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Surety Market Overview
A LOOK AT SURETY CAPACITY, AVAILABILITY AND LOSSES FOR EVERY SIZE CONTRACTOR

E
conomic indicators shine 
positively for the construc-
tion industry, and both 
surety capacity and availabil-
ity appear strong for 2016, 
despite some risks and losses 

posed by talent shortages and 
productivity demands. 

The Architecture Billings Index 
(ABI) demonstrates a healthy 
demand for design services, with 
a score of 49.1 in August and a 

score of 54.7 in July. The ABI 
showed the highest scores in the 
Midwest (56.1) and South (53.8). 

According to the most recent 
Bureau of Labor Statistics report, 
September construction unem-
ployment fell to 5.5 percent com-
pared to 6.1 percent in August 
and 7 percent in September 2014. 
Overall, the construction industry 
has added nearly 40,000 jobs for 
the year.

Construction Executive and The 
Surety and Fidelity Association 
of America gathered the expert 
opinions of the top surety bonding 
and professional services firms in 
the United States. Their outlook 
for small, middle, large and 
mega-sized firms is outlined in the 
pages ahead. In addition, on p. 52, 
more experts share their insights in 
response to key questions affecting 
the entire building industry. 
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CAPACITY

Despite the fact that the construction 
economy continues to recover with 
backlogs growing stronger each year, 
there is still significant capacity for 
contractors of all sizes. Whether it is a 
small or mega-size contractor, capacity 
looks to remain extremely strong again 
in the year ahead.
—Michael J. Mitchell,  
The Graham Company 

Capacity is substantial at all market 
levels. While the players are not always 
the same at the small and mega 
range, adequate surety capacity is 
available to support virtually any size 
construction operation.
—Chris Murphy, Travelers

The entry of several new sureties 
over the past few years, along with a 
favorable reinsurance market, has had 
a positive impact on surety capacity. 
For contractors that continue to focus 
on managing expenses and debt, 
as well as maintaining reasonable 
backlog, surety capacity remains 
plentiful for all market sizes. Surety 
capacity also remains available in 
the specialty surety markets for 
contractors that have weak balance 
sheets due to excess debt and poor 
operating results. 
—Michael P. Cifone,  
Hudson Insurance Group

SMALL
Surety capacity in the under 
$10 million segment is robust. 
Longstanding surety carriers have 
been augmented with a number of 
newer market entrants to more than 

amply serve the small contractor 
community. 
—Chris Hunt, Liberty Mutual

MIDDLE
Plenty of surety capacity remains 
available to contractors with annual 
revenues in the $10 million to $100 
million range. When commercial 
construction activity slowed way down 
in 2009, the national sureties developed 
a sharper focus on medium-sized 
contractors; many regional bonding 
companies targeted contractors at 
the upper levels of the $10 million to 
$100 million range; and some new 
sureties have been formed that are also 
competing for contractors in this space. 
All of these activities translate into 
sufficient surety capacity for medium-
sized contractors. In recent years, our 
agency rarely deals with capacity issues 
for either existing clients or prospects. 
—Mike Specht, Minard-Ames 
Insurance Services / INSURICA

Capacity for mid-market surety 
may be at an all-time high, and 
contractors that are working with 
the right insurance carriers and 
agents certainly can benefit. Many 
new markets have begun to enter 
this space, while traditionally small 
markets are beginning to reach up 
to the mid-market domain. We see 
further examples in which large and 
mega-market sureties now have 
greater interest in sliding back into 
mid-market opportunities. 
—Robert Thomas, Hanover Surety

Qualified contractors will find ample 
capacity from their sureties. 
—Edward Titus,  
Philadelphia Insurance Companies

The surety market for contractors 
performing projects under $100 
million is very competitive. We are 
seeing an adequate amount of surety 
capacity in this market segment 
for properly capitalized and well-
managed contractors. 
—Josh Penwell, Merchants Bonding

Surety capacity remains strong in 
the middle market arena due to 
profitable results over the past several 
years. Senior management looks at 
the profitable results and allocates 
capital to this line of business as 
demonstrated by the new entrants into 
all segments of the marketplace. This 
ultimately increases overall capacity in 
the middle market. 
—Antonio C. Albanese,  
Nationwide Surety & Fidelity

LARGE
There is an abundance of capacity 
in every segment of the market, with 
the middle to large segment being 
the sweet spot for the vast majority of 
surety companies. 
—Matthew S. Haydon,  
Arch Insurance Company

MEGA
Surety capacity remains plentiful and 
competitive for the mega market from 
a handful of sureties, often working in 
co-surety arrangements. The surety 
capacity available often far exceeds 
the contractor’s capacity to man the 
work, serving as a natural temper 
to uncontrolled growth. The issue of 
talent and labor shortages is driving 
the discussion. 
—Susan Hecker, National Association 
of Surety Bond Producers (NASBP)
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AVAILABILITY

There is ample availability in every 
segment of the market. Terms and 
conditions have been marginally 
deteriorating each year for the past 
few years, and we would expect 
this trend to continue as the surety 
industry, in general, has experienced 
very good underwriting results. 
—Matthew S. Haydon,  
Arch Insurance Company

Sureties continue to be hungry for 
more business even in light of the 
recent construction recovery. Surety 
availability is strong; this is truly a 
buyer’s market regardless of the size 
of the construction company. 
—Michael J. Mitchell,  
The Graham Company

Many surety companies have an 
appetite for bonding all size contractors, 
and there have been recent market 
entrants that focus on small and middle, 
and some that focus on large/mega, 
although these entrants do not typically 
overlap each other. 
—Chris Murphy, Travelers

SMALL
Availability of surety credit for 
contractors performing on work 
programs under $10 million is 
plentiful. Increasingly, automated, 
credit-based models are common 
at the lower end of the range, with 
traditional underwriting criteria more 
common toward the upper end. 
Collateral terms are not uncommon in 
the under $10 million segment. 
—Chris Hunt, Liberty Mutual

Most small to mid-sized contractors 
have many options available to them 
regarding their surety needs. Successful 
contractors have an opportunity to 
increase capacity and improve terms 
and conditions of their surety program. 
Contractors that may have struggled 
during the past year also will find surety 
support in this market. 
—Michael P. Cifone,  
Hudson Insurance Group

MIDDLE
The surety market is extremely 
soft and surety support is readily 
available for properly capitalized and 
well-managed contractors. A large 
number of surety companies appear 
to be marketing for the contractors 
performing projects under $100 
million. This creates a very competitive 

environment and adequate surety 
availability. 
—Josh Penwell,  
Merchants Bonding

Availability is not a problem for a 
qualified contractor. Due to the number 
of new entrants into the mid-market, 
coupled with some larger market 
sureties’ entry into the mid-market, 
availability is not and probably won’t 
be an issue for the foreseeable future. 
—Alan P. Pavlic,  
Old Republic Surety Company

The right surety carriers—those with 
proven track records of financial 
stability and delivering on their 
commitments—have ample availability 
to meet the needs and desires of 
contractors that have exhibited their 
staying power and sound business 
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acumen during the recent recessionary 
period. Coming out of this period, 
some work is rather erratic, exhibiting 
an uneven recovery, which creates 
some concerns about the quality and 
stability of backlog. However, carriers 
specialized in this market are willing 
and able to support a growing backlog 
of work when provided appropriate 
insight into contractors’ current 
financial and operational framework. 
—Robert Thomas, Hanover Surety

Surety companies continue to 
be hungry for new business, 
and medium-sized commercial 
contractors are a real focus for 
them. Underwriters have stepped up 
their marketing efforts with bonding 
agents to build their contractor books. 
In Arizona, more than 50 bonding 
companies are pursuing business in 
the state, so this provides agents and 
their contractor clients with many 
options. I would estimate that more 
than one-third of the sureties have 
the financial capabilities to support 
the bonding program for a $100 
million-per-year contractor, and most 
of the remaining bonding companies 
can handle the needs of contractors 
in the lower end of the $10 million to 
$100 million range. 
—Mike Specht, Minard-Ames 
Insurance Services / INSURICA

LARGE
Recent surety market entrants and 
longstanding industry leaders have 
bolstered surety availability to large 
contractors. With project complexity 
increasing and owners insisting on 
difficult contract terms, contractors in 
this segment rely on both availability of 

surety capacity and value-added support 
from their strategic surety partners. 
—Michael Bond, Zurich North America

MEGA
While only a handful of sureties 
participate on mega accounts, the 
number of sureties participating is 
both adequate and growing.
—Susan Hecker, NASBP

Most mega contractors can obtain 
the bonding needed under reasonable 
terms. Sureties that are experiencing 
some loss activity are driving more 
difficult terms and conditions, while 
new (and unproven) capacity providers 
may offer more flexibility. 
—James Bly,  
Alliant Construction Services Group

LOSSES

Losses have been low over the last two 
or three years despite the economic 
downturn and slow recovery. However, 
there is concern that with increased 
production pressures and new entrants 
into the marketplace, underwriting 
discipline may suffer, leading to increased 
claim activity as well as severity. 
—Alan P. Pavlic,  
Old Republic Surety Company

The industry continues to be profitable. 
However, loss activity appears to 
be trending upward. Depending on 
macroeconomic factors, this trend 
could continue. 
—Antonio C. Albanese,  
Nationwide Surety & Fidelity

Loss severity for most sureties is trending 
down. There is an increase in frequency 

in the small end of the middle market with 
an emphasis on the sub-trades. 
—Edward Titus,  
Philadelphia Insurance Companies

MIDDLE 
We have seen an increase in severity 
losses for middle market contractors 
as a result of some difficult projects 
and stringent contract terms from 
demanding owners. Risks have 
increased for contractors in this 
segment and even firms with strong 
reputations in the marketplace have 
experienced problems. 
—Michael Bond, Zurich North America

Losses are present in the middle 
market segment, with fairly active 
frequency, while severity is limited 
to a handful of individual events. 
Contractors value surety carriers 
that offer thoughtful guidance to 
help effectively navigate changes in 
the market without becoming overly 
extended. The recessionary period 
has begun to move toward a period 
of growth, particularly in the private 
sector. However, the scars from the 
recession are still felt, especially on 
public works projects. 
—Robert Thomas, Hanover Surety

MEGA
Over the last year, we have seen more 
surety losses greater than $50 million 
in value in the market since the 2004 
surety crisis. While there has been an 
increase in loss activity, we are not yet 
at the level where the surety market 
is constricting due to the overall 
profitability of the market and the new 
capital that is emerging. 
—James Bly, Alliant Construction 
Services Group
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JEREMY CRAWFORD
VICE PRESIDENT
CCI Surety, Inc.

The most import-
ant step in increas-
ing a contractor’s 
bonding capacity 
is working closely 
with its surety 
through an experi-
enced surety agent. 

Contractors often make the mistake 
of looking for increased bond lines 
when the opportunity for larger 
projects present themselves only 
to find out they do not qualify. 
Making a surety agent aware of 
plans to seek larger projects ahead 
of time allows the agent to make 
recommendations about financial 
preparation, banking decisions, 
personnel choices and other factors 
that will affect how the account is 
viewed. It also shows the surety that 
a thoughtful assessment of future 
opportunities is under way.

Early input from underwriters 
can help contractors make decisions 
about equipment, debt manage-
ment and banking decisions. My 
unofficial fourth “C” of under-
writing is communication. Active 
communication among contractors, 
their agents and the surety helps 
them work together to anticipate 
and overcome any potential obsta-
cles to meeting the contractor’s 
bonding goals.

MICHAEL BOND
HEAD OF SURETY, EXECUTIVE VICE 
PRESIDENT

Zurich North 
America
Surety bonding 
capacity is a 
vital asset for 
construction firms 
looking to grow 
in today’s hyper-

competitive market. Contractors 
need to develop a holistic view 
of surety capacity. A complete 
financial presentation from a 
construction-oriented CPA and 
well-prepared internal statements 
are a must. Selection of a 
professional surety-oriented broker 
is a vital component as well.

Contractors need to develop and 
present to sureties a strategic busi-
ness plan for the type of work they 
intend to pursue, along with evi-
dence that they have the managerial 
talent, craft skills and experience 
to successfully complete that work. 
This presentation should be in 
writing, and the contractor should 
be prepared to make personal visits 
with sureties. Sureties often look 
to the contractor’s management 
capabilities as a tie breaker in surety 
bonding capacity considerations. 
Presenting complete financial data 
and a strong business plan will help 
the contractor achieve the desired 
level of surety support.  

ANTONIO C. ALBANESE
VICE PRESIDENT
Nationwide Surety & Fidelity

The secret to 
taking bonding 
capacity to the next 
level starts with a 
focus on the core 
business and strong 
management con-
trols. It’s important 

to have a growing balance sheet 
and reasonable levels of equipment 
debt. The operation should be able 
to collect cash and handle liquid-
ity needs with minimal outside 
working capital financing. 

Relationships are also para-
mount. To be the best, they need to 
work with the best. The staff should 
be qualified and tenured. The 
CPAs, bankers and brokers/agents 
with whom they affiliate should 
be high quality. From there, they 
need to create and maintain good 
relationships, not only with their 
agent and bonding company, but 
also with subcontractors, owners, 
suppliers and architects. 

Strong communication with their 
surety is also key. They should have 
regular meetings with their bond 
company so everyone is on board 
and understands the contractor’s 
business plans. 

How can a contractor take its bonding capacity to the next level?



We know the construction business is complex. As a Travelers customer, you’ll get informed advice to 

help you deal with it all. With an industry-exclusive Peer Group Analysis and Risk Management tools, 

we’ll help you through the ups and downs of the business. We’ve been a leader in the surety industry 

for over 100 years. Find out why. Contact your Travelers Agent, or visit travelers.com/bond.

travelers.com

©2013 The Travelers Indemnity Company. All rights reserved. Travelers and the Travelers Umbrella logo are registered trademarks of The Travelers Indemnity Company in the U.S. and other countries.  
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Be certain of one thing: With our 
surety services, your business will 
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CHRIS HUNT
UNDERWRITING OFFICER
Liberty Mutual Surety

The desire to 
elevate bond 
capacity should 
be underpinned 
by a trusting 
relationship built 
on open, honest 
communication. 

