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D
ear Friends,

It is with gratitude and humility that we release 
this spring issue of Atlas’s Risk & Business Magazine 
as we anticipate the positive results of the roll out 
of numerous COVID-19 vaccines. Even with the 

knowledge that the work ahead of us is hard, I am sure this has been 
a huge sigh of relief for most of us and a sign of tremendous hope 
and promise for our future.

During this pandemic, I know I am not alone in feeling touched 
by the outpouring of support our community has displayed this 
past year, providing relief for those in need during a time that has 
been arduous for us all. Invaluable donations to our local food 
banks and magnanimous acts of kindness made all the difference 
as we navigated some of the most trying times of our lives. It was a 
blessing to see and to partake in.

The last year also brought racial injustice to the forefront as the 
focal point for systemic change. With dedicated organizations like 

Black Lives Matter (BLM) taking a stand for Black, Indigenous, and 
People of Color (BIPOC), we are closing in on the prejudices that 
have fostered inequality in our government and more for far too 
long. We are fortunate to be a part of this needed change, and I 
encourage you to support these initiatives in any way you can.

On another note, we at Atlas are excited to continue our 
advancement in creating and providing enjoyable virtual servicing 
experiences. As we transition back into a physical workplace, rest 
assured our personal dedication to you remains as strong and 
resilient as ever.

As we continue our journey together, just remember: Happiness 
is the new rich. Inner peace is the new success. Health is the new 
wealth. Kindness is the new cool. +

Chason Ishii 
President of Atlas Insurance Agency

ATLASINSURANCE.COM

BY: CHASON ISHII, PRESIDENT OF  
ATLAS INSURANCE AGENCY

Aloha!

Testimonials

MALCOLM INAMINE 
VICE PRESIDENT/CHIEF OPERATIONS OFFICER
HAWAII FOODBANK

DAWN EYMAN, DIRECTOR OF  
HUMAN RESOURCES AND SAFETY 
HAWAIIAN BUILDING MAINTENANCE 

Hawaii Foodbank selected Atlas Insurance as a business partner 
because of their reputation, professionalism, and quality products. 
Atlas handles most of Hawaii Foodbank’s insurance policies, which 
include property, general liability, management, workers’ comp, 
umbrella, cyber, and auto. Atlas truly cares about developing and 
fostering a relationship that is built on trust, respect, and results. 

Atlas has engaged with Hawaii Foodbank not only from a business 
standpoint but also from a community one as well. Atlas leadership 
and employees have supported Hawaii Foodbank’s mission 
financially as well as volunteering their time to help support 
Foodbank operations staff. The customer experience from Atlas has 
been simply amazing because of their service. And Hawaii Foodbank 
has been more than satisfied with Atlas’s products because our Atlas 
representative continuously negotiates and gets the best pricing 
for our policies. Any time the Hawaii Foodbank has 
needed information or support, the Atlas team 
has been able to deliver quickly and efficiently. 
The claims process has been really smooth 
and enjoyable too. 

Hawaii Foodbank appreciates the effort, 
dedication, and commitment to excellence 
of the Atlas Ohana. 

I have worked closely for over 15 years with the team at 
Atlas. For years, the Atlas team has partnered with us 
for our managers’ and supervisors’ training meetings 
and safety site walk-throughs. Even during COVID, they 
have participated in our training meetings and site 
walk-throughs via Zoom. The knowledge and advice they 
provide has been invaluable. Even when we have specific 
project safety questions, we know we can call one of them 
and they will come to our site to provide an evaluation 
and recommendation. We are all on the same page of 
making our sites safer for our employees.

We have been approached to move our 
business elsewhere, but because of 
all the support we receive, we have 
never been tempted to switch. We 
appreciate all that they do to make 
sure our business and employees 
are safe.
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WE’RE HERE TO HELP!

In addition to providing you with extensive 
cyber insurance coverage, we are here 
to help you manage your cybersecurity 
risk and prevent a costly ransomware 
disruption. Talk to your advisor about 
implementing these best practices in your 
organization and rely on us to keep you 
updated with the latest in cyber protection. 
If you haven’t yet purchased cybersecurity 
coverage, give us a call at 808-533-3222 
and we’ll be happy to assist you. +

same time your employees are using them, 
it’s important to configure your server to 
detect suspicious activity from company 
email addresses as well.

OFFLINE BACKUPS

In the event of a ransomware attack, 
having a backup will prevent you from 
having to pay the ransom. Instead, you 
can simply wipe your devices clean and 
reinstall everything from your most recent 
clean backup. Your backup solution should 
not be connected to the company network 
where it is accessible to potential hackers. 
Best practices also include testing backups 
by periodically restoring your systems.

EMPLOYEE TRAINING

Human error is the number one cause 
of cyberattacks. Ensure everyone on 
the server knows to never open a link or 
attachment from an unverified sender and 
that any suspicious intercompany emails 
need to be examined for signs of malware 
and ransomware. Training your team to 
recognize the signs of dangerous phishing 
and malware scams is an essential part of 
protecting the company network.

BEHAVIOR-BASED ANTIVIRUS 
PROTECTION

Next-generation antivirus software is 
designed to detect unusual behavior as 
well as find and block suspicious activity. 
Because next-generation solutions are 
connected to the cloud, their ability 
to detect new variations of malware is 
updated in real time. This is an efficient 
way to protect against new threats and 
prevent ransomware from spreading.

R
ansomware demands rose from 
$5,000 in 2018 to $100,000 
in 2020 with some demands 
as high as one million. With 
cybercriminals consistently 

upping their game, it’s important to have 
strong risk mitigation factors in place to 
supplement your cyber insurance policy.

Five proactive measures you can take 
to minimize your cybersecurity risk are 
two-factor authentication processes, spam 
filtering, offline backups, specialized 
employee training to recognize scams, and 
behavior-based antivirus protection.

TWO-FACTOR AUTHENTICATION

Two-factor authentication (2FA) is a 
simple and cost-effective security measure 
that protects your organization against 
cybercriminals by adding an additional 
layer of password protection. Most hackers 
gain access to company networks by using 
compromised login credentials. With 
2FA, a verification code is sent to the 
employee’s phone number after login to 
confirm the authorized user is accessing 
the account. Because mobile phones are far 
less accessible to hackers, this significantly 
reduces the chances of an attack.

SPAM FILTERING 

Phishing scams have become increasingly 
common and more creative, with the 
majority of attempts being made via email. 
Email filtering is an easy way to scan 
documents and quarantine suspicious 
emails before they are opened, preventing 
them from fooling employees. Because 
cybercriminals use email accounts at the 

BY: SANDY FERREIRA
VICE PRESIDENT

ATLAS INSURANCE AGENCY

Sandy Ferreira joined Atlas Insurance Agency 
in September 2004. Her experience includes 
over 20 years of industry knowledge. She 
assists our risk management clientele with 
day-to-day servicing, consulting services, and 
insurance placements. Sandy spent six years 
with Arthur J. Gallagher prior to joining 
Atlas. Sandy has experience with clients such 
as Island Movers, Hawaiian Host, Central 
Pacific Bank, Island Holdings, and Tradewind 
Capital Group.

Cybersecurity
Best Practices
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SELF-FUNDING

list of trusted partners and professional 
guidance for clients seeking to obtain the 
right pharmacy benefit manager, third-
party administrator, and stop-loss coverage. 
This presents a seamless, customized 
solution.

There are specific steps you can take to 
mitigate employee disruption, maintain 
benefits, protect your business from large 
claims, and save money. Atlas Benefit 
Consulting has developed a careful 
approach for Hawaii employers to ensure 
long-term success in your transition to 
self-funding. Contact us to see how we 
can help you design a program that will 
improve your benefit spend and become an 
employer of choice. +

company keeps that extra premium you 
paid that wasn’t used to pay your claims.

In contrast, with a self-funded model, 
the employer group assumes the claims 
risk and pays only for the actual costs of 
care (plus a small fee to the plan’s third-
party administrator). The self-funded plan 
pairs with stop-loss insurance to mitigate 
the risk of incurring individual high-
cost claims as well as the risk of having 
catastrophic claims in the aggregate. Most 
importantly, self-insured plans provide 
the claims transparency that is essential 
for employers to control costs and drive 
quality.

Of all the health plans in the United States, 
approximately 80 percent are fully insured 
and 20 percent are self-funded or level-
funded. Historically, self-funding has been 
most attractive to the large group market, 
with approximately 60 percent of large 
employers choosing to self-fund. 

In 2020, 66 percent of large employers 
were self-funded or level-funded, 
illustrating even greater group interest 
in this funding method. Among mid-
size employers (100–499 employees), 
approximately 30 percent of employers 
chose self-funding, which has been fairly 
consistent over the last five years. 

