






A few words from our remote offices: 

Broker vs. Computer, Agent vs. 
Direct... are they all the same? 
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I am seeing more articles about the rise of the machines in 
the insurance industry. Every year, someone is introducing 
the technology that will replace insurance agents. After that, 
I am often asked, “what do you provide that a computer 
(or competitor) does not?”  When the personal computer 
came out, many were suddenly able to produce their own 
logos, flyers & brochures. Some organizations, however, 
want more than they (or a secretary) can create. Similarly, in 
insurance, people are empowered to buy the insurance they 
feel is appropriate for their own needs. To a large extent, basic 
personal coverage is so systematized and regulated, online 
purchasing works well enough-but who will go to bat for you 
when you believe a claim should be covered, but is denied by 
the system?
 
Factoid: Many people mistakenly assume that everything 
will be covered by their insurance company. The perspective 
of a professional grows in value as the risk(s) increase. 
If the purpose of insurance is to fulfill a requirement, the 
underlying strengths and weaknesses of the policy become 
irrelevant to the purchaser - and fixing those (perceived as 
“up-selling”) is undesirable. Many people unknowingly self-
insure in many areas. However, if the purpose of insurance 
is to mitigate risks, the expert human is still necessary.  
 

A broker, like myself, works to bring a higher level of expertise/
experience from a larger group to benefit their clients.   
I have acquired many new clients who were unsatisfied by 
the “surprise” cost of a loss that was not insured. I spend 
many hours each week, reviewing the risks and uncovering 
deficiencies so we can improve our clients’ coverage. Then I 
spend many hours ensuring that my clients know of (and 
implement) non-insurance methods to mitigate their risks. 
Even in personal policies, many individuals  have holes they are 
unaware of, that they assume don’t exist.  Insurance companies 
are expert at putting things in boxes, keeping them tidy, 
predictable and profitable–as required by law and prudence to 
stay in business–by adding a lot of exclusions in their policies.  
 
Some people are happy with what they can do themselves, 
and some of those will be lucky enough to never have an 
uncovered loss–others want more. Insurance companies are 
happy to pay us (brokers like me) to provide that expertise. 
They’re also happy to keep the money when 
individuals buy direct.  Are you satisfied with 
your own insurance savvy–or are you one of 
those who want more?

I’m sure you have seen the commercials for 
insurance carriers such as Geico and Progressive. 
These carriers are reached by phone or internet. 
You rarely, if ever, speak to the same representative 
twice. Insurance is a complicated business. When 
you purchase from the internet, you choose the options 
yourself, not always getting what you think you are getting.  
Why should you purchase your insurance through an 
independent agent? Here are some important distinctions: 
•	 An independent agent has access to several carriers and 

can compare rates and coverage options to get the best fit 
for your insurance needs. 

•	 Your agent understands the complicated insurance 
coverage options and can direct you to the best option 
for you. 

•	 Most times you will be speaking to 
the same representative when you call 
the agency with a question, concern or 
claim.
•	 The  independent  agent 

is your advocate between you and the carrier.   
Secret: I’ve heard–from unnamed 
sources–that the North Creek Branch 
of the Merriam Agency–has a couple 
of the best representatives in the North 
Country.

 

Jon Barron, Manager 
Colorado Springs Office 

 Jon@MerriamInsurance.com

“Many people mistakenly assume 
that everything will be covered by 
their insurance company.”

Gret Kirby
North Creek Branch Manager

Gretchen@MerriamInsurance.com



Jennifer Holt
Professional Liability  

Program Manager
Jennifer@MerriamInsurance.com

Mankind is our 
business!
This spring, we would like to introduce 
Merriam Rises. We are a community 
service team, consisting of members  
of  the staff here at Merriam,  who 
share a passion for human and 
community service and have been 
volunteering time, working with not-
for-profit/human services groups all 
over the country for many years.  From 
volunteering at fundraising breakfasts 
to delivering Thanksgiving meals, to 
a team of carolers for the elderly, our 
employees rise to the occasion to help 
where there is a need. 
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Gifford Abstract, founded in 1929, 
has been a client of The Merriam 
Agency for over 20 years. We had the 
opportunity to interview Tom Gifford, 
who, like his father and grandfather 
before him, has learned to successfully 
run the business. In addition, we chose 
to feature Tom, who is right here in 
downtown Schenectady, NY, because 
he is our first E&O client written 
in our new Title Industry Protectors 
(TIPs) National Insurance program 
and for a few good reasons. Here’s 
what he had to say:

