
MWG All Agency Meeting
June 12, 2025

1875



President’s Report

Todd Lentz, CPA, MIP, MID
President & CEO - Mutual of Wausau
Board Chairman – Homestead Mutual



Eastern
1927 Utica

1873

Crystal 
Lake
1876 Mt. 

Calvary
1873

Hartland
1876

Richmond
1888

Vinland
1873

Winchester
1875 Nekimi

1884Liberty 
Grove
1891

Wausau
1875

Stettin
1876

Manitowoc
1874

Waupaca 
1874

Pella
1876

1875

1873

Fall Creek 
1875

Yorkville
1874

2015

Northeastern
1874

Washington
1889

Ellington 
1878

Presenter Notes
Presentation Notes
This is who we are.  For 11 years now, the affiliation between Mutual of Wausau and Homestead Mutual (now of Neenah, WI) has been in place.  




Announcements
 

2.14.2025 
Darren Reoh, COO 
leaves to pursue a new opportunity.
 

1.31.2025
Howard Schwartz retirement.

Presenter Notes
Presentation Notes
Before I share my report with you today, we need to update you on a couple of recent changes here at Homestead Mutual.



Single Hierarchy – Effective 1.1.2024

Pres/CEO

Underwriting Claims Marketing Finance HR IT

Presenter Notes
Presentation Notes
Effective 1.1.24, we adopted a single hierarchy over the group which is very similar to this illustration here.

With the implementation of this structure, it has allowed us NOT to rush into how best address the previously mentioned departures.  Later this month and again in July, we will begin work on the next iteration of our Strategic Business Plan, both with Management and then with the Board.  After we have a working outcome of what the Bus Plan will look like, this will then let us make a more informed decision about the recent vacancies.



2024

Presenter Notes
Presentation Notes
So let’s talk a little bit about last year.  The next two slides illustrate the loss trends in the personal lines, specifically around Home and Farms.



Presenter Notes
Presentation Notes
These slide are from an independent third party that examines and monitors the insurance industry, the triple I.

CR >100, as Tyrrell noted, means you are spending more than that you are receiving.  2019 was the last year that HO was profitable.  2024 is likely to be over 100.  



Presenter Notes
Presentation Notes
FO is very similar with 2021 the one exception.



2022-2024 Key Initiatives
• Policies have been effectively audited to determine adequacy of coverage.
• Inflation Guard has been implemented on all policies to help maintain 

adequate coverage between inspection periods when policies will be 
formally re-evaluated.

• Deductibles were increased with $1,000 as minimum standard and added a 
split wind/hail deductible minimum of $2,500.

• Work continued regarding auto insurance cost benefit analysis.
• Realignment of key staff to match work and talents.
• Adding Actual Cash Value (ACV) on roofs.
• Premium and Surplus expansion through strategic merger partnerships in 

2023. 
• Work is underway to implement a common Policy Administration System 

within the Group to gain efficiencies.

Presenter Notes
Presentation Notes
As the previous slides illustrate, the UW performance challenge isn’t unique to MWG, but it does come at the most inopportune times in conjunction with changing reinsurance providers.

Reinsurance is just one leg a three legged stool causing constraints in operating margins.  One of the other “legs” is the inflationary pressures on materials used to repair/replace damage to our homes and farms.  Couple that with the rising cost of labor and what is being charged for that labor, and you get the third leg.

These three challenges have been impacting the industry for multiple years.  We began working on addressing our underwriting performance late in 2022 when we relized that coverage in force was inadequate for a lot of our risks.  This lead to…

Followed by widespread use of IG on all policy types

Followed by deductible work – increasing mins and adding a split w/h with a min of $2,500.

Of course lastly, rates…and more rates…right?

And for good measure, in late October 2024, we implemented the ACV endorsement, where applicable, to limit roof coverage to ACV.

This is an exhaustive list of actions taken to achieve our #1 goal…Return to profitability.

Notice you do not see growth in policy count or rapid expansion via signing up multiple new agencies.  Adding exposure isn’t prudent with the constraints in place.  This is why Management in conjunction with the board agree to table adding Auto as another product.


Ultimately, gone are the days of unlimited reinsurance protection and worse case scenarios of losing a maximum of 10% of our surplus.  This has been replaced with buying reinsurance to protect against a single catastrophe or a collection of them throughout the year and the remainder of claims being our responsibility.





Badger Mutual $612 
Acuity $647 
Progressive $649 
Travelers $700 
Auto Owners $720 
American Family $813 
Mutual of Wausau $476 
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Homeowners Rate Market Comparison (2020 Annual Meeting)

$650 Average of other 
carriers; about 40% 
higher.

Why? Good performance 
prior to 2019; excellent 
reinsurance program; 
shared the benefit with 
policyholder.

Presenter Notes
Presentation Notes
So let’s take a look at what the MWG charges in premium or has been charging.  

This is an example from 2020’s annual meeting.


Coverage on the Home of $175,000; 1K Deductible
Also provided 500k of Liability Insurance

The cost of our program for Home coverage was 40% less than regional competition.

How were we able to do this?  Because of the great reinsurance program that we had, we were able to share that benefit with our policyholders.  Reinsurance that yielded a true worse case scenario of a loss to surplus of 10% max before any tax relief.  



Primary Initiative in 2024 - Rates

11

Two primary reasons:

     - Return to profitability from insurance operations (underwriting)

     - Survival

Presenter Notes
Presentation Notes
As we looked earlier at the various initiatives that we took in the past 3 years, 2024 was focusing on rate adequacy.  Every other change focused on the risk itself with the first area was to review coverage so that what we provide you is adequate should that unthinkable loss occurs and your home is destroyed.  We wanted to make sure you had enough protection.

As we entered into late 2023 and 2024, we focused on adjusting our rates to be adequate for the risk that is being insured and for the costs to protect that risk aka buying of reinsurance and our deductible.

Two primary reasons…Last step to return to profitability AND rate that we feel is necessary to Survive.
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2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
Gross Loss&LAE Incurred 9,918 7,786 13,180 13,114 19,584 15,177 21,566 36,762 15,690 24,763
Reins Loss&LAE Incurred 4,250 2,203 4,038 5,861 10,253 4,845 10,919 25,572 1,952 5,988
Net Loss&LAE Incurred 5,668 5,583 9,142 7,253 9,331 10,332 10,647 11,190 13,737 18,775

The Mutual of Wausau Group
Gross/Reins/Net Loss and LAE Incurred

Gross Loss&LAE Incurred Reins Loss&LAE Incurred Net Loss&LAE Incurred

000 Omitted

10 Yr Totals:  Gross $177.5 M, Reins $75.9M, Net $101.6M

Presenter Notes
Presentation Notes
Losses

Gross before Reins, Reins recoveries made, and what is left, our net is in blue.  Life clearly changes beginning in 2019.  Ave Gross loss since and including 2019 = $$22.2 Mn		

2022 represents a year where we still had unlimited aggregate coverage (i.e. the best reinsurance you can buy if you can find it and.or afford it).  Over $36 Mn in losses to the Group as it stands today, that after reinsurance, netted to $11Mn.

