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<« Chapter 1 Structure:
Understanding HO vs. DP
Coverage

To help producers confidently distinguish between Homeowners (HO)
and Dwelling Property (DP) policies, understand their applications, and
communicate coverage differences to clients. “Every producer has
faced the moment: a client asks, ‘Why can't | just get a DP policy for my
rental?’ The answer lies in understanding the DNA of property
coverage.” Homeowners (HO) policies are designed for owner-
occupied residences. They offer broad protection, typically including:

« Dwelling: Coverage for the physical structure

e Personal Property: Belongings inside the home

 Liability: Protection against lawsuits

« Additional Living Expenses: If the home becomes uninhabitable

Popular Forms:

HO-3: Most common, “open peril” for dwelling, “named peril"” for
contents

HO-5: Expanded “open peril” for both dwelling and contents
HO-6: Tailored for condo owners
HO-8: Modified coverage for older homes

z= What Is DP Coverage?



Analysis

Feature HO Policy

Occupancy Owner-occupied

Coverage Dwelling, contents,

Scope liability, ALE

Perils Open (HO-3/HO-5) or
named

Payout Basis Replacement cost

Premiums Higher

Flexibility More endorsements

Source: Steadily Insurance

_|. Comparative

DP Policy

Tenant-occupied or
vacant

Dwelling-focused,
optional liability

Named (DP-1/DP-2) or

open (DP-3)

ACV (DP-1) or RCV
(DP-2/DP-3)

Lower, but risk-
adjusted

Limited options



Producer’s
Edge Tips

Know Your Client's Occupancy:
HO policies are invalid if the
home is tenant-occupied.
Always verify.

Explain Liability Differences: HO
includes it by default; DP often
requires an endorsement.

Use Analogies: “HO is like a full-
service package; DPisala
carte.”

Watch for State Nuances: In
Tennessee and Mississippi, DP
policies may have stricter
underwriting for vacant homes.

Educate on Theft Coverage: HO
includes it; DP often excludes or
limits it—even with
endorsements.



® Closing Thought

“"Understanding the nuances between HO and DP isn't just about

selling policies—it's about protecting lives, investments, and trust. The
producer who masters this distinction earns more than commission—
they earn credibility.”

Would you like a companion graphic for this chapter's comparison table
or a callout box for your Producer's Edge Tips? | can generate one for
Typeset or help you build it inside the platform.

Dwelling Property (DP) policies are built for non-owner-occupied
properties, such as rentals or vacation homes. They focus primarily on
the structure, with optional add-ons for liability and contents.

Key Forms:

o DP-1: Basic named perils, actual cash value payout
» DP-2: Broader named perils, replacement cost
o DP-3: “All-risk"” for dwelling, optional liability and contents



Chapter 2: Navigating Commercial Lines, CGL and Comparative Fault
Lines

11

“"When a slip-and-fall turns into a six-figure lawsuit, producers must
know what shields their clients—and what leaves them exposed. CGL
isn't just a policy; it's a legal strategy.” §) What Is CGL Coverage?Key
Components:Coverage A: Bodily injury and property damage
liabilityCoverage B: Personal and advertising injuryCoverage C:
Medical payments (no-fault)What Is Commercial Lines Insurance?
Commercial lines insurance includes property and casualty insurance
products for businesses. Commercial lines Insurance protects
businesses from potential losses they can't afford to cover and allows
companies to operate when it might otherwise be too risky.
Commercial policies may be contrasted with personal lines
insurance.Key TakeawaysProperty-casualty insurance includes two
major categories: commercial lines and personal lines.Commercial
lines include insurance products desianed for businesses.Risks and




Understanding Comparative Fault

Comparative fault is a legal doctrine used to allocate responsibility when
multiple parties contribute to an accident. It directly affects how
damages are awarded.

Types of Comparative Fault Systems2:
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Example:

A contractor is sued after a client is injured on-site. If the client ignored
safety signage, their fault may reduce the payout under comparative
fault rules.




Producer’s
Edge Tips

Know Your Jurisdiction:
Tennessee uses the 50% rule;
Mississippi and Arkansas use
the 51% rule. This affects how
liability is shared.

Explain CGL Limits: Many clients
assume “general liability” covers
everything. Clarify exclusions
and recommend endorsements.

Use Scenarios: “If your
employee spills coffee on a
client's laptop, CGL may cover it.
But if they give bad advice, you
need E&O."

Document Everything:
Encourage clients to maintain
safety logs, signage, and training
records to reduce exposure.



® Closing Thought

1
“"CGL is the armor, but

comparative faultis
the battlefield.

Producers who
understand both don't

just sell policies—they
protect reputations.”




Il Chapter 3:
Licensing Across
States (TN, MS, AR)

Objective

To help producers navigate multi-state licensing requirements,
understand reciprocity limitations, and maintain compliance while
expanding their practice across Tennessee, Mississippi, and Arkansas.
Licensing isn't just a formality—it's the gatekeeper of opportunity.

Producers who master state-specific rules don't just cross borders—
they build empires.”