M: “What benefits have you seen 
from our long-standing business 
relationship?
G: “My dream insurance company is 
one I don’t have to talk to very often,  
I love that. E&O insurance is hard to get. 
This local agency has made my experience 
smooth and kept it that way. It seems 
like it is a fight every year to get the best 
policy at the best price. Merriam does the 
fighting for me and I like it that way. I’ve 
had other solicitations from other people 
about this kind of insurance, but I find I’m 
well off here.” 

What value do you see in having one 
agent with the expertise to provide 
professional liability insurance 
needs and all other lines of business? 
G: “It’s always easier to deal with just 
one person instead of two or more. 
Although, I don’t think it’s a bad thing 
to have an alternative on occasion, I can’t 
say I need to, I’m completely loyal, as long 
as I continue to get really good service.” 

M: “Would you say you get good 
service now?”
G: “Oh yes.” 
 
M:  “How is the real estate market 
in our area currently affecting your 
business?”
G: “We’re working our tails off. It’s 
been picking up a lot and there’s always 
something to do the next day.” 

M: “Does the E&O renewal process 
make you nervous or uneasy?
G: “Because of the fact we hear that it’s 
hard to get, sometimes people can’t get it 
at all, I’m a little nervous when I get the 
renewal notice, but so far we haven’t had 
any cause to be nervous because, you guys 
have taken care of it.”

That’s not all! We found that, ever 
since Tom chose Merriam for his 
E&O Insurance under our new 
TIPs program, his receipts went up 
5% yet his premium went down, 
also 5 percent. That’s really great! 
The coverage you need should come 
with exceptional, personalized 
service, to accommodate the desired 
atmosphere you need to serve your 
clients. It is our pleasure to make this 
process easier.   

Loyalty & Longevity,  Featured Client: 
Gifford Abstract

This program is designed to showcase 
an organization that we will be 
“Rising With” each quarter, while 
giving information for those who 
would like to join us. This quarter, we 
are rising with Joseph’s House and 
Shelter of Troy, NY. Joseph’s House 
& Shelter provides emergency shelter 
and support services to men, women 
and children in the Troy area. 

We will be collecting donations of 
toiletries (toothbrushes, personal 
care items, warm socks etc.), paper 
products (toilet paper, paper towels 
etc.), cleaning supplies, coffee, 
creamer and sugar, twin bed sheets 
and pillows from now until the end of 
March.  If you would like to find out 
how you can contribute or help with 
future endeavors, please contact us.



If you would like to be included in our monthly email updates, visit  
http://merriaminsurance.com/newsletter/ to sign up.  Alternately, please feel 
free to send a note by email to: Insurance@MerriamInsurance.com 

Box 1038 • Schenectady, NY 12301 
(877) MERRIAM • (877) 637-7426  
www.MerriamInsurance.com
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Let’s Be Friends! 

The Merriam Agency is on social media, are 
you? If so, we would love to connect with you 
more often. We ask if you would, take some 
time to Follow, “Like” and Share our pages—
we promise to return the favor! Don’t hesitate 
to ask questions, or, if you’re a satisfied client of 
our agency and would like to share your positive experience, 
we would greatly appreciate your dropping by to leave a 
review.  Together, we grow! 

Join Brian Merriam, CPCU, ARM, AAI, in Schenectady at  
376 Broadway from 6-9 p.m. 

  
April 12 & 14

Cost: $35.00 for future clients, 
$32.00 for current clients,

$30.00 if you bring a friend!

For more information & to 
register online, visit:

merriaminsurance.com/
defensive-driving-course/ 

or call to reserve your spot!
518-393-2109

Save money on your auto insurance...

and up to 4 points off your license by taking the New York 
Safety Program’s Defensive Driving Course!
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Spread the word!  
Do you have a friend or associate who would 
appreciate hearing from us and how we 
can help them? Anytime a referral calls and 
mentions your name you will be entered into a 
drawing to win a $25 gas card. We will choose a 
winner at the end of each month and announce 
them by email and on our social media pages.