Even if I remove 2022 as an outlier (which is hard to do), the 5 year average of the other years is 19.3M.  2015 to 2019 Ave is 11M with a clear definitive jump in 17&18 to 13M.  

All in all, the Group needs to be built to produce an UW profit with a year like 2024 where Net Losses are under 20M.



Above represent actual losses incurred or $53.6M.  If we bring 
claim dollars to present value, that number rises to $68.2M.

Presenter Notes
Presentation Notes
Storms, as mentioned drives the loss towers.  Since 2019, we have incurred over $53Mn in storm losses.  As challenging as that was, the projected costs of those events in today’s dollar has risen another $15Mn and our reinsurance program is much much different than 2023 and prior.

You will hear later this morning on how the storms of 2025 have impacted the Group.



It’s good to be in Wisconsin

Presenter Notes
Presentation Notes
But this has been our theme this year when in discussions with Agents, Policyholders, Regulators, Auditors, and Reinsurers.

It is good to be in WI and offering P/C insurance.



Insurance Basics

Insurer
(policy limit)

Policyholder
 (pays deductible)

Policyholder
pays premium
to insurer

Insurer
protects
against loss

Insurance is essentially a contract agreement between 
the insurance carrier and their respective policyholder.

Premium Paid - $ to Insurance carrier

Promise – to provide coverage as outlined in policy 
agreement

Premium paid is based on the “law of large numbers”

Presenter Notes
Presentation Notes
When talking with policyholders, I start with what insurance is and maybe what it isn’t.

Insurance is a purchase of something up front that isn’t tangible.  We get a premium in exchange for coverage/protection up to a stated amount for what is defined to be covered according to the policy.  It is a contract, a promise to pay what is defined as covered.

The amount of Premium Paid is applying the “law of large numbers” which I will illustrate in the following slides.



Premium collected vs Loss
• For Example, a storm claim from 2024 averaged $18,750.
• For Example, a storm claim from 2019 averaged $5,267.

• Currently in 2025, the average premium for $200,000 Risk = $1,000

• Policyholder would provide enough premium for the claim:
• 2024:  approximately every 18 years
• 2019:  approximately every 5 years

• This of course is much worse in the case of a total loss.

We are built on:
Law of large numbers:  We all contribute a respective portion of revenue 
needed to cover claims, operations, etc which is represented in the form of 
PREMIUM.

Presenter Notes
Presentation Notes
Here are some applicable examples based on our own data.

Go over stats….



Average cost in the US 
for $300,000 of Dwelling 
Coverage:   

$2,242

Presenter Notes
Presentation Notes
As we look to the insurance marketplace today, I refer you to Bankrate.com that tracks average home owner costs in the nation.

Per their research and levarging the same policy requirements being $300,000 of Dwelling Coverage, the national average for insurance for $300,000 of coverage is $2,242 a year.

WI average as of Feb 2025 is $1,219 or 45% less than the national average.



Average Annual Premium by State ($300k of Coverage on Dwelling)

#12 ND 
$2,709

#10 SD 
$3,049

#13 MN 
$2,628

#19 IL 
$2,265

#22 IA 
$2,197

#18 MO 
$2,302

#27 IN 
$1,712

#36 OH 
$1,303

#42 WI 
$1,219

#34 CA 
$1,429

#2    FL $5,488

#6 TX $3,973

#1 NB $5,640

In recent publication by WIA 
(Wisconsin Insurance Alliance), WI 
ranked #1 as the lowest price paid 
to obtain Homeowner insurance in 
2021.

State Ranking web article 
ranked WI as 8th lowest (#42 
from highest to lowest) cost 
in nation for associated 
premium for Dwelling 
Coverage of $300,000.

Other neighbors' rankings: 
(From highest to lowest)
 MN – 13 (54% higher)
 IA – 22 (44% higher)
 IL – 19 (46 % higher)
 IN – 27
 MI - 23

#23 MI 
$2,117

As of March of 2025:
Per Bankrate.com/insurance/homeowners-insurance/

Presenter Notes
Presentation Notes
As we drill in a little closer from the date provided by Bankrate, we see the average cost for that same coverage from our bordering states and assign a rank.

Hit a couple emphasizing #42.

Wisconsinites pay 40-50% lower rates than its immediate neighboring states.



Rankings provide by Triple I.

Presenter Notes
Presentation Notes
And this isn’t a recent trend.  This is an exhibit provided by III.

As recently as 2021, WI ranked #1 out of 51 as DC was in the rankings as well.



National Average for Homeowner 
Premium on Dwelling Coverage of 
$300,000:

$2,242

Mutual of Wausau:

Quote today BEFORE any discounts:  
 
 $1,277  
 Standard Program, Special 
Perils
 $1,212  
 Preferred Program

#42 WI $1,219

National Average for Homeowner 
Premium on Dwelling Coverage of 
$300,000:

$2,242

Homestead Mutual :

Quote today BEFORE any discounts:  
 
 $1,335  
 Standard Program, Special 
Perils
 $1,195  
 Preferred Program

Presenter Notes
Presentation Notes
So how does Mutual of Wausau compare?  After our rating actions for the past 18 months, the following is our quoted prices before any discount.

	$1,277			Standard Program, Special Perils
	$1,212			Preferred Program

Before any discount.  We have a number of discount option including New Home, Claims free, Sr (coffee) and mortgage free.  Additionally, you can consider a higher deductible to reduce upfront premium costs.

So I conclude today with that I feel we are competitive in our price in the WI industry, we have adjusted our programs to adjust to our new reinsurance, and we feel that we are at the start of a new trend line that we are optimistic will return this organization to profitability.  

We have two very simple goals:  
To protect those that have put their faith in this institution by buying insurance from us and
To be profitable to continue to survive and hopefully thrive into the future.



Commissioner Houdek – Homestead Annual 
Meeting – March 13, 2025

Presenter Notes
Presentation Notes
All of the preceding slides were presented at both annual meetings.  At Homestead annual meeting, we had the Commissioner of Insurance attend.

A couple of his talking points were as follows:



Commissioner Houdek – Homestead Annual 
Meeting – March 13, 2025

• Message
AI – Artificial Intelligence
It is here.  OCI job to protect consumer and get an understanding of how 
carriers are leveraging AI; (OCI AI Bulletin Posted 3.18.2025)

   Support of “Good to be in WI”
WI Insurance Industry – 130,000 jobs; 33,000 licensed domiciled agents;
    $50 Billion in Direct Premium Written
Stronger in WI movement by the OCI – what insured’s can do to be better 
prepared against losses or prevention
  “Every $1 spent up front saves $6 at date of loss”



2025
• Early with additional rate
• At this point, looking at “NO additional rate action in 2025”
• “Steady as she goes”

• Focus on Revenue Increasing
• Focus on Flat if not slightly decreased policy count
• UW actions to be fully implemented by late October

• 2026:  MWG will “fully earn” the effect of recent rating actions in 2024 and 
early 2025.

