WHAT IS BIMA?

Barmore Insurance Marketing Associates (“BIMA”) is a managing general agency that was formed in 1997 and provides member agencies access to the entire standard Commercial Lines and Farm & Ranch Insurance product portfolios of some of the top national and regional insurance carriers in the United States.  

BIMA is a division of Barmore Insurance Agency, Inc., a 56-year old $30+ million premium volume independent insurance agency located in Houston.  As a retail agency in a large metropolitan area along the Gulf Coast, Barmore recognizes the threats to survival that small to mid-sized independent insurance agencies face in the twenty-first century:

· Insurance companies want a greater spread of risk than a single-location agency can give them, and they want consistently profitable results.  An agency located in an area subject to catastrophic wind and hail exposures is subject to losing its markets.

· Insurance companies want ever-increasing volumes of profitable business from their agencies -- the minimum commercial lines premium volume commitment within the first three years required by most major carriers is now in the $500,000-1,000,000 range. 

· Niche marketing products from a variety of distribution channels (including banks and trade/professional associations) are reaching the customers of every agency and increasing levels of competition for accounts. Consumers will continue to demand high-quality service and competitive pricing from their insurance providers, and your lead commercial lines carrier may not have the products that you need to help you retain your accounts.  You may also have excellent personal relationships with the owners of the best accounts in your community, but you may not have access to the products you need to write their insurance business.

· Insurance companies will continue to shift more of their traditional functions down to the agency level, which will require agencies to commit to large investments in automation and staff.  An agency which does not have the resources to perform the majority of the insurance company’s work will no longer get appointments to represent many carriers. 

· The lack of needed insurance markets will cause many insurance agencies to merge with their competitors or risk going out of business.

· The agency owner whose retirement security is dependent upon the sale of his agency may be forced to sell before he is ready or on unfavorable terms, because he cannot retain his accounts in the hard market cycle.

BIMA is a vehicle to allow an independent agency to overcome each of the above threats to its existence while retaining ownership of its business.