? Tennessee
Licensing Overview

M



Regulatory Body: Tennessee Department of Commerce & Insurance
Requirements:

> Pre-licensing education (20 hours for Life, 20 for Health)

o Pass state exam

o Fingerprinting and background check

o CE: 24 hours biennially, including 3 ethics hours

Reciprocity:

o Tennessee offers exam waivers for certain states, but not full
license reciprocity

o Must hold a valid license in home state and meet TN's standards
Challenges:

o TN ranks as one of the more restrictive states for occupational
licensing

> No universal reciprocity for blue-collar or non-health professions
o https://www.tn.gov/ ,https://www.tn.gov/commerce.html

12



?
Mississippi
Licensing
Overview
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Regulatory Body: Mississippi
Insurance Department

Requirements:

> Pre-licensing education (20
hours per line)

o Pass state exam

o Fingerprinting and
background check

o CE: 24 hours biennially, 3
ethics hours

Reciprocity:

o Mississippi honors NAIC
uniform licensing standards

o Non-resident producers can
apply without retesting if in
good standing

Unique Notes:

o Mississippi uses the 51%
comparative fault rule, which
affects liability discussions
(see Chapter 2)

o https://www.mid.ms.gov/



f

Arkansas
Licensing
Overview
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Regulatory Body: Arkansas
Insurance Department

Requirements:

o

Pre-licensing education (20
hours per line)

Pass state exam
Fingerprinting and
background check

CE: 24 hours biennially, 3
ethics hours

Reciprocity:

o

[e]

Arkansas participates in NIPR
for streamlined non-resident
licensing

Accepts most out-of-state
licenses if compliant with
NAIC standards

Tip:

Arkansas is relatively friendly
to multi-state producers,
especially those expanding
from TN or MS

https://www.insurance.arkans



Producer’s
Edge Tips

15

Use NIPR: The National
Insurance Producer Registry
simplifies multi-state
applications.

Track CE Deadlines: Each state
has different renewal cycles—
sync them to avoid lapses.

Watch for Trade Exam Waivers:
Tennessee may waive exams but
still requires full application

Document Everything: Keep
digital copies of CE certificates,
license numbers, and renewal
dates.

Plan for Growth: If expanding
into bordering states, build a
compliance calendar and
delegate tracking.



® Closing Thought

“Licensing isn't a barrier—it's a blueprint. Producers who treat

compliance as strategy unlock new markets, build trust, and scale with
confidence.”

e Regulatory Body: Tennessee Department of Commerce & Insurance
e Requirements:

- Pre-licensing education (20 hours for Life, 20 for Health)

o Pass state exam

o Fingerprinting and background check

o CE: 24 hours biennially, including 3 ethics hours
e Reciprocity:

o Tennessee offers exam waivers for certain states, but not full
license reciprocity

o Must hold a valid license in home state and meet TN's standards
e Challenges:

> TN ranks as one of the more restrictive states for occupational
licensing

o No universal reciprocity for blue-collar or non-health professions

16



[ Chapter 4: Commissioner Duties
& Enforcement Actions

ObjectiveTo equip producers
with a clear understanding of state
insurance commissioners' roles,
enforcement mechanisms, and how
regulatory actions impact licensing,
ethics, and business operations.

“"The commissioner isn't just a
bureaucrat—they're the referee, the
regulator, and sometimes, the
enforcer. Knowing their playbook
keeps your license—and your
reputation—intact.”

1 Core Duties of Insurance
Commissioners

17



» Types of Actions:
o Fines and penalties

o License suspension or
revocation

- Cease-and-desist orders
“-’I‘“-’ o Public disciplinary records

Enforcement . Common Violations:
ACtionS' o Rebating or inducements

o Misrepresentation of

What coverage
PrOducers ° :c:aaé[(t;re to disclose material
Must Know - Controlled business violations

e Due Process:

o Producers are entitled to
hearings

o Can appeal decisions through
administrative law channels

18



? State-Specific
Enforcement Nuances

Unique Enforcement Traits

Tennessee Aggressive on rebating and CE non-compliance;
publishes monthly disciplinary bulletins

Mississippi Focuses on fraud and misrepresentation; uses
comparative fault in liability investigations

Arkansas Transparent enforcement process; emphasizes
consumer education and producer accountability

19



Producer’s
Edge Tips
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Monitor Bulletins: Subscribe to
your state's insurance
department updates.

Audit Yourself: Conduct internal
reviews of your marketing,
disclosures, and CE status.

Document Communications:
Keep records of client
interactions to defend against
complaints.

Stay Ethical: If it feels like a
shortcut, it's probably a violation.

Know Your Commissioner:
Understand their priorities—
some focus on fraud, others on
consumer rights.



® Closing Thought

11

“"Regulators aren’t obstacles—they're the architects of trust. Producers
who align with their mission don't just survive—they lead.”

Licensing Oversight:
o Approves or denies producer applications
o Monitors CE compliance and renewal status

Consumer Protection:
> Investigates complaints and fraud
o Enforces fair claims handling and disclosure standards

Market Conduct Exams:




B Chapter 5: Ethical Practices in
Insurance

ObjectiveTo help producers
understand the ethical boundaries
of insurance sales, avoid common
violations, and build lasting client
relationships rooted in integrity and
transparency.