• Underwriting Profitability was our #1 priority in our 3 Year business plan and 
remains our #1 priority

• Today’s presentations will elaborate on the steps being taken to reach this 
goal.

Presenter Notes
Presentation Notes
So as we look to 2025, this will give you an initial understanding of our thoughts.  You will hear from each area within the organization with further incite and what to expect, but at a high level….

Go over entire slide



Questions?



Reinsurance Update

Dan Peeters, CPCU, ARe
Vice President of Operations & Affiliations
Homestead Mutual

Presenter Notes
Presentation Notes
Thank you

3 years with Mutual of Wausau group in a couple weeks

Insurance business since I graduated college – getting on 20 years now 
First decade - Ellington Mutual - claims, loss control, and underwriting 
Next five on Reinsurance side - territory manager at Grinnell Mutual – covered about ½ of IL and all of WI
Came to Mutual of Wausau group in June of 2022 – right fit at the right time – great organization and team that I was very familiar with – close to home

One of my main functions here is working with Todd and our reinsurance broker, Holborn, placing our reinsurance program.  Year round project.
	




What is 
Reinsurance?

• “Reinsurance is the transfer from one insurer (the 
primary insurer) to another (the reinsurer) of some or 
all of the financial consequences of certain loss 
exposures covered by the primary insurer’s policies.”

 The Institutes – Insurance Operations – 1st Ed. – 2012

• Said another way……Insurance for Insurance 
Companies
Transfers risk from the primary insurance 

company to the reinsurer 
And from that reinsurer to another reinsurer 

through retrocession, and so on 

• Amount of risk associated with a single property is 
significantly higher today than just a few years ago

Presenter Notes
Presentation Notes

Primary
Consumer transfers to carrier – homeowners ins policy
Reinsurance 
Carrier transfer to reinsurer

Insurance and reinsurance are simply risk transfer mechanisms – effectively spreading the risk out to the global level

Evident - risk associated with the same property (my house in Appleton), owned by the same individual, is FAR greater today than it was just a few years ago
inflation in building costs, extreme weather events and the associated trends, legal system abuse, and larger liability awards 
Transferring risk costs money – more risk = more cost to transfer 






Last 5 years:  23 
events in the US 
exceeding $1Bn 
each

2024:  27 events 
exceeding $1Bn 
each

Presenter Notes
Presentation Notes
Sticking with $1B+ events in the US - the trend is not good.  

Under 7 per year in the 2000s
13 per year in the 2010s
23 per year so far in the 2020s
And 27 last year
Contributing factors and theories – when rubber hits road $1B events are up  

Events like these all rise to reinsurance levels which is driving some of the challenges in that market

This is the world we all live in and need to adjust to it



Presenter Notes
Presentation Notes
Claim severity is up as well over the last few years.

Reinsurance market is particularly sensitive to rapid spikes in claim severity

Common reinsurance covers in the P&C space are on an excess basis; meaning when an individual loss or aggregated losses from an event rise to a certain threshold the reinsurer pays the excess 

As you see in this chart – at a meager 8% inflation level the 600k claim in example 1 above results in a 48% increase to the reinsurers share of that loss; similar exercise in example 2 above



Reinsurance 
Industry 
Results 

(2015-2022)

Presenter Notes
Presentation Notes
Poor UW results 
Adjustments need to be made to return to profitability
lower ROI for the investors that fund the reinsurance market
Additionally – there ware safer investment vehicles available producing solid returns 

Resulted in:
capacity in the reinsurance market became limited 
reinsurance demand far outweighed supply = bad for buyers 




MWG Reinsurance (Re) Timeline of Events 

2022 Re Program
MWG enjoying 2nd year of 
a 2 year contract placed 
100% with WRC

2023 Re Program
MWG and WRC mutually 
agree to moving to a 
partially brokered Re 
program 

2023 Re Industry Events
-WRC rehabilitation
-Limited capacity/moratoriums/NRN 
in the traditional smaller mutual Re 
space
-Significant hardening in the global 
Re Market 

2024 Re Program
MWG fully enters broker Re 
market and effectively replaces 
70% of our Re program

2025 Re Program
-MWG Re panel consists of 21 
reinsurers globally
-Retentions stable from 2024 
and pricing down slightly 
relative to GPE

Presenter Notes
Presentation Notes
A little walk down memory lane:
Timeline of our reinsurance evolution since 2022
2022 Re program
Life is good 
Robust and soft reinsurance market at this point in time; MWG has a very favorable reinsurance program 
2023 Re program
In 2022 MWG is growing with the addition of Ellington and Pella; WRC is experiencing some significant financial concerns.  As a result, for the 2023 Re program, MWG and WRC agree that while WRC will remain on as a major participant, we need other reinsurers to participate in the program as well 
During the calendar year of 2023 is when the market really changed
WRC was placed in rehabilitation and eventual liquidation; leaving many small mutuals without a reinsurance option
Smaller mutual Re market outside of WRC experiencing challenges; led to moratoriums, non-renewals of carriers, significant pricing and retention adjustments 
The global reinsurance market was coming off several consecutive years of UW losses; inflation continued to stick; capacity limited; cost of capital was up
This all led to an abrupt hardening in the reinsurance market that hasn’t been seen in decades 
2024 Re program
Thankfully already had our foot in the door in the broker market 
Secured our 2024 reinsurance program fully in broker market
Successfully replaced the 70% needed as a result of the WRC liquidation and contraction of traditional smaller mutual Re market
Higher cost and significantly higher retentions which were representative of the broader reinsurance market
2025 Re program
Much more “orderly” 
Expanded our participants and leveled out share percentages to achieve greater diversification 
Increased CAT capacity as well 
Still growing into our retentions  







2022 MWG Reinsurance 
Program Excerpt

• 100% WRC

• Individual Large Loss Retention
• Property = $150,000
• Casualty = $75,000

• Catastrophe Retention
• First Event = $1,200,000
• Second Event = $1,200,000
• $17.5M Ground Up Coverage with 

One Free Reinstatement

• Aggregate Excess (Stop Loss)
• Unlimited coverage attaching at 65-

70% NPE

2025 MWG Reinsurance 
Program Excerpt

• 100% Broker Market (21 Reinsurers)

• Individual Large Loss Retention
• Property = $400,000
• Casualty = $400,000

• Catastrophe Retention
• First Event = $5,000,000
• Second Event = $4,000,000
• $45M Ground Up Coverage with 

One Paid Reinstatement

• Aggregate Excess (Stop Loss)
• N/A
• Largely unavailable in current Re 

market for our size carriers

Presenter Notes
Presentation Notes
Main reinsurance covers in our program – in 2022 and now in 2025

Walk through differences

Reinstatement premium – if you use a portion of the coverage you have to buy it back.  
For example – we have a $5M CAT layer that costs $2M – if we use 50% of it we “reinstate” that coverage by purchasing that portion again.  In this example it would cost $1M to reinstate the 2.5M that was used.