The small employer (25–99) market tells a 
different story. While only seven percent 
of these employers chose self-funding five 
years ago, 18 percent of small employers 
chose to self-fund or level-fund in 2020. 
This surprising year-over-year growth is 
a metric to watch, and small employers 
should evaluate this option based on 
their industry, size, region, plan, type, 
population risk, regulatory environment, 
and other factors. 

Self-insured plan arrangements are the 
best way to plan strategically for the long 
term, and the current environment is 
underscoring the need to transition. The 
best benefit consultants have a curated 

T
he 2020 UBA Health Plan 
Survey is a comprehensive 
benchmarking survey of 
plan design and cost based 
on responses from 11,788 

employers. UBA survey participants 
sponsor 21,980 health plans covering 
1,266,186 employees nationwide. As a 
partner firm of United Benefit Advisors 
(UBA), Atlas Insurance Agency helps 
employers more accurately evaluate 
health plan costs and benefit plan design 
effectiveness compared to industry peers 
and plans of similar size. This provides us 
with a distinct competitive edge.

The UBA survey includes 230 health 
plans offered by 78 Hawaii employers and 
covering more than 16,000 employees 
statewide. For Hawaii employers interested 
in making more informed benefit plan 
decisions, the survey offers meaningful 
state-specific benchmarks crucial to 
comparing regional plans and costs to 
national benchmarks. This white paper 
presents some of the key findings to help 
strategically manage plan renewals and 
benefit plan design decisions.

Ever since the Affordable Care Act (ACA) 
was enacted, employers have examined 
their benefits programs in an effort to 
manage costs and expand plan options. 
It’s important to find a solution that 
benefits the employee while remaining 
affordable for the employer. That’s where 
self-funding—or self-insurance—can be a 
valuable option.

In a fully insured model, the insurance 
carrier covers risk. The carrier determines 
the employer’s premium rates based on age, 
demographics, and underwriting factors. 
Unless your group is large enough to be 
fully credible, the insurer must pool risk 
among many employers to create a larger 
population. If your employer group has 
a particularly healthy year, you still pay 
the same premiums as less healthy groups 
in your risk pool while the insurance 

BY: JASON CHANG,  
BUSINESS DEVELOPMENT MANAGER,  

ATLAS INSURANCE AGENCY

Survey Results 
Show Self-Funding  
Gains in Popularity

Jason Chang is the Benefit Consulting 
Business Development Manager responsible 
for cultivating new business relationships 
and assisting with placing employee benefit 
coverage for his clients. He brings 25 years 
of medical insurance industry expertise to 
the Atlas Benefit Consulting team.
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Survey Results 
Show Self-Funding  
Gains in Popularity

HAPPINESS HABITS

WHEN WE'RE TRYING TO MAKE 

OUR LIVES HAPPIER, HEALTHIER, 

MORE PRODUCTIVE, OR MORE 

CREATIVE, WE OFTEN FIND 

OURSELVES IN A FRUSTRATING 

SITUATION: WE FALL BEHIND,  

OR WE FALL OFF THE WAGON.

  Fallen 
THE WAGON?

HAPPINESS HABITS

  Fallen  

WHAT SHOULD WE DO IF WE  
FEEL LIKE WE’VE

BEHIND OR

OFF BY: GRETCHEN RUBIN
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HAPPINESS HABITS

5. CONSIDER YOUR TENDENCY.

Often, when we fail to make progress, 
it's because we haven't taken our 
Tendency into account. For instance, if 
you're an Obliger, you must have outer 
accountability. You must! That's what 
works for Obligers! If you see that a 
particular form of outer accountability 
isn't working, try a different form.  
If paying for a trainer doesn't get you 
to go to the gym, try working out with 
a friend who's very annoyed when you 
don't show up. If that doesn't work, 
teach a class. If that doesn't work, 
think of your duty to be a role model 
for someone else. If that doesn't work, 
join a group on the Better app where 
you tell each other, “I'm counting on 
you to count on me. If none of us hold 
each other accountable, none of us 
will succeed.”

If you're a Rebel, don't try to lock 
yourself into a to-do list or a schedule. 
That often doesn't work for a Rebel. 
Think about what you want, and how 
you want to live up to your identity.

If you're a Questioner, really examine 
your reasons. Why are you doing 
this, in this way? Is it the best, most 
efficient way, and is it tailored to suit 
you specifically? When Questioners 
struggle, it's usually because they're 
fundamentally unconvinced by whatever 
they're trying to do.

If you don't know your Tendency—
whether you're an Upholder, Obliger, 
Questioner, or Rebel—take the free quiz 
at quiz.GretchenRubin.com.

6. ARE YOU GIVING YOURSELF 
HEALTHY TREATS?

When we give more to ourselves, we can 
ask more from ourselves. If you're asking 
a lot of yourself these days, make sure 
you're helping yourself feel energized 
and cared for by giving yourself healthy 
treats, whatever that might be for you. 
For me, it's reading children's literature.

But make sure these are healthy treats. 
You don't want to try to make yourself 

3.  A STUMBLE MAY PREVENT A FALL.

If you've fallen behind or fallen off the 
wagon, remind yourself of the valuable 
proverb: “A stumble may prevent a fall.” 
Sure, you've gone through a rough patch, 
but you can use this experience to learn 
more about yourself and your challenges. 
Maybe you fell behind while traveling,  
or when you had family visiting, or 
when you were in a tough stretch at 
work. How can you use this experience 
to set yourself up for more success in  
the future?

Let's say you were eating very healthfully, 
then you spent a weekend in a hotel 
where you ate too much of the wrong 
foods at buffets. So now you've learned, 

“I shouldn't pick the buffet option.  
I should order off the menu. That way, 
I'll know exactly what food I'll get, in a 
set portion.” Studies show that we tend 
to eat more when faced with a bigger 
variety, and when it's self-serve, we can 
serve ourselves a lot! Remind yourself,  

“I learned this lesson the hard way.  
Next time, I'll make a different choice.”

4. DON'T LET PERFECT BE THE 
ENEMY OF GOOD.

When we're making resolutions, it's 
easy to set big ambitious goals, and 
sometimes it's tough to meet them. 
We plan to train for a 5K, or get the 
basement cleared out, or write a rough 
draft of a novel by the end of the year. 
Then, when we fail to make progress, 
it's easy to get discouraged and accuse 
ourselves of laziness.

Remember, any progress is better than  
no progress! You may not have finished  
a full draft, but you have an outline of 
your novel. You haven't switched careers 
yet, but you've started thinking about 
next steps.

Some people find it helpful to keep a 
ta-da list. A to-do list reminds you of 
what you need to get done; a ta-da list 
reminds you of all you've accomplished 
already. A ta-da list can be a tremendous 
source of energy and reassurance.

What to do? 
Here are some 
useful points  
to consider:
1. DON'T BEAT YOURSELF UP.

Although some people assume that 
strong feelings of guilt or shame act as 
safeguards to help people stick to good 
habits, the opposite is true. People who 
feel less guilt and who show compassion 
toward themselves in the face of failure 
are better able to regain self-control, 
while people who feel deeply guilty and 
full of self-blame struggle more.

Often, when we feel bad about breaking 
a good habit, we try to make ourselves 
feel better by… indulging in the bad 
habit! A woman told me, “I felt so bad 
about breaking my diet that I ate three 
orders of french fries.” This is the cruel 
poetic justice of bad habits.

2. REMEMBER THAT WHAT YOU DO 
MOST DAYS MATTERS MORE THAN 
WHAT YOU DO ONCE IN A WHILE.

If you're pretty good most days, don't 
get too upset if you don't have a perfect 
record. Don't let yourself start to think, 

“Gosh, I haven't exercised in 10 days, 
what's the point of starting now?” Sure, 
you wish you'd exercised those 10 days, 
but if you get back in the habit, those 
lost days aren't a very big deal.

And fail small, not big. Once a good 
behavior is broken, we sometimes act 
as though it doesn’t matter whether 
it’s broken by a little or a lot. “I didn’t 
do any work this morning, so what the 
heck, I’ll take the rest of the week off 
and start on Monday.” “I missed my yoga 
class over spring break, so what the heck, 
I’ll start again in the fall.” Pick yourself 
back up right away!
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INNOVATION BLOCKERS

feel better by indulging in something 
(wine, impulse purchases, sweets, 
messiness) that will make you feel worse 
in the end.

7. REMEMBER, IT'S EASIER TO KEEP UP 
THAN TO CATCH UP.

Sometimes, when we're creating a 
healthy habit or practice, we need to 
catch up. We need to clear out a lot of 
clutter before we can maintain good 
order. We need to adjust to life without 
the morning doughnut. This is hard, but 
remember that once we're caught up or 
accustomed to a new way, it gets easier. 
It may take a few tries to get over the 
initial hurdle, but remember that the 
situation will get easier once it's become 
more ingrained.