Schedule recurring meetings with 
the surety and maintain a clear flow 
of information. 

Being transparent with the 
surety is paramount. Problems 
routinely surface in the world of 
construction, and relaying those 
and the impacts on your company 
demonstrates confidence and 
credibility. Operate with a mantra 
of “no surprises.” The surest 
way to adversely impact your 
creditworthiness in the eyes of the 
surety is to share bad news late in 
the game. 

Reinvest in the business, build 
up your risk capital, shed debt and 
relentlessly guard your liquidity 
position. Surround yourself 
with top performers, including 
professional advisors, and craft a 
thoughtful business plan based 
on your core competencies. 
Communicate this to your surety, 
and assimilate their feedback as a 
trusted advisor. 

SUSAN HECKER
EVP & NATIONAL DIRECTOR OF 
CONTRACT SURETY 

Arthur J.  
Gallagher & Co. 
PRESIDENT
National Association 
of Surety Bond 
Producers
Understanding 
where the risks 

are and how best to mitigate them 
is key to obtaining surety support 
for the business plan. Also needed 
are the best talent available in the 
right seat on the bus; a high-quality 
and well-utilized internal job cost 
accounting system; business part-
ners immersed in the construction 
industry; a good continuity plan; 
and more cash and credit capacity 
than is typically necessary to run 
the business. 

Be able to explain the new 
business plan and be prepared to 
defend your readiness. Anticipate 
the surety’s questions, and make 
sure your quarterly financial 
presentation is thorough.

Sureties often can assist with 
ideas or resources to help mitigate 
problem situations. They will 
not tolerate finding out about 
problems late in the game. Your 
credibility is the most important 
facet of your relationship with 
your bonding company. 

MICHAEL P. CIFONE
SENIOR VICE PRESIDENT, SURETY
Hudson Insurance Group

Just because a 
contractor can 
increase its capacity 
does not mean it is 
ready to do so. A 
contractor should 
take its bonding 
capacity to the next 

level when it will help take profits 
to the next level. Operating the 
business at the next level involves 
changes to systems, personnel, 
infrastructure and cash flow. 
Obtaining a commitment from 
the contractor’s banking partner is 
an important factor in increasing 
bonding capacity.

A contractor must demonstrate 
its ability to handle an increase in 
the number and size of its projects. 
In addition, a contractor that is 
expanding geographically and with 
unfamiliar owners will need to 
support its growth with a viable 
business plan. A contractor can 
utilize the knowledge and expertise 
of the surety and its agents.

Developing a strong project 
management team is critical to 
increasing profits and bonding 
capacity. Also, having an experi-
enced workforce is in place will 
give a contractor an opportunity to 
prove that bigger can be better.

How can a contractor take its bonding capacity to the next level?
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ALAN P. PAVLIC
PRESIDENT & COO
Old Republic Surety Company

When it comes 
down to end 
results, “character” 
may be the most 
important of the 
three “Cs” of 
surety. We have 
to be able to rely 

on a contractor’s character in the 
underwriting process. We have to 
believe and trust the information 
that is received from a contractor, 
both verbal and written. 

As a surety underwriter, you 
have to trust that the contractor is 
providing you with correct infor-
mation—not just financial, but also 
job, management and continuity 
information. We have to be able to 
rely on the contractor’s word that 
capital will stay in the firm, and 
that jobs will only be bid in specific 
geographic areas, as well as within 
the contractor’s expertise. 

Character is especially important 
in the claims process. Especially 
when a loss may be eminent, 
the contractor’s true character is 
revealed. Capacity and capital can 
hide some sins, but not all of them. 
Poor character in a contractor will 
only lead to one thing in the long 
run, and that is losses.

CHRIS MURPHY
CHIEF UNDERWRITING OFFICER, 
CONSTRUCTION SERVICES

Travelers Bond & 
Specialty Insurance
There is no element 
of a surety’s deci-
sion-making pro-
cess more powerful 
than consideration 
of a contractor’s 

character. What sureties emphasize 
most often is the contractor’s 
reputation for honesty, fair-dealing 
and doing what it says it will do. A 
contractor can have an impressive 
project résumé, sufficient capital 
invested in the business and even 
an impressive earnings history. 
Those attributes are nice, but with-
out strong character they are not 
enough to embark on a business 
relationship that depends on trust 
and transparency. 

Character even extends to 
financial reporting. A contractor’s 
financials are largely based on its 
own estimates of future cost and 
profit estimates, the dependability 
of which has a huge influence on 
how the contractor is perceived by a 
smart surety underwriter. Under-
delivering on shared expectations of 
the outcome of projects can create a 
glass-half-empty perception that is 
hard to undo.

JAMES BLY
MANAGING DIRECTOR
Alliant Construction Services Group

Five key factors 
will help improve 
a surety program, 
whether it’s to 
increase bonding 
capacity or secure 
for an acquisition, 
shareholder buyout 

or recapitalization strategy.
1. Monthly financial statements 

and WIPs within 45 days of 
month’s end demonstrating 
the ability to manage an 
increased workload.

2. Disciplined internal cash 
forecasting, headroom on bank 
covenants and adequate cash for 
startup of work. 

3. Annual budgets with quarterly 
updates that include details 
about backlog burn and new 
work targeted to meet the plan. 

4. Mitigation factors 
implemented to manage 
the risk of labor availability, 
productivity, schedule, 
material escalation and 
subcontractor default. 

5. Removal of cost reimbursable 
work, runoff from the bid/
award to project start and joint 
venture backlog from your 
surety capacity limit.

How can a contractor take its 
bonding capacity to the next level?

How does character impact a contractor’s bondability?
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JOSH PENWELL
VICE PRESIDENT OF CONTRACT 
UNDERWRITING

Merchants Bonding
The character of 
the shareholders 
and leadership 
team of a con-
struction firm is a 
critical component 
for a contractor’s 

bondability. Successful construc-
tion companies are experts at man-
aging risks, and it is reasonable to 
assume that the manner in which 
the owners of a construction 
company handle their personal 
matters is a reflection of how they 
operate their business. 

A risk-averse owner will generally 
bid work more conservatively and 
incorporate many risk mitigation 
techniques into contracts. An 
owner of a construction company 
that carries an excessive amount of 
personal debt obligations may be 
viewed differently than one with 
a more conservative lifestyle. The 
type of investments made by an 
individual is also a reflection of how 
conservative the individual is. 

Surety capacity will be positively 
impacted if the surety determines 
that the shareholders and leader-
ship team have high ethical and 
moral standards, and are deter-
mined to be honorable individuals 
with high character. 

HENRY W. NOZKO, JR.
PRESIDENT
ACSTAR Insurance Company

Character is 
considered a 
component of 
underwriting by 
all surety compa-
nies. The weight 
that character 
contributes to a 

surety’s underwriting decision varies 
among sureties and underwriters, 
and might differ from account to 
account. Suffice it to say, character 
always has some influence on the 
underwriting decision. 

For example, this surety generally 
over-weights character. One con-
tractor with a flawless performance 
record meeting credit obligations 
and uneventfully completing 
projects for more than 20 years, but 
has a weak financial statement with 
negative equity, would most likely 
score higher than another con-
tractor with sufficient capital but 
that dates back just a few years and 
has had a few hiccups with credit 
obligations and job performance. 

Character can replace capital, but 
capital cannot replace character.

H. THOMAS DAWKINS
SENIOR VICE PRESIDENT
Rutherfoord, a Marsh & McLennan 

Agency
The surety/con-
tractor relationship 
is viewed as a 
partnership with 
common interests. 
When an issue 
of trust surfaces, 

it is nearly insurmountable. Both 
capacity and capital are quantifiable 
situations that can be addressed and 
remedied, but character, honesty 
and trust are areas that cannot be 
corrected once breached.

For many years, most surety 
companies had a cardinal rule of 
not bonding accounts without 
conducting face-to-face meetings. 
Today’s standards include 
personal credit reports and even 
background checks as they look for 
inconsistencies. A lack of proper 
disclosure may lead to an issue 
of trust along with inconsistent 
financial reporting. Any semblance 
of non-disclosures or improprieties 
may lead to the surety asking the 
agent to place the account elsewhere.

On the flip side, a surety that is 
comfortable that a client exercises 
honest and solid ethical business 
practices will be in position to get 
the best possible consideration 
when a surety is faced with a 
difficult underwriting decision.

How does character impact a contractor’s bondability?
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MICHAEL J. MITCHELL
VICE CHAIRMAN

The Graham 
Company
In my opinion, 
character is the 
most important 
factor when it 
comes to bond-
ability. Having a 

strong character is powerful; it 
means the surety can trust the 
principal or owner, and trust that 
shared financial information is 
credible and accurate. That trust 
will always outweigh capacity and 
capital. There is an instinctual 
element that is inherent to deter-
mining bondability. If a surety 
does not have a good feeling 
about supporting the contractor, 
then there is cause for hesitation, 
and that pause communicates 
more to the surety than anything 
a contractor can say or do. 

On the contrary, if you have 
a strong character, a surety will 
overlook some capital and capac-
ity issues and will look for ways 
to support you. This is human 
nature: When you like and trust 
a person, you instinctually want 
to support them, but it all starts 
with having a strong character. 

PETER WORTHINGTON
UNDERWRITING CONSULTANT

Liberty Mutual 
Surety
All three “Cs” are 
important to a 
surety underwriter, 
and the most 
intangible is char-
acter. It takes a sig-

nificant amount of time to develop 
a relationship—a true partnership 
between the surety and contractor 
that is strengthened in good times 
and not-so-good times. Having a 
contractor that does what it says 
it will do in both good and tough 
times creates that understanding 
between the parties. In many cases, 
the true character of a person arises 
in difficult times. Character begins 
early in the lifetime of the contrac-
tor and is developed over time. 

Building the relationship with 
the surety, project owner and 
contractor will yield great results 
for all involved. Character is key to 
the underwriter’s assessment of the 
contractor’s overall credit quality, 
and only the contractor can influ-
ence the assessment. Having that 
understanding will allow additional 
surety support when the numbers 
may not add up.

How does character impact a contractor’s bondability?

EDWARD TITUS
SENIOR VICE PRESIDENT,  

SURETY DIVISION
Philadelphia 
Insurance 
Companies
Cash flow manage-
ment techniques 
require periodic 
evaluation and 

review that must be embraced 
at the top and become part of a 
contractor’s culture. 
• Ensure staffing and equipment 

acquisitions don’t outpace 
revenue, determine proper 
tax status and evaluate captive 
versus traditional insurance.

• Review areas where cash is 
typically trapped: under-
billings, pending change 
orders, receivables, retentions 
and inventory. 

• Evaluate benefits of 
self-performing versus 
subcontracting, process billings 
and change orders in a timely 
fashion, obtain documentation 
before performing work out of 
scope, review costs to complete 
at a project level, identify 
changed conditions and take 
advantage of vendor discounts.

• Build strong working 
relationships with owners, 
banks, the surety company and 
legal counsel.

What cash management 
techniques should contractors 
employ in order to be successful 
as the economy recovers?
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ROBERT THOMAS
PRESIDENT
Hanover Surety

The business value 
of quality account-
ing software 
manifests in greater 
accuracy, timeliness 
and reliability of 
job performance 
measurements. 

Today’s construction accounting 
software should provide a seamless 
and integrated system that brings 
together the original estimate with 
the job budget, including the cost 
estimates, general conditions, 
contingencies and profit estimates. 
Against these targets, the actual 
costs incurred on the project can be 
evaluated among many cost code 
elements to give the project man-
agement team an early and more 
exact indication of cost overruns 
or acceleration. This creates the 
opportunity to proactively apply 
corrective measures to contain or 
reverse the impact of cost overruns.    

These improved outcomes 
provide the construction company 
an opportunity to achieve more 
consistency in its project results 
and greater confidence in the 
management systems governing the 
backlog activity. 

MATTHEW S. HAYDON
SENIOR VICE PRESIDENT, 
COMMERCIAL SURETY

Arch Insurance 
Company
Of the four primary 
financial data sets 
sureties study, only 
the work-in-process 
(WIP) schedule 
provides any clue 

as to the contractor’s future earnings 
and future cash flow. 

One of the common challenges 
of the surety is “the big job.” The 
surety can evaluate the capabilities 
of the contractor, but can’t forecast 
the periodic earnings and cash flow 
needs of a three- or four-year project 
and how it overlaps with the runoff 
of the existing backlog.

Accounting software that 
evaluates a potential job from a 
financial impact perspective allows 
the contractor to see when it might 
be cash flow positive (or negative). 
Being able to model and test delays 
in payment or unanticipated 
cash flow disruptions enables the 
contractor to plan for unforeseen 
financial impacts.

Having reports that forecast 
earnings and cash flow based on 
the current WIP and potential new 
jobs greatly reduces the risk to the 
contractor and the surety.

MIKE SPECHT
VICE PRESIDENT – SURETY
Minard-Ames Insurance Services / 

INSURICA 
The bonding indus-
try now understands 
how the various 
disadvantaged 
business programs 
work and continues 
to focus on full 

disclosure to the contracting officers 
about the arrangements for bonding. 
Given the fraud cases concerning 
contractor teams that violated the 
disadvantage business programs’ rules 
and regulations, underwriters and 
sureties want to avoid receiving fines 
and jail time that have been levied 
against contractors for improper 
teaming practices. 

The disadvantaged business 
programs have created opportuni-
ties for small contractors and their 
much larger partners that, in many 
cases, are required to perform the 
majority of the work and qualify 
for all of the bonding. One has to 
wonder if all parties involved would 
be better off if the government 
directed more smaller contracts 
(ones that disadvantaged contrac-
tors can perform and bond on their 
own) to the small contractors and 
set aside the big work for medium, 
large and mega contractors.