You also notice the Aggregate Excess or Stop Loss coverage no longer being part of our program
Statutorily required for 612 town mutuals; attaching at levels based on surplus ratios
Even as a 611 domestic carrier we were required to carry this reins coverage in 2022
This statutorily requirement was in part responsible for the problems in the traditional small mutual reinsurance space 
it effectively enables carriers to be rate inadequate as even in the worst year; only a small portion of surplus could be lost.  Underlying rate not enough and too much risk being transferred to reinsurers
We saw what happened in the Re market in part because of this – WRC liquidation and other Re players in that space did not want to add clients because of this reinsurance requirement – led to the merger activity
If we were bound by this requirement in 2023 we would have struggled mightily to find a reinsurer willing to provide this coverage due to our size
Aggregate covers have since become largely unavailable; essentially only available when and where statutorily required; and at a cost to the carrier that is unsustainable
This is why we now buy the amount of CAT limit we do

There are benefits to a syndicated program, particularly we no longer have an overreliance on a single reinsurance company and additional capacity is available for our needs.  

For example:




MWG 2025 CAT Coverage

Presenter Notes
Presentation Notes
CAT model output - RMS and Verisk are the two most widely accepted industry CAT modeling programs – one of many tools to assess risk

Exceedance Probability
We have a 1% chance of having a year with a storm generating 20M-25M; or it is expected once in every 100 years (if we were all together in 2022….we had this storm)

Average Annual Loss (AAL)
Per RMS/Verisk blend – expect 4.5M to $5M storm losses annually
Factor in our 10 year experience and we’re looking at $8M annually (not on this chart)
Add in likely reinstatement premium that would be associated with an “average storm loss year” - about 1.3M
You're between 9M and 10M annually of storm related nets to MWG

We need to plan/budget to expect at least $10 for storm related losses annually

MWG CAT coverage on the right
We have CAT protection in place for a 45M storm – which translates to a one in 500 year event



In Summary….
• We are adequately protected 

• CAT coverage protection at the1 in 500-year event level
• Significantly higher retentions since 2022

• MWG growth and transition into the broker market
• Disruption in traditional small mutual reinsurer space
• Global reinsurance market adjustments

• Moving forward
• Accept that reinsurance will not solve UW performance problems
• Work collaboratively with our panel of reinsurers in coverages and pricing
• Make adjustments needed internally to get back to profitability in 

consideration of the level of reinsurance protection available, and pricing, 
in the market  



Questions?



Financial Update

Tyrrell Wirkus, CPA, MIP, MID
Vice President of Finance
Mutual of Wausau



10 Year Financial Exhibits - Group
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Presenter Notes
Presentation Notes
As the previous slide introduced, these are Group statistics.  This includes all entities that comprise the Group today as well as the companies that have merged into the Group.  These are simple combinations of financials with filed information, meaning that this reflects reinsurance as purchased by each entity and simply combined rather than attempting to restate financials based on series of assumptions such as one purchase of reinsurance.

It simply gives a rendering of the financials combined as filed.

Numbers are updated through 12.31.24.  If all combined, the Group wrote 40M in 2024 showing large growth in 2024 due to rating activity

Premium number is written not earned – the large increase is a top line number and only a portion is hitting the bottom number of the financial statement through earned – it will take time to see the full effect of our rate increases roll through the financials

Reinsurance.  Collectively, the Group paid 10.5M in premiums last year. We will see on the next slide the amount of recoveries that have been made and touch on impact for the group.
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2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
Gross Losses Paid 9,962,423 7,645,239 12,296,259 11,215,018 16,558,520 13,549,876 18,398,487 34,472,736 15,244,649 24,625,258
Reinsurance Recoveries 5,150,191 2,862,302 4,446,537 5,618,039 8,290,345 4,441,082 9,553,161 23,787,980 1,587,401 6,718,240
Net Losses Incurred 4,812,232 4,782,937 7,849,722 5,596,979 8,268,175 9,108,794 8,845,326 10,684,756 13,657,248 17,907,018

Gross Losses Paid and Reinsurance Recoveries

Presenter Notes
Presentation Notes
Losses Paid and Reins Recovered to arrive at Net losses incurred

As we can see, claims are very unpredictable especially on the storm side. Was not a good year for 2024.  
Net losses on the rise since 2019 – raising costs and storm activity

Have noticed an ugly trend since 2019 where net losses have been on a sharp incline – our net losses are exceeding 2015 and 2016 gross losses
We can also see in 2023 when we entered the reinsurance marketplace the impact the hard market had on our recoveries

Note on 2024 reinsurance is paid 10.5M in reinsurance ceded and recovered 6.7M so should help us in negotiations going forward
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Presenter Notes
Presentation Notes


4 of the last 10 years UW Gains; with the last 5 being losses for our company. Big driver of 2024 was May CAT event which was $3.8M in losses and roughly another $2M in CAT RIP

Big driver of 2023 losses were reinsurance rate increases and minimal reinsurance recoveries due to contract changes.

Combined ratios 2020 – 100.4%, 2021 – 100.3%, 2022 – 101.5%, 2023 – 113.5%, 2024 – 121.2%
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Presenter Notes
Presentation Notes
Net Income.  Essentially, last slide results plus our investment income less taxes. 7 of last 10 years showing profit and adding to surplus organically with last year. Typically see this slide showing slightly better results than previous slide which is the case for 2024 – operating results lacking but investment/other income results helping boost this number


in 2023 we took a $2.5M hit on our WRC stock due to the company going into liquidation and writing the value of the stock to $0.
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Presenter Notes
Presentation Notes
Gross premiums as compared to Surplus position.

Collectively, 32M of surplus for the Group as of 12.31.24.

Graph also illustrates that for every dollar of Gross premium written by the Group, there was a little less than one dollar of surplus supporting it being the blue bars exceeded the red bars this year. Slipped a bit in our capacity ratio but overall, still in a strong financial position. 2024 surplus impacted by 2024 operation results where 2023 was largely impact by WRC stock write off ($7.7M) – 2022 surplus position without WRC stock would have been 35,400,000
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Presenter Notes
Presentation Notes
Last exhibit is on policy count.  A little over 37,000 policies represented by the Group of companies. Expectation is to stay flat to loss some policies during 2025.