Stay the course! Don't give up! My 
book Better Than Before examines the 
21 strategies that we can use to make 
or break our habits, and one of the 
most helpful strategies is the Strategy 
of Safeguards. It's all about how to 
anticipate challenges, and how to deal 
with it when we run into trouble.  
It's a very common frustration. +

Gretchen Rubin is the author of several books, including the blockbuster 
New York Times bestsellers, Outer Order, Inner Calm, Better Than Before, 
The Happiness Project, Happier at Home, and The Four Tendencies. She 
has an enormous readership, both in print and online, and her books have 
sold more than 3.5 million copies worldwide, in more than thirty languages. 
She makes frequent TV appearances and is much in demand as a speaker. 

GretchenRubin.com
 

*Originally posted on Gretchenrubin.com. Reprinted with permission

HAPPINESS HABITS
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EMOTIONAL INTELLIGENCE

E
motional intelligence (EQ) is more 
in-demand than ever. In 2020 
alone, EQ made the top 10 job 
skills on the World Economic 
Forum’s Future of Jobs Report, the 

top five on the LinkedIn skills report, and 
the top four training priorities on Udemy’s 
Workplace Learning Trends.

Emotional intelligence (EQ) is your ability 
to recognize and understand emotions in 
yourself and others, and your ability to use 
this awareness to manage your behavior 
and relationships. One of the main reasons 
EQ is growing so quickly is that it’s 
foundational to developing a whole set of 
other critical skills. Here are three relevant 
skills fueled by emotional intelligence that 
are particularly helpful during challenging 
and uncertain times.

1. CHANGE MANAGEMENT

The effects of big changes at work are so 
extreme that experts frequently compare it 

to the five stages of grief. Change is 
uncomfortable, emotionally draining, 
stressful, and can cause burnout. Worst of 
all, change begins a wicked cycle where 
exhaustion from change makes people more 
resistant to change. People skilled in EQ are 
better prepared to break this cycle and 
manage change by recognizing and 
understanding how change affects them 
and then managing their feelings  
and reactions.

EQ Skills Help You Navigate Change: 
In-person marketing meetings on Guy’s 
team were always full of energized 
brainstorming and chatter. But, in the shift 
to remote meetings, they’ve lost their 
energy, and their usual surplus of ideas is 
running dry. Aside from going remote, Guy 
hasn’t changed anything. Each subgroup’s 
leader summarizes the work they’re doing 
(i.e., articles, videos, and podcasts), but 
people tune out instead of engaging with 
questions, challenges, thoughts, or ideas. 

Guy is worried about his team but feels 
paralyzed. He needs to get people engaged, 
or the whole team is going to suffer. After 
talking with his wife at dinner, he begins to 
recognize two key things: 1) this change to 
remote work isn’t going away anytime soon, 
and 2) he’s paralyzed because he’s afraid of 
making a big change to something they’ve 
done successfully for years. Once he 
recognizes this, he’s quick to change their 
format. He leverages the breakout room 
feature, mixing the breakouts intentionally 
for interaction. When they regroup from 
breakouts, each group shares highlights. 
Energy and engagement spikes right away. 
Now more information is synthesized than 
ever. Guy succeeded because he recognized 
his team’s disengagement (social awareness) 
and his own fear of change (self-awareness), 
and then he was able to move forward with 
a plan (self-management) and introduce  
a format encouraging interaction 
(relationship management).  

REASONS 
EMOTIONAL 
INTELLIGENCE 

3
IS MORE CRITICAL THAN EVER
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INNOVATION BLOCKERS

As a cofounder of TalentSmart and 
world-renowned expert in emotional 
intelligence, Dr. Travis Bradberry speaks 
regularly in corporate and public settings.  
He is also co-author of the #1 bestselling 
book Emotional Intelligence 2.0, 
Leadership 2.0, and The Emotional 
Intelligence Quick Book. His books have 
been translated into 25 languages and are 
available in more than 150 countries.

Dr. Bradberry also co-developed the 
Emotional Intelligence Appraisal®, a suite  
of self and 360 assessments. His survey  
and assessment development expertise are 
grounded in simple, applied approaches  
to measurement.

Some of Dr. Bradberry’s past speaking 
engagements include: Wells Fargo, NY Life, 
Fortune Magazine Growth Summit, 
Salesforce.com, and The Conference Board: 
Learning from Legends. He has also written 
for, or his work has been covered by, 
Newsweek, Businessweek, Fortune, Forbes, 
Fast Company, Inc., USA Today, The Wall 
Street Journal, The Washington Post, and 
Harvard Business Review. 

Dr. Bradberry received his PhD in 
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2. STRESS MANAGEMENT

Dr. Moïra Mikolajczak found that people 
with high EQ report better moods, less 
anxiety, and less worry during times of 
tension and stress than those who can’t 
identify and manage their emotions. This is 
because high EQ people have improved 
their ability to simultaneously engage  
their emotional and rational thinking. 
When confronted with stress, they can 
control what they do next. Instead of 
catastrophizing, casting blame or worrying, 
they find the silver lining, practice positive 
self-talk, and recall good memories. Once 
they get control of their reaction, they 
devise a plan of action.

EQ Skills Help You Tackle Your Stress: 
Right after the transition to remote work, 
Nitya couldn’t slip back into “family mode” 
the way she used to when she got home 
from the office. With her work computer 
just in the other room, she found herself 
thinking constantly about that next 
meeting, email, or client while her kids 
tried to tell her about their day. Only after 
she caught herself missing what her kids 
were saying and making mistakes on 
multiple late evening emails did she realize 
her stress was a problem. To get herself back 
on track, she first reminded herself that she 
balanced her work and family for years 
without a problem. Then, she put together  
a plan. Each day when she stopped working, 
she would slip out the side door to her 
espresso machine on the patio. She would 
make a latte, sit, and drink it. She wouldn’t 
check her phone or read. She would just sit 
and unwind. If something work-related 
came to mind, she would write it on a 
notepad as a to-do for tomorrow. The 
routine was simple, but it acted as the 
perfect mental transition between work 
and family. Post-latte, Nitya found she was 
able to turn off her work brain and turn on 
her family brain.

3. EFFECTIVE COMMUNICATION

The working world, and our lives, are made 
up of important conversations. At work, we 
give and receive feedback, deliver bad news, 
manage conflicts, and check-in with 
struggling coworkers…The list goes on. As 
different as each example seems, important 
conversations usually share three things in 

common: 1) opposing opinions, 2) strong 
emotions, and 3) pressure. 

Because developing EQ builds the 
connection between the emotional and 
rational parts of the brain, it equips people 
to manage their emotions under pressure 
and come up with an effective response in 
real time.

EQ Skills Help You Communicate 
Effectively: Dianne’s in her first week of 
work at the front desk of a hospital’s 
imaging department. Their appointments 
frequently run late, and she finds herself 
overwhelmed as she informs patients. 
When a patient begins to get upset, she 
boils over and snaps at him. He then 
complains, and her manager, who is 
displeased, has a long conversation with her 
at the end of the day. That night Dianne 
commits to adjusting her approach to these 
moments. The first thing she will do is take 
a deep breath and count to five before 
responding. Then, she will ask a question to 
learn why the patient is upset. Some people, 
she now finds, are quite nervous about the 
imaging procedure and their results (and 
she is able to talk them down). Others are 
anxious because they have somewhere to be 
(and she offers apologetically to reschedule). 
These small adjustments make a big 
difference in Dianne’s ability to uncover 
slight differences in patients’ needs and 
then address each accordingly.

From Insights to Action. The best thing 
about EQ skills is they can be developed 
with practice. Practicing any of the above 
behaviors will build new habits for you, too. 
The result is that when you’re faced with  
a similar situation in the future, you will 
respond with emotional intelligence. +

BY: DR. TRAVIS BRADBERRY

EMOTIONAL INTELLIGENCE

13



L
uckily, there’s an easy way to 
become aware of this: If the words 

“I want” or “I need” are about to 
come out of your mouth, then    
you’re about to enter into  

a negotiation.

Next time this is happening to you, try this 
little exercise that works like a charm.  
It’s great practice for the cold read  
and a quick accusations audit.

FINDING YOUR WAY AROUND

I ask people for directions all the time.  
I always have. Generally (as a side note), 
you may have to ask three different people 
to find out how to get somewhere (which, 
in the long run, is faster than wandering 
around). As soon as they say, “You can’t 
miss it,” you know they left out an 
important detail.