What are the bonding implications 
as the government promotes 
joint ventures as a way for small 
businesses to participate on 
federal projects?

In what ways can improved construction accounting software impact a 
contractor’s business?
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Liberty Mutual Surety™
Timothy Mikolajewski, President
Liberty Mutual Surety™
libertymutualsurety.com

Special Thanks to 
Our Sponsors

GOLD

SILVER

The Hanover Insurance Group
Robert Thomas, President, Hanover Surety
hanover.com

Old Republic Surety Company
Alan P. Pavlic, President & COO
orsurety.com

Nationwide
Antonio C. Albanese, VP, Surety

nationwide-mls.com

Hudson Insurance Group
Michael P. Cifone, SVP, Surety

hudsoninsgroup.com
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CORPORATE
PROFILE

A
s a construction professional, you understand 
how to plan and manage complex projects—
including the importance of purchasing surety 
protection against the many risks inherent in your 
business. The right surety bond coverage provides 
confidence and peace of mind to your customers, 

contractors and vendors, while protecting your company 
and reputation when the unexpected happens.

The Hanover brings a distinctive value to its bonding 
relationships. The company’s “A” rated financial 
strength, experience and strong working partnerships 

with the best agents and brokers in the United States 
create real synergies to meet the needs of individual 
contractors and their specific jobs.

The Hanover’s people are its biggest asset. They 
create value through their industry expertise and 
customer commitment. Perhaps most important, is 
that the team at The Hanover Surety includes many 
of the industry’s most knowledgeable and experienced 
professionals, who offer unparalleled market knowledge, 
underwriting insight and responsive service, along with 
risk management acumen.

At every level of the organization, there is the 
understanding that no two contractors and no two 
construction jobs are alike, and the surety team is 
committed to creating solutions that are tailored to 
meet the demands of every different company and 
building project. This allows contractors to know when 
they choose The Hanover Surety, they are choosing 
a carrier with the strengths and commitment to 
customers that they need.

With the countless details and risks involved in 
managing your construction projects, we suggest you 
also make sure you have the right surety team to protect 
your business. Experienced contractors who really know 
their business recognize the importance of working with 
carriers and agencies that are equally experienced and 
knowledgeable about the intricacies of construction 
surety bonding.

The Hanover commitment is to deliver valued 
solutions that meet your unique needs.

Hanover Surety’s Winning Combination:
Financial Strength and Deep Expertise

COMPANY CONTACT
440 Lincoln St.
Worcester, MA 01653
Robert Thomas
p: (508) 855-3987
e: rthomas@hanover.com
www.hanover.com

COMPANY HIGHLIGHTS
We know how to help our construction customers manage 
complex projects and prepare for the unexpected, too, because 
we’ve been managing surety risks for more than 100 years. 

At Hanover Surety, we’ve earned our place among the top 15 
surety providers in the country, based on our long experience 
and financial strength, including an “A” rating from A.M. Best 
and a Group Treasury listing of $181.3 million.

We are proud of The Hanover Surety local leadership team that 
is recognized to be among the best in the business, including:
Michael Pete, Chief Underwriting Officer
Brent Davis, Southeast Region
Tony Yasilli, Southwest Region
Ralph Giordano, Northeast Region
George Muñana, West Region



118-1074 (10/15)

Talk to a Hanover Agent today or visit us online at hanover.com

It’s why others count on you.
It’s why you can count on us. 

With over 100 years in the Surety business, The Hanover has the expertise and the  

capabilities to handle a wide range of needs for all types of construction businesses.

• Named in Forbes’ “50 Most Trustworthy 
Companies in America”

• One of the 40 oldest companies  
on the NYSE

• Group Treasury listing of $181.3 million

• “A” rated by A.M. Best, Moody’s,  
and Standard & Poor’s
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CORPORATE
PROFILE

L
iberty Mutual Surety, a member of Liberty Mutual Insurance, is 
the second largest surety in the United States and a leading surety 
globally. With underwriting offices in seven countries and bonds 
issued throughout the world, we work with agents and customers to 
build mutually profitable relationships by providing smart business 
solutions, ease of doing business, and consistent, responsive service 

through knowledgeable surety professionals. 

FINANCIAL STRENGTH
Our certified U.S. Treasury underwriting limitation is among the highest 
in the industry. Liberty Mutual Insurance currently ranks 78th on the 
Fortune 500 list of largest corporations based on 2014 U.S. revenues.

PRODUCT OFFERING
With industry-leading bond program capacity, Liberty Mutual underwrites 
all types of regional, national, and multinational contractors.

• Our domestic U.S. operations provide program capacity for small or 
mid-sized contractors, and for well-capitalized and liquid construction, 
manufacturing and supply risks. 

• Our Global Risk division provides capacity for international and 
U.S. multinational customers. Through affiliated companies and strategic 
fronting relationships, we have business in 40 countries, making us a 
leading provider of foreign bonds for U.S. companies, and domestic bonds 
for foreign companies operating in the United States.

OUR PARTNERS
Liberty Mutual Surety works closely with Liberty International 
Underwriters (LIU). LIU specializes in providing the most comprehensive 
solutions for your clients’ coverage needs and offers a full complement of 
specialty construction products including: property construction, primary 
casualty, excess casualty, environmental, project cargo, management 
liability, professional liability and railroad protective liability.

Bringing knowledge that’s unmatched in the industry, LIU focuses on 
complex projects and collaborates across product lines, including surety, 
resulting in superior service. 

When you choose Liberty Mutual, you’ll work with one company to cover 
your clients’ construction risks, from start to finish. 

For more information, contact your independent agent or broker or visit 
www.libertymutualsurety.com or www.liu-usa.com.       

The Global Reach of 
Liberty Mutual Surety

When you choose Liberty Mutual, you’ll 
work with one company to cover your clients’ 
construction risks, from start to finish. 

COMPANY CONTACT
Interchange Corporate Ctr.
450 Plymouth Rd., Ste. 400
Plymouth Meeting, PA 19462
p: (610) 832-8240
f:  (866) 547-4880

Safeco Plaza
1001 4th Ave., Ste.1700
Seattle, WA 08154
p: (206) 473-3799
f:  (866) 548-6837

e: surety@libertymutual.com
www.libertymutualsurety.com



You have a passion for improving 
America’s bridges and highways.
We have a passion for supporting you.

You have a passion for making sure America’s infrastructure is safe. You follow blueprints 
to the letter, using only best-in-class equipment, materials, and subs. Liberty Mutual Surety 
shares your passion. We work with your agent or broker to provide the bid, performance, 
and payment bonds you need, so that the roads we travel together are secure and intact. 
For more information, contact your agent or broker or visit LibertyMutualSurety.com. 

© 2015 Liberty Mutual Insurance. Insurance underwritten 
by Liberty Mutual Insurance o., oston, MA, or its af liates or subsidiaries.
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CORPORATE
PROFILE

W
ith our bonding capacity at $50 
million, last year we proclaimed 
“Bring it on!”…and you did!  Old 
Republic Surety’s double-digit 
growth in contract bonds over 
the past several years is a healthy 

indication that our capacity and our expertise 
are welcome additions in the middle market 
arena. In preparation for another banner year, 
Old Republic Surety’s $50 million of contract 
bonding capacity, a 10-fold increase since 2004, 
positions us to assist the construction industry 
with bond programs based on flexible, common-
sense underwriting. We write contract bonds in 
all 50 states. Keep it coming and bring it on!

We’ve got an option for smaller, growing contractors. Our FastBond 750 
program not only offers a quick, flexible answer for a smaller bond, but 
it also opens the door for small contractors wanting to grow. Coordinate 
our FastBond 750 program with essential underwriting elements to easily 
transition into a standard bond program. Better yet, you’ll be able to keep 
the same underwriter and relationship as you grow with us.

Need help setting up a standard bond program? Bring it on! We’ll 
prequalify you so you’re poised and ready. We coach contractors of all 
sizes on what they need in place to succeed. We find that with a healthy, 
pre-qualified bond program, contractors have more flexibility. Contractors 
can bid more often, bid on more variety or even choose to bid directly. 
Pre-qualification gives you the flexibility and expedites the bond portion 
of the bid process, simply opening up more opportunity. If you need help 
positioning yourself with the right pieces in place, we’ll help you get that 
done. Bring it on!

Want a human element to underwriting your bond program? Bring 
it on! That’s all we do. A lot of surety companies use an algorithm that 
calculates your risk based on a set of parameters programmed to determine 
the viability of your bond program. At Old Republic Surety Company, 
we don’t use a computer-based program that spits out a “yes” or a “no” for 
your contract bonds. Each opportunity is unique to us. Our underwriting 
is completely human. Our staff, not computers, evaluate your program to 
determine your qualification. Your business’ strengths are unique to you 
and deserve the consideration we’ve been trained to provide. Quick, expert 
underwriting with a completely human interface is what you can count on 
from Old Republic Surety Company.

A nationwide network of appointed professional agencies understands 
the value of our common sense underwriting and the importance of our 
financial strength. To find an agent and branch locations, and to access 
a wealth of knowledge on contract bonds and video shorts that help 
contractors understand surety, visit www.orsurety.com.

Keep It Coming and Bring It On! 
COMPANY CONTACT
445 S. Moorland Rd., Ste. 200
Brookfield, WI 53005
Alan P. Pavlic
p: (262) 754-8095
e: appavlic@orsurety.com
www.orsurety.com

COMPANY HIGHLIGHTS
• Best’s rating of A
• $50 million bonding capacity
• Licensed in all 50 States
• Writing surety bonds since 1923
• Subsidiary of Old Republic International

FASTBOND 750 
HIGHLIGHTS
Designed for contractors that may 
need their first bond, or that only have 
occasional bond needs. 

Key FastBond 750 Attributes:
• Local underwriting
• Primarily based on credit score
• Under $250,000—immediate response
• Limits $250,000-$750,000—quick 
   response time
• Ideal for accounts with no formal 
   financial presentation
• Subjectivity is flexible
• All construction trades



Old Republic Surety Company 
has increased it’s bonding 
capacity 10-fold since 2004! 

Today, with $50MM in 
capacity, we can handle 
the bonding needs of  
your middle market and  
larger contractors. 

The economy is improving, 
your customers are growing, 
and we’re ready! 

Have a contractor that 
needs some room to grow? 

Bring It On!
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CORPORATE
PROFILE

H
udson Insurance Group is a specialty insurance group that writes 
business on an admitted basis through Hudson Insurance Company 
and on a non-admitted basis through Hudson Specialty Insurance 
Company and Hudson Excess Insurance Company. Hudson offers a 
wide range of property and casualty insurance products to corpora-
tions, professional firms and individuals.   

 Hudson Surety is comprised of an experienced group of underwriters 
with deep industry knowledge. The vast experience of our team enables us to 
offer creative solutions to our clients. We work closely with a select group of 
agents throughout the United States to provide superior service.

Hudson Surety provides surety bond products for standard contract 
surety, commercial surety and specialty contract surety. We have the 
expertise to work with all types of contractors and the financial strength to 
grow with our valued principals.

STANDARD CONTRACT SURETY
Regional knowledge of the construction marketplace has been an important 
element of our underwriting approach. Our contract underwriters work 
closely with our agency partners to understand our customers’ needs in 
order to develop a surety program that supports their plans. Our client base 
consists of general contractors as well as many specialty trade contractors.

COMMERCIAL SURETY
Exceptional customer service and a broad appetite have driven the success 
of Hudson’s transactional commercial surety business. Our products 
include all types of license and permit bonds, customs bonds, public 
official bonds, court bonds and miscellaneous commercial bonds.

SPECIALTY CONTRACT BONDS
For contractors that may not fit the underwriting criteria of the standard 
surety market due to years in business, infrequent bond needs or an 
unprofitable project, Hudson offers an alternative solution. Utilizing tools 
such as collateral and funds control, Hudson supports the bonding needs of 
the contractor until they qualify for our standard surety program.

Hudson Insurance Group
Responsive Contract and Commercial Surety Solutions COMPANY CONTACT

100 William St.
New York, NY 10038
Michael P. Cifone, SVP, Surety
(770) 485-4461
mcifone@hudsoninsgroup.com
www.hudsoninsgroup.com
CONTRACT SURETY:
101 N. Wacker Dr.
Chicago, IL 60606
Blair Holl, VP Contract Surety
(312) 706-0258

COMMERCIAL SURETY:
1064 Greenwood Blvd.
Lake Mary, FL 32746
Wayne Gutches, VP Commercial Surety
Deb Nelson, VP Commercial Surety
(888) 400-5505

SPECIALTY CONTRACT SURETY:
23901 Calabasas Rd.
Calabasas, CA 91302
Juli Dahlgren, VP Specialty Contract
(818) 206-1519

COMPANY HIGHLIGHTS
• Rated A (Excellent) by A.M. Best

• Licensed in 48 states and the District 
   of Columbia

• Treasury Listing of $44,018,000

• Regional expertise and superior client 
   service

• Represented by select surety agents
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CORPORATE
PROFILE

N
ationwide® represents a wealth of experience in surety and specialty 
liability insurance ranging from management liability to cyber 
and professional liability. Our surety operation specializes in both 
commercial and contract surety bonds. We pride ourselves on 
developing a close working relationship with our agents, brokers, and 
principals in order to ensure a consistent underwriting approach to 

mitigate losses. 
Our expertise allows us to be innovative. Our relationships allow us 

to understand the needs of your business. The result: unique surety and 
insurance products, and an analytical approach unrivaled by any other firm. 
We offer comprehensive surety bond solutions, including 50-state capacity 
and a flexible, multi-tiered rating plan, and we continue to add products 
each year.

When you work with us, you know you are working with a strong and 
stable carrier. Nationwide is a Fortune 100 company that the U.S. Treasury 
listed and approved with a T-listing in excess of $1.1 billion1, and it is 
one of the largest in the industry. Add to that an A.M. Best Rating of A+ 
(Superior), FSC XV12 and an S&P A+ rating3, and you can be sure you’re 
working with one of the most financially stable companies in the industry.
Nationwide and the Nationwide N and Eagle are service marks of Nationwide Mutual Insurance Company. 
©2015 Nationwide.

