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Welcome to 2011 and Welcome to our newest  

Corporate Partner, Gemini Restoration Inc!  

Our Friends over in Pennsylvania are hard at work pre-

paring for the Region 1 Conference in April.  The 

courses are being firmed up and two members of IPSC 

have been asked to teach NAIW courses.  Barbara 

Miller-Nelligan will be teaching Cybercrime and I will be 

teaching the latest ethics course.  I hope you will be 

able to join us in King of Prussia!  

Don’t forget to apply for the Region 1 Scholarships!  If 

you want to continue your insurance education, you 

should apply!    

See you on January 24 when we will be presenting a 

NAIW I Can Series course, E& O Hot Spots, Don’t Get 

Burned.   

In Fellowship- 

Donna Wiik  
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Making Divorce Pay Through Insur-
ance 

National Underwriter P&C January 10, 2011 By Eric V. Gilkey, PropertyCasu-
alty360.com

  

The road to marriage is full of rewards and fraught with perils, a fact made quite 
clear in those traditional vows: for better, for worse; for richer, for poorer; in sick-
ness and in health. 

With divorce rates as high as 50 percent in the United States, is divorce insurance 
the answer to mitigating these risks? 

According to J ohn Logan, chairman and chief executive officer of Safeguard Guar-
anty in Kernersville, N.C.--and a handful of policyholders who have already 
signed on--the answer is yes. 

Driven in part by his own marital breakdown, which he refers to playfully as the 
"War of the Logans," Mr. Logan launched WedLock Divorce Insurance

 

in August 
2010. 

"If necessity is the mother of invention, I'm the poster child for this product," he 
said. 

Mr. Logan said that while his divorce proceedings with his now ex-wife began 
amicably 10 years ago, with them even crafting a separation agreement together at 
the kitchen table, things took a turn for the worse when lawyers got involved. 

That's when inspiration struck. 

"When the dust settled, I was broke and about to lose my home," he said. "I 
thought, 'I can't be the only person that this has happened to.'" 

HOW IT WORKS 

The concept behind divorce insurance is fairly simple. The insurance is sold di-
rectly to consumers online in units, with each unit costing $15.99 per month in 
exchange for providing $1,250 of coverage. Policyholders can buy anywhere from 
one to 200 units, or up to $250,000 in initial coverage. 
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Every year that the policyholder continues to renew beyond the 48-month waiting pe-
riod, the policy increases in value by $250 per unit. 

"For example, if someone bought a 10-unit policy, they would pay premiums of 
$159.90 a month and have initial coverage of $12,500 ," explained Mr. Logan. 
"Beginning on day one of year six, this policyholder would add coverage of $2,500 
each year. By the end of 20 years, that $12,500 would now be worth more than 
$60,000." 

The gambits are obvious. If a marriage is already going south, couldn't a couple buy 
the insurance and cash in as a parting gift? As it turns out, the claims process isn't that 
simple. 

"In order to protect ourselves against adverse selection, we have a very lengthy waiting 
period," Mr. Logan said. "This is not for people in the process of getting a divorce right 
now or even in the near future." 

What exactly constitutes "lengthy?" 

Policyholders must have an active policy for 48 consecutive months under WedLock's 
standard plan before they are eligible to make a claim. There is an option to reduce the 
time to 36 months by purchasing a rider, but "it almost doubles the cost of the policy 
because it increases our risk factor significantly," said Mr. Logan. 

Taking the above policy example into consideration (10 units at $159.90 a month), a 
person with a standard policy who decided to get divorced after year four would end 
up paying $7,680 in premiums for a claim payout out $12,500 . Is it worth it? 

"I think divorce insurance is a good concept, but you're presuming you're going to get 
divorced," said Timothy A. Hickey, a divorce attorney with Hickey & Liebman. "We 
know that 50 percent of marriages end in divorce, but for the other 50 percent it's po-
tentially a waste of money." 

"However, for those who use it, [divorce insurance] would seem to be a good deal be-
cause a lot of people today want to get divorced but don't have the money to do so for 
lack of a job or the poor economy," continued Mr. Hickey. "It would seem especially 
worthwhile for people who cannot come up with lump sums of money to pay for things 
like an attorney's retainer fees. But the problem I see with this insurance is that a 
claim isn't paid out until the divorce is finalized." 
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It's a fair point because a divorce insurance claim can only be filed after it has been fi-
nalized by the court. That means funds would not be available to pay an attorney's re-
tainer fees, which can run between $3,000 and $10 ,000 . This fact hasn't escaped Mr. 
Logan's attention, though. 

