Vivi Vs

N [N ™
INES S0 F gl E

Management:

Your guide on protecting what you care about most
Friday, August 21, 2020




Insurance ==
Agency & :

Helping you pick the rlght insurance %\T

i
L

Nationwide’ A I IState

PROGRESSIVE o/ licen TRAVELERS )

Ed Troy Insurance Agency is an Independent Insurance Agency representing many different companies, carefully
selecting our carriers in order to provide you with the best level of service, price and coverage.

Call or Text for FREE Consultations

570-823-7626

info@etroyinsurance.com

We Offer:

« Homeowner’s Insurance (Including LLC's and Inc’s)
» Service Line Coverage
*  Business Insurance
« AutoInsurance
« Smart Miles (pay for only the miles you drive)
« Smart Ride (up to 40% discounts)
« Cash Back Policy
« DUI's, Suspended License Policies
« PetInsurance
* Life &Long Term Care Insurance

5/0-823-7626 | etroyinsurance.com
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The Year That Reminded Us How Fast The
Carpet Can Be Pulled From Under Our Feet

With so much to be debated
in the world today there is one
thing we can all agree on:

2020 and COVID-19 has
turned our world upside-down
and life as we know it has
changed. I've canceled vaca-
tions and plans like so many.

I count through the dozens

of activities I'm glad I did

last year. But it goes so much
deeper than that. For myself
personally I've reflected on
how precious time is and how
different tomorrow can look as
I am faced with my mom’s ter-
minal illness of frontotemporal
dementia (FTD). The Polish
National Union of America,
headquartered in Scranton, PA
since 1908 helps members plan
for tomorrow through financial
security.

The Polish National Union of
America, also known as PNU

or Spajnia, is a not-for-profit P O L I S H

fraternal benefit society which

provides life insurance protec- 0

tion, annuities, retirement U N I N
plans, credit union access, and

numerous fraternal benefits to

its membership. The late Prime ANNUITIES LIFE INSURANCE CREDIT UNION

Bishop Franciszek Hodur
organized the Polish National

UnionofAmericaileOS,' F R A T E R N A L l S M & C O M M U N , T Y
the Pt National Catholc (B 00) 7 2 4» 6 3- 354
Church. The PNU has deep

roots, now in its 112th year , N F 0 @ P N U : O R G

providing protection to fami-

lies. Today the PNU still serves w W w. PNU.ORUG |‘

See UNION | 6
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When you choose Allstate to protect what matters most, you get
an expert agent who will make it easy for you to save. Like with
bundling your insurance. It's the simplest way for you to save time
and money, while getting protection for the things that matter
most. Stop by or call today and let's get you bundled up.

Allstate.

Call or stop by for a free quote. You're in good hands.

Prices vary based on how you buy. Subject to terms, conditions & availability. Savings vary. Allstate Vehicle and Property Insurance Co., Allstate Fire and Casualty
Insurance Co. © 2018 Allstate Insurance Co.
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Types of Life Insurance

f you've never shopped for life insurance policies, it can be an overwhelming experience.
There are many different forms of life insurance, making it a bit tricky to land on a solid plan
that makes sense for you and your family’s future.

S

Everything from selecting  you through different options  nancially in the event of your  peace of mind and will pro- of life insurance, term and
the right amount of cover- to make sure you find a solu-  death. Some policies have vide that level of security that permanent. Here are a few:
age to choosing the right life  tion that fits your needs. the potential to accrue cash family members will be taken Length of coverage:
insurance company to buying  Life Insurance: What's the  value over time, but return care of — at least financially =~ Many term life insurance
your policy can be stressful. Point? on investment is not amain ~ — after you're gone. policies provide coverage for
That’s where working with Your main goal for getting  selling point of life insurance Term Versus Permanent up to 30-year terms, and they
a local life insurance agent life insurance should be to policies. They are meant to There are major differences See “TYPES' | 6

makes sense. They can walk  protect your beneficiaries fi-  give you and your family between the two main types
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our community and beyond while priding itself on
being for the members and run by the members
when so many grassroots establishments have
fallen to corporations.

While the entire world is united in hope for a
vaccine and brighter days ahead many are think-
ing about ways to buckle down and prepare for the
unexpected. While a supply of hand sanitizer and a
couple of extra rolls of toilet paper may be high on
the list for some, I encourage you all to think about
life insurance. I'll be honest. Before I joined The
Polish National Union (PNU) and before my mom
was diagnosed with FTD, an early onset dementia
often characterized by diagnosis before age 60 and
the complete destruction of an individual’s person-
ality, I never gave life insurance much thought. Un-
fortunately neither do many families until tragedy
strikes. My mom was always so smart, sharp, and
an amazing RN. I know if it weren’t for her change
in health she would be right on the front-lines of
COVID-19 with all of the other essential worker
heroes. With her illness taking over we are now

looking at my mom being the one who needs more
direct care. It is just one of so many stories of how
your tomorrow can be uprooted unexpectedly. I've
made it my mission to help families think about life
insurance while the waters are calm.