Nationwide®: 
Strength. Stability. Solutions.COMPANY CONTACT

7 World Trade Center
250 Greenwich St., 37th Fl.
New York, NY 10007
Antonio C. Albanese
p: (212) 329-6984
f:  (480) 905-5454
e: albanese@nationwide.com
www.nationwide-mls.com

COMPANY HIGHLIGHTS
• A.M. Best Rating of A+ (Superior), 
   FSC XV1

• Nationwide® is U.S. Treasury listed 
   and approved with a T-listing in excess    
   of $1.1 billion, one of the largest in the 
   industry2

• 50-state capacity
• Flexible, multi-tiered rating plan
• National organization offering a full-
   range of surety products to meet all 
   needs from small to middle markets 
   and large national firms.  

1Nationwide Mutual Insurance Company®, 2014, 
 www.fms.treas.gov. Coverage is provided 
 by Nationwide Mutual Insurance Company®and 
 affiliated companies.
2Affirmed June 2014
3Affirmed May 2014

Antonio Albanese
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SPECIAL SECTION:
CONTRACTORS’ GUIDE TO SURETY BONDING

W
hen construction 
started on the Hoover 
Dam in 1931, it was 
one of the largest 
single construction 
projects ever under-

taken in the United States. The 
gravity arch dam across the 
Colorado River cost $49 million, 
making it one of the nation’s most 
expensive and complex construc-
tion projects. The Hoover Dam 
project marked the first time that 
surety companies pooled their 
capacity to provide a co-surety 
bond. Twenty-four surety com-
panies came together to provide 
a $5 million bond securing the 
contract. At the time, it was the 
largest bond ever written. 

Eighty years ago, a $5 million 
bond needed the participation of 
nearly every surety in the United 
States, but today, dozens of sureties 
can routinely write a $5 million 
bond on their own. Over the years, 
the surety marketplace has seen 
significant changes—the rate of 
change and capacity requirements 
are higher today than ever before.  

Since the 1930s, the construc-
tion marketplace and the surety 
marketplace have evolved, with 

projects growing larger and more 
complex and the surety require-
ments growing in parallel. It may 
be astonishing to some that a bond 
that required the mobilization of 
virtually the entire surety industry 
now falls within the delegated 
authority of many brokers and 
agents. For those who have been 
in the industry for many years, 
it is more astonishing to see how 
the market has evolved. Project 
delivery methods that went from 

hard bid, fixed priced contracts 
to design-build are now being 
bundled as public-private partner-
ships (P3s). 

Projects that just a few years ago 
topped out at $500 million are 
now pushing into the billions. The 
Tappen Zee Bridge replacement 
project in New York is just one 
example. First built in the 1950s 
for $81 million, the new contract 
for the replacement span currently 
being built is more than $3 billion. 

The Evolution of the  
Surety Marketplace
BY MIKE BOND



IN AN 
INSTANT,  
ERIC LOFTON 
SAW THE VALUE 
OF CNA SURET Y

A CONTRACT WON 
AND A RELATIONSHIP 
REAFFIRMED

MARCH 11TH, 8:01 A.M.

Construction  •  Education  •  Financial Institutions  •  Healthcare  •  Manufacturing   
Professional Services  •  Real Estate  •  Retail  •  Technology  •  Wholesale Distribution

To learn more about the complete 
range of CNA Surety bonds for 
construction, contact your local 
independent insurance agent, or 
visit www.cnasurety.com. 

It would be their largest contract 
undertaken — installing the HVAC system 
for the nation’s largest new shopping mall. 
Needing to provide a Performance and 
Payment Bond, Eric Lofton worked closely 
with his independent insurance agent and 
the experienced underwriters from CNA 
Surety. Eric’s agent arranged a site visit with 
the mall developer, and helped Eric secure 
the bond that ultimately sealed the deal.  
Way to build your business, Eric.

Please remember that only the relevant insurance policy can provide the actual 
terms, coverages, amounts, conditions and exclusions for an insured. All products 
and services may not be available in all states and may be subject to change without 
notice. CNA is a registered trademark of CNA Financial Corporation.  
Copyright © 2015 CNA. All rights reserved. 
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SPECIAL SECTION:
CONTRACTORS’ GUIDE TO SURETY BONDING

Twenty years ago, when 
design-build contracts were 
becoming more mainstream, the 
surety industry began debating: 
How could surety cover design-
build risks? Did the underwriters 
understand the “new” risks they 
were assuming? At the time, quite 
a few companies refused to bond 
design-build contracts. Today, that 
debate is being replayed with more 
frequency as owners use new proj-
ect delivery methods. Traditional 
hard bid work is being supplanted 
every day by more complex and 
challenging delivery methods, 
such as integrated project delivery 
(IPD), gap financing and P3s. 
IPD, an approach based on risk 
sharing and collaboration, presents 
challenges to the contractor, owner 
and surety. 

In a risk-sharing approach, 
where do the traditional bonded 
risks end and the shared risks 
begin? While there is no clear 
answer, sureties are working closely 
with both contractors and owners 
on solutions.  

In its 2015 Infrastructure 
Report Card, the American Society 
of Civil Engineers estimates an 
annual infrastructure funding gap 
of $201 billion. The gap arises 
from the need for continued 
investment in infrastructure and 
the lack of federal, state and local 
funding. P3s are viewed as a way 
to fund this gap. P3s mobilize pri-
vate funds—from investors, pen-
sion funds and banks—to finance 
projects that were once funded by 
the government with tax revenue. 
The introduction of P3s to the 
marketplace changes the nature of 
the owner-contractor relationship. 

Traditionally a government entity 
was the project owner, but in a P3, 
a concessionaire is the owner. 

The relationships among the dif-
ferent stakeholders in a P3 project 
are more numerous and complex 
than in a traditional project. The 
concessionaire, the contractor, the 
banks, the rating agencies and the 
government all have a financial 
or public policy interest in the 
success of a P3. This elicits a new 
set of challenges for the surety 
providing performance security for 
the contractor. 

The surety industry has 
responded by creating innovations 
targeted at satisfying the needs 
of the various stakeholders. 
Traditional performance bonds 
have been modified to provide 
short-term liquidity to a P3 
project in the event of default. 
For example, a recent P3 project 
was bonded using a performance 
bond with a fixed claims period. 
As a result, all parties knew when a 
claims determination was going to 
be finalized. Although the debate 
continues on the “right” approach 
to bonding P3 projects, sureties 
are not waiting on the sidelines. 
They are out there innovating.  

With regard to capacity, the 
surety market continues to 
demonstrate appetite for larger 
facilities and projects. Just a few 
years ago, conventional wisdom 
was that $500 million was the 
largest surety bond available for a 
single project—and that required 
multiple sureties. In the past few 
years, new capacity has entered the 
surety market with an eye toward 
providing surety to mega-projects 
and the largest contractors. At a 

time when the costs of construction 
projects are increasing, surety 
capacity is keeping pace. Today, 
surety companies are routinely 
seeing performance and payment 
bonds exceed $1 billion. Surety 
companies are getting these bond 
deals done a few times a year 
without fanfare or press. While 
there clearly is still a limit to surety 
capacity, the industry is responding 
with more willingness to provide 
multi-billion-dollar facilities to 
companies with the financial 
strength and capacity to deliver.  

While the surety market has 
evolved since the days of the 
Hoover Dam, many aspects 
remain the same. The industry 
continues to rely on the traditional 
three “Cs” of character, capacity 
and capital in underwriting 
risks, whether it is for a $10 
million road builder or a $10 
billion multinational engineering 
company. On the foundation of 
more than 100 years of industry 
experience, the surety industry has 
and will continue to innovate and 
adapt to the changing needs of 
customers and the marketplace. 

Looking beyond the horizon, 
more challenges will impact how 
surety operates: technology, new 
construction methods and the 
globalization of the construction 
industry, to name a few. Sureties 
are working closely with custom-
ers so they can continue to be a 
relevant and trusted partner in 
the construction marketplace  
of tomorrow. 

Mike Bond is head of surety for Zurich 
North America. For more information, 
email michael.bond@zurich.com. 
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S
urety and construction 
stakeholders have worked 
hand in hand this year in 
Congress and at the state 
level on legislation impact-
ing industry members on 

several fronts.  

Some States Increase 
Infrastructure Spending
All states were in session in 2015, 
and for most states this was the 
first of a two-year session, which 
means there was a heavy volume 
of legislation. Most states worked 
on their fiscal year 2016 budget, 
which began July 1, 2016. Many 
states struggled to find more 
money for infrastructure. 

A handful of states (including 
Georgia, Idaho, Iowa, Nebraska, 
South Dakota, Utah and 
Washington) increased their state 
gas tax rates in 2015 to provide 
infrastructure funding. Kentucky 

and North Carolina repealed gas 
tax cuts that were about to take 
effect. Maryland, Rhode Island 
and Vermont had incremental 
increases in the tax rates this 
year from legislation in past 
sessions. In addition, Connecticut, 
Delaware, Georgia, South Dakota 
and Washington enacted major 
infrastructure bills, with the largest 
$16.1 billion transportation reve-
nue bill passing in Washington. 

Public-Private Partnerships (P3s) 
Are the Key Procurement Issue
Nearly 30 states considered 
P3 legislation this year. Only 
Georgia enacted new P3 author-
ity for state and local public 
works projects. A pending bill 
in New Jersey would permit 
the state, as well as local gov-
ernments, school districts and 
state colleges, to enter into P3 
agreements for public building, 
structure, road, facility and 
infrastructure projects. Arkansas 
revised an existing law that 
authorizes the Department of 
Transportation (DOT) to adopt 
regulations for design-build 
contracts to permit the DOT to 
establish regulations to enter into 

design-build-finance contracts 
and concession agreements with 
private partners. California 
enacted a law authorizing a P3 
for a civic center in Long Beach.

Such legislation will be back 
next year almost by necessity 
as the states look to complete 
needed public works projects. 
P3s are public works contracts 
just like projects delivered under 
more traditional methods, and 
bonding must be required on any 
construction in a P3. It might 
seem like this is an issue only for 
large contractors; yet, states are 
starting to bundle large numbers 
of small contracts into a single 
P3, which will affect contractors 
of all sizes. 

Uptick in Bond Threshold and 
Bond Waiver Legislation 
States looking to balance bud-
gets considered eliminating 
the protections that surety 
bonds provide to taxpayers, 
subcontractors and suppliers 
with legislation to increase state 
bond thresholds or waive bonds. 
In Nevada, a $1 million state 
bond threshold was rejected, 
as small contractors working as 

Bonding Legislation in the 
States and Congress 
BY LENORE MAREMA AND DANIEL WANKE

Nearly 30 
states considered P3 
legislation this year. 
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subcontractors would be working 
on much larger projects without 
payment protection. In New 
York, legislation was introduced 
to raise the state bond threshold 
from $100,000 to $500,000. The 
increase was reduced to $200,000 
and sent to Gov. Andrew Cuomo, 
who is considering the impact of 
doubling the bond threshold.

A bill passed in Arizona that 
permits the waiver of the perfor-
mance bond for job order con-
struction services contracts if the 
amount of construction under the 
contract does not exceed $500,000 
(including change orders). The 
new law does not permit waiver of 
the payment bond. The applica-
tion of the bond waiver is limited 
to the largest counties and has a 
2020 sunset date.  

Retainage for Private 
Construction Contracts Was  
On the Front Burner 
The vast majority of the retain-
age bills introduced this year 
dealt with private construction 
projects. Legislation limiting the 
amount of retainage on private 
work was considered in Illinois, 
Iowa, Maine, Mississippi and 
Nevada, but most bills were not 
enacted this year. The governor 
of Maine vetoed a bill that 
capped the retainage at 5 percent 
for private work, and Nevada’s 
new law reduces the retainage 
on private contracts from up 
to 10 percent to not more than 
5 percent. Legislation pending 
in Massachusetts provides that 
provisions in private contracts 

requiring more than 5 percent 
retainage would be void and 
unenforceable for the amount 
that exceeds 5 percent.

One significant bill on public 
works projects that is on Gov. 
Cuomo’s desk would prohibit 
withholding retainage on payments 
due to suppliers for materials that 
have been delivered and accepted 
on public works projects. Sureties 
are supporting the local contractor 
groups in seeking a veto. 

Congress May Address 
Contracting Policies by Year’s End
The U.S House Rules Committee 
released the final conference 
report on the National Defense 
Authorization Act (NDAA), 
which is the annual defense policy 
legislation. Two surety provisions 
from the federal Construction 
Coalition’s procurement reform 
legislation were included in the 
final NDAA legislation in the 
conference report. 

One provision would 
increase the Small Business 
Administration’s guarantee to 
sureties in its Preferred Surety 
bond guarantee program 
from 70 percent to 90 percent. 
The second provision would 
require individual sureties to 
play by the same rules as any 
other person or entity that 
provides collateral to the federal 
government. Individual sureties 
would be required to pledge 
known and reliable assets to back 
their bonds, and to relinquish 
control of those pledged assets 
to the federal contracting officer, 

who would deposit them in the 
Federal Reserve system. 

These are all simple reforms with 
no cost to the federal government 
that will increase small business 
participation in federal public 
works projects, and in the case of 
individual surety bonds, assure that 
real assets exist to back the payment 
and performance bonds so subcon-
tractors and suppliers will get paid 
if the general contractor does not 
pay them, and taxpayers are not 
required to pay twice for the work.

The looming question remains 
whether the president will veto 
the NDAA as he has threatened 
because it contains an additional 
$38 billion in funding over the 
current caps on defense spending 
and a prohibition on the transfer 
of detainees at Guantanamo Bay, 
which prevents the president 
from closing the facility. 

An extension to the MAP-21 
highway act expired Oct. 30, and 
Congress is considering another 
six-year extension. The problem 
remains finding funding for that 
length of time. All new spending 
must be offset with increased 
revenues or cuts in government 
spending elsewhere. The Senate is 
looking for $51 billion to fund its 
bill, and the House may be look-
ing at an even higher amount. 