If you remember our first graph of premiums – policy count was the largest driver of the premium growth for 2015-2022 where due to changes in the market place, 2023 and 2024 rate was the main driver of the premium growth 

While policy count is important we are willing to loss some policies in 2025 as we continue to focus on our revenue growth to cover our losses

Michael will go into more detail on 2025 policy count information



Q1 2025 Group Results
• Gross premium written - $9.04M
• Reinsurance ceded - $2.24M
• Losses incurred - $5.52M
• Reinsurance recoveries - $1.13M
• Underwriting loss - $496K
• Combined ratio – 112.4%
• Net income - $76K
• Surplus decrease – $182K

Presenter Notes
Presentation Notes
Seeing increase in premiums as expected with rating adjustments but still in an underwriting loss position due to number and severity of fires we saw in first part of the year

Q1 is also low on our annual premium volume at 18% historically so expecting to pick up more premium and hopefully income (depending on storm activity) in the coming quarters

While the Q1 results fell short of our expectations, we’re encouraged by the early signs that our rating and underwriting efforts are moving us in a positive direction



Questions?



Marketing Update

Jakie Sperberg, MIP, MID
Director of Marketing
Mutual of Wausau



Website Enhancements
Policyholder Resources

Presenter Notes
Presentation Notes
I’d like to start off by highlighting some of the changed & enhancements to our company websites.

New & Improved: Resources Section
We’re growing our library of helpful content on our website to support policyholders year-round.

Featured Content Includes:
Seasonal Maintenance Checklists – Timely reminders to help protect homes and properties.
Homeowner Tips & Tricks – Practical advice designed to reduce risks and prevent claims.

Why It Matters:
These posts don’t just live on our website—they’re a key part of our social media strategy.
By directing readers back to our site, we’re increasing engagement and positioning Mutual of Wausau & Homestead Mutual as trusted resources.

How You Can Help:
When you see our posts in your feed, please like, share, or comment.
It’s a simple way to expand our reach—thank you to those who already do this consistently!




Website Enhancements
Policyholder Resources

Presenter Notes
Presentation Notes
Policyholder Newsletter – Now Digital
Our annual Policyholder Newsletter has transitioned from print to a fully electronic format.
It’s now designed with our entire Mutual of Wausau Group in mind—delivering relevant updates, seasonal tips, and company news to all lines of business.

Easier Access, Wider Reach
Each edition is now archived in the Resources section of our website.
This shift allows us to communicate more efficiently and sustainably while making it easier for policyholders to access the information they need—anytime, anywhere.

Pro Tip:
If a policyholder ever asks where to find the latest issue, direct them to the Resources tab at mutualofwausau.com or homesteadmutual.com.




Community Involvement
Scholarships & Grants

Presenter Notes
Presentation Notes
Giving Back Is Part of Who We Are
Our commitment to community is front and center on the “About Us > Community” sections of both the MoW and HMIC websites.

New Reimbursement Programs (MoW):
Ash Bucket Program – $20 reimbursement for a 5-gallon metal bucket with a lid to encourage safe ash storage and disposal.
Chimney Sweep Reimbursement – Up to $150 toward a certified chimney inspection and cleaning to reduce fire risk.

Showcasing Our Impact:
We’re using this section to highlight our community contributions, including:
Scholarship Program – Up to $1,000 awarded to each winning applicant.
Future posts featuring our support of local fire departments and 4-H grants.

HMIC Update:
We’ve officially established a Grant & Scholarship Committee to guide these efforts moving forward.
A direct link to the scholarship application is available online.

Scan the QR codes on the screen to go directly to each company's Community Opportunities page.




Website Enhancements
Agent Resources

Presenter Notes
Presentation Notes
Your One-Stop Hub for Tools & Information�
Our Agent sections—on both the MoW and HMIC websites—continue to grow with content to support your success.

These can be found under Updates & Events (MoW) & Resource Materials (HMIC):�🔹 Both Sites:
Agent meeting presentations
Annual Meeting Booklet
Underwriting manuals & forms

🔹 HMIC Site
MIPS & AISUS training materials
Plus:
Access to all past bulletins, updated UW manuals, & forms, Co-op marketing info and more—all in one convenient place.



Staying Connected with You

• Agency Visits
• Co-Op Advertising
• Advisory Council
• New Agent Training

Presenter Notes
Presentation Notes
Staying Connected with You
�You’ll be seeing more of me throughout the year during:
Office visits – for calendar drop-offs, marketing check-ins, and more
New agent training sessions – to introduce our marketing programs and serve as a go-to resource

How I’m Supporting Your Agency:
Promoting use of our Co-op Advertising Program
Offering marketing support tailored to your agency’s needs
Providing items for community events, such as golf outings, charity raffles, and more—just ask!

Agent Advisory Council
We're now in the 2nd year of our Agent Advisory Council
If you're interested in joining or nominating someone, please let me know

Let’s keep working together to strengthen our partnerships and support the communities we serve.






Co-op Advertising Programs

Presenter Notes
Presentation Notes
Our Co-operative Markerting Program is aimed at helping you promote your agency
Both Mutual of Wausau and HMIC offer 50/50 co-op reimbursement on eligible marketing and advertising expenses
Program details vary slightly by company, but both are designed to support your local visibility and growth
Doesn’t have to be print or radio ads – can be calendars, can cozies, or any number of marketing items that feature our company logo in conjunction with your agency name

Where to Find It:
Visit the Marketing section on your agency’s website portal

Need Help?
Have questions or ideas? Reach out to me anytime—I’m happy to help you make the most of this resource!



Continued Corporate Advertising

• Muzzy Broadcasting
• Zaleski Sports
• Golfer’s Digest

Presenter Notes
Presentation Notes
Staying Top-of-Mind in Our Communities

We’re continuing to invest in broad-reaching, locally targeted advertising to support brand awareness across our territory:

🎙️ Muzzy Radio
Ongoing sponsorship rotation between Ag Reports and Weather Updates
Alternating monthly between 97.9 FM and B104.9

📺 Zaleski Sports
Streaming ads on YouTube and Facebook during local high school sports coverage
Great reach across multiple counties in real time

⛳ Golfer’s Digest
Print & direct mail exposure to over 8,000 households
Distributed at:
8 golf courses in the Wausau/Stevens Point area
6 courses across Oshkosh, Appleton & Green Bay

We’ll continue to explore smart ways to elevate our presence while supporting the communities we serve.




Social Media

625 Followers
829 Post Reaches
2,435 Views
177 Interactions

116 Followers
32 Post Reaches
76 Views
10 Interactions

512 Followers
1,417 Impressions
89 Views
68 Reactions

Like, follow & share!

Presenter Notes
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Let’s Stay Connected Online�We’re actively growing our presence on Facebook, Instagram, and LinkedIn to better connect with agents, policyholders, and our communities.

Follow Us:�📱 Mutual of Wausau Insurance Corporation�📱 Homestead Mutual Insurance Company�—Available on all three platforms

How You Can Help:
Like, follow, and share our posts when they come through your feed
Every click helps expand our reach!

Engagement Snapshot (Past 30 Days).�
We appreciate your support in helping us build awareness and share valuable content with our audience.