"If a policyholder had a Legal Separation Agreement 
rider, they would receive half of the benefit when 
they legally separated (prior to the divorce)," he said. 
"That could provide enough cash to pay the attorney 
up front, but it would depend on the size of the pol-
icy." 

WHO'S BUYING? 

So far, the response to divorce insurance has been 
encouraging to Mr. Logan. "We have a handful of 
policies sold, and we haven't done any advertising 
yet. We are now aiming at putting together the net-
work of agents who will be selling it beyond the di-
rect-to-consumer approach online." 

Based upon the buyers so far, a demographic sketch 
of buyers has emerged. 

"One hundred percent of people who have bought 
the policy thus far are already married," said Mr. 
Logan. "The policy values are higher than we antici-
pated. We expected average premiums around $150 , but it's closer to $250 a month. 
The largest policy is well over $1,000 a month. There has been an interesting range of 
units being purchased." 

Market research showed that those who are already married weren't the only parties 
that were interested in the coverage. 

"The reality is that these policies don't kick in until four years after they are bought," 
he said. "So, for instance, couples who might be on a two-year  
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waiting list for a reception hall could still buy policies while they are engaged 
and still be eligible to make a claim." 

Apparently, there's even a market for overprotective mothers and fathers. 

"Parents could potentially buy divorce insurance for their children--even without 
their kids knowing about it," said Mr. Logan. "So if a father is worried about his 
daughter's decision in a partner, he could purchase a policy. If it doesn't work 
out, he can say to her, 'I'm sorry this happened; here's a check to restart your life 
because I already turned your bedroom into my den.' However, we don't advo-
cate people buying policies and hiding it from their spouses or other family 
members." 

Given the conservative nature of the insurance industry, Mr. Logan doesn't ex-
pect any competition in this line of business until claims start being made and he 
proves beyond a shadow of doubt that the model works. He also plans to launch 
other products in 2011, including a "successful marriage benefit" that provides 
incentive to couples who stay together for 25 years. 

While Safeguard Guaranty developed the concept and continues to market the 
product, Wedlock Divorce Insurance policies are currently written by Prime In-
surance, a Chicago and Salt Lake City, Utah-based excess and surplus lines in-
surer rated "B-plus" by A.M. Best. 
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www.Geminirestoration.com

 

http://www.Geminirestoration.com
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www.fmiweb.com

 
A Year of Caring 

By Diana Garrera, CPCU, CIC, AU, ARM, AAI, CPIW, AIS, API  

I’m thinking our January donation to A Year of Caring should be children’s cold 
products such a cough medicine, cold and flu tablets, Vicks vapor rub, etc.  
You also might want to consider including antibacterial wipes to help prevent 
the spread to other family members.  

I hope you are all free from the sniffles and look forward to seeing you all on 
the 24th. 

http://www.fmiweb.com
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How to Say “No” Gracefully

  
Learn how to politely decline time commitments without the guilt  

by Beth Levine 

No. It’s one of the shortest words in the English vocabulary, but it’s also one of the most difficult for many of us to say. 

We all know that setting limits will lower our stress level and save our sanity, but sometimes we are caught off guard 
by people who simply won’t take no for an answer. Read on to learn how to put your foot down with these master ma-
nipulators.  

Read about how to deal with common bad habits that can hurt friendships.

 

The Flatterer 
Whether it’s the friend who tells you how smart you are and how much she’d appreciate your help on a volunteer pro-
ject she’s working on, or the school mom who insists that the students will be so disappointed if you don’t make your 
special cupcakes for the class holiday party, the flatterer plays to your vanity by making you feel indispensable. Photo: 
© Jessie Ford/Woman's Day 

Reality check: If you want to help out because it gives you pleasure, fine, but no one is irreplaceable. “If it’s not brain 
surgery, others can do it—maybe not with your pizzazz, but it will get done and the cosmos will not explode in the 
process,” says Susan Newman, PhD, author of The Book of No: 250 Ways to Say It—and Mean It and Stop People- 
Pleasing Forever. 