Lenore Marema is vice president 
of government affairs and Daniel 
Wanke is manager of regulatory and 
government affairs for The Surety & 
Fidelity Association of America. For 
more information, email lmarema@
surety.org or dwanke@surety.org. 
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W
hile contract provisions 
should transfer risk to 
the entity in the best 
position to bear or 
mitigate it, some oner-
ous contract and bond 

provisions improperly allocate risk. 
This can lead to higher underwrit-
ing standards for contractors and 
higher construction costs for proj-
ect owners to bear, as these improp-
erly allocated risks are factored into 
bids and competition is reduced to 
fewer qualifying contractors.  

For the surety industry, onerous 
terms and conditions impact the 
top line as well as the bottom line. 
Refusing bonds means potential 
lost revenues or loss of the account 
itself to a competitor. Approving 
the bonds means accepting 
potentially higher losses due to the 
increased exposure and severity 
from onerous contract terms. 
For all these reasons, sureties are 
highly motivated to eliminate or 
mitigate these risks or, at the very 
least, contemplate them into their 
underwriting process.

Instrumental in helping the 
surety industry with the problems 
caused by onerous bonds and 
contract language are The Surety 

& Fidelity Association of America 
(SFAA), National Association 
of Surety Bond Producers and 
local surety associations across 
America. Together, they are 
keeping members informed 
about onerous contract matters 
affecting the industry and 
combating the potential effects 
of these excessively burdensome 
obligations by convincing public 
owners to make changes to their 
contract documents.  

Regional Challenges
The most common types of onerous 
contract bond issues guarantee 
long-term warranties, include 
ratings requirements and demand 
unreasonable claim response times. 
Onerous provisions also may vary 
in frequency from state to state. 
For example, in California and 
Pennsylvania, underwriters should 
watch for very short response 
times and uncapped consequential 
damages provisions within school 

National and Local Surety 
Associations Combat 
Onerous Provisions
BY RICHARD WHITMIRE
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project bond forms. In recent years, 
some Illinois obligees have required 
that eligible sureties possess an A+ 
rating on projects.  

Sometimes the language is more 
difficult to decipher, as evidenced 
recently by a City of Titusville, 
Fla., bond form that referenced an 
incorrect statute. In addressing the 
multiple problems with the obli-
gee, the Florida Surety Association 
(FSA) wrote: “[T]he bond form 
references Florida Statute 224.05; 
however, there is no such statute. 
We believe the City means to 
reference 255.05, which addresses 
bonds for public projects.” Adding 
to the problems with this bond 
form, another paragraph identified 
language that “potentially expands 
the bond obligations to cover 
insurance perils.” And still another 
paragraph references uncapped 
consequential damages. A response 
from the city on this bond form is 
still pending.

Clearly, authors of public bond 
forms may not fully understand 
the consequences onerous 
forms have on the contracting 
procurement process. They often 
resist industry efforts to modify 
them and insist upon using them 
anyway. But changes do happen, 
particularly when negotiating 
long-term warranties.

In early 2014, the New England 
area experienced a high frequency 
of public school re-roofing projects 
in which the bid documents 
required five- to 10-year work-
manship warranties. Writing to the 
obligee and architect, the Surety 
Association of Massachusetts 
successfully got owners to reduce 
contract warranty language down 

to a more palatable one- or two-
year term. Also in early 2014, the 
FSA convinced the City of Coral 
Springs, Fla., to issue an adden-
dum reducing the contractor’s 
warranty requirements from 10 
years to one. And just this year, 
the Surety Association of Ohio 
was able to get a five-year warranty 
requirement removed entirely 
from a roofing installer’s contract, 
and five- and 10-year warranties 
reduced to standard one- or 
two-year periods on several other 
roofing contracts.

The South Florida market 
constantly challenges underwriters 
with onerous bonds. For years, 
Miami-Dade County has tied 
performance and payment bonds 
to a Florida statute that provides a 
four-year statute of limitations and 
a 10-year statute of repose for latent 
defects. There is good news and bad 
news on this. The good news is that 
the FSA, with the help of the SFAA 
and member companies, negotiated 
a new bond form deleting reference 
to the expansive latent defect statute 
and limiting the surety’s liability 
for all latent defect exposure to five 
years (as provided by law). The bad 
news is the county will still occasion-
ally slip the old bond form into bid 
packets even though the negotiated 
form has become widely accepted 

within the industry. Members are 
advised to remain vigilant.

The SFAA was recently called 
upon to address another onerous 
bond form from Miami-Dade 
County. This time the obligee was 
the City of Doral. The Doral bond 
form incorporated consequential 
damages, expanded liability to 
include indemnification from 
negligence and introduced a joint 
obligee (the county) without 
reciprocal protection for the surety. 
Fortunately, in this instance, the 
city agreed to revise the onerous 
contract provisions by removing and 
clarifying the problematic language.

These are only a few examples of 
the many onerous bond provisions 
confronting sureties and contractors 
every day. Although detecting them 
all is difficult and fixing them is 
even harder, the consequences are 
potentially high if they are not dealt 
with effectively. 

Contract bond provisions that 
are fair to all parties encourage 
open access to public construction 
projects, promote competition and 
benefit everyone.  

Richard Whitmire is contract 
underwriting officer for Liberty 
Mutual Insurance. For more 
information, email richard.
whitmire@libertymutual.com.

Contract bond provisions that 
are fair to all parties encourage 
open access to public construction 
projects, promote competition and 
benefit everyone. 
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F
or many people who started 
in the surety business as 
an underwriter, faxes on 
thermal paper were cutting 
edge, computer terminals 
were CRT monitors with 

green type on a black back-
ground, and the only windows in 
an office were in the walls. At the 
time, surety underwriting was a 
paper-intensive process.  

The National Association of 
Surety Bond Producers (NASBP) 
Contractor Questionnaire, 
a four-page document most 
frequently completed by hand, 
was the standard form through 
which a contractor shared basic 
underwriting information. Work 
in progress reports, financial 
statements, bond requests and 
other information were submit-
ted on paper to an agent, who 
then sent it to the surety by snail 
mail. The underwriting process 
was manual: handwritten analysis 
on accounting paper, aided by 
a tape calculator. Contractors 
waited three to four weeks to 
learn what kind of program a 
surety would offer. 

Fast forward 30 years, and 
surety underwriting is a more 

information-intensive process 
than ever. While the Internet 
speeds the transmittal of infor-
mation, the data remains mostly 
in PDF documents—essentially 
a picture of the paper—with 
manual entry of information 
often required at each step of the 
underwriting process. Relative to 
other data-intensive industries, 
surety data processing is slow, 
expensive and has a potentially 
high error rate.  

Several vendors and sureties 
have introduced proprietary 
systems to help automate the 
process. These systems are 
mainly of value to agencies with 
low bond volume, needing just 
one or two surety markets to 
support their insurance clients. 
Unfortunately, most of these 
systems do not communicate 
with each other, requiring surety 
agents to learn multiple systems. 
For a contractor updating infor-
mation or searching for a new 
surety, this creates inefficiencies, 
slows the process and impacts the 
overall working relationship.

NASBP’s Automation and 
Technology Committee and The 
Surety & Fidelity Association 

of America (SFAA) e-Business 
Advisory Committee recognized 
the need for a change and formed 
a task force to address the issue. 
“When we sat down at the table 
and asked how we can improve 
efficiency, we realized one 
problem was that data was being 
referred to by various names by 
different systems,” says Greg 
Davenport, senior vice president 
of global operations at Liberty 
Mutual Surety. For example, from 
program to program, an individ-
ual’s first name might be desig-
nated as firstname, first_name, 
first-name, name-first, and many 
other variations.   

The task force collaborated with 
the Association for Cooperative 
Operations Research and 
Development (ACORD), an 
organization established in 1970 
to promote standardization of 
proprietary insurance company 
forms. Having helped the insur-
ance industry with the develop-
ment of electronic data standards, 
ACORD was a natural fit to help 
the surety industry move toward 
electronic data transmission. Thus, 
the ACORD Surety Standard 
was born and the first form, the 

Surety Industry Steps 
Into the Future With Data 
Standards
BY ROBERT M. COON
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ACORD 501 Report of Execution, was developed, 
ensuring an efficient transmission of a bond’s details 
from the agent to the surety. 

In 2014, the Surety Forms Working Group (SFWG) 
was formed, consisting of more than 100 surety agents, 
company representatives and software vendors tasked 
with continuing to apply the ACORD standard to 
industry forms. Jenni Waggoner of M.J. Schuetz 
Insurance Services, Inc. leads the group with the 
support of Nick Newton of Newton Bonding, repre-
senting the NASBP agents. Greg Davenport, one of the 
pioneers of this effort, and Jason Doll, Liberty Mutual’s 
surety director of international e-business, bring the 
surety company perspective to the leadership team on 
behalf of SFAA.

The SFWG’s initial focus is on the forms 
associated with premium transactions and will 
expand from there. This strategy will encourage 
early adoption of the ACORD standard by all 
stakeholders. Toward that goal, a second form, the 
ACORD 502: Contract Bond Request Form, has 
been published and will soon be followed by other 
common surety forms.   

The next step, which may be the most interesting 
to contractors, is the potential adoption of the XBRL 
(eXtensible Business Reporting Language) standard. 
This standard for electronically reporting and 
exchanging financial information is currently used by 
companies regulated by the Securities and Exchange 
Commission. The SFWG is exploring the possibility 
of incorporating the XBRL standard into surety 
systems, enabling contractors to electronically trans-
mit financial statements, work in progress reports, 
and other financial data directly from their CPA or 
financial software to their agent and surety.

The NASBP’s and SFAA’s promotion of these data 
standards will enhance the surety industry’s efficiency, 
productivity and quality—helping improve response 
times and the overall level of service and support 
provided to contractors.   

Robert M. Coon is vice president of surety for Scott Insurance, 
as well as president of the Piedmont Chapter of the 
Construction Financial Management Association and chair 
of the NASBP Automation and Technology Committee. For 
more information, call (336) 273-6599.
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U
nderstanding indemnity 
agreements is important for 
any contractor performing 
bonded work. Indemnity 
plays a key role in protecting 
taxpayer money and the 

project owner from poorly per-
formed work; making sure subcon-
tractors and suppliers get paid; and 
perhaps most importantly, keeping 
the premiums paid for surety pro-
tection very low. Without indem-
nity, sureties likely would charge 
much more for bonds. 

Although the surety is indemni-
fied by the contractor under law, 
the General Indemnity Agreement 
(GIA) not only puts this in writing, 
but it also allows owners of the 
company, or other individuals, 
to help the contractor qualify for 
surety bonds or larger bonds than 
the contractor would get alone. 

Personal indemnity allows the 
surety to consider the owner’s 
financial situation in underwriting 
the bonds and helps assure the 
surety that funds will not be 
diverted from the bonded project 
to unbonded projects. The GIA 
also spells out how claims will be 
handled. Contractors and their 
agents should check the claims 

handling reputation of any surety 
company and build relationships 
with the good ones. 

The Basics
A surety indemnity agreement is an 
agreement between the contractor 
and the surety, and other individu-
als and the surety, stating the surety 
company will be indemnified if 
it pays out a claim on the bond, 
including legal fees. 

In simple terms: A surety com-
pany issues a bond that guarantees 
the performance of a contractor 
and guarantees the contractor will 
pay subcontractors and suppliers. 
But, the contractor remains liable 
for these obligations. If the surety 
company must perform its duty 
and pay claims or replace the con-
tractor, the contractor is required to 
reimburse the surety company for 
the full amount of the claims paid. 

Some experts call surety bonding 
“borrowing the balance sheet of the 
surety company for the purpose of 
a contract.” 

Why Indemnify?
The indemnity agreement is a 
clear and unambiguous way to 
define the obligations of the 

contractor and indemnitors. The 
cost of a bond is a very low price 
to pay for the surety to step up 
and promise to cover the entire 
cost of a multimillion-dollar 
project if the contractor doesn’t 
perform. This is possible because 
the surety has underwritten the 
case to make sure the construction 
company and any indemnitors 
have the wherewithal to repay 
the surety if the need arises. An 
indemnity agreement is good for 
the contractors that can obtain 
bonds larger than if there were no 
indemnity, and it’s good for the 
owners that pay less for the bonds.

Negotiate Terms or As-Is
Construction attorneys often are 
concerned the indemnity agree-
ment might allow the surety to 
step in at any time and take over 
a project, including the contract 
funds. This would never be in 
the surety’s best interest. Lawyers 
also sometimes are concerned 
that the surety has the power to 
pay claims without consulting the 
contractor, and therefore, they 
try to negotiate the terms of the 
indemnity agreement, asking for 
conditions on the indemnity such 

Understanding Indemnity
BY STEVE DORENKAMP 
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as, “in case of default” or “in case 
of termination.” 

Again, this wouldn’t be in the 
interest of the surety; a surety 
always needs to gather informa-
tion about any claim. In special 
circumstances, surety companies 
will consider negotiating some 
of the language of the GIA with 
financially strong contractors 
that have good track records for 
meeting their obligations. 

Sureties prefer the agreement 
to be signed as-is, allowing them 
to fully perform their duties. 
The bond principal and any 
indemnitors have to understand 
that the surety cannot be their 

rubber stamp if a claim is made. 
Just as the existence of the bonds 
helped the principal qualify for 
the contract, the existence of the 
indemnity agreement helped the 
principal qualify for the bonds. 

No one, least of all the surety, 
wants to see the contractor fail. The 
surety wants the contractor to be 
successful and meet its obligations.

Communication Is the Key 
Communication is how all 
parties can work together for 
a win-win. No surety should 
unreasonably pay claims without 
first communicating with the 
contractor and the contractor’s 

agent. No surety should take over 
a project from a contractor and 
incur the costs to complete it 
successfully if it can stop problems 
while they are still manageable. 