“In insurance, ethics isn't optional
—it's the foundation. Producers
who lead with integrity don't just
sell policies—they earn trust,
referrals, and longevity.”

ore Ethical Principles

22



© Common Ethical
Violations

Violation Type Description

Rebating Offering gifts or money to induce a sale—
illegal in most states

Controlled Writing policies only for family or business
Business interests—violates licensing
Misrepresentation Exaggerating benefits or omitting exclusions
Twisting/Churning Replacing policies unnecessarily to generate

commissions

Pressure Tactics Using fear or urgency to push unsuitable
products

23



e Tennessee:

o Strict on rebating and CE
ethics hours (3 required
biennially)

o Publishes monthly
disciplinary actions

? State- « Mississippi:

MY 4 o Focuses on
SpeCIflc misrepresentation and fraud
Ethlcs - Ethics violations often tied to
comparative fault
Enforcement misstatements

e Arkansas:

o Emphasizes consumer
education and producer
accountability

o CE includes ethics modules
with case studies

24



Producer’s
Edge Tips

25

Use Ethics as a Differentiator:
Highlight your ethical standards
in marketing and client
onboarding.

Create a Disclosure Checklist:
Ensure every client receives full
transparency on coverage and
costs.

Roleplay Scenarios: Practice
ethical decision-making with
your team using real-world
examples.

Track CE Ethics Hours: Don't let
a missed ethics module
jeopardize your license.

Document Recommendations:
Keep records of why a product
was suggested—especially for
life and annuity sales.



® Closing Thought

11

“Ethics isn't just compliance—it's your brand. Producers who lead with
integrity become the trusted voice in a noisy market.”

o Transparency:
- Disclose all material facts about coverage, exclusions, and

limitations.
> Avoid vague language or misleading comparisons.
o Suitability:

o Recommend products that match the client’s actual needs—not
just what pays the highest commission.

o Confidentiality:

26



8 Chapter 6: Cold-Calling
KPIs and Client Engagement
ObjectiveTo help
producers optimize their
outreach strategy by
tracking key performance
indicators (KPIs), refining
engagement techniques,
and converting cold calls
into lasting client
relationships.

il Essential Cold-Calling
KPls



< Client
Engagement
Strategies

28

Personalize the Pitch:

o

Reference local regulations
(e.g., TN's CE requirements
or MS's comparative fault
rules)

Mention industry-specific
risks (e.g., CGL exclusions for
contractors)

Use the 60/40 Rule:

o

Talk 60%, listen 40%—but
make the 60% about them,
not you

Follow Up with Value:

o

Send a resource, blog post,
or podcast episode after the
call

Use Typeset to create
branded one-pagers or mini-
guides

Track Engagement:

[e]

Use CRM tools to log call
outcomes, follow-up dates,
and client preferences

Score leads based on
responsiveness and interest



Producer’s
Edge Tips
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Set Daily Targets: 20-30
calls/day for complex sales; 70—
80 for high-volume outreach

Use Al Tools: CRM integrations
and call analytics help refine
strategy

Create a KPI Dashboard: Track
weekly trends and adjust scripts
accordingly

Celebrate Micro-Wins: A
scheduled meeting is a win—
even if it's not a sale yet

Train with Roleplay: Practice
objection handling and ethical
persuasion



® Closing Thought

11

"Cold-calling isn't about interruption—it's about introduction.
Producers who track, adapt, and engage with purpose turn dials into

deals.”
KP What It Measures Why It Matters
Call Volume Total calls made Gauges outreach
effort
Decision Maker % of calls reaching Measures targeting
Reach Rate (DMRR) key contacts accuracy

Source: Leads at Scale — 7 Cold Calling Metrics To Track in 2025




&= Conclusion: The
Future of Insurance
Education

The insurance industry isn't just evolving—it's demanding leaders who
educate, engage, and elevate. The Producer’s Edge was built for those
producers who refuse to settle for outdated scripts and shallow training.
You're not just selling policies—you're shaping protection, trust, and
legacy.

The Producers's Edge, we believe education is the most powerful tool a
producer can wield. Whether you're navigating multi-state licensing,
decoding commissioner enforcement, or mastering cold-calling KPls,
your edge comes from knowledge, ethics, and relentless improvement.

11

“The future belongs to producers who teach as they sell, listen as they
lead, and build as they grow.”

Let this eBook be your launchpad. Your next client, your next course,
your next podcast episode—they're all waiting for your voice.

31



Your Edge Starts Now

You've read the playbook. Now it's time to run the plays.

Enroll in A+ Sevier Online Insurance Academy
Master multi-state licensing, ethical sales, and regulatory compliance—
on your schedule.

& Subscribe to The Producer's Edge Podcast
Get weekly insights, interviews, and strategies that sharpen your skills
and expand your influence.

7 Join the Community
Connect with fellow producers, share wins, and grow together. Your
network is your net worth.

~/ Track Your KPIs
Use the cold-calling dashboard, refine your scripts, and measure what
matters. Every call counts.