The closest guy or gal at hand probably 
knows exactly what you’re looking for. 
More often than not, they just really don’t 
feel like telling you. You can almost hear 
what they’re thinking when you make your 
approach. They saw you wandering around 
a mile away, read your body language, and 

NEGOTIATION

The Simple 
Negotiation 
Exercise You 
Can Try Today

The Most Dangerous Negotiation Is  
The One You Don’t Know You’re In
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NEGOTIATION

said to themselves, “It’s not my job to tell 
some idiot how to find the event.”

You can shatter that disposition by using 
a cold read and an accusations audit 
effectively. This will put the other side in 
a pleasant mood, and help you figure out 
how to get to where you’re going faster.

THE BOZO WHO CAN’T FOLLOW 
DIRECTIONS

Here’s a real-world example of how these 
tactics work.

A while back, I was on my way to a LEAP 
Foundation mentoring event for youth at 
UCLA. (LEAP is an awesome organization 
founded by Dr. Bill Dorfman.)  

It’s a Saturday, and the event is a pretty 
big one (thanks to Dr. Bill). LEAP does 
amazing work, and kids come from literally 
all around the world to attend these events.  
Dr. Bill gets celebrities like Mark Wahlberg 
and Paula Abdul to speak at them. 

Although I was a little lost, I knew I was 
in the right parking ramp on the UCLA 
campus. But I also realized that if I went 
out the wrong way, I would have to travel 
all the way around the entire university 
complex to get to where I needed to be.  

I started driving around inside the  
garage looking for a security guard  
or a maintenance person. 

Because of the high-profile nature of the 
event, every employee had to have been 
aware it was going on. That, plus the fact 
that there’s probably no shortage of people 
like me looking for the entrance because 
we didn’t follow the directions closely 
enough. At this point, I assumed that most 
regular employees were probably hiding 
from the wandering “tourists” because they 
didn’t want to answer the same questions 
over and over again.

The phrase “I don’t know” was likely their 
ready response to any question that started 
with “Can you help me?”

Sure enough, as I passed by a number of 
parking spaces, I saw a maintenance guy at 
the far end of the garage, and I sped up to 
reach him. 

“Hey man, I know it’s not your job to give 
directions to some bozo who’s lost and 

can’t find his way to where he’s going,”  
I said.

“Sure man,” the guy said, smiling.  
“No problem. What do you need?”  

I told him and he happily gave me clear 
and concise directions.

Victory!

A REPEATABLE APPROACH  
IN ANY SCENARIO

I repeat that basic script all the time. 

One of my favorite uses for it is to 
find a good restaurant at an airport. 
You know the TSA staff know which 
restaurant serves the best food. And you 
also know that they’re asked for their 
recommendations all the time. 

Like most people, when the agents see 
someone approaching them, they think 
to themselves: It’s not my job to give 
directions. So, many times, instead  
of telling these travelers what their 
favorite restaurant is, they respond  
with “I don’t know.”

Here’s a tried-and-true method of getting 
these agents to help you figure out which 
restaurant is best.

I go up to TSA agents and say this: “I’m 
sorry.” Then I pause for one second 
and say, “I know it’s not your job to give 
recommendations.”

Then I pause for a while—creating true 
dynamic silence. I wait for the agent to 
respond positively because I know  
they will. 

This approach works every time, and you 
end up brightening their day. 

People feel appreciated when you 
approach them this way. And as a general 
rule, people really want to help others. 
They just don’t want to be taken for 
granted in the process.

The cold read and the accusations audit 
are subcategories of tactical empathy. 

In every negotiation, whether it’s low 
stakes or high stakes, we use empathy 
because it works. Quickly. And it makes 
people feel better.

Put yourself in the other side’s shoes. 
They’ll notice, and they’ll reward you  
for it. +
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PRIMING PSYCHOLOGY

PRIMING PSYCHOLOGY: 

HOW TO GET 
PEOPLE TO  
DO WHAT  
YOU WANT 

2)  The second group, called “Polite 
Condition” had a series of polite words 
like patient, respect, and respectful.

3)  The last group, the “Neutral Condition,” 
had words that were neither polite  
nor rude.

When a participant was done 
unscrambling words, they were instructed 
to walk down the hallway and tell the 
researcher they were finished. 

Unbeknownst to them, the researcher 
would be in a long fake discussion with 
another researcher when the participant 
arrived. The experiment was to test how 
long it would take for each group to 
interrupt the researcher to tell him that 
they were done.

Within 10 minutes, 60% of the rude group 
had interrupted, while only 40% of the 
neutral group and 20% of the polite group 
had interceded.

This is a very simple experiment, with  
a very powerful lesson. It teaches us that 
people can be subconsciously primed  
to act differently.

of that word. For example, you reading 
the word ‘thorough’ should make you 
read this article more thoroughly.

• Images: Having someone look at an 
image, draw an image, or work with 
an image can prime them for what the 
image represents. 

• Actions, Items, Videos: You can also 
prime with real life objects, actions,  
or videos. If I serve candy in my office, 
it will prime you differently than if  
I serve roast beef. 

PRIMING EXAMPLES

There are some great priming examples  
in psychology. Let’s go through some great 
priming science.

Priming People to Be Less Rude

In 1996, researcher John Bargh did an 
experiment to see if he could influence 
behavior with a simple activity. The 
researchers had three groups of 
participants.

1)  The first group had the “Rude 
Condition” and had to unscramble  
a list of rude words like bold, aggressive,  
and disturb.

D
o you prime people to be their 
best selves? Priming psychology 
is one of the most underutilized 
success techniques.

WHAT IS PRIMING PSYCHOLOGY?

Priming is using a stimulus like a word, 
image or action to change someone’s 
behavior. For example, research has found 
that we can prime someone to walk more 
slowly by having them read words like 
cautious or leisurely. Or we can prime 
someone to be less rude by having them 
read words like patient, polite,  
and respectful.

Priming is when we expose someone to 
something that influences their behavior 
later on — without that individual being 
aware that the first thing prompted  
or guided their behavior.

HOW DO YOU USE PRIMING?

Priming can be used with a variety of 
stimuli. Here are the most common 
priming sources:

• Words: Having someone read words, 
unscramble words, or work with words 
can prime them to act on the meaning 
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PRIMING PEOPLE IN EMAILS

You can prime people for the reaction 
you want with priming emails. This is a 
huge advantage (and potential pitfall) of 
technology people often forget. Emails 
allow us to prime people before they 
take action. I use this with my interns, 
employees and colleagues before meetings, 
phone calls, or interviews. 

How do you want someone to feel, act,  
or behave? Prime them for it.

Below are two emails. Every week I have 
a weekly check-in call with the team and 
we are often pressed for time and have so 
much to discuss, we're constantly getting 
off-topic.

The first is an email I used to send out 
before our weekly check-in call. The 
second is the email I send out now before 
my calls with priming language.

Bad Priming Email:

Hi All,

As usual we have the weekly call 
tomorrow, Tuesday. Again, we are a little 
stressed for time and might have some 
trouble getting through the tasks on the 
agenda. I need everyone to please tighten 
up their points and avoid asking slow or 
lengthy questions on the call—you can 
send them out in an email later if you 
need. I attached the agenda.

- V

Good Priming Email:

Hi Team,

Tomorrow is our weekly goals call. I’m 
hoping we can be really efficient because 
we do have a lot to discuss. If everyone 
can take a look at their points and prepare 
a well-organized overview that would be 
great, because then we will have plenty of 
time for succinct questions, if people have 
them. Remember you can also easily send 
them in an email after the call. I attached 
our agenda.

Best, V

The emails both say the same thing, but 
when I started to change the emails for 
more positive priming I found that people 
were more efficient and excited for the call. 
It also started a chain of nice follow-up 
emails. My responses to the first email 
usually followed my same pattern of using 
negative, stressful words and phrases. 
Amazingly, the second email produces 
kinder, more efficient language.

Use Priming to Set People Up for Success

Priming can be used maliciously or to be 
manipulative. It is very important that we 
use it to set people up for success. Here’s 
how to use priming for good:

• Use positive priming words like 
efficient, together, helpful, goal,  
well-organized, and team.

• Avoid negative priming words like 
stress, pressure, tighten, rush,  
and tasks.

In fact, I am now teaching this in my 
training with my employees and am 
very transparent about using it. Many 
of them appreciate this effort and use 
it themselves! I also find their priming 
emails easier to respond to, less stressful 
and more organized. Another benefit is 
that writing this way helps you feel less 
stressed because you are not using  
those words.

I encourage you to try priming not just  
in emails, but also in:

• Texts

• Evites

• Social network updates

• PowerPoints

• Handouts

• Agendas

You can also do this when you journal 
or brainstorm. I find if you journal or 
self-reflect using words of emotions and 
actions you want to create, you have a 
much more successful follow-up.