Your response: Turn the tables—flattery goes both ways. Instead of giving in, put the ball in the flatterer’s court. Say 
something like, “You’re such a fabulous baker—I could give you the recipe! Why don’t you try your hand at it; I’m sure 
the kids would love it.”  

The Guiltmeister 
Your mother insists that you never call—never meaning your three calls a week aren’t enough. Or your friend sighs 
that you seem to have time for everyone but her—and does it while the two of you are together having lunch. 

Reality check: Step back and get perspective. If it were a perfect stranger in your position, what would you think? If 
your grown kids behaved this way toward you, how would you feel? Ask a friend for some insight. If it seems like a big-
ger minefield than you know how to handle, consider talking to a psychotherapist to help you sort it out. (Find one at 
locator.apa.org.) 

Your response: “You can’t do enough for some people, so don’t try,” says Dr. Newman. Arguing is futile—you’ll never 
win—so just calmly tell the other person how it’s going to be. “Mom, I’d rather we didn’t have this same argument over 
and over. If we can’t talk about something else, let’s hang up and call back when we can.” Or tell your “neglected” 
friend, “I’m sorry you feel this way, but I try to see you as much as I can.”  

The Saboteur 
You’re committed to losing those excess pounds, but every time you go out with a certain friend,  
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she tries to get you to order dessert. “Just this one time can’t hurt!” she says. “But you can’t come and not have 
the chocolate cake!” The saboteur tries to validate her choices by making you behave as she does. 

Reality check: Be a leader, not a follower, and think about how angry you’ll be when the number on the scale 
climbs after all that hard work. “Saying no is not about selfishness but about self-respect. You’re standing up for 
what is right for you,” says William Ury, PhD, cofounder of Harvard University’s Program on Negotiation and au-
thor of The Power of a Positive No: How to Say No & Still Get to Yes. 

Your response: Stand firm, and then redirect the conversation. You don’t need a lot of excuses or explanations. 
“No, thank you. Tea is just fine for me. Are you going to watch American Idol this season? I wonder how the new 
hosts will be.” the whiner Every time your coworker receives a difficult assignment, she starts in on how unfair it 
all is, that she’s the one who always gets the hard stuff. She keeps going until you finally offer to help just to 
make her stop complaining.  

The Whiner 
Every time your coworker receives a difficult assignment, she starts in on how unfair it all is, that she’s the one 
who always gets the hard stuff. She keeps going until you finally offer to help just to make her stop complaining. 

Reality check: Even if she has a point—your boss does give her more difficult work—this has nothing to do with 
you. It’s between her and the boss, and it’s up to her to deal with it. 

Your response: Cut her off at the pass before she really gets rolling. “You know, you may have a point. This 
does seem to be a pattern. Why don’t you set up a meeting with the department head to see if you can sort this 
out?”  

The Bully 
Bullying among grownups is more common than you may think. A 2007 study of nearly 8,000 working adults 
conducted by the Workplace Bullying Institute found that 37 percent of workers had been bullied. Adult bullying 
can take many forms, but the bully always uses his anger and intimidating demeanor to get you to do more than 
you want. 

Reality check: No matter what you have done or not done, no one deserves to be treated disrespectfully or in a 
threatening manner. 

Your response: A bully wants to get under your skin, so don’t let him see you sweat. Don’t respond in anger (he 
feeds on negative emotions) and don’t allow yourself to be browbeaten into doing something you don’t want to 
do. “A calm, quiet, firm, neutral voice is more powerful than a loud no. It conveys more self-control and strength,” 
says Dr. Ury. “Speak assertively and be very clear about what you want to happen. Say, ‘I don’t appreciate being 
treated this way. Come back when you calm down,’ or ‘I think I’ve made myself clear—I won’t discuss it any-
more.’”  
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Region 1 Scholarship Applications Are  

NOW AVAILABLE  

on the NJ Web site.  Go to www.njnaiw.org  The applications are 

on the Award Application page.   

The applications need to be returned to Polly Jones  

BY JANUARY 28.   

All the info is on the web site.  Scholarships range in value from 

$500 to $200.   

PLEASE APPLY!   

Leila Ekaterina Hatzinas.   
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