM INSURANCE   
NEED OR NO NEED? 

 
When the Twin Towers in New York City were 
a ttac ked  on Sep tember 11, 2001, a  new and  
d isturb ing  p rob lem was la id  on the door step  of 
the insuranc e industry.  The U.S. Government and  
insuranc e departments made ava ilab le a  new 
p roduc t op tion for a ll U.S. c itizens.  
 
Terrorist Insuranc e Protec tion was developed  and  
as a ll insuranc e polic ies had  war exc lusions this 
was new ground .  The government has required  
tha t a ll c ompanies offer terrorism c overage.  It is 
inc luded  on fa rm and  c ommerc ia l polic ies and  
must be dec lined  and  "signed  off" by the insured  
to remove the c overage.  It is manda tory for 
c overage with Worker's Compensa tion polic ies 
and  c an not be rejec ted .  Our agenc y and  the 
insuranc e industry a re sensitive to this issue.  
 



AN “ UMBRELLA”  OF PROTECTI ON 
 

Why shoul d you consi der  an umbr el l a pol i cy? In today’s world of frivolous lawsuits, no one 
knows when enough liability insurance is enough. You may want to consider carrying an umbrella policy to 
protect your assets and future earnings. An umbrella policy offers another layer of protection over your autos, 
home and recreational vehicles such as boats and motorcycles. An umbrella policy “kicks in” when the limits 
on those policies are exhausted. Say you are sued for $1 million as a result of an auto accident, and you carry 
limits of $500,000 per accident on your auto policy, your auto policy would pay $500,000. If you carry $1 
million umbrella, then it would pay the remaining $500,000. Without an umbrella, you are left to pay the 
$500,000 out of your pocket. Don’t have the money? Then your assets and future earnings can be at stake.  
 
Ar e umbr el l as expensi ve? Umbrellas can be relatively inexpensive for the amount of coverage you 
are getting. Premiums are based on factors such as your number of autos, youthful drivers, and recreational 
vehicles. An average personal umbrella could cost between $150-$300 a year. Umbrellas start at $1 million of 
coverage and can be increased in million dollar increments. 
 
Do you qual i f y  f or  an umbr el l a? Umbrellas are no longer just for the wealthy. However, some 
requirements do exist such as minimum limits on your auto and homeowners policies. Contact your agent at 
Midwest Insurance, and they can assist you in placing your umbrella policy. 

DISABILITY INSURANCE CAN SAVE YOUR LIFE 
When a physical injury keeps you from working, this will help pay the bills -- to a point. 

Ask any financial planner or insurance agent what risk could be called "the forgotten risk," and, chances are, the answer will be disability. In 

reality, disability insurance is as important as (and in some cases, even more important than) life insurance.  

Facing the numbers--At any given age, the odds of becoming disabled are much higher than the odds of dying. Every year, 12% of the 

adult U.S. population suffers a long-term disability. In a 2007 NAIC survey, 56% of adults said they would be unable to meet their expenses 

if they couldn't work for a year.  

'A living death' --Disability is called a living death for good reason. Suffering a disability would be a catastrophic event for you, your family, 

your friends and your co-workers. There would be enormous financial pressures that would exacerbate those emotional pressures.  

Harder to get --To complicate matters, fewer employers offer disability insurance than life insurance, and it's much harder to qualify for 

individual disability coverage than for individual life insurance. The bottom line is that if you're working and you need your income to live, you 

need disability insurance.  When you apply for disability insurance, the insurance company will tell you if you have too much money to qualify 

for coverage. That's because, unlike life insurance, you can't buy all the disability insurance you may need. Usually, you can get a maximum 

of 60% of your monthly earned income before taxes. (Unearned or investment income does not qualify, because it presumably continues 

even if you are disabled.) The limit is in place so as not to deter people from returning to work. 

Variables in coverage--Insurance is always complicated, and disability is no exception.  Individual disability insurance is getting harder to 

obtain, but here are some rules of thumb:  
�  Get the highest monthly benefits for which you can qualify. 
�  Try to get "own occupation" coverage for life. Many insurers now only offer the "any occ" coverage, which could force you into a 

new line of work. 
�  Get the longest waiting period you can afford. A policy with a six-month waiting period is much less expensive than one with a two-

week waiting period. 
�  Get coverage for the longest benefit period possible. The goal is age 65 or even for life, but if your choice -- imposed by the 

insurance company or by your pocketbook -- is a higher monthly income or a longer benefit period, opt for the longer benefit period. 
If you have questions, please call your nearest MIC Group office.  We’ll be happy to review your individual situation and explore possibilities 
for you. Source: Adapted from Ginger Applegarth. msn.money. 
 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

MIC cares for you, your secur ity, and your success. 
Information in this newsletter is for general knowledge.  Specific details should be discussed with your agent.  

www.midwestins.com.  Click on Contact Us. 

 

Would you prefer to receive future MIC newsletters 
electronically?  Email us:  info@midwestins.com. 

MIC GROUP INSURANCE AGENCIES 
PO Box 58 
Nevada, IA 50201 

 

CLIENT SURVEY 
Thanks to all who responded to our Customer Satisfaction 
Survey included with the June Newsletter.  We appreciate 
your feedback so that MIC Group can provide quality 
service.  Kay Rierson of Nevada won the survey drawing of 
$50 to Applebees.  Congratulations to Kay!! 

NEVADA NEW MIC BUILDING Open House  1601 South B; Nevada, Iowa 

PUT  US ON YOUR CA L ENDA R 
--W I NT ER CROP M EET I NG-- 

 
The Winter Crop Meeting has been tentatively set for 
Monday morning, February 16, 2009.  Steve 
Johnson, ISU Extension Specialist, will again be part 
of the program.  Watch for further information. 

Jeannie Coverdale wins 
baby picture contest. 