Industry Group Involvement

• PIAW
• 1752 Club
• WAMIC
• NAMIC
• IIAW

Presenter Notes
Presentation Notes
Staying Engaged. Staying Informed.
We’re proud to be active members of several key industry organizations to support our growth, collaboration, and continued learning.

Why It Matters:
Networking with industry peers
Access to ongoing education & training
Staying current, relevant, and resourceful in an evolving market

Events We Support & Attend:�✔️ PIA – Winter Getaway, Annual Convention, and Golf Outing�✔️ WAMIC – Convention, workshops & educational seminars�✔️ NAMIC – Regional & national programs�✔️ IIAW – Annual Convention

These partnerships help us better serve you—and your policyholders—through shared knowledge and advocacy.



2025 Agent Appreciation Events

Presenter Notes
Presentation Notes
We heard you last year – so this year we’re offering more than just golf!



Presenter Notes
Presentation Notes
We’re excited to host our annual MWG Agent Golf Outing once again at:
📍 Foxfire Golf Club – Waupaca�📅 Thursday, August 14�🕥 10:30 AM Start

Save the Date Coming Soon!
A registration email will follow shortly
You’ll be able to sign up via:�	🔗 The emailed link�	🔗 “Click Here” banners in the Agent section of our websites

Important Reminder:�📬 Emails will be sent to principal agency contacts only –�➡️ Please share the invite with others in your office who may want to attend!

We look forward to another fun day of appreciation, networking, and friendly competition!



Presenter Notes
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Two Fun, Non-Golf Events to Choose From�Agents are invited to attend whichever game is most convenient for them!

⚾ Wausau Woodchucks
Tuesday, August 5 | 5:00 PM
First Base Patio seating

⚾ Wisconsin Timber Rattlers
Wednesday, August 27 | 6:40 PM
Left Field Loft seating

Save the Date & Registration Coming Soon!
Watch your email for the official invite and registration link
Registration will also be available via “Click Here” banners in the Agent Section on our websites

And again:�Emails will be sent only to principal agency contacts, so please share this with your team!

We look forward to seeing you at the ballpark for some great fun and networking!



Founded: 
December 27, 1875

1875

Presenter Notes
Presentation Notes
A Remarkable Milestone
Mutual of Wausau officially began its 150th year on December 27, 2024—an incredible legacy of service, trust, and community.

Celebrate With Us!
We will officially mark this milestone with a special event on:�📅 August 21, 2025, 10am – 2pm
This date was chosen to allow for an open house & outdoor celebration including area food trucks & prizes generously donated by our valued business partners.

Thank You!
Your partnership is a vital part of this journey, and we look forward to celebrating together.



Presenter Notes
Presentation Notes
I’m here to help!�Feel free to ask any questions or share feedback.
Thank you for your time and partnership!




Claims Update

Sean P. Sarver, MID, MIP
Vice President of Claims
Mutual of Wausau Insurance



Claim Staff

Angie                             Shelly               Paul                                  Cassidy    Jaelynn         Jon
       Sprague          Schmuhl             Splinter                               Zettler                              Young        Schubert



2024-2025

Twelve Months of Fire!

86 Fire claims

$8,810,781.55 Total Paid

$2,173,502.26 Remaining Reserves





Wisconsin Wildfires



$30 Billion industry in 
insurance roofing 
• Nearly $3 Billion in fraud

• Door knockers filing claims with 
insured on the phone.

• Claiming code upgrades

• Roof can’t be repaired therefore entire 
new roof required

• Repairs null the need for code 
upgrades

• Roofers don’t know what’s coming 
their way from the insurance industry 
– ACV only and higher deductibles.



 Contractor Fraud Awareness Week
May 19 – 23, 2025
Proclaimed by Governor Tony Evers

Purpose:
• Raise public awareness of contractor fraud, 

especially after severe weather events
• Help homeowners avoid predatory practices 

during home repair and rebuilding

Key Issues:
• Fraudulent inflation of repair/rebuilding costs
• Increased insurance premiums & reevaluation 

of coverage
• Consumer vulnerability post-disaster



Roof Payment Schedule – Do not fear

 Making the insured whole again after a loss – no more, no less

 Insurance is made to restore a policyholder to their pre-loss condition, not to 
improve it.  We owe for what you had.  Insurance is not a maintenance policy.

 The RPS accomplishes this by adjusting claims based upon age of the roof.

 With clear communication during all facets of the policy indoctrination, the 
insured will hopefully understand the value of the RPS and the reason for it.



Would you pay for a new 
roof to replace these?



20 year 3-
tab

Lifetime class 4 dimensional 
shingle



Assignment of 
Benefits

What is it?

How does it affect the insured?

How does it affect the carrier?

How does it affect the claim?

Who actually benefits from this document?



Communication

Phone or email (not rotary)

Email

File Claims online



Questions?



Underwriting Update

Michael Moore, CIC, PFMM, FMDC
Vice President of Underwriting
Mutual of Wausau
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Home Farm Dwelling Umbrella Mobile Home Commercial

Presenter Notes
Presentation Notes
Combine reins recoveries.  Reinsurance clearly aided results in 2019.  Similar story here in unpredictably from year to year.

Last 10 years – 18.8M of recoveries.  In comparison, we pay roughly 3.0M in prem to reinsurer.  Still a profitable book over last 10 years to the reinsurer, but clearly 2019 impacted overall margins.



0%

10%

20%

30%

40%

50%

60%

70%

2022 2023 2024 3 Year Average

48.43%
43.62%

65.70%

54.07%

Total Loss Ratio vs Inforce Premium

Loss Ratio

Presenter Notes
Presentation Notes
Combine reins recoveries.  Reinsurance clearly aided results in 2019.  Similar story here in unpredictably from year to year.

Last 10 years – 18.8M of recoveries.  In comparison, we pay roughly 3.0M in prem to reinsurer.  Still a profitable book over last 10 years to the reinsurer, but clearly 2019 impacted overall margins.
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Combine reins recoveries.  Reinsurance clearly aided results in 2019.  Similar story here in unpredictably from year to year.

Last 10 years – 18.8M of recoveries.  In comparison, we pay roughly 3.0M in prem to reinsurer.  Still a profitable book over last 10 years to the reinsurer, but clearly 2019 impacted overall margins.
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Combine reins recoveries.  Reinsurance clearly aided results in 2019.  Similar story here in unpredictably from year to year.

Last 10 years – 18.8M of recoveries.  In comparison, we pay roughly 3.0M in prem to reinsurer.  Still a profitable book over last 10 years to the reinsurer, but clearly 2019 impacted overall margins.