A qualified surety company will 
always work hard to help solve any 
problems and communicate with 
all parties throughout the project. 
The GIA helps set out the process 
for everyone to stand behind the 
contractor and the work. 

Steve Dorenkamp is vice president 
of claims and claims manager for 
Merchants Bonding Company. For 
more information, email claims@
merchantsbonding.com. 

Surety Bonding Experts!
9070 Irvine Center Drive, Suite 115

Irvine, CA 92618
949-825-6498

www.hackettbonds.com

E. F. Alvarez & Company, P.A.

EFA

CERTIFIED PUBLIC ACCOUNTANTS & BUSINESS ADVISORS

Providing solid, reliable 
fi nancial reporting and advice 

to contractors  for over 41 years.

782 N.W. 42 Avenue, Suite 545, Miami, FL 33126
Telephone (305) 444-6503 | National (800) 272-5332
Facsimile (305) 444-3840 | Email ealvarez@efacpa.com

www.efacpa.com
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U
sing everything from BIM 
software to mobile devices, 
workers in the field and 
managers in the office are 
sharing information with 
ease, but there’s a downside. 

More information connections can 
create more risk, especially if sensi-
tive information is involved.
• A construction firm discovers 

that intruders have accessed 
its computer network, but the 
extent of the breach is unclear. 

• An employee’s tablet 
disappears from a jobsite; 
customers’ financial 
information is stolen from the 
device and sold. 

• Cyber thieves hack into a 
contractor’s systems as a 
sophisticated first step in 
accessing a business partner’s 
information.

Cyber attacks are on the rise, 
both in frequency and in the cost 
to remediate the consequences. The 
Ponemon Institute’s 2015 Cost of 
Data Breach Study reported that the 
average total cost of a data breach 
in the United States is $6.5 million. 
Criminal or malicious attacks are the 
most frequent cause of a breach—
and also the most costly.

A breach’s impact can branch out 
in many directions. For instance, 
expenses could include the cost of 
notifying customers of a breach and 
providing them with credit monitor-
ing services. Less often contemplated 
is the possibility that a network shut-
down could disrupt job scheduling or 
in some cases bring the business to a 
halt for days or even weeks.

Even if no sensitive information 
was accessed during a data breach, 
the forensic costs associated with 
investigating and making that 
determination can be significant. 
The Ponemon study found that 

average detection and escala-
tion costs for a breach (such as 
forensics and crisis team expenses) 
jumped from $420,000 in 2014 
to $610,000 in 2015.

That’s just the effect on the 
firm. What about the potential 
impact to customers and business 
partners? If a breach to the busi-
ness causes them to lose income 
or compromises their data, they 
are likely to file lawsuits alleging 
financial injury or privacy injury.  

Another potential consequence 
of a data breach is regulatory costs. 
If the federal or state government 

Cyber Risk: Three Key 
Questions Contractors 
Should Ask 
BY KEN GOLDSTEIN



Only Chubb combines a deep understanding of your business with over 130 
years of unsurpassed expertise in surety. Our experienced surety professionals  
take the time to thoroughly understand your business and your culture.  
That means we can help you choose the surest way to go. And that makes  
partnering with Chubb the surest way to grow.

Chubb Surety is part of Chubb Specialty Insurance (CSI), the specialty lines property and casualty strategic business unit of Chubb & Son, a division of Federal Insurance 
Company, as manager and/or agent for the insurers of the Chubb Group of Insurance Companies. Chubb Group of Insurance Companies (“Chubb”) is the marketing 
name used to refer to the insurance subsidiaries of The Chubb Corporation. For a list of these subsidiaries, please visit www.chubb.com. Actual coverage is subject to the 
language of the policies as issued. Chubb, Box 1615, Warren, NJ 07061-1615.

[        ]WHEN IT  COMES 
TO PARTNERS, CHOOSE ONE 

YOU CAN BE  CERTAIN  OF.
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investigates the firm to determine 
whether it has complied with 
security requirements, the business 
could face investigative costs as 
well as fines or penalties. 

If the firm collects, stores or 
transmits private information, 
it has a cyber security exposure. 
Fortunately, going on the offensive 
with three key questions enables 
companies to address many poten-
tial issues before a breach occurs.

1. How Secure Are  
Information Systems?
The first step is to understand 
and address potential system 
weaknesses before cyber criminals 
find them. Penetration testing is 
an important tool for doing so.

Penetration testing involves 
bringing in experts who will scan 
the computer system, looking for 
security weaknesses that could 
potentially be exploited. This testing 
also typically attempts to exploit 
those weaknesses to determine the 
potential for a breach. Because 
improperly performed penetration 
testing can be damaging to a system, 
it’s important to hire an experienced 
firm with a proven track record. And 
because threats change so quickly, 
repeat this testing annually. 

2. How Can the Chances of a 
Data Breach Be Minimized?
A written information security 
policy essentially is a business 
plan to help prevent a data 
breach. The security policy 
should be tailored to the business 
and should address: 
• roles and responsibilities of 

those who are accountable 

for information security 
(including both internal and 
external resources);

• types of information the 
business deals with and ways 
to protect it;

• expectations regarding how 
employees should store and 
disseminate information, as 
well as information on how 
those expectations will be 
enforced; and

• requirements for mobile 
devices (e.g., laptops, 
smartphones and portable hard 
drives), including encryption 
and the ability to wipe a device 
clean if lost or stolen.

The information security pol-
icy is only helpful if it’s followed 
consistently. Employee training 
can be challenging if workers are 
typically spread among different 
jobsites, but it’s critical to ensur-
ing implementation takes place.

3. How Can the Impact of a 
Breach Be Mitigated?
If a breach occurs, time is of the 
essence. Creating a detailed incident 
response plan can help minimize 
the disruption of the breach, and in 
turn limit first-party expenses, legal 
ramifications, regulatory fines and 
penalties, and potential reputational 
damage. The plan should include: 
• the names and contact 

information of those to 

be notified if a breach is 
discovered (also known as the 
incident response team);

• the specific information to 
be shared with the incident 
response team;

• the factors to weigh when 
determining the severity of 
the breach and the response;

• the steps to take to restore 
affected systems; and

• the process for documenting 
the incident.

The incident response team 
should include both internal 
resources and external firms, such 
as public relations and legal profes-
sionals. Update the plan annually 
to keep contact and other informa-
tion as accurate as possible. 

This step can really pay off. 
According to the Ponemon 
Institute, an incident response team 
can reduce the per-capita cost of a 
data breach from $217 to $193.20. 

Insurance is another key element 
of the equation. Cyber policies 
aren’t standardized, so review 
coverage terms carefully with an 
insurance agent or broker. Look 
for an insurance carrier with expe-
rience in both the construction 
industry and in cyber insurance, as 
well as a commitment to helping 
minimize the possibility of a loss. 
Some insurers offer loss prevention 
and reimbursement for certain 
measures to help companies better 
prepare for cyber attacks. 

Ken Goldstein is a vice president of 
global cyber security for the Chubb 
Group of Insurance Companies. For 
more information, email goldstek@
chubb.com.

Average cost of a data breach 

2014: $420,000 
2015: $610,000



In the design and construction industry, the relationships you build are just as important as the quality of your work.  
And, there is no better way to protect your relationships than by using AIA Contract Documents. Our pre-drafted  
agreements and forms define the relationships and terms of your project, ensuring all parties are aware of expectations.  
Developed with input from industry stakeholders including contractors, owners, and architects, and proven with over  
120 years of legal precedence, they are the Industry Standard. 

Get Free Samples of the New AIA Land Surveying and Geotechnical Engineering Documents.

Learn More at www.aia.org/ce

Protecting 
your
relationships.
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T
he risk of theft—whether 
by one’s own employees 
or outsiders, in person or 
virtually—is an exposure 
all contractors should take 
seriously. In fact, from 

2009 to 2013, fidelity and crime 
bonds written for contractors 
generated about $61 million in 
premium and had incurred losses 
of $48 million for a 79 percent 
five-year loss ratio, according to 
data from The Surety & Fidelity 
Association of America (SFAA).  

Common employee theft 
schemes include taking tools and 
materials from jobsites, creating 
fictitious vendor accounts, 
stealing company checks, and 
making unauthorized payments 
by altering the check and forging 
the signature. 

The types of personnel that 
account for the most employee 
theft incidents include book-
keepers, project managers and 
executives. This makes sense 
considering these are the people 
with the greatest access to the 
company’s assets. 

Fraudulent schemes ultimately 
are discovered in a variety of 

ways. A bank may provide the 
contractor notice of unusual 
activity in the account. Regular 
audits frequently expose unau-
thorized transactions. At times, 
the crooked employee may act 
strangely, such as a bookkeeper 
exercising a high level of secrecy 
over the company records or 
never taking a vacation. Very 
often, a scheme is unwound and 
detected when the employee 
is not around to ensure that 
the fraudulent activity is not 
detected, particularly when the 
bookkeeping duties are not seg-
regated, such as making vendor 
payments and reconciling the 
bank statement. 

For example, a scheme could 
involve a bookkeeper writing 
himself a $1,000 check at the 
same time he writes a check to a 
legitimate vendor for $10,000. 
He then records in the ledger his 
check as void and the vendor’s 
check in the amount of $11,000. 
At the end of the month, when he 
receives the bank statement and 
the cancelled checks, he simply 
destroys the check made out to 
himself. If the bookkeeper were 

on vacation, he would lose the 
opportunity to cover his tracks.

Contractors must be aware of the 
risk of employee theft and establish 
strong internal controls as a first line 
of defense. Some prudent controls 
include segregating critical duties 
(such as vendor payments and bank 
statement reconciliation), utilizing 
regular and unscheduled audits, 
providing employee training and 
establishing reasonable employee 
screening practices (e.g., background 
checks and reference checks).  

Contractors also should give 
high priority to computer secu-
rity, such as controlling access to 
the company’s computer systems 
and implementing intrusion 
prevention and detection soft-
ware. Firms should be aware of 
their vulnerability to not only 
employee theft, but also the risk 
of theft by outsiders. 

Technology is helping facilitate 
theft. For example, a growing 
scheme uses email to impersonate 
an employee or vendor and induce 
a company to make a payment 
(see “Cyber-Phishing in the 
Construction C-Suite” on page 
104). The fraudster impersonates 

Prevent and Protect Against 
Employee Theft 
BY ROBERT DUKE
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a vendor, customer or employee 
of the insured, and contacts the 
insured requesting a wire transfer of 
funds. Then, based on this phony 
information, a legitimate employee 
of the insured contacts the bank to 
place the order for a wire transfer. 
Thus, the instruction sent from the 
insured to the bank is legitimate, as 
it is sent by a legitimate employee 
intending to do so. However, the 
employee was fraudulently induced 
into contacting the bank and mak-
ing the order for the wire transfer. 

The exposure for such scams 
can be significant. According 

to the Federal Bureau of 
Investigation’s Internet Crime 
Complaint Center, such scams 
resulted in losses totaling 
$214,972,503 between October 
2013 and December 2014.

In addition to establishing 
strong internal controls, contrac-
tors should obtain a crime policy 
that insures against theft losses in 
cases when the internal controls 
are defeated. For example, the 
SFAA Crime Protection Policy 
provides the following coverages:
• employee dishonesty;
• forgery;

• theft/robbery (inside and 
outside);

• computer fraud;
• counterfeit currency;
• loss of client’s property 

resulting from employee 
dishonesty;

• fraudulent wire transfers; and
• fraudulently induced wire 

transfers. 

Robert Duke is director of 
underwriting and corporate counsel 
for The Surety & Fidelity Association 
of America. For more information, 
email rduke@sfaa.org.

FREE eNEWS 
YOU CAN USE
DELIVERED TO A DEVICE NEAR YOU

Edited by Marla McIntyre, CE’s Risk Management eNewsletter
includes industry news and helpful advice on surety bonding, 

insurance, workers’ compensation, safety, compliance, and more. 
Claim your free subscription today!

eNewsletters.ConstructionExec.com/Subscribe
ADVERTISING INQUIRIES: Risk@MagazineXperts.com

When you need legal help 
with construction documents, 
disputes or anything in between, 
Sedgwick has the expertise to get 
results. Our nationally recognized 
construction lawyers partner with 
contractors, owners and designers 
to support the success of projects 
large and small.  

www.SEDGWICKLAW.com

AUSTIN | BERMUDA* | CHICAGO | DALLAS | FORT LAUDERDALE | HOUSTON | LONDON | LOS ANGELES | MIAMI 

NEW YORK | NEWARK | ORANGE COUNTY | SAN FRANCISCO | SEATTLE | WASHINGTON D.C. | (*ASSOCIATED OFFICE)    

Construct  
with  
Confidence
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Surety for an imperfect world. When 
other sureties hesitate, call us.
ACSTAR INSURANCE COMPANY
30 South Rd.
Farmington, CT 06032
Hank Nozko Jr. or Henry Nozko III
p: (860) 415-8400
f:  (860) 404-5394
e: nozkojr@acstarins.com or 
nozko3@acstarins.com 
www.acstarins.com

Arch Insurance Group brings a high level 
of understanding, claims and loss control 
expertise to both construction and surety 
marketplaces.
ARCH INSURANCE GROUP
Construction
One Liberty Plaza
New York, NY 10006
Brian Shea
p: (646) 563-6460
e: bshea@archinsurance.com

Surety
3 Parkway, Ste. 1500
Philadelphia, PA 19102
William Misero
p: (215) 606-1602
e: wmisero@archinsurance.com
www.archinsurance.com

Chubb Surety leads the industry with 
quality customers, the best people,
superior service and outstanding financial
results.