COVID-19 has instilled a newfound appreciation
of how valuable time is and appreciating the stabil-
ity of the little things. Remember how it felt to go
to a concert and belt out the lyrics to your favorite
song? Hold onto those precious memories. Hope-
fully next summer those memories will become a
reality for us all again. One of the great benefits
PNU members enjoy are discounted rates on rent-
ing out The Bishop Hodur Retreat Center, located
in Waymart, PA. The retreat center features a
beautiful new in-ground pool, overnight accommo-
dations, a projector screen and conference room,
playground, kitchen/pavilion area and who can
forget to mention the peaceful nature that Waymart
has to offer? Members can plan a safe gathering,
graduation party, conference, or day out in the
different times we now live in. Try calling one of
the corporate insurance companies and ask if they
have a retreat center with member discounts. PNU
membership certainly has its perks!

Instead of haggling with car dealers on their
interest rates, PNU members can enjoy the excel-

lent rates that Spéjnia Credit Union (SCU) has to
offer. SCU is a credit union for PNU members only.
Instead of being lost in the pile at a big corporate
bank, our credit union has a genuine connection
with its members. They know your name. They ask
about your family. They are focused on providing
the best service and security for you and your fam-
ily. You can’t find benefits like these anywhere else.
PNU membership prides itself on providing the big
picture instead of focusing only on making a sale.
Membership is about family growth, financial secu-
rity, and preserving the same value of community
that it was founded on.

Confronting a family member’s terminal disease
is never a good time to discuss and plan for the
inevitable. Plan today for a secure tomorrow. The
little things are what we are all resorting to for
comfort these days. A quiet walk at sunset, check-
ing in on family, and hopefully more people are
putting thought into planning for the unexpected.
A little thing like securing life insurance can make
all the difference. The Polish National Union of
America can help.

-Melissa Cohen
Polish National Union of America Marketing Direc-
tor

TYPES ..

are designed as flexible options. Permanent insurance, which includes whole
life and universal life, is designed for lifelong financial protection.

Cost: Initially, term life premiums are generally lower than permanent life.
However, term life premiums typically increase upon each renewal as you age,

while permanent life premiums stay the same.

Cash value: With most types of permanent insurance, you can generate

cash value as you continue to pay into your policy. You can choose to cash in
or borrow against your permanent life policy, while term insurance does not
feature any savings component.
Get Quality Comparisons

When obtaining price quotes on life insurance, be sure that you are compar-
ing similar products. Term life generally has lower premiums than a perma-
nent life policy, which can mean substantial price differences for a $50,000
term policy versus a $50,000 permanent policy.

Depending on your coverage needs, it’s important to understand the main
factors you should be considering. Ask your local agent for a consultation to
get started on offering your family added protection and comfort.
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Finding A Great Agent

They understand the lay of the land
in your region and can help you find
the insurance solutions that best fit
your needs, whether you’re looking
for home, life, automotive or business
insurance.

But how do you find a good local
insurance agent, especially if you're
starting from scratch? Read on for
tips on landing the perfect local agent
for your insurance needs.

Trust Word of Mouth

One of the best ways an insurance
agent builds his or her client base
is through word of mouth. Good
reviews travel fast — especially locally
— so trust the experiences that your
friends and family members have had
with local agents. Once a local agent
or insurance firm has been recom-
mended by your network, do more
homework on how long the business
has been in operation and how active
they are in the community. These
factors will tell you a lot about the
credibility and longevity of the firm.

Interview Prospective Agents

When shopping for a new agent, be
sure to interview at least two or three
before making your decision. You
can do this remotely or in the office.
Here are some questions to kick off
conversations with your new poten-
tial insurance agent:

e Are you a direct agent or an
independent agent?

e What are your credentials and
what is your experience?

e What coverages do you offer?

hen looking for new insurance or managing your cur-
rent policy, a solid local agent will be your best friend.

.

| -

e What areas do you specialize in?  homes to your portfolio, you'll likely Insurance Counselor (CIC), Chartered
e Can you provide customer refer-  have to make ongoing changes to your  Life Underwriter (CLU) or Accred-
ences? insurance policies. That’s where work-  ited Adviser in Insurance (AAI). This
Think Long-Term ing with someone you trust is a big will ensure they will be ready to help
A good agent will keep an eye on advantage. you as your insurance needs shift and
how your insurance requirements Look for agents with advanced evolve.
may change over the years. As you designations such as Chartered Prop-

add property, vehicles or additional erty Casualty Underwriter, Certified
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What is life insurance?