2024 in Review

Valuation project completed

Rate Adjustments

Updated Forms



Valuation Project

• Completed updating valuations for 
policyholders with the group

• Additional valuations completed for 
renewal surveys starting in 2023

• All new business have an updated 
valuation completed



Rate Adjustments

• Coverage A property rates were adjusted 20% in July 2024
• Coverage A property rates were adjusted an additional 30% on 

January 1, 2025
• This has resulting 25% increase letters mailed to insureds for their 

renewal since July 2024
• Resulted in loss of policy count, increase in premium
• No immediate plans for taking additional rates



Updated forms

July 2025

Minimum $2,500 wind/hail deductible added July 
2025

Oct. 2025

ACV restriction for all roofing surfaces added October 
2025



Impact of form changes

• 05/15/2025 wind/hail event including 10 tornados touching down
• 70 hail claims submitted
• 35% have ACV restriction forms added/50-55% of entire MWIC has ACV 

restriction forms
• 63% have W/H deductible/80% of entire MWIC book has W/H 

deductible
• Average claim with recoverable depreciation is $9,791
• Average claim with non-recoverable depreciation is $10,708
• Average age of dwelling roof is 14.9 years
• 9/53 roofs are <10 years old



Industry Challenges – Remain the Same as 2023

• Market contraction
• Inflation
• Rising claim costs
• Rising reinsurance Costs



Industry Response Continues

• Companies exiting the personal lines market
• Moratorium on new business submissions
• Tighter underwriting eligibility
• Restricting or eliminating coverage availability
• Increasing deductibles
• Increasing rates
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Combine reins recoveries.  Reinsurance clearly aided results in 2019.  Similar story here in unpredictably from year to year.

Last 10 years – 18.8M of recoveries.  In comparison, we pay roughly 3.0M in prem to reinsurer.  Still a profitable book over last 10 years to the reinsurer, but clearly 2019 impacted overall margins.
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Combine reins recoveries.  Reinsurance clearly aided results in 2019.  Similar story here in unpredictably from year to year.

Last 10 years – 18.8M of recoveries.  In comparison, we pay roughly 3.0M in prem to reinsurer.  Still a profitable book over last 10 years to the reinsurer, but clearly 2019 impacted overall margins.



What’s New

MANAGEMENT 
SYSTEM

FORMS RATES



Management System

Singular system for Homestead Mutual

Streamline coverage and forms

Singular rating system for Homestead Mutual

Singular source for data collection enhancing reliability



Forms

Limitation on Personal 
Property coverage in 
Outbuildings

10% of Coverage C is 
available for property stored 
in an outbuilding

Additional coverage can be 
purchased (MWIC policies 
for now)

Rebuilding Clause 
(MWIC adding-HMIC 
MIPS has a form 
already)
Farm buildings that are not 
rebuilt are subject to a 60% 
payment

Updated ACV roofing 
form with depreciation 
schedule

Forever chemicals                  
exclusions

Agritainment 
Exclusions with 
possible buyback 
option



Rate Increases
No planned rate increases at this time

Changes when a common management system implemented

Discount options available

Blending of optional rates for group 

Increase of solid fuel rates

Change in rating for modified replacement cost endorsement

Blending of liability rates for group

Homestead Mutual Umbrella rates will be increasing later this fall



Loss Control Update

Kelly Weller
Underwriting Supervisor
Mutual of Wausau



Loss control 

Insured Notifications

Insured provided surveys

Chrp

Presenter Notes
Presentation Notes
Loss Control – Insured Notifications, Self-Surveys & CHRP
We want to share some upcoming changes related to how we notify policyholders and conduct property surveys.
Notifications
Surveys 
chrp




Notifications

RENEWAL POSTCARDS CALLING SERVICE

Presenter Notes
Presentation Notes
Changes to Notification Process�In the past, we mailed postcards a couple of times a year to remind policyholders about upcoming renewal inspections. While this worked for a while, we’ve found that these postcards are often overlooked, mistaken for junk mail, or discarded—leading to confusion and complaints when inspections occur without proper notice.
To improve communication, we are going to stop sending send postcards. Instead, we’ll begin using an automated calling service to notify policyholders about upcoming inspections. These pre-recorded messages will inform them that an inspection is scheduled to take place sometime during the week. We hope this approach will be more direct, reliable, and effective.
To make this transition smooth, it’s critical that we have current contact information—especially home and cell phone numbers and email addresses. Please help by verifying and updating this information as needed. Updates can be sent to the info email for processing.
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Self-Surveys with CHRP�With this change to phone calls, some policyholders may want to schedule their inspections—something that's not feasible due to the high volume we manage. So, we explored alternative solutions.
We tested a company called JMI, which allows insureds to complete their own surveys. While this was promising, the photos submitted were sometimes blurry or lacked zoom capability. That led us to a better option: CHRP.
CHRP is similar to JMI but offers more detailed information and better image quality. This is a great solution for insureds who prefer not to have someone come onto their property. It also helps us retain customers while still meeting our responsibility to assess what we’re insuring.
If a policyholder refuses both a CHRP self-survey and an in-person inspection, they will be subject to non-renewal. This ensures we can maintain underwriting standards without unnecessary conflict.






Presenter Notes
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The data chrp will be collecting is information like Type of construction and Year
Square footage 
Roof type and year of the roof
# of stories
Pool 
Solid Fuel ect




Presenter Notes
Presentation Notes
We are going to get inside and outside photos as well as photos of the labels – Chrp then analyzes it to let us know the conditions – so as you can see the AC unit is 27 years old and exceeds its service life.  Which is pretty accurate considering this AC unit doesn’t work!




Presenter Notes
Presentation Notes
The outside photos will be from each side of the house and of the roof, any outbuildings, pools, owb ect




Presenter Notes
Presentation Notes
Then we start on the inside photos, we will NOT be asking for a photo of every room, but will require a few, We will require photos of the supply line, shut off valve and coupler under all sinks and toilets.  Then AI actually looks them over and lets us know of potential issues.  Which might lead us to changing programs from maybe special perils to broad if warranted.




Presenter Notes
Presentation Notes
Then we start on the inside photos, we will NOT be asking for a photo of every room, but will require a few, We will require photos of the supply line, shut off valve and coupler under all sinks and toilets.  Then AI actually looks them over and lets us know of potential issues.  Which might lead us to changing programs from maybe special perils to broad if warranted.




Presenter Notes
Presentation Notes
We will require photos of the electrical panel furnace and water heater where we can also view the connection pipes ect. This is were if there were lead pipes or something we can send out a letter with some recommendations.




Focus on Quality and Agent Communication

In house inspections – quality over quantity

Third-party inspection companies

Keeping agents in the Loop

We’re working to respect our policy holders’ preferences while also protecting 
the integrity of our policies

Presenter Notes
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Focus on Quality and Agent Communication�We’ll continue using our in-house inspectors, but their focus will shift more toward quality over quantity. CHRP will also reduce our reliance on third-party inspection companies, which have been a source of frequent complaints.
For you all, CHRP will send notifications to the agents to keep you in the loop. That way, if a client calls with questions, you’ll be prepared to assist.

We’re working to respect our policyholders’ preferences while also protecting the integrity of our policies.