Priming is an interesting way of 
approaching your own attitude and 
others'. I highly recommend practicing 
with friends and family members and 
being transparent about your wanting to 
produce positive effects in the people you 
are interacting with.

Remember, always use priming 
psychology for good and not evil! +

BY: VANESSA VAN EDWARDS
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C
lose your eyes for a moment and 
picture your ideal customer.

Easy, right? You’ve spent God only 
knows how many hours conjuring 
your client avatar. You know their 

name, what they look like, how they spend 
their spare time – heck, you’re pretty sure 
you know how much milk they like to pour 
on their cereal in the morning.”

Because every marketing person EVER has 
told you that this is the way to achieve 
business success.

But have you ever stopped to think about  
the people who aren’t your customers?  
The people who will never be your 
customers; the ones you simply don’t  
want to do business with?

Well, there’s at least one entrepreneur I know 
of who did exactly that. And by identifying 
(very specifically!) his anti-customer, he 
boosted his bank account by a cool $620,000.

BACK IN BLACK 

Meet Stuart Semple, an artist who loves to 
mix his own colors. If you’re artistically 

inclined, his range is pretty exciting; there’s  
a color called LIT which is an awesome glow 
in the dark pigment, and another called 
Rainbow Liquid which is a color-changing 
pigment. All really cool.

But a few years ago, Stuart heard about  
a brand new color called Vantablack. It was 
billed as the definition of darkness — 
developed by a whole bunch of scientists,  
it used nanotechnology to absorb 98% of 
visible light. You literally couldn’t get a 
blacker paint than that. As an artist, Stuart 
couldn’t wait to get his hands on the stuff  
to try it out.

Only he couldn’t. Because the company that 
created Vantablack had already signed an 
exclusive deal with a famous artist, a guy 
named Anish Kapoor (the guy that created 
Chicago’s Cloud Gate, or the Bean as you 
might know it). Anish Kapoor was literally 
the only person in the world allowed to use 
this revolutionary black paint.

Stuart wasn’t impressed. So he decided to 
strike back against what he sees as artistic 
elitism, and create his own — even  
blacker — black.

He launched a Kickstarter campaign and, 
thanks to the support of like-minded artists 
who agreed that no one person should ever 
own a color exclusively, Stuart raised over 
$620,000! Enough to help him create the 
blackest black in the world, Culture Hustle’s 
Black 3.0.

Now anyone – any professional artist, any 
novice, you, me, anyone – can get their hands 
on Black 3.0.

ANYONE EXCEPT ANISH KAPOOR!

You see, when you go to Stuart's Culture 
Hustle website, and you add Black 3.0 to  
your shopping cart, you must agree to the 
following terms and conditions: 

“By adding this product to your cart, you confirm 
that you are not Anish Kapoor. You are in no 
way affiliated to Anish Kapoor. You are not 
purchasing this item on behalf of Anish Kapoor 
or an associate of Anish Kapoor. To the best of 
your knowledge, information, and belief, this 
material will not make its way into the hands  
of Anish Kapoor.”

Isn’t that hilarious?

KNOW YOUR AUDIENCE

Who Is NOT 
   Your Customer... 

And Why It's More 
Important Than Who Is
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CAN YOU OWN A COLOR?

But, before Stuart’s #sharetheblack 
campaign could become a short-lived 
marketing gimmick, he identified yet 
another anti-customer: T-Mobile. The 
telecom giant has tried to monopolize the 
color magenta, arguing that their brand is  
so inextricably linked to that particular 
shade of pink, no other brand should be 
allowed to use it.

Well, of course, Stuart is having none of it, 
so he’s started a #sharethepink campaign, 
too. If you want to buy his Pink TM paint you 
need to agree to the following terms:

“By adding this product to your cart, you 
confirm that you are in no way affiliated  
to T-Mobile, you are not purchasing this  
item on behalf of an associate of T-Mobile,  
and you do not hold a telephone contract  
from T-Mobile. To the best of your knowledge, 
information, and belief, this paint will not 
make its way into the hands of anyone 
associated with T-Mobile.”

It’s a great color, but I wouldn’t be able to 
buy it. Firstly because I’m a T-Mobile 

customer, but more significantly, because 
it’s completely sold out!

Ironically, it's Stuart's determination that 
no one should be allowed to own a color, 
and his clear and simple understanding of 
who his customer is NOT, that has united 
artists around the world. That has made 
them want to stand by him and his brand.

That one simple, clear idea has turned 
Culture Hustle, a small team of artists 
working in an art studio in Dorset, England, 
into one of the world's fastest-growing art 
materials brands.

And it’s making me wonder whether we’ve 
all been spending so much time crafting 
customer personas that they’ve just become 
meaningless. Maybe it’s time to focus on 
the people who should NOT be buying  
our stuff? +

KNOW YOUR AUDIENCE
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BY: ANDREW DAVIS
BESTSELLING AUTHOR
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BRANDING

means her net worth is over a billion dollars, 
according to Forbes. So, let’s dive a little bit 
deeper into Kylie Jenner.

Before she created her cosmetic line, Kylie 
Jenner was known for her enormous online 
presence in the fashion and makeup niche. 
And of course for Keeping Up With The 
Kardashians. I’m talking about millions  
of followers. One of the things that made 
her fame take off was when she got her lips 
done and started an online craze of people 
wanting the Kylie pout, or the Kylie look. 

like Kylie Jenner, have built websites  
with massive organic traffic because they  
are brands. 

You’ve probably heard of using SEO to 
build your brand. But what about using 
your brand to build your SEO? Look at the 
Kylie Jenner approach: use your own brand 
and capitalize on it by creating a business 
that is valuable to your audience. She was 
so successful that she sold 50 percent of 
her company for over $600 million. That 

I
f you want to thrive in SEO (Search 
Engine Optimization), you need to build 
a brand. It’s been 13 years since Eric 
Schmidt, the former CEO of Google, 
said, “Brands are the solution, not the 

problem. Brands are how you sort out the 
cesspool.” And what we see today really 
reflects that. Companies and websites have 
invested in building a brand or becoming 
more and more prominent when it comes to 
ranking higher up on search results. Even 
people who didn’t have a search presence, 

USING  
YOUR OWN 
BRAND AS 
YOUR SEO 

SECRET 
WEAPON

KYLIE JENNER 

CASE STUDY
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Kylie capitalized by creating Kylie Lip Kits, 
which sold like crazy, selling out almost 
instantly when she released products on 
her website. After finding huge success in 
Lip Kits, Kylie expanded into the entire 
cosmetics line, known as Kylie Cosmetics. 
That is now worth over a billion dollars. Her 
genius and capitalizing on her brand got her 
on the Forbes list of the youngest billionaires 
in the world. She is also one of the most 
followed people on Instagram. She markets 
businesses herself. She is her marketing 
strategy because her business is her brand.

She simply posts videos and pictures of 
herself using her own products. People buy 
them. And that’s how she’s done so well 
in the e-commerce space. She now ranks 
for highly competitive keywords like “eye 
shadow palettes” or “blushes” or “makeup 
palettes.” Her website gets over 1.8 million 
visitors per month, according to SimilarWeb. 

Here, Kylie did two big things. She 
recognized whom her audience was and 
offered them a product that was valuable to 
them. Not only is she helping her audience 
but she’s also growing her own brand equity. 
That’s like me offering SEO and marketing 
products. If I offered dog food products, 
would you see the disconnect there? Kylie 
stuck with what she was known for. 

I know she’s a big name, so don’t let this 
intimidate you. The strategy is entirely 
relevant for smaller brands, and it works 
for businesses of all sizes. More and more 
people are creating their own brands, 
whether it’s through blogs or social media. 
Vlogging is a huge market right now, and 
there’s so much opportunity. Influencers 
today are the latest entrepreneurs. Now 
more than ever, small online influencers and 
brands are building their own businesses. 

And for the second example, I want you to 
look at me. Look how I grew my brand and 
capitalized on it. If you don’t believe you can 
do it, I’m here to share my story, so you can 
see how you could do it. 

At 15 years old, I started off by creating my 
own business called Advice Monkey. It was 
a website that helped people find jobs. And I 
created a job website because I couldn’t find 
a job. I earned money by picking up trash 
and cleaning restrooms at a theme park. 

From there, I did whatever it took to make 
money as long as I wasn’t selling drugs or 
breaking the law. But you know all that 
money I made? I took it and I dumped it into 
advertising for Advice Monkey, and it failed 
because people just ripped me off. So I had 
no choice but to learn digital marketing all 
on my own. And that’s what got me started 
with my story, which was my own success.  
I learned how to do it myself. I implemented 
my website. I got results. 