Life insurance can feel complicated and overwhelming, but
atits core, it's a pretty simple way to plan for the financial
future of the people you love. Learning what life insurance is
now can help you make informed decisions about the right
ways to keep your family protected.

At Matt Dailey State Farm®, we know from experi-
ence how much life insurance can help people
when they need it most, and we work with custom-
ers every day to help them understand what life in-
surance is, and what a difference it can make. None
of us can predict the future. Most of us hope to be
around for a long time. We want to grow old with
our families, run our business until we're ready to
retire, give back to our communities for years to
come. But one thing that's guaranteed about the
future is that it has no guarantees, and we don't
know how long we'll live. Life insurance is a way to
help protect against this uncertainty, and it's a way
we can feel more in control of the unknown.
How does life insurance work?

How life insurance works is pretty simple. You
buy a life insurance policy and name a beneficiary
to receive the death benefit. If the policy is active
when you pass away, your beneficiary will receive
that death benefit. It can be a great comfort know-
ing if something happened to you, your family can
stay in their home, stay in the same schools, and
keep living the life you've dreamed for them. While

most people buy life insurance because they want
to protect their family, it also offers many benefits
for small business owners and can even be a way to
leave money to a favorite charity. Our agency gets
many questions about the cost of life insurance,
and it can be helpful to look at cost in two differ-
ent ways - the cost of having it, and the cost of not
having it.

¢ The cost of having it — The cost of life insur-
ance varies, based on factors like the type of life in-
surance you purchase, the amount of life insurance
coverage you want, your health, and your age. The
younger you are, the more affordable it typically is.
That doesn't mean it becomes unaffordable as time
goes on though, and most people think life insur-
ance is more expensive than it actually is. Sitting
down with a Matt Dailey State Farm agent to talk
through your budget and your goals can help you
find the protection that makes the most sense for
you.

¢ The cost of not having it — This is even more
important to consider. Take a moment and think
about what you provide for your family now. Do

you provide income they need for the mortgage
and other expenses? Do you contribute to their
future savings? Do you help with child care? Cook-
ing? Shopping? Home maintenance? Now imagine
if you weren't here. What would your family's
life be like without you in it? How would they be
affected financially? What would the cost to their
future be without life insurance? That's the cost of
not having it.

Types of life insurance

Though life insurance serves the same basic need
(providing a death benefit if something happens to
you), different types of life insurance work in dif-
ferent ways, and offer additional benefits. At Matt
Dailey State Farm, we like to put life insurance into
two categories - short-term protection and long-
term protection.

e Short-Term Protection — Term life insurance
falls into this category. "It's like renting or leasing
car" explains Matt Dailey. “You buy a policy for a
specific amount of time, commonly for 10, 20 or 30
years. If you die during that time, your beneficiary

See ‘LIFE’ | 11
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Protecting Your Business

anaging risk in your business is not always

directly related to financial, accounting or cy-
ber security. It's equally important to think about
the structural health of your buildings and facilities,
preparing for possible damage from Mother Nature.

Protect the
home you love.

| live and work right here in our community. | know
what the homes are like in the area. So | can offer
advice you can trust to help you get the protection
that fits your needs.

If you're ready to talk home insurance or need some
advice about protecting all that's important to
you, call me today.

No matter the time of year, there is a slew of potential hazards that could
impact your business. These include bad weather, lightning, natural disasters,
fire or other emergencies that compromise the overall structural integrity of 21 N. River St.

your buildings. Plains, PA 18705

Storm Damage 570-822-2200
Severe thunderstorms can be the biggest threat to your business. Not only

do they have the ability to transform into a tornado within a moment’s notice,

but they often are accompanied by frequent lightning, high winds and hail.

These factors can cause physical damage to your property and leave equip-

ment in danger. Different areas of the country experience varying storm

threats, so it’s important to look at the most common to your area so you can
4 4 4 Allstate home products not available in FL, and may also not be available in certain areas

build a solid plan of preparatlon. of otthfer stOtes?PoHdets moty be written by a nonfo%lioted tiirdfporty componyt. Insurance

See ‘BUSINESS’ | 17

subject to terms, conditions and availability. Allstate Fire and Casualty Insurance Company &
affiliates: 2775 Sanders Rd Northbrook, IL. ©20716 Allstate Insurance Co.