QUESTIONS?



Case Study
2024

      Other Carrier           MWIC

                 Value   $249,000   $329,000

  Deductible  1%    $1,000
   
  Rate    $1,022   $980



Case Study
2025

                        Other Carrier          MWIC                     MWIC at 80%

         

  Value            $265,000           $350,000          $275,000

 

  Deductible           1%                     $1,000/$2,500       $1,000/$2,500

  Rate            $1,247            $1,601                   $1,220



Case Study
2025

                        Other Carrier  MWIC                        MWIC w/ PG-1

                    Value            $505,000  $503,400  $503,400

          Deductible           $1,000   $1,000/$2,500 $1,000/$2,500

          Protection Class 4   PG-2   PG-1

          Credit Score           -$760   N/A   N/A

          Rate           $2,016   $2,540  $2,330



Deductibles

Higher deductibles may be required based on insured value or claims 
experience

Higher deductibles are available

$1,500/$3,000 
– 5% credit

$2,500/$5,000 
– 15% credit

$5,000/$7,500 
– 20% credit

$7,500/$10,000 
– 25% credit



QUESTIONS?



General Questions & Answers



Advance Question received in…
• General Underwriting
• Product Updates
• Loss Control
• Rates
• Financial Performance Update
• Marketing
• Claims
• Corporate

Presenter Notes
Presentation Notes
These are the general categories of advance questions



Most common question submitted
Q:  
#1…..Rates and where are they headed

A:  
• Beginning in 2020, we were 40-55% underpriced in comparison to regional competition.
• Since 2021, we have lifted rates between 75 – 90% depending on respective entity pricing divergence 

within the merged/affiliated footprint
• Pricing as compared to independent cost studies shows that MWG is now more in line with state of WI 

averages
• Rates will likely remain unchanged for the remainder of the 2025 renewals (Outside of Umbrella noted)
• We will review pricing in Q3 to determine 2026 needs
• We may have pockets where we are uncompetitive but our new business counts and business 

retention indicate that we aren’t totally uncompetitive.
• An overall rate reduction is something we won’t be doing
• Rate modification/adjustment within our programs will occur with the implementation of the new UW 

manual



Related to Rates
Q:  
What has recent rating initiatives done to the bottom line?

A:
• Overall financial comment is that we are moving in the right direction
• Revenue growth is a focus while policy count has maintained and even declined is acceptable and by 

design.
• For 2026 into 2027, our premium base will be reflective of full incorporation of rate actions in 2024 and 

2025.
• By the end of May last year, we had a 160 combined ratio.  That is closer to a 120 combined ratio on a 

similar year this year.  Still unacceptable when comparing to the industry.  
• Q1 comparative results against 75 of our peers:

• We were 5th from the bottom with a 112 CR.
• Median was 95 CR
• Last year Q1 was 104.  
• Without the rating actions, we would have lost an additional 1.5M

• Digging out from providing very good pricing for over a decade.
• Overall, the WI industry, in my/our opinion, is still underpriced when compared to the Midwest as the 

costs can NOT be that dissimilar.



Underwriting
Q:  
Would you consider an ACV buyback on roofs?

A:
• At this point, we feel that this is not something that we would consider.  We feel 

that the impact of ACV far outweighs what we could remotely collect in “buy 
back” premium.

• By definition, the buyback would not be done by everyone nor in our opinion with 
enough buyers to fund the anticipated additional annual loss.

• Roofs are maintenance items that are designed to wear out.  
• Corporately, we look to insureds to pay their portion of what portion of the roof 

“expired” before the claim occurred.



Underwriting
Q:  
Will Tariffs have an impact?

A:
• Good question and who knows?
• E2Value is anticipating that it will impact overall cost of building materials 

going into 2026.
• Inflation Guard (IG) is currently at 6.5%.  IG is meant to help/guard against 

the shifts in costs.  We revisit our IG rate annually and will be set in Q1.
• For now, we feel our rates and underwriting initiatives has some built-in 

absorption of variations in costs



Marketplace
Q:  
What about Market Stability?  What are you seeing?

A:
• Somewhat better in our opinion but still specific unrest
• Commercial habitational exodus by multiple carriers
• Personal lines exodus still being felt
• Other carriers are not accepting new business
• Less rating actions in 2025, but have begun to hear/see more being filed
• Tavern coverage becoming difficult to find
• Carriers terminating agency appointments based on loss ratio & other factors



Corporate - Reinsurance
Q:  
How is global Reinsurance market?

A:
• Is one leg of the three-legged stool that has impacted financial results the most.
• The other two are inflationary cost associated with building materials and labor costs 

associated with the repairs.
• Reinsurance pricing has stabilized but retentions remain high and will likely not be lowered.
• Price stability is at the new higher prices dictated in the 2023 and 2024 renewal season.
• You can still trade more retention for price softening if you are capable of retaining more risk.  

This is similar to insured’s taking a higher deductible but generally isn’t a huge savings.
• Capacity, specifically obtaining more CAT limit, has softened and was more available with 

2025s renewal.
• Aggregate Stop Loss, what was our ultimate defense, even limited limit let alone unlimited is 

simply not available in the open marketplace.  Select few reinsurance carriers will offer and if 
offered, it will come with extremely high attachment points along with higher costs than 
historically.



Corporate – Company Roadmap
Q:  
What is the direction of the company and overall philosophy?
A:
• Direction – we leverage Tri-Annual strategic business planning
• Strategic Business Planning this summer covering 2026 – 2028

• Auto will be discussed and prioritized
• Performance of existing lines of business
• Spread of Risk
• Expansion within existing lines of business
• Tech constraints and how best to address
• Profitability returning??
• Market analysis
• Product analysis and overall staff requirements to effectively support

• Philosophy
• Evolving and Adapting
• Good customer service
• Fairly priced if not slightly higher that matches the risk area being written.
• Focus on Agency relationship as you are our #1 distribution channel
• We will and are no longer defined by the reinsurance requirements of Ch 612.
• Controlled growth



Other Questions?



Agent Appreciation Event Reminder

Presenter Notes
Presentation Notes
As a reminder, we hope to see you at these upcoming events:

August 5, 5:00 PM – Wausau Woodchucks Game (First Base Patio)
August 14, 10:30 AM – Golf Outing at Fox Fire Golf Club
August 27, 6:40 PM – Timber Rattlers Game (Left Field Loft)
Watch your inbox and the Agent Section banner for registration details!



Founded: 
December 27, 1875

1875

Presenter Notes
Presentation Notes
Reminder: 150th Anniversary Celebration Ahead!

Save the Date: August 21, 2025 | 10:00 AM – 2:00 PM

We’ll mark the occasion with a special celebration including an open house, outdoor festivities, local food trucks, and exciting prize drawings—thanks to the generosity of our business partners.

Thank You
Your partnership has helped make this legacy possible. We look forward to celebrating this historic moment together!
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