CHUBB GROUP OF INSURANCE 
COMPANIES – SURETY 
3 Mountain View Rd.
Warren, NJ 07059
Daniel Cenzano
p: (908) 903-4439 
e: dcenzano@chubb.com
www.chubb.com/surety/chubb16495.html

CCI Surety, Inc. is a specialty bonding 
MGU. Representing several hard-to-place 
sureties. We can offer unique methods 
of suretyship through CCI Surety using 
funds control, SBA and collateral. 
CCI SURETY, INC.
1710 N. Douglas Dr., Ste. 110
Golden Valley, MN 55422
p: (866) 317-3294
f:  (763) 512-0430
e: info@ccisurety.com
www.ccisurety.com

CNA Surety has the capacity, experience 
and dedication to service a full range of 
contract and commercial surety bonds in 
all 50 states, Canada and Puerto Rico.
CNA SURETY 
333 S. Wabash Ave.
Chicago, IL 60604
Bill Waters
p: (312) 822-2334
f:  (312) 755-7276
www.cna.com/surety

The Guarantee™ USA is a leader in 
contract, commercial and environmental 
surety, providing specialized surety 

products to small and middle markets in 
the United States.
THE GUARANTEE COMPANY OF 
NORTH AMERICA USA
One Towne Sq., Ste. 1470
Southfield, MI 48076
Stephen C. Ruschak
p: (248) 281-0281 ext. 66003
c: (312) 909-0548
e: stephen.ruschak@theguarantee.com
www.theguaranteeus.com

The Hanover has been offering highly-
rated surety capacity for more than 100 
years. We excel at providing our agents 
with complete solutions to a wide range 
of contract and commercial surety needs 
in all 50 states, Canada and Mexico.
THE HANOVER INSURANCE GROUP
440 Lincoln St.
Worcester, MA 01653
Robert Thomas
p: (508) 855-3987
e: rthomas@hanover.com
www.hanover.com

Hudson Surety’s experienced group of 
underwriters and agent partners provide 
surety bond products for standard 
contract surety, commercial surety, and 
specialty contract surety.
HUDSON INSURANCE GROUP
100 William St.
New York, NY 10038
Michael P. Cifone
p: (770) 485-4461
e: mcifone@hudsoninsgroup.com
www.hudsoninsgroup.com

2016 Directory of 
Surety Bonding Professionals

NATIONAL SURETIES



CONTRACT
SURETY

WE KNOW

The Guarantee is a market leading North American 
company with the expertise, resources and capacity to 
support customers and projects of all sizes and complexity.

You can depend on our 140 years of experience,
 nancial strength, specialized underwriting and claims 
expertise as we partner with brokers and agents to
deliver innovative solutions to target customers.

Know more at theguaranteeus.com

Excellence, Expertise, Experience ... 
Every time
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Liberty Mutual Surety™ builds mutually 
profitable relationships by providing 
smart business solutions, ease of doing 
business, and consistent, responsive 
service through knowledgeable surety 
professionals. We work with independent 
agents and brokers to provide small 
to large market bonding capacity for 
construction firms, manufacturers, and 
suppliers, as well as commercial bonds for 
corporations and individuals.
LIBERTY MUTUAL SURETY
Interchange Corporate Ctr.
450 Plymouth Road, Ste. 400
Plymouth Meeting, PA 19462
Roland Richter
p: (610) 832-8240
f:  (866) 547-4880

Safeco Plaza
1001 4th Ave., Ste.1700
Seattle, WA 08154
p: (206) 473-3799
f:  (866) 548-6837
e: surety@libertymutual.com
www.libertymutualsurety.com

Merchants Bonding Company is among 
the top 15 surety writers in the United 
States and has achieved an “A” (excellent) 
rating with A.M. Best for 57 consecutive 
years. Merchants serves all 50 states 
with offices in Iowa, Texas, Washington, 
Kansas, and Arizona.
MERCHANTS BONDING COMPANY
6700 Westown Pkwy.
West Des Moines, IA 50266-7754
Josh Penwell
p: (800) 678-8171
f:  (515) 243-3854
e: jpenwell@merchantsbonding.com 
www.merchantsbonding.com

Nationwide has deep expertise in surety 
and specialty liability insurance and an A.M. 
Best rating of A+ XV.
NATIONWIDE
7 World Trade Center,
250 Greenwich St., 37th Fl.
New York, NY 10007
Antonio C. Albanese
p: (212) 329-6984
f:  (212) 329-6918
e: antonio.albanese@nationwide.com
www.nationwide-mls.com

Old Republic Surety provides surety 
solutions for middle market and large 
contractors with bonding capacity limits 
up to $50MM. We have a Best’s rating of A 
and consistently offer superior service and 
creative underwriting options.
OLD REPUBLIC SURETY COMPANY
445 S. Moorland Rd., Ste. 200
Brookfield, WI 53005
Alan P. Pavlic
p: (262) 754-8095
f:  (262) 797-9454
e: appavlic@orsurety.com
www.orsurety.com

Philadelphia Insurance Companies (PHLY) 
is rated A++ Superior from A.M. Best 
and offers a competitively priced suite of 
bonding options for qualified contract and 
commercial surety accounts.
PHILADELPHIA INSURANCE COMPANIES
1 Bala Plaza, Ste. 100
Bala Cynwyd, PA 19004
Edward Titus
p: (855) 411-0797
e: edward.titus@phly.com
www.phly.com

Surety One, Inc., domiciled in Puerto Rico 
and licensed in all 50 states, U.S. Virgin 
Islands and Dominican Republic, offers 
surety bonds (commercial and contract), 
fidelity bonds and financial guarantee.
SURETY ONE, INC.
5 W. Hargett St., 4th Fl.
Raleigh, NC 27601
Constantin Poindexter
p: (787) 333-0222
e: underwriting@suretyone.org
www.suretyone.org

For more than 100 years, Travelers 
has enjoyed a rich heritage as a 
leader in the surety industry. Travelers 
provides a variety of surety products 
and services to general and heavy 
contractors, construction managers and 
subcontractors of all sizes.
TRAVELERS BOND & 
SPECIALTY INSURANCE
1 Tower Square
Hartford, CT 06183
Gregg Lyon
p: (860) 954-2416
e: glyon@travelers.com
www.travelersbond.com

Zurich Surety helps U.S., Canadian, and 
internationally based customers succeed 
by offering meaningful surety capacity 
though a relationship-based approach. 
ZURICH
600 Red Brook Blvd.
Owings Mills, MD 21117
Jerry Haley
p: (410) 559-8723
f:  (866) 947-1075
e: gerald.haley@zurichna.com
www.zurichna.com/surety

2016 Directory of Surety Bonding Professionals



At INSURICA, our rock solid reputation in construction 
insurance is recognized throughout the industry. We’re also 
expert surety partners, allowing you to capitalize on every 
growth opportunity. Our construction knowledge and in-
depth experience gives us valuable insight into the unique and 
often challenging needs of your industry. 

rock solid reputationrrrroooocccckkkk ssssoooolllliiiidddd rrrreeeeppppuuuuttttaaaattttiiiioooonnnn industry specific coveragesiiiinnnndddduuuusssttttrrrryyyy ssssppppeeeecccciiiiffffiiiicccc cccoooovvvveeeerrrraaaaggggeeeessss

We are among the 50 largest insurance brokers in the United 
States and the 26th largest privately-held independent agency 
in the country. Partnering with our clients to build long lasting 
relationships is the core of our business. No matter what area 
of construction you’re in, we stand by our motto: Specializing 
in You. 
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Alliant Construction Services Group 
is comprised of the nation’s leading 
construction risk advisors, providing 
leading edge innovations and client-
centric perspectives for contractors, 
owners and developers.
ALLIANT INSURANCE SERVICES, INC.
Richard Ferrucci
p: (516) 414-8900
e: rferrucci@alliant.com
Michael Cusack
p: (617) 535-7200
e: mcusack@alliant.com
http://construction.alliant.com

The Graham Company is an insurance 
brokerage committed to enhancing 
employee safety and business viability 
through an action oriented approach to 
risk management. It focuses on P&C, 
surety, and employee benefits programs. 
THE GRAHAM COMPANY
One Penn Sq. W., 25th Fl.
Philadelphia, PA 19102
Michael J. Mitchell
p: (215) 567-6300
f:  (215) 525-0225
e: feedback@grahamco.com
www.grahamco.com

Offering surety, property and casualty, 
and risk management programs 
designed specifically for the 
construction industry. Offices located 
throughout Oklahoma, Texas, Arkansas, 
Arizona and California.

INSURICA INSURANCE 
MANAGEMENT NETWORK
5100 N. Classen Blvd., Ste. 300
Oklahoma City, OK 73118
Michael Specht
p: (602) 273-1625
e: mspecht@insurica.com
Dillon Rosenhamer
p: (405) 523-2100
e: drosenhamer@insurica.com
www.insurica.com

Marsh & McLennan Agency, a subsidiary 
of Marsh, serves the needs of midsize 
companies with local legacy insurance 
brands. MMA offers services that 
manage risk including surety, commercial 
property and casualty, employee benefits 
and personal lines.
MARSH & MCLENNAN AGENCY LLC
Mid-Atlantic Region Office 
1001 Haxall Point, Ste. 800
Richmond, VA 23219
Elizabeth Benshoff
p: (703) 813-6570
e: elizabeth.benshoff@
   mma-midatlantic.com
www.mma-midatlantic.com

We take pride in providing responsive 
and creative construction risk solutions 
to a wide range of contractors based on 
their individual coverage needs.
THE NITSCHE GROUP
143 E. Austin St.
Giddings, TX 78942
p: (800) 258-8302
e: contact@thenitschegroup.com
www.thenitschegroup.com

NATIONAL BROKERS

2016 Directory of Surety Bonding Professionals

 
South Coast Surety is in its third decade 
of providing the very best in contract 
surety support. This national managing 
general underwriting agency with its 
own authority and years of experience 
is second to none in the quality and 
responsiveness of its surety services.
SOUTH COAST SURETY
1100 Via Callejon, Ste. A
San Clemente, CA 92673
Steven Swartz
p: (949) 361-1692
    (800) 361-1720
f:  (949) 361-9926
e: surety@southcoastsurety.com
southcoastsurety.com/

Specialized surety bonding agents, 
representing the top U.S. insurance and 
surety carriers, providing competitively 
priced bid, performance, payment and 
maintenance bonds for the construction 
and manufacturing industries.
UNIQUE SURETY AND 
INSURANCE SERVICES, LLC
3801 PGA Blvd., Ste. 600
Palm Beach Gardens, FL 33410
Bob Goldstein
p: (800) 321-1007
f:  (561) 429-4869
e: bobgoldstein@bondwithunique.com
www.suretybondsbyunique.com
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ARIZONA

Offering surety, property and 
casualty, and risk management 
programs designed specifically for 
the construction industry. 
INSURICA / MINARD-AMES 
INSURANCE SERVICES
4646 E. Van Buren St., Ste. 200
Phoenix, AZ 85008
Michael Specht
p: (602) 273-1625
e: mspecht@insurica.com
www.insurica.com

ARKANSAS

Offering surety, property and 
casualty, and risk management 
programs designed specifically for 
the construction industry.
1501 Mart Dr.
Little Rock, AR 72202
INSURICA 
RISK SERVICES OF ARKANSAS
Steve Russell
p: (501) 666-6653
e: srussell@riskservicesar.com
www.insurica.com

CALIFORNIA 

Alliant Construction Services 
Group is comprised of the nation’s 
leading construction risk advisors, 
providing leading edge innovations 
and client-centric perspectives 
for contractors, owners and 
developers.

ALLIANT INSURANCE 
SERVICES, INC.
Lawrence F. McMahon
p: (619) 849-3832
e: lmcmahon@alliant.com
Michael Parizino
p: (949) 660-5950
e: mparizino@alliant.com
http://construction.alliant.com

At Arthur J. Gallagher & Company, 
it’s no accident that construction 
is our middle name. Building 
surety programs for contractors 
is our specialty.  We do more than 
help protect your business, we 
help build it! 
ARTHUR J. GALLAGHER & 
COMPANY CONSTRUCTION 
PRACTICE GROUP
1255 Battery St., Ste. 450 
San Francisco, CA 94111
Brian Cooper
p: (415) 288-1620
f:  (415) 391-1882
e: brian_cooper@ajg.com
www.ajg.com/construction

The premier surety bonding 
agency in the business. No 
contractor too large or too small. 
We can do it all. 
HACKETT BONDS & 
INSURANCE SERVICES
9070 Irvine Center Dr., Ste. 115
Irvine, CA 92618
Ed Hackett
p: (949) 825-6498
f:  (949) 825-7496
e: ed@hackettbonds.com
www.hackettbonds.com

Offering surety, property and 
casualty, and risk management 
programs designed specifically 
for the construction industry. 
Additional California offices are 
lcated in Lake Isabella, Livingston, 
Palmdale, Paso Robles, Porterville 
and Tulare.
INSURICA / WALTER 
MORTENSEN INSURANCE
8500 Stockdale Hwy., Ste. 200
Bakersfield, CA 93311
Ron Burcham
p: (661) 834-6222
e: rburcham@insurica.com
www.insurica.com

COLORADO

IMA provides strategic guidance 
and support for our clients to assist 
them in navigating complex surety 
issues and meeting their goals. 
IMA, INC.
1705 17th St., Ste. 100
Denver, CO 80202
Sarah Finn
p: (303) 534-4567
e: sarah.finn@imacorp.com
www.imacorp.com

 
CONNECTICUT

Groundbreaking insurance and 
bonding programs specialized for 
your business and more than 60 
years of experience in all types of 
construction surety. Visit our blog at 
bddinsurance.com/blog.

BRUEN DELDIN DIDIO 
ASSOCIATES
750 Old Main St., Ste. 203
Rocky Hill, CT 06067
Jeffery P. Deldin
p: (860) 372-4106
f:  (860) 372-4160
e: jdeldin@bddinsurance.com
www.bddinsurance.com

DELAWARE

A leading insurance, risk 
management and employee 
benefits brokerage and consulting 
firm. Offers customized 
programs designed to align with 
organizational goals and drive 
bottom-line growth.
CONNER STRONG & BUCKELEW 
40 Lake Center Executive Park
401 Rte. 73 N., P.O. Box 989
Marlton, NJ 08053
Travis Shaffer
p: (267) 702-2180 
f:  (856) 685-2213
e: tshaffer@connerstrong.com
www.connerstrong.com 

FLORIDA   

Full service insurance agency, 
specializing in construction 
insurance, surety bonding and 
employee benefits. 
DAWSON COMPANIES
3501 Del Prado Blvd., Ste. 204
Cape Coral, FL 33904
Matt Bevins
p: (239) 542-1533
f:  (239) 542-5527
e: mbevins@dawsoncompanies.com
www.dawsoncompanies.com 

STATE LISTINGS

2016 Directory of Surety Bonding Professionals



Accounts declined by standard markets and quick 
programs may still be bondable! 