80966014

9909348




Call Lavelle Insurance and Financial Services To See If You
Can Save Money on Your Home, Auto, or Renter’s Insurance

TR
We Are Here For You m + () = ‘

Our services cost nothing to you. Everyone deserves more than an (800) number.
We are always here to service your policies or answer any questions that might arise.
In the unfortunate event of an accident, we will be by your side through the process.

state. 1, B

You're in good hands. HARTFORD
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Insurance Insurance since 1851

James M Lavelle I11 Jim Lavelle
Home and Auto Agent

pnsurance and | 5707017637
ancial services . jlavelle@lavelleinsurance.com

296 Wyoming Avenue, Suite 1, Zack McKitish
Marketing Assistant

Wyoming, PA 18644 003579820
www.lavelleinsurance.com oo
i zackm@lavelleinsurance.com
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‘LIFE...

receives the death benefit. If you're still alive at the
end of that time, your policy ends.” One benefit

is you can buy a good amount of coverage for not
much premium.

¢ Long-Term Protection — Permanent life insur-
ance, which includes variations such as whole life
insurance and universal life insurance is like own-
ing your own car—“It’s yours!”, Matt describes.
It's lifelong coverage and, like term coverage,
provides a death benefit to your beneficiary if you
die. It also offers several living benefits, including
accumulation of cash value at a guaranteed interest
rate and preferential tax treatment. A number of
customers at Matt Dailey State Farm like the cash
value aspect of a permanent policy.

Some people find that one type of policy satisfies
all their needs, while others select a combination
of different coverages. Every individual's situation
is different and your needs will likely evolve over

Bundle

for savings

time too, so it's a good idea to review your policies
regularly to see if you need to make adjustments as
changes happen in your life.

How much life insurance do | need?

How much life insurance you need will depend
on your own unique situation. Some people rely
on the group life coverage they have through work,
but once they sit down and look at their goals for
their family, they find it's not enough. Plus, if you
change jobs or lose your job, your group coverage
won't go with you. It's also important to think
about what you want for your family.

Is life insurance worth it?

You can probably answer this question by asking
yourself another question. What would life insur-
ance mean to my family if I wasn't here? If it would
make a big difference, then your answer to "Is life
insurance worth it?" is answered. There's a lot to
understand about life insurance, and if you want
to make sure you have all the information you
need to make informed decisions about protect-
ing the financial future of your family or business.
We encourage you to learn more and discuss your
unique needs with your local State Farm® agent

Matt Dailey.

The information in this article was obtained
from various sources not associated with State
Farm® (including State Farm Mutual Automobile
Insurance Company and its subsidiaries and affili-
ates). While we believe it to be reliable and accu-
rate, we do not warrant the accuracy or reliability
of the information. State Farm is not responsible
for, and does not endorse or approve, either
implicitly or explicitly, the content of any third
party sites that might be hyperlinked from this
page. The information is not intended to replace
manuals, instructions or information provided by
a manufacturer or the advice of a qualified profes-
sional, or to affect coverage under any applicable
insurance policy. State Farm makes no guarantees
of results from use of this information.

Neither State Farm® nor its agents provide tax
or legal advice. State Farm Life Insurance Com-
pany (Not licensed in MA, NY or WI) State Farm
Life and Accident Assurance Company (Licensed
in NY and WI) Bloomington, IL Each insurer is
financially responsible for its own products.

When you choose Allstate to protect what matters
most, you get an expert agent who will make it easy

up

347 E DIAMOND AVE
HAZLETON

Subject to terms, conditions & availability. Savings vary. Allstate Vehicle and Property Insurance
Co., Allstate Fire and Casualty Insurance Co. © 2019 Allstate Insurance Co.

mariarosario@allstate.com

Appointments to fit your schedule.

for you to save. Like with bundling your insurance. It's
the simplest way for you to save time and money, while
getting protection for the things that matter most. Stop
by or call today and let’s get you bundled up.

MARIA ROSARIO
570-751-1248

@

Allstate.

You're in good hands.

& 10813013
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Your safety and security mean the world to you.
Don’t put your confidence at risk.

Rest assured, because at AssuredPartners we’ve got you covered...with insurance for good.

Count on AssuredPartners of Northeast Pennsylvania.
People who you know and trust. People you can rely on for today...and tomorrow.

To learn more about our full range of coverage — visit our website at assuredpartners.com

Rest Assured.

