
 
 

 

CPA in Your Corner, Episode 006 

Protecting Your Online Business 

 

Jessica: Hey guys, what's up?  Today we're going to talk about taking cover, getting 

cover, running for cover.  It's all about insurance here on CPA in Your Corner. 

 

Welcome to CPA in Your Corner.  We're your hosts, certified Public Accountant Marilyn 

Parham and online business coach, Jessica Stafford.  Join us each week as we help 

online entrepreneurs fix their finances and keep more of the money they earn. 

 

Jessica Stafford here, online business coach for the bottom line, in the studio today with 

Marilyn Parham, certified Public Accountant. 

 

Marilyn: Hey guys! 

 

Jessica: We've got a special treat for you today folks.  We have suits and ties in the 

building.  That doesn't happen a lot here at The Bottom Line.  We're joined today by 

Josh Hearl and Jared Smith of TIS Insurance Services in Knoxville Tennessee. 

 

Men: Hey guys.  Thank you all for having us. 

 

Jessica: Marilyn, what are we here today to talk about? 

 

Marilyn: We're here to talk about insurance. 

 

Jessica: Are you really that excited? 

 

Marilyn: I am excited! 

 

Jessica: OK. 

 

Marilyn: It might seem boring but man, it is important.  I'm kind of psyched about it. 

 



 
 

 

Jessica: Yeah, it is very important.  Part of what we do here at The Bottom Line is 

helping to protect our clients.  We have many issues that come up over the course of 

getting a new business set up or getting accounting going for a new client.  The one 

piece that we think is always missing is that conversation about insurance.  Is that what 

you guys experience sometimes in businesses as far as people dealing with their new 

business? 

 

Jared: Absolutely.  When anybody starts up a business, there are so many things to 

worry about and get taken care of.  The last thing people tend to worry about is 

insurance.  It's something that provides no real product, nothing for you to hold, 

nothing tangible.  It tends to be money that you have to pay out without actually 

seeing any type of return in the near term.  There are so many other things that are 

important, especially with an online business that you have to get taken care of first. 

 

Unfortunately that approach leaves some huge gaps in people's coverage.  The more 

successful a company is, the more they're at risk to lose. 

 

Marilyn: Your personal assets are too valuable to leave exposed. 

 

Jessica: Right, which is always what ends up happening on several levels with our 

clients. 

 

Marilyn: Even your business assets on either case. 

 

Jessica: Usually they think "Once I get my business entity, I'm good.” 

 

Marilyn: Yeah.  Especially if it’s a separate entity.  They think everything is protected 

because it's a separate entity. 

 

Jessica: We're going to dive deep today on this issue related to insurance.  As Jared 

just talked about, it's kind of the thing that's left behind most of the time. 

 

Before we start getting into all the details with everybody, I'm sure people would love 

to hear about you, your business and your experience because they're going to be like 

"Who are these dudes?" and they are dudes by the way.  These are handsome fellas. 



 
 

 

 

So, do you guys want to share a little bit about yourselves and TIS and what you do 

and what your background is? 

 

Jared: Sure. I guess I'll go first and then pass it off to Josh.  Thank you for that kind 

introduction. TIS is an independent insurance agency.  What that means is that we 

have contracts with hundreds of insurance companies across the country and each 

company specializes in different niches and different products.  We work with our 

clients to make sure that they have the best price and the best coverage.   

 

TIS, being independent, we aren't owned by anybody, we don't take orders from some 

huge corporation in New York.  We follow our instincts on the best approach to take for 

our clients and we really bring an unbiased approach to which companies provide the 

right solution. 

 

TIS is a top 100 insurance agency in the country.  We're the largest in the state of 

Tennessee.  We have business all over the country, we really provide a one stop shop 

for your risk management.  We have multiple divisions that specialize in different 

aspects from individual home owner insurance to individual health insurance to group 

health insurance to life insurance to property insurance to all types of liability insurance 

and later on we'll get into those specific types of insurance that are applicable to the 

online entrepreneur. 

 

Jessica: You talked about the one stop shop and actually just so people know, TIS is 

actually our agency for The Bottom Line.  Josh is our agent and we've just started a 

new relationship with Jared, which we're really excited about.  I just love the whole fact 

that you're one stop shop. 

 

Marilyn: Not just The Bottom Line, but my other business entities, they've been our 

insurance agent since we began.  It's really important to have that agent that's looking 

out for your best interest, not just some third party you never talk to. 

 

Jared: I think that the listeners appreciate the concept of having specific niches.  I 

would imagine most of the listeners have their specific niche where they are excelling.  

The Bottom Line has their niche where they're excelling.  Within TIS we have people 



 
 

 

who focus on specific niches.  You're not losing that subject matter expertise being a 

one stop shop, but with the 135 employees, we have enough people that they can 

focus on different aspects of people's risk management to make sure that they're taken 

care of. 

 

Jessica: What's a little bit about you?  And then Josh, you're going to have to talk. 

 

Jared: My background, I came to TIS six years ago after a brief career in the military 

and then I was trying to figure out what I was going to do.  Insurance gave me a good 

opportunity but even with insurance I didn't know where to focus.  Being relatively 

young at our organization, two of the things that I was encouraged to start to pursue 

were not for profit organizations, which have a lot of exposure, it's very specific and 

unique and we had some great products and we weren't really targeting that industry.  

And then technology.   

 

Technology is an area where insurance companies are providing a lot of resources to 

create new products.  They've been slow to the table.  Technology has advanced so 

much over the last 20 years.  As you can imagine, insurance companies, they are suits 

and ties and businesses, they are a little slow to change but when they do, they bring a 

lot of money to the table in order to create the products and resources and eventually 

catch up to the market. 

 

As the markets change, it seemed like a good side niche to get involved with and grow 

that and make sure we bring everything we can to all the different types of businesses 

that are starting up. 

 

Jessica: I've got one question.  Do you ever work in sandals or flip flops? 

 

Jared: No, never have.  Not since Afghanistan. 

 

Jessica: I didn't know you had a military background, awesome.  I feel so honored. 

 

Jared: Thank you. 

 

Jessica: So Josh, oh silent one. 



 
 

 

 

Josh: I've been at TIS for three years now.  Before that, I came from a large broker 

based out of New York called Marsh.  I was in the mining industry.  We placed 

insurance for mining companies, mostly coal mining companies.  I have been 

underground before, 700 feet deep, 5 miles back.  It's pretty interesting stuff. 

 

Now I'm at TIS, I've been here for 3 years and I am in the Commercial Insurance 

division and I focus on restaurants, hotels and now we're getting into the e-commerce 

business. 

 

Jessica: That's where it’s at. 

 

It's such a wide range of things.  Even those brick and mortar businesses are going 

online so you can't help but get into the swing of it. 

 

Josh: It's one of those things that it is very diverse.  It changes constantly and rapidly 

and it's an area that as an agency we know we need to focus on because it is the 

future.  More and more businesses are starting up online.  It's how they're getting their 

feet wet.  Maybe they have a brick and mortar store at some point in time but even 

from a retail operation, I think that it's that reduced entrance barrier where