Bid, Payment & Performance Bonds

Commercial, License & Permit, ERISA, DMEPOS, 
Business Services, Probate, Civil Court, BMC-84

BOND DECLINED?

CCI SURETY, INC.

1710 N. Douglas Dr.  
Suite 110 
Golden Valley, MN 55442    
P: (866) 317-3294

ccisurety.com
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MARYLAND   

Centennial Surety is one of the 
largest bond specialists in the 
region. Through our extensive 
bonding network, we can service 
contractors of any size. 
CENTENNIAL SURETY 
ASSOCIATES, INC.
251 Najoles Rd., Ste. H
Millersville, MD 21108
Michael E. Schendel
p: (410) 888-9110 X205 
    (301) 725-1855
f:  (301) 725-2430
e: mike@centennialsurety.com
Reggie Jarvis
p: (410) 888-9110 X213
e: reggie@centennialsurety.com
www.centennialsurety.com

E,C & S is a risk management firm 
with local roots and global reach. 
Our surety experts are proud to 
partener with many of the Mid-
Atlantic’s finest construction firms. 
Member of the Surety Alliance - 
Collective Minds/Powerful Solutions.
EARLY, CASSIDY & SCHILLING, INC.
15200 Omega Dr., Ste. 100  
Rockville, MD 20850
Lynne Cook
p: (301) 948-5800
e: cooklw@ecsinsure.com
www.ecsinsure.com

Established in 1939, McFarlin 
Insurance specializes in contract 
surety and insurance programs for 
those in the construction industry. 
MCFARLIN INSURANCE 
AGENCY, LLP
8325 Guilford Rd., Ste A
Columbia, MD 21046

Dwight E. Crone, CPCU
p: (410) 312-7800
f:  (410) 312-7808
e: dwight@mcfarlininsurance.com
www.mcfarlininsurance.com

MINNESOTA   
  
  MINNESOT MIMMMMMMMMMMMMMMMIMIMMMMMMMMMMMMMMMMMMMMMMMMMMMIMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMMIIMMMMMMMM NNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNNESEEEEEEEEESSSSSSSSSSESEEESSSSESSSEEESSSSESESSEEESSSSSSEESSSSSSSEEESSSSSSSEEESEESESSSSSSSSSSSSSSOTTTTTOTTOOOOOOOOTOTTTOTOOOOOOOOTTTTTTOOOOOOOOTTTTTTOOOOOOOOOTOTOOOOOOOTOOOOOOOOTOOOOOOOOTTTOOOOOO

Newton Bonding provides 
professional surety consulting 
services to all types and sizes of 
construction firms in the Midwest 
and throughout the United States.
NEWTON BONDING
5620 Memorial Ave. N., Ste. E
Stillwater, MN 55082
Nick Newton
p: (651) 342-1480
f:  (651) 342-1763 
e: nick@newtonbonding.com
www.newtonbonding.com

MISSOURI   

a Marsh & McLennan Agency LLC company

More than just a broker, J.W. Terrill
is known for solving complicated
surety problems on a moment’s
notice. Our market clout, 
professional staff, tenacious 
approach and broad range 
of surety bond services have 
benefited hundreds of contractors 
from coast to coast.
J.W. TERRILL
825 Maryville Centre Dr., Ste. 200
St. Louis, MO  63017
Andrew Thome
p:  (314) 594-2659
e:  athome@jwterrill.com
Michael Wiedemeier
p:  (314) 594-2654
e:  mwiedemeier@jwterrill.com
www.jwterrill.com 

NEW JERSEY   

A leading insurance, risk 
management and employee 
benefits brokerage and consulting 
firm. Offers customized 
programs designed to align with 
organizational goals and drive 
bottom-line growth.
CONNER STRONG & BUCKELEW
40 Lake Center Executive Park
401 Rte. 73 N.
Marlton, NJ 08053
Travis Shaffer
p: (267) 702-2180 
f:  (856) 685-2213
e: tshaffer@connerstrong.com
www.connerstrong.com       

NEW YORK 

Groundbreaking insurance and 
bonding programs specialized for 
your business and more than 60 
years of experience in all types of 
construction surety. Visit our blog at 
bddinsurance.com/blog.
BRUEN DELDIN DIDIO 
ASSOCIATES
3 Starr Ridge Rd., Ste. 100
Brewster, NY 10509
Jeffery P. Deldin
p: (800) 660-6934
f:  (845) 279-8482
e: jdeldin@bddinsurance.com
www.bddinsurance.com

OHIO 
  

Full-service insurance agency, 
specializing in construction 
insurance, surety bonding and 
employee benefits. 

DAWSON COMPANIES
1340 Depot St., Ste. 300
Cleveland, OH 44116
Kyp Ross
p: (800) 860-0090
f:  (440) 356-3732
e: kross@dawsoncompanies.com
www.dawsoncompanies.com

 
OKLAHOMA 

  

Offering surety, property and 
casualty, and risk management 
programs designed specifically for 
the construction industry. Additional 
Oklahoma offices are located in 
Norman, Lawton, Sand Springs, 
Sapulpa and Tulsa.
INSURICA 
5100 N. Classen Blvd., Ste. 300
Oklahoma City, OK 73118
Dillon Rosenhamer
p: (405) 523-2100
e: drosenhamer@insurica.com
www.insurica.com

Helping contractors with their 
bond and insurance needs since 
1922. Member of NASBP and 
listed in the largest 100 agencies.
RICH & CARTMILL, INC
Oklahoma City
1608 Northwest Expy., Ste. 100
Oklahoma City, OK 73118
Travis Brown, Mark Nowell, 
Dwight Pilgrim, Ryan Teubner
p: (405) 418-8625
f:  (405) 418-8641
e: tbrown@rcins.com
Tulsa
2738 E. 51st St, Ste. 400
Tulsa, OK 74105
Steve Poleman, Steve Allen, Kelly 
Deer, Vaughn Graham and Vaughn 
Graham Jr.
p: (918) 293-7192
f:  (918) 744-8429
e: spoleman@rcins.com
www.rcins.com

2016 Directory of Surety Bonding Professionals



1100 Via Callejon, Suite A, San Clemente, CA 92673

surety@southcoastsurety.com

www.southcoastsurety.com
(949) 361-1692  Fax (949) 361-9926

(800) 361-1720
DOI Lic# 0B57612

South Coast Surety Celebrates 20 Years of Providing
Dependable Construction Surety Support
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PENNSYLVANIA 

A leading insurance, risk 
management and employee 
benefits brokerage and consulting 
firm. Offers customized 
programs designed to align with 
organizational goals and drive 
bottom-line growth.
CONNER STRONG & BUCKELEW 
Two Liberty Pl.
50 S. 16th St., Ste. 3600
Philadelphia, PA 19102 
Travis Shaffer
p: (267) 702-2180 
f:  (856) 685-2213
e: tshaffer@connerstrong.com
www.connerstrong.com 

Celebrating 85 years...Regional 
broker with 30+ dedicated 
construction and bonding 
specialists, providing commercial 
insurance, risk management, 
health benefits and HR consulting.
MURRAY SECURUS
39 N. Duke St., P.O. Box 1728
Lancaster, PA 17608-1728
David Bradbury
p: (717) 397-9600
f:  (717) 397-7702
e: dbradbury@murrayins.com
www.murrayins.com

RHODE ISLAND

Groundbreaking insurance and 
bonding programs specialized for 
your business and more than 60 
years of experience in all types of 
construction surety. Visit our blog at 
bddinsurance.com/blog.
BRUEN DELDIN DIDIO 
ASSOCIATES
2435 Nooseneck Hill Rd., Ste. A-5
Coventry, RI 02816
Jeffery P. Deldin
p: (401) 822-1000
f:  (401) 385-9987
e: jdeldin@bddinsurance.com
www.bddinsurance.com

TEXAS
  

Offering surety, property and 
casualty, and risk management 
programs designed specifically 
for the construction industry. 
Additional Texas offices are 
located in Arlington, Austin, 
Baytown, Henderson, Houston, 
Palestine, San Antonio and Tyler.
INSURICA
2301 W. Plano Pkwy., Ste. 108
Plano, TX 75075
Mike Haselden
p: (469) 443-3488
e: mhaselden@insurica.com
www.insurica.com

2016 Directory of Surety Bonding Professionals

Do More Business in 2016
Advertise in CONSTRUCTION 

EXECUTIVE

Online Anytime
ConstructionExec.com/MediaKit

The 2016 Media Kit
is NOW AVAILABLE

Request a PDF
MediaKit@MagazineXperts.com
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CPA FIRMS   

Improve your cash flow, 
operational efficiencies and 
decision-making through the 
implementation of effective 
tax strategies, accounting, and 
audit processes our construction 
accounting team can provide for you. 
ABBOTT, STRINGHAM & LYNCH
1550 Leigh Ave.
San Jose, CA 95125
Jill Merrigan
p: (408) 377-8700
f:  (408) 377-0821
e: jmerrigan@aslcpa.com
www.aslcpa.com/construction

CohnReznick LLP provides 
forward-thinking advice that 
helps contractors fortify working 
capital, improve productivity, 
and strengthen banking and 
surety programs. With more than 
2,750 employees, we provide the 
resources, technical skills, and 
industry knowledge to help clients 
achieve their financial objectives.
COHNREZNICK, LLP
Jack Callahan
p: (877) 704-3500
e: jack.callahan@cohnreznick.com
www.cohnreznick.com

Dedicated exclusively to 
construction contractors for over 
41 years. Unparalleled wisdom 
in dealing with the entire range 
of key industry players. Solid, 
reliable financial reporting and 
advice. Expert tax planning and 
compliance. 

E. F. ALVAREZ & COMPANY, P.A.
782 N.W. 42nd Ave., Ste. 545
Miami, FL 33126
Emilio Alvarez, CPA
p: (305) 444-6503
f:  (305) 444-3840
e: ealvarez@efacpa.com
www.efacpa.com

Our team utilizes its extensive 
construction expertise to provide 
specialized industry services, such 
as industry consulting, transaction 
plans, financial reporting and 
tax planning, with the main goal 
of helping our clients achieve 
financial success.
ELLIN & TUCKER, CHARTERED
400 East Pratt St., Ste. 200
Baltimore, MD  21202
Todd Feuerman
p: (410) 727-5735 
e: tfeuerman@ellinandtucker.com
www.ellinandtucker.com

Marcum LLP is a premier 
national provider of construction 
audit and related services with 
clients ranging from local and 
regional contractors to national 
and international construction 
companies. At Marcum, we 
understand your business—find 
out how we can help.
MARCUM LLP
555 Long Wharf Dr., 12th Fl.
New Haven, CT 06511
Joseph Natarelli
p: (203) 781-9600
f:  (203) 781-9601
e: joseph.natarelli@marcumllp.com
www.marcumllp.com

In business since 1945, Padgett 
Stratemann is one of Texas’ 
largest, locally owned CPA and 
business advisory firms offering 
sophisticated accounting, audit, 
tax, and consulting services.
PADGETT, STRATEMANN 
& CO., LLP 
100 NE Loop 410, Ste. 1100
San Antonio, TX 78216
Denise E. Bendele
p: (800) 879-4966
f: (210) 826-8606
e: denise.bendele@padgett-cpa.com
www.padgett-cpa.com

An active member in the 
construction industry for the 
past 50 years providing builders 
and contractors with a wealth 
of exceptional and innovative 
tax, accounting, auditing, risk 
management and advisory 
services helping clients stay ahead 
of the curve to meet and achieve 
their goals. 
ROSEN SEYMOUR SHAPSS 
MARTIN & COMPANY LLP
757 Third Ave. 
New York, NY 10017
Frank A. Petitto 
p: (212) 303-1037 
e: fpetitto@rssmcpa.com  
Dov Klein 
p: (212) 303-1020 
e: dklein@rssmcpa.com  
www.rssmcpa.com

LAW FIRMS   

Sedgwick’s Construction Practices 
Group, comprised of nationally 
recognized lawyers, represents 
the spectrum of participants in 
construction projects. Services 
range from review and drafting of 
construction documents to handling 
large-scale disputes in litigation.
SEDGWICK LLP
333 Bush St., 30th Fl.
San Francisco, CA 94104-2806
James P. Diwik
p: (415) 781-7900
f:  (415) 781-2635
e: james.diwik@sedgwicklaw.com
www.sedgwicklaw.com

For 50 years, the attorneys of 
Smith, Currie & Hancock LLP 
have provided a broad spectrum 
of legal services on contractual, 
environmental, and other matters 
to construction clients, and 
other government contractors 
throughout the U.S. and abroad.
SMITH, CURRIE & HANCOCK LLP
2700 Marquis One Tower
245 Peachtree Center Ave. NE
Atlanta, GA 30303
Robert C. Chambers
p: (404) 521-3800
f:  (404) 688-0671
e: rcchambers@smithcurrie.com
www.smithcurrie.com

SURETY ADVISORS AND CONSULTANTS



Think Again.innh iiA ik Ah

Our terms may be easier than you’d expect. 

If you are having diffi culty with a contractor surety bond, 

call us fi rst: (860) 415 8400. 

Surety Bonding • Treasury Listed • Rated A by A.M. Best • Licensed Nationwide • 30 South Road, Farmington, CT 06032
Henry Nozko Jr., nozkojr@acstarins.com • Henry Nozko III, nozko3@acstarins.com • acstarins.com
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