A.J. Lupas Insurance Agency

\ Assuredpartners Eastern Insurance Group
— Ferrario Agency

= NORTHEASTERN PENNSYLVANIA Flock Insurance

...insurance for good." | Kincel & Company Insurance

80966520A

1130 Highway 315, Wilkes-Barre, PA 18702 | 570.819.2000 ¢ 1100 Dunham Dr, Dunmore, PA 18512 | 570.961.8731 e assuredpartners.com
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Auto, Home & Personal Insurance
Business Insurance
Life Insurance

Gouldsboro
Office

Taylor
Office

(570) 562-1000
Mon-Fri: 9:00am-5:00pm

(570) 842-1772
Mon-Fri: 8:30am-4:30pm

Instant auto & home

quotes available online insbuffet@gmail.com

www. ThelnsuranceBuffet.com




14 Friday, August 21, 2020

Risk Management

Times Leader

hen you shop

for insurance,
it's best to start with
a solid game plan.
This takes planning
and a bit of research

on your part.

If you don’t have the proper
amount of time to invest into
performing due diligence,
this may not be the best mo-
ment for you to start shop-
ping.

Key Questions to Ask

When trying to save money
on your insurance costs, ask
yourself these questions to
start building your plan:

e How do I maximize
my value and minimize my
costs?

e What protections should
I have?

e What are some pitfalls to
avoid?

e What does the policy
cover?

e What does the policy
exclude?

e Are there dollar limits on
the coverage, or maximums
that the insurance company
will pay?

Negotiation Tips

One of the first questions
insurance sales professionals
will ask is “How can I help
you?” Avoid answering with
a flippant, “I'm just shop-
ping” remark. Instead, rely
on the research you've put
in to this point to tell the
insurance agent that you're
looking for a strong policy

that is in alignment with your
spending goals.

Remember that you may
have to compromise a bit on
your pricing requirements if
you’re to secure the highest
quality policy. Bargain hunt-
ing may work in some cases,
but it’s not typically how
insurance experts recom-
mend you navigating through

different policies.

Again, it all comes down to
research. The more time you
put into finding out about
average insurance costs and
common policy structures,
the better prepared you will
be to make an informed deci-
sion.

Know Your Deductible Goals

A deductible is the portion

fj
|
it
%
§'
|
é

Saving on Insurance

that you pay out of pocket at
the front end of a claim before
the insurance company picks
up the rest of the bill. This al-
lows you to transfer the cata-
strophic risk to the insurance
provider while retaining the
risk for some of the smaller
issues that may pop up.

If you have to make a small
insurance claim, you may

want to pay out of pocket in-
stead of filing a claim because
claims activity often increases
your premiums. In general,
a no-deductible plan will cost
the most, and a high-deduct-
ible option will cost the least.
Consult with a local insur-
ance agent on these types of
discussions to identify your
appetite for risk.
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Switching Auto Insurance

f you're overpaying for auto insurance and not receiving
adequate coverage, it may be the perfect time to switch
providers. The marketplace is more competitive than ever
before, which has driven prices down and increased the

quality of many auto insurance plans out there.

When you begin shopping for a new provider, consider the state you live
in. Louisiana, Michigan, Florida, New Jersey and New York were deemed the
most expensive states in terms of auto insurance costs, according to a 2019
study by the National Association of Insurance Commissioners.

Working with your local insurance providers to find the best deal should be
a painless experience that can result in big savings for you and your family.

Plan Accordingly

Switching your auto insurance policy can be a time-consuming exercise,
especially on the front end. You'll have to spend time with your new potential
provider going through your driving history, vehicles’ make and model, and
other key details. Carve out at least an hour of your time to focus on scouting

See ‘ AUTO’ | 17

Call for your
Insurance appimrt
today... it’s no

Expertise FOr cost to you!
Today & Tomorrow

Over 20 years experience!
OFFERING:

* Medicare Advantage ® Final Expense
* Medicare Supplement  ® Disability

* Life Insurance e Dental & Vision
Ensure you are making the best insurance Bﬁth A" n Stﬂl I
decigiong for gour‘self al’\d fami[g. Independent Insurance Agent

Geisinger Gold-UPMC-AARP-and many more! Consultations by appt. only 570-239-4274
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Protect Your Assets

Wallace Stolarcyk, Exclusive Agent/Personal Financial Representative, All State

eople fear change. As the owner of an insurance agency, |'ve seen first-hand that
this fear can cost people hundreds of dollars for themselves and their families.

For example, I recently spoke
with a family who felt that we
could not give them a better
deal than their current agency,
which they'd been loyal cus-
tomers of for years and years
who were happy with their cov-
erage.

Although they were skepti-
cal, I provided them with a
quote for their home, automo-
biles, motorcycle and a rental
property. When I showed them
a side-by-side comparison, they
switched providers immedi-
ately.

When I initially told them
that we could save them
$400.00, they assumed that it
was an annual savings, that it
would disappear in the short
term due to fee increases, or
that the coverage in our quote
wasn’t the same. Even the idea
that their family could save
some money wasn’t enough to
get them to consider making a
change.