Then I started pitching other people and 
trying to convince them to pay me. Some 
of it was performance based, but that’s how 
we started. In 2006, I created my first blog, 
and through blogging, I started building up 
a following. And that was a real catapult for 
my career. I was offering valuable marketing 
tips and advice. More people were coming 
to me and that generated business for me. I 
was getting invited to speak at conferences. 
When conferences wouldn’t invite me, I 
would apply to those who turned me down, 
but eventually more and more accepted me. 

After learning about my audience and what 
they really wanted, I created a free tool 
called Ubersuggest. That tool has allowed 
me to reach an even bigger audience, and the 
tool’s up to 15 million page views per month.

Now, if I wanted to buy that traffic, it would 
cost me hundreds and thousands of dollars 
per month. My brand in digital marketing 
has allowed me to get more users to my tool 
and my tool—building that brand—has 
allowed me to get more people that follow 
me individually. 

You don’t have to create a tool. Just put 
yourself out there. The moral to the story 
is, the more you put yourself out there, the 
more people are going to get to know you 
and your brand. I call it the “Rule of Seven.” 
When someone sees and interacts with 
you seven times, they’re much more likely 
to relate to your brand. That creates more 
search queries. The more search queries for 
your brand, the easier to rank for terms that 
you want to go after. People with a higher 
domain authority are ranking, but you can 
beat them as long as you build your brand.  +
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TURN MANAGERS INTO COACHES

Managers
Into Coaches Again

Ways To Turn

BY: KEITH FERRAZZI
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T
he role of the manager is currently undergoing a 
transformation. Historically, managers embraced 
the role of coach and mentor. Through informal 
conversations during the commute to work, over a 
coffee break, or while enjoying a burger after hours, 

managers passed along crucial information and knowledge 
about the organization’s culture. Even more formal 
conversations, like one-on-one meetings and small group 
gatherings, transferred insight and understanding to 
employees. This invaluable information wasn’t found in 
textbooks, from a class, or over an app, but given from 
someone with years — decades even — of experience.

But today, tighter budgets, flatter organizations, a heavy 
workload, and too many direct reports often leave managers 
without the time — and sometimes without the skills — to 
shoulder the responsibility of being coach and mentor. And 
yet, this function remains critical to the long-term health and 
productivity of the organization.

This erosion in the role of the manager has not gone 
unnoticed. As part of a recent research project into how top 
executives view training and development programs, they 
overwhelmingly said the most urgent problem they face is 
igniting their managers to coach employees. What’s more, it’s 
also the challenge where executives said they are most 
desperate to find and deploy effective solutions.

In response, my team has compiled six practical tips to help 
managers slip back into the role of coach as effortlessly and 
efficiently as possible. These tips include:

USE REGULAR ONE-ON-ONE CHECK-INS

Regular check-ins, as opposed to waiting for the annual 
performance review, allow you to work collaboratively with 
your direct reports to offer insight, knowledge, guidance, and 
suggestions to help them solve pressing problems, and to help 
them stay on track for their professional development goals. 
This is one of the most powerful tools that you can use to 
elevate coaching. Some managers we spoke with make it a 
point to schedule phone conversations or in-person meetings 
on a monthly — and sometimes even weekly — basis.

ENCOURAGE MORE PEER-TO-PEER COACHING 

Peer-to-peer coaching offers some of the richest, most 
valuable learning in an organization. An easy way to 
incorporate more of this type of learning is to use your staff 
meeting as a collaborative problem solving session. This builds 
cohesion among your team, and inspires them to think 
creatively about how to solve pressing organizational 
challenges. It’s also an easy way for you to coach multiple 
people in one setting at one time, thus maximizing your time 
and efficiency.

TURN MANAGERS INTO COACHES

Managers
Into Coaches Again
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TURN MANAGERS INTO COACHES

CREATE MENTORING PARTNERSHIPS. 

“Some of the richest mentoring I have 
experienced is through ‘reverse mentoring’ 
where a younger generation employee 
partners with a more senior employee and 
they agree to share lessons learned with one 
another,” says Michael Arena, Chief Talent 
Officer at GM. Consider pairing up team 
members from different demographics. 
Those in the older demographics likely 
possess critical institutional knowledge and 
have collected a vast amount of life 
experience that would be beneficial to the 
younger generation, while those in the 
younger generation likely know all about 
the latest and greatest technology and how 
to find important bits of information 
rapidly, which they can pass on to their 
mentoring partner.

TAP INTO THE POTENTIAL COACH 
WITHIN EVERYONE. 

Hidden within many individuals is a 
fountain of information and knowledge 
waiting to be shared with the broader team. 
You can encourage your own team members 
to become coaches and trainers by allowing 
them to hold their own mini-seminars on 
an important topic or skill. Or if your 
organization offers internal platforms, like 
its own private YouTube channel or an 
intranet, encourage your team to create  
and share their own learning content, 
stories, and tips for where to access the  
best learning activities.

Don Jones, former Vice President, Head  
of Learning with Natixis Investment 
Managers shared this example in a  
recent interview:

Employees are becoming “content 
developers” for our learning organization. 
Imagine a top sales person in the field 
giving his pitch on a certain product. He 
then uploads the content and others in the 
organization can share their thoughts and 
comments through Salesforce Chatter, or 
other online discussion groups. This is an 
example of the power of free-flowing 
knowledge that can be exchanged in an 
organization. It energizes, engages, and 
encourages learning. Plus, these videos and 
comments become material to create 
content to show our new sales hires during 
sales training.

SUPPORT DAILY LEARNING AND 
DEVELOPMENT ACTIVITIES. 

We’ve heard from a number of Chief 
Learning Officers who say employees 
regularly claim they don’t engage in 
learning activities because they don’t 
believe their managers would support them. 
It’s up to you to change this perception by 
creating an environment where it’s not only 
acceptable, but encouraged to use office 
time to engage in learning activities. 
Suggest that they digest small bites of 
content when it fits into their schedules 
during the day, or look for creative and 
engaging ways that you can bring learning 
and development into daily activities for 
your people.

SEEK FORMAL TRAINING. 

It seems obvious, but if you want your staff 
to engage in ongoing learning activities, 
then you’re going to have to model that 
behavior yourself. Consider seeking out 
formal training to enhance and improve 
your hard and soft skills, whether it’s one 
class, a certification program, or completing 
a more formal executive education or 
leadership training curriculum. In today’s 
modern world, you have numerous 
opportunities to engage higher education, 
be it through an online, local on-campus  
or a hybrid program. Pursuing a formal 
training program is one of the wisest 
investments you can make in your 
development.

Managers have an enormous impact on an 
organization’s ability to retain and attract 
top talent, and they remain the preferred, 
go-to source for passing on knowledge, 
skills, and insights to others.

Great coaches aren’t born; they’re made 
through dedication, commitment, and 
practice. By taking the initiative and 
proactively working to become a better 
coach, you will elevate not only your own 
performance, but that of your team, and by 
extension, your organization. +

Keith Ferrazzi is the Chairman and 
Founder of Ferrazzi Greenlight, a 
research institute founded on the pillars 
of behavioral science and its effects on 
business. Keith started his career as the 
youngest CMO at Deloitte Consulting, 
then went onto become CMO of 
Starwood Hotels and Resorts, founded 
and sold two companies, and solidified 
his status as a successful entrepreneur. 
Keith now works with high-impact teams 
within Fortune 100 companies all over 
the world, transforming and cultivating 
behavioral change, radically affecting 
business operations.

Get in touch:  
keith@ferrazzigreenlight.com

KeithFerrazzi.com

KEITH FERRAZZI , CHAIRMAN 
NEW YORK TIMES BESTSELLING 

AUTHOR, SPEAKER
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O
ne of the questions we’re 
frequently asked by clients 
is “What is the difference 
between a high net worth 
carrier and a standard market 

carrier, and which one should I choose?” So, 
let’s jump into some of the key differences 
and what you need to consider when 
choosing the policy that’s right for you.

WHAT IS A HIGH NET WORTH CARRIER?

High net worth carriers are specialty 
insurance carriers with customized 
programs built to meet the needs of high 
net worth individuals. These programs are 
designed to provide coverage for primary 
homes and secondary homes with a rebuild 
cost of $1.2 million or more. 

The benefits of selecting a high net worth 
policy include having higher than normal 
limits available. These include higher 
limits for both home protection and 
personal liability to protect the high net 
worth individual. 

Specialty coverage enhancements are 
available to meet a variety of needs. If you 
opt to insure through a high net worth 
carrier, you’ll have access to personal 
cyber liability protection, and a 200% 
replacement cost or cash settlement option. 
In addition, you may enjoy a deductible 
waiver, loss prevention of up to $2,500 to 
prevent a similar loss in the future, and 
coverage for private collections such as 
jewelry, artwork, or wine.