However, once we sat down
and compared the quote I pro-
vided to their current plan,
they saw the coverage was the
same and that they could be
saving $400.00 per month, not
per year.

Our lives change and, as time
passes, so does the coverage ing up what they paid when, with maybe an hour or two of work or an honest
we need. Often, the policy that was right for us when we bought our first car or  conversation, they could have found out much earlier that they could be saving
first home doesn’t adapt to accommodate our new circumstances. That’s why I money each month. I can’t tell you that your policy is too expensive or just
offer every client I speak with the opportunity to review their policies to make re-quote a policy without your permission — that’s not legal, and with each fam-
sure they have the right coverage at a good price.

The family I mentioned above fell victim to small increases every year driv- See ‘ASSETS' | 17
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What'’s Your Plan?

If there is a possibility of long-term disruption to your business, a contin-
gency plan is critical. Proper preparation is key to quickly recovering from
damage and minimizing the overall impact on your business. Make sure your
plan includes the accommodation of employees and the transition into a
temporary location that will help you keep operations running as smoothly as
possible. You should also understand which local insurance and emergency
relief agencies you'd be working during response efforts.

Plan and Take Action

Once you have created plans to respond to disasters, it’s time to put into
place all of the necessary parts of your plan. Follow these examples of advance
preparations from the Better Business Bureau:

e Backups of important information. This may include insurance documen-
tation and computer hard drive backups to make sure you don’t lose valuable
data that is crucial to your business.

e Spare equipment stored offsite. This is dependent on the type of business
you are running.

e Copies of disaster and recovery plans for all employees so there are no
communication gaps if disaster strikes.

e Arrangements for alternative workspace or backup locations.

A“To from 15

new insurance companies. Once you find one that works for your budget and
insurance coverage needs, you’ll also need to dedicate some time to studying
your new potential policy.

Read the entire contract so you fully understand the pricing breakdown and
specific coverages you will receive.

COVID-19 Relief

Many auto insurance companies are reimbursing policyholders portions of
their monthly payments due to the travel restrictions and decreased amounts
of driving during the COVID-19 pandemic.

When shopping for a new policy, ask what kinds of pandemic relief plans
the company has in place. You should also inquire about any other deals or
policy reduction policies they offer. Every dollar counts when trying to lower
your overall monthly expenses.

Request Your Refund

Most auto insurance policies are not bound to a specific contract timeline. If
you've found a better deal elsewhere, you should be able to cancel and switch
anytime. Check with your insurance provider on this detail. If you decide to
cancel in the middle of a cycle, your insurer should refund you the unused por-
tion of your premium. Ensure this is true by asking your provider their policy
on refunds due to switching policies. The only factor that may hold this up is if
you have made a claim and are waiting on the results.

ASSETS....

ily’s different needs, one size never fits all. But I can help you understand your
policy, understand the difference between “Tort Options” UM/UI and Stacking,
and help you decide what coverage is the right fit for you.

If I can’t save you money, I will tell you that you're getting a great deal on your
coverage, no matter who insures you: my job is to analyze risk and find the best
coverage for your budget, not to put anyone down or talk about another agency
behind their back.

We buy insurance to protect our family and our assets:
1. In case we hurt someone in an accident or someone is injured on our prop-
erty (Family, Life Insurance, Liability for Home and Auto).
2. To replace our income when the worst happens or you can’t work due to ill-
ness, or to protect you in the event of a lawsuit (Income).
3. To repair or replace your home or your car after damage that could cripple
your finances without adequate coverage (Property).

It’s natural to be afraid of change and risk. It’s my job to be a Risk Adviser,
someone who can look at your life and give you the best coverage to protect you
and yours that your budget allows. I want to make sure that you have the “best
fit” policy at every stage of your life, and that your family is protected by its
insurance coverage, not just “legal.” I welcome the opportunity to discuss your
unique needs and your coverage with you.

Bittner Insurance Agency Inc.
Sharlene Bittner

572 Union St. Luzerne Shopping Center, Luzerne, PA

We offer insurance for just abou
all of your needs!

Home, Manufactured home, Renters,
Vacant home,

Landlords, Auto, Motorcycle, ATV, Boat,
Classic car,

Pet insurance, Event insurance, Jewelry
coverage,

Business msurance, Commercial auto,
Life, Retirement, Annuities, IRA’s. |
Disability, Accident,

80967718
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It You Lose Your Health Insurance

ith record numbers of people out of work due to the

Risk Management Times Leader

The conflict between paying for an
expensive policy or not paying for a
policy at all has been front and center
in the health care reform discus-
sions happening at federal, regional
and local levels. Until major change
is achieved by lawmakers, it’s up to
you and your local health insurance
agent to help you better navigate the
market to find great coverage.

Check Your Policy

If you are insured by an employer,
it’s important to understand your
coverage in the face of a layoff or
furlough during these challenging
times. Furloughed workers may still
have health care benefits. In many
instances, an employer stops paying
the employee’s salary, but their health
insurance benefits remain unchanged.

However, if the furlough is ex-
tended, employers may eventually cut
off health insurance benefits. Keeping
a transparent line of communication
open — both with your insurance
provider and your local broker or
agent — is the best way to stay on
top of changes or updates to your
policy.

Work with Local Agents

During stressful moments like
losing your job or being placed on
furlough, you’ll want to depend on
local health insurance professionals
to navigate through your options for
keeping you and your family insured.
Ask your family members and friends
who they use to manage their health
insurance policies. Check your local
newspaper for advertisements or
stories on insurance companies in

COVID-19 pandemic, health insurance has become a
problem for many across the United States.
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your area.
What is COBRA?

A COBRA policy is basically a
continuation of the insurance you
get through your employer. Exiting
employees — whether due to firing,
layoff or furlough — will sometimes
be offered the option to transition to
COBRA insurance.

Y
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The plus side? If you've already hit
your deductible or out-of-pocket max
for the year, then you will continue
benefiting from that when it comes
to doctor’s appointments or medical
costs.

The downside? It’s expensive. You
will likely be forced into paying for
the entire policy, whereas your em-

ployer generally picks up part of the
tab during your employment.

Again, run any changes by your
local insurance agent to make sure
you’re maximizing your benefits while
minimizing your overall costs.
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Full-Time & Part-Time

NOW Hiring! Experienced & Entry Level

Is it time for a new career? CLAIMS PROFESSIONALS CUSTOMER SERVICE

Are you having a hard time

ﬁnding a position in your If you have a background in paralegal work, We're looking for candidates with the
customer service, hospitality, or project right blend of personality, computer skills,

field as a result of the

coronavirus bandemic? management/contracting, then you might be and ambition to handle the majority of

usp ) able to place yourself on an accelerated track customer calls without passing them along
We iust miaht h to becoming a claims professional! to another department.

e just mig ave a
position to match your skill Seeking candidates who: Seeking candidates who have:
set. If you've never worked v are eager to take responsibility for the v attention to detail and the ability to provide
in the insurance industry communication, coordination, and quality customer care in a non-sales role
before, don’t worry. administration of claims . .

v outstanding oral and written
, . v can assess a claim, determine proper communication skills

We_ll.prowde all Olf the compensation, manage the prompt provision ) )
training you need! of benefits and payment of appropriate bills v exceptional interpersonal and

negotiation skills

v enjoy working in a fast-paced environment ) )
v excellent problem-solving skills

v possess excellent communication skills - _
Bilingual language skills are a plus!

v are good team players

BENEFITS & > Excellent full-time working hours > Generous holiday, > Tuition reimbursement after
(8:00 a.m.-4:30 p.m. M-F for most vacation and sick time* six months of employment”
SCHEDULING full-time roles)
> Competitive healthcare > Bonus vacation pay for
We offer benefits and > Part-time Customer Service jobs benefits begin on your every 5 years of service®
flexible schedqllng for available with flexible shifts: first day of employment*
full- and Part'tlme roles. we accommodate nearly any *Pro-rated with 20+ hours per week
20-hour per week schedule > 401K with company match
between 8:00 a.m. - 7:30 p.m. M-F and profit sharing

Other positions are also available! SaRp———— f | v ] in

WWW.g uard.co m/careers 39 Public Square Wilkes-Barre, PA 18701
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Statistics on the Uninsured

M illions of Americans have no health insurance. Obtaining care with no insurance can
quickly lead to unaffordable medical bills that eventually translate into medical debt.

Those without insurance for an entire calendar year pay for more than
one third of their care out-of-pocket, according to KFF, a non-partisan health
policy research, journalism and communications organization that is not affili-
ated with healthcare.gov or any insurance company.

According to eHealth, the average of a monthly individual health insurance
plan is $440 for an individual and $1,168 for a family. The larger the family,
the more health insurance costs. And for many families across the country, fit-
ting that large of a bill into the monthly expenditures is simply not possible.