High net worth carriers are rigorous when 
it comes to risk management and loss 
prevention. They will assess your home and 
find unique vulnerabilities that you may 
not have been aware of. These carriers may 
require you to mitigate risk with measures 

like installing an automatic water shutoff, 
cutting overhanging tree limbs, and 
checking the connections on your pipes 
and water supply tubes. An additional 
perk to this assessment is that you’ll get an 
accurate valuation of your home, helping 
you to choose an appropriate amount of 
coverage and address potentially damaging 
risks.

Unfortunately, not all losses can be 
prevented. A primary benefit in working 
with a high net worth carrier is the claims 
process, which is simple and stress free. 
They don’t use call centers, so you’ll speak 
to only one claim adjuster dedicated 
to your claim. In other words, you only 
have to tell your story once. From there, 
a Member Advocate will proactively 
contact you to keep you updated on your 
claim. They’ll also research vendors and 
schedule consultations on your behalf to 
ensure all the vendors needed to perform 
any necessary repairs have completed 
background checks and are able to work 
around your schedule. Unlimited loss of 
use coverage is available to cover the full 
cost of alternate living expenses while your 
home is being repaired.

WHAT IS A STANDARD MARKET 
CARRIER?

Standard market carriers sell policies 
that are intended to fit the majority of 
homeowners. They provide fixed coverage 
options with endorsements available to 
enhance each policy. Unlike policies sold 
by high net worth carriers, these policies 
are not designed for individuals with high 
value items, and they may have limitations 
on coverage for jewelry, art, and cash. They 
do not provide any coverage for unique 
items such as wine collections.

LET US PROVIDE THE RIGHT  
POLICY FOR YOU

Contact Atlas Insurance today to review your 
homeowner’s policy and determine whether 
a high net worth carrier or standard market 
carrier is the best fit for you. We’ll help you 
get the right coverage for your situation with 
a policy you can rely on. +

BY: KIMBERLI SAKAMOTO,  
SENIOR SALES ACCOUNT MANAGER

ATLAS INSURANCE AGENCY

Kim Sakamoto is a Senior Sales Account 
Manager in the Personal Lines Department 
with Atlas Insurance and has been in the 
insurance industry for 12 years. She joined 
Atlas in 2017 as a Sales Account Manager 
and was promoted in 2020 to Senior Sales 
Account Manager. Born and raised in 
Hawaii, she helps her clients to understand 
their unique risk of living in paradise and 
helps them protect what matters.

High Net Worth Carrier vs. 
Standard Market Carrier: 
Know The Difference
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WATER DAMAGE MITIGATION

W
ater damage is the 
most common type of 
claim for community 
associations. In the 
United States alone, 

insurance companies pay out $2.5 billion 
dollars per year on water damage and mold 
claims. 

With the hardening insurance market—
where insurance carriers have restricted 
capacity and are becoming more selective 
in which risks they are willing to write—
community associations will need to be 
proactive with good risk management and 
active prevention because this will save 
them a lot of hassle in the long run. 

1. PLUMBING

Plumbing-related water damage is a 
common type of loss. This is why the 
main components of the plumbing system 
(water main, submersible pumps, backflow 
prevention devices, exterior taps, etc.) will 
have to be well documented and checked 
carefully:

• Pipes and fittings under sinks and floors 
around toilets, washing machines, and 
water heaters should be dry. 

• Toilets that “wobble” or that are not 
seated properly usually should have their 
wax rings replaced. A common cause of 
water damage claims is the failure of the 
toilet wax ring, which allows leaking to 
units below. 

• Pipes and drains should not have any 
swelling or cracks.

• Rubber hoses in washing machines and 
dishwashers need to be replaced every 
five years, and braided steel hoses every 
ten years.

• Shower and bathtub caulking should 
be checked frequently and replaced as 
needed.

• Repair leaky faucets. Water flowing to 
the wrong place or a faucet leaking into 
a clogged drain can cause water damage.

• Purge exterior taps to prevent burst 
pipes.

• Pay special attention to submersible 
pumps (if any) and backwater valves. 
Check every year to make sure they are 
functioning properly.

• Know where the water shut-off valves 
are for each unit. Remind unit owners to 
consider turning off their water supply 
if they are planning to be away for an 
extended period of time.

• Contact a licensed plumber right away if 
you see any signs of trouble.

• To ensure a quick response in the event 
of an incident, make sure a custodian 
has a copy of the keys for each unit.

2. WATER HEATER

When an old water heater breaks, it can 
cause major damage and a lot of headaches. 
It is even worse if it happens in an upstairs 
unit because the water will leak down and 
impact the neighbors below. To minimize 
the risk of having to suffer through this:

• Replace water heaters every ten years, or 
sooner if there are signs of deterioration 
like oozing or rust. 

• Install water heaters according to the 
manufacturer’s standards.

• Have a drain pan set underneath the 
water heater and connect it to a floor 
drain if there is one.

Water Damage 
    Mitigation
TIPS FOR COMMUNITY ASSOCIATIONS
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WATER DAMAGE MITIGATION

3. ROOFS

Damaged roofing and cracked flashing are 
both potential causes of water infiltration. 
Stay vigilant with these tips:

• Remember that damaged roofing must 
always be replaced or repaired. Water 
can also seep through cracks in the 
flashing.

• Make sure that gutters and storm drains 
(for flat roofs) are clear of obstructions.

• Do not try to overextend the life of your 
roof. If it is showing visible signs of wear, 
plan to have it replaced soon.

• Choose a good roofer. Deciding based on 
cost alone is not the best way to go. Find 
out what the estimate includes and get it 
in writing. Roofers can usually provide 
references for their work. Research them 
online to see what others are saying 
about them.

• In the event of a problem, the 
community association should call 
a roofing expert. For losses due to 
wear and tear or lack of maintenance, 
insurance coverage will not apply. Water 
damage losses usually require direct 
damage to the roof. 

4. EXTERIOR SIDING

Exterior siding, doors, and windows protect 
the building from wind and water, but 
breaches in the exterior siding can let water 
in. This is why it is important to take these 
preventive measures:

• Enable water to flow away from the 
building once it reaches the bottom 
of the wall. Pitched flashing and weep 
holes can help to make sure that water 
drains. If the water cannot drain, it 
could puddle inside the wall and 

potentially damage the structure. 

• Repair crumbling masonry joints.

• Repair or replace cracked caulking 
around doors and windows. 

• Check the condition of your exterior 
siding for visible holes, cracks, crevices, 
or movement and repair them as needed. 
If you notice or suspect any damage, 
contact a licensed contractor to address 
the issues quickly.

5. FOUNDATIONS

When you inspect the inside and outside of 
the foundation, consider these items as red 
flags if you find these conditions there: 

• Moisture causing concrete deterioration 
at the base of walls and on the floor.

• Water infiltration at the base of walls

• Flaking paint at the base of walls and on 
the floor

• To avoid water damage, water must also 
be effectively drained and channeled 
away.

• Surface water – There should be a ten 
percent slope around the foundation 
perimeter to allow water to drain away.

• Gutter – Gutter downspouts should have 
a horizontal section at least six feet long 
to channel water as far away from the 
foundation as possible.

• Floor drain – All basements must be 
fitted with a floor drain to allow any 
water to drain away. The drain must be 
fitted with a flap to provide additional 
backup protection.

• Catch basin and pump – If your building 
has a poor drainage system or the water 
table is above the foundation drain, 
install a catch basin and sump pump. 
Since power failures can occur during 
wind-and-rain storms, a backup system 
should be installed on the pump and 
inspected periodically.

• If you suspect that water is getting in 
through the foundations, contact a 
specialist in the field to repair cracks, 
replace the foundation drain, or fix 
drainage and other problems.

6.  WATER LEAK DETECTOR  
AND AUTOMATIC WATER  
SHUT-OFF SYSTEM

Water leak detectors and automatic water 
shut-off systems have come on the market 
in recent years. These systems can be 
installed by a professional on new or existing 
plumbing. When a water leak is detected, the 
detector sends a signal to the system and it 
automatically cuts off the water supply. This 
reduces the quantity of water released through 
leaks and helps in minimizing damage. 
These systems can also help detect leaks you 
otherwise might not have noticed. 

Other types of leak detection devices sound an 
alarm and/or transmit an alarm so someone 
can respond to the leak. 

In the future, insurance carriers may require 
water leak detection devices for community 
associations having a history of frequent and 
severe water damage claims. 

There is a saying that goes “An ounce of 
prevention is worth a pound of cure.” This 
is especially true regarding water damage 
because it is easier and less costly to prevent 
losses than it is to deal with the hassles of 
drying out and repairing water damage. +

BY: ELAINE PANLILIO, CRM, CIC, CISR
ACCOUNT EXECUTIVE 

ATLAS INSURANCE AGENCY

Elaine Panlilio, CRM, CIC, CISR, is an 
Account Executive in the AOAO Unit at 
Atlas Insurance Agency, the largest locally 
owned insurance agency in Hawaii. She 
holds the Certified Risk Manager, Certified 
Insurance Counselor, and Certified 
Insurance Service Representative professional 
designations from the National Alliance 
for Insurance Education and Research. She 
can be reached at (808) 533-8766 and at 
epanlilio@atlasinsurance.com.

REPLACE WATER 
HEATERS EVERY TEN 
YEARS, OR SOONER IF 
THERE ARE SIGNS OF 
DETERIORATION LIKE 
OOZING OR RUST.
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PROUDLY TAKING CARE OF HAWAI‘I

While we’ve been known as Hawai‘i’s leading provider of workers’ compensation, today we can do much more  

for your business. We’re committed to providing the most effective insurance solutions for our customers. 

Through our family of companies that includes Employers’ Protective  

Insurance Company (EPIC) and HEMIC Insurance Managers, Inc.(HIMI), 

we can bundle insurance products tailored specifically for your business 

to save you time and money. Because we’re 100% locally owned and 

operated, HEMIC can navigate the complexities of Hawai‘i’s insurance 

landscape and help your business with its unique challenges and needs. 

To learn more about bundling TDI with your workers’ compensation 

program, and other commercial insurance products available through our 

subsidiaries, please contact your agent or visit www.HEMIC.com.

We can do more for your business.
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MYATLAS CONNECTION

I
magine an innovative, time-saving, 
online tool that allows you to gather 
information and solve everyday 
problems in just a few keystrokes. 
Conventional methods for solving 

crises—such as the uncertainty of a 
pandemic—may not always be available, 
and waiting to implement proper protocols 
can mean serious injuries or undiscovered 
health hazards. In business, there is no rest 
for the weary, meaning you must continue 
working even though you are exhausted. 

Pushing through to find the answers or 
the resources necessary to help make 
your business thrive is what we do best. 
The proper support to help you and your 
business operate efficiently and with 
confidence is critical in everyday business 
decisions. In an increasingly complex and 
dynamic digital insurance market, there 
are lots of options that promise to solve 
operational matters or challenges for your 
business to keep you moving forward. As 
one of the many value-added services 
Atlas Insurance offers to supplement your 
insurance program, this one is accessible 
24/7 and filled with innovative resources—
MyAtlas Connection.

MyAtlas Connection fuels business growth 
for our partners with an expansive 
portfolio of content that offers an all-
in-one platform, full of robust data and 
comprehensive resources. This empowers 
our partners to make critical business 
decisions in service of greater health, 
wellness, and safety throughout the core of 
their organizations, while complementing 
existing work practices. Powered by the 
technology of Zywave, MyAtlas Connection 
continues to evolve and capitalize on 
contemporary frameworks with you in 
mind. This platform can provide expert 

subject matter information for three lines 
of business: property & casualty, employee 
benefits, and personal insurance. Within 
these lines of business, this platform 
provides regulatory compliance, state/
federal updates, and human resource 
insights to our clients. When it comes 
to learning and development, a learning 
management system on an array of topics—
from people management to OSHA 
safety—is included. 

These online tools are more than just a 
database full of resources. The service 
MyAtlas Connection provides goes beyond 
the mere provision of insurance. These 
services may entail risk control insights 
or claims management services, human 
resource audits, benefits toolkits, training 
and reference manuals, sample employee 
handbooks, loss prevention software, and 

“hotlines” (which are manned by human 
resource professionals who provide advice 
on handling employment-related issues 
and incidents). On-demand videos, live 
webinars, safety programs, claims tools, 
WC state statues, OSHA compliance, and 
an interactive Community Forum are just 
some of the major user-friendly resources. 
MyAtlas Connection also supports our claim 
advocacy and resolution for our clients’ 
benefit to ensure effective claims handling 
and resolution. This platform can work 
in conjunction with our consultants from 
within the Client Consulting Services 
division, an integral part of Atlas’s 
essential services which will assist you in 
navigating through the program. 

Atlas understands the nature and quality 
of value-added services provided by a 
broker or insurer are important factors for 
an insured in selecting between competing 
organizations. Helping clients identify and 

minimize liability and professional risks 
is at the heart of our client services. With 
a suite of services to provide our clients 
and up-to-date information on the global 
risk environments in which they operate, 
innovation is at the core of everything we 
do. Atlas will never stop thinking of ways 
to help our clients grow and overcome 
the uncertainties of doing business. As 
the needs of your business continues to 
change, we’ll be there with you every step 
of the way. +

BY: JOEY BARROSO, MBA, AINS
RISK CONSULTING MANAGER
ATLAS INSURANCE AGENCY

Joey Barroso is the Risk Consulting 
Manager in Atlas' Client Consulting 
Services Division.  He brings Corporate 
Wellness experience along with 
professional experience in Human 
Resources, Operations, and Retail.  Joey 
obtained his P&C license, AINS and 
continues his education in safety. 

Uncompromised 
Service
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NEWS & EVENTS

BENEFIT CONCERTS 

Our holiday party looked a little different this year, with a virtual 
concert featuring Na Hoku Hanohano award winner, Anuhea! 
The Atlas Insurance Agency Foundation named Lanakila Pacific 
as the beneficiary and recipient of a donation. Employees were 
even gifted a bottle of red wine to enjoy at home during the 
concert, and a few departments even had virtual get-togethers 
right before the concert! It was a great way to kick off the 
holidays!

NEW-HIRE LUNCH

Our annual new-hire 
lunch looked a bit 
different this year as 
we went virtual! This 
lunch provided the 
perfect opportunity 
for new employees 
and the management 
team to get together and talk 
story. These lunches are always filled with a ton of laughs and 
great food!

HAWAII FOODBANK 
VOLUNTEER

Dozens of Atlas team members 
and their families volunteered 
to help Hawaii Foodbank in 
January! Volunteers assisted in 
the warehouse with inspecting 
and sorting dry food donations, 
checking for expired labels 
that were past their shelf life, 
examining the integrity of food 
products, and boxing items for warehouse storage. 

MAGIC SHOW

The Atlas team kicked off the new year with a virtual magic 
show featuring mentalist Paul Draper on January 27th! Draper 
has appeared with David Copperfield and Lance Burton and 
headlined casinos in Las Vegas, including the Orleans and Planet 
Hollywood V Theater. The show was entertaining for all ages 
and provided a safe and entertaining event for our staff members, 
their families, and community supporters!

COVID-19 PRESENTATION

In an effort to keep our employees 
informed and up to date with the 
latest details regarding COVID-19, 
Atlas invited Dr. Neal Palafox, 
MD, MPH, from the University of 
Hawaii’s John A. Burns School of 
Medicine to share Hawaii’s latest 
COVID-19 data. Dr. Palafox provided updates on the COVID-19 
vaccinations, how Hawaii compares with the rest of the world, 
and how we can successfully manage the surge locally. 

ONE ATLAS COMPANY 
MEETINGS

Staying connected 
during the pandemic 
has led to the creation 
of virtual company-
wide staff meetings, 
giving all employees 
the opportunities to 
hear news and updates 
from President Chason 
Ishii. These meetings provide the opportunity for employees to 
share random acts of kindness they have witnessed, received, or 
performed, and gives everyone a platform to ask questions and 
talk story. 

Atlas News & Events Spring 2021
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h i g h  v a l u e  h o m e o w n e r s
a u t o m o b i l e
w a t e r c r a f t
j e w e l r y ,  a r t  &  c o l l e c t i o n s
p e r s o n a l  e x c e s s  l i a b i l i t y
f l o o d
f r a u d  &  c y b e r

Love your insurance.
Imagine an insurance company that’s owned by members and driven by a purpose 
of doing what’s right for them. One that makes its members smarter about risk, 
helps them reduce their chances of experiencing a claim, and makes them more 
resilient so that if a claim does happen, they can recover faster and with greater 
ease. That’s PURE. And it’s why our members love their insurance.

IF YOUR HOME IS INSURED FOR $1M OR MORE: contact a PURE-appointed 
independent broker, call 888.814.7873 or visit pureinsurance.com to learn more.

PURE® refers to Privilege Underwriters Reciprocal Exchange, a Florida-domiciled reciprocal insurer. PURE Risk Management, LLC, a for pro� t entity, (PRM) serves 

as PURE’s Attorney-In-Fact. PURE membership requires Subscriber’s Agreement. Coverage is subject to terms and conditions & may not be available in all 

jurisdictions. Copyright © 2021 PURE Risk Management, LLC. All Rights Reserved. PURE HNW Insurance Services, CA Lic. 0I78980.