By the Numbers
Check out this data from the National Health Interview Survey’s Early Release
Program:
Uninsured

o Number of persons under age 65 uninsured: 30.1 million
o Percent of persons under age 65 uninsured: 11.1%
o Percent of children under age 18 uninsured: 5.2%
o Percent of adults aged 18-64 uninsured: 13.3%
Private insurance
o Percent of persons under age 65 with private insurance: 65.1%

o Percent of children under age 18 with private insurance: 54.7%

o Percent of adults aged 18-64 with private insurance: 68.9%.
Public insurance

« Percent of persons under age 65 with public insurance: 25.5%

o Percent of children under age 18 with public insurance: 41.8%

o Percent of adults aged 18-64 with public insurance: 19.4%

The Challenges

The uninsured are less likely than those with insurance to receive preventive
care and services for major health conditions and chronic diseases, according
to KFE.

Here are some key statistics from KFF on the challenges faced by the unin-
sured:

One in five nonelderly adults without coverage said they went without
needed care in the past year because of cost compared to 4% of adults with
private coverage and 7% with public coverage.

In 2018, uninsured nonelderly adults were more than three times as likely
as adults with private coverage to say they postponed or did not get a needed
prescription drug due to cost.



lauss Bovard Man Levy Nogi Insurance is an independent
insurance agency. We offer a variety of insurance and risk
management solutions at competitive prices. Backed by over 80
years of experience, we are a creative team of problem solvers that work

Personal Insurance

« Auto Insurance < Umbrella Policies

< Condo Insurance < Classic & Antique Car Insurance
< Renters Insurance < Health Insurance

< Homeowner Insurance « Off-Road Vehicle Insurance

< Life Insurance < Earthquake Insurance

< RV Insurance < Flood Insurance

< Motorcycle Insurance < Disability Insurance

% Boat Insurance

Clauss Bovard Man Levy Nogi

Insurance

closely with our customers to provide superior coverage and service at a
competitive price. Our foremost concern is what is right for the client. Give
us a call today to set up an appointment with one of our knowledgeable
agents to determine the coverage that is right for you.

Business Insurance

% Business Insurance <&
« Landlord Protection <
< Commercial Auto Insurance &

< Commercial Liability Insurance <
< Commercial Property Insurance <
« Commercial Umbrella Insurance <
< Surety Bonds <

% Workers' Comp Insurance

134 Delaware Avenue | Olyphant, PA 18447 | 570-489-7533

Professional Liability Insurance
Employment Practices Liability Insurance
Bank Forced Coverages
Community Associations Insurance
Contractors Insurance
Transportation Insurance

Campground & RV Parks Insurance

80966141




Life insurance can

be life-changing

Matt Dailey, Agent

348 Pierce St

Kingston, PA 18704

Bus: 570-714-7979
matthew.daileywpbw@statefarm.com
9:00 AM to 5:00 PM

Monday to Friday

Weekends by Appointment

Se habla Espaiiol

State Farm Life Insurance Company (Not licensed in MA, NY or WI)
State Farm Life and Accident Assurance Company (Licensed in NY and WI)
Bloomington, IL

2001574

Life won't always go as planned. That's why
there’s life insurance. It can help you protect
your family’s future, no matter what happens.
Call me today.

Like a good neighbor, State Farm is there.®

o StateFarm-




LISTENING T0 A SELF-PROCLAIMED EXPERT

ey

BAD ID EA,

NOT HAVING LIFE INSURANCE
ALLSO A BAD IDEA.

CALLING THE POLISH NATIONAL
UNION OF AMERICA

NOW THIS 1S A GREAT 1IDEA!
(800) 724—-6352
CREDIT UNION LIFE INSURANCE ANNUITIES

COMMUNITY & FRATERNALISM

INFO@PNU.ORG WWW.PNU.ORG "LIKE US" B




checking
account growing
with you?

You could be earning interest
or cash back on your account!

That’s the Keystone Advantage!

Key Deposit Solutions
» Keystone Cash Rewards
» Keystone Cashback Rewards
* Free Key Checking
e Key Interest Checking

Bonus Features:.
e Online Banking available
 Mobile Remote Deposit available
e ATM fees refunded up to $12 a month*

V First

Learn more at www.fkc.bank or call
us at 570-752-3671 or 888-759-2266.

Up to $12 in domestic ATM fees will be refunded each gqualification cycle if qualifications are met

Qualifications include 12 debit card purchases that post and settle to the Keystone Cash or ’

Keystone Cashback checking account during the monthly qualification cycle, enroll in online COMMUN'TY BAN K

banking, log into online banking at least one time each monthly qualification cycle and receive ; i i 2l
eStatements instead of paper statements. Transactions may take one or more business days Yesterday’s Traditions. Tomorrow's Vision.

from the date the transaction was made to post and settle to the account. ATM-processed Memb @
transactions do not count towards qualifying debit card purchases. Limit one Keystone Rewards WWW fkc b an k e~ =1
checking and savings account per tax-reported owner. . . ch LENDER

00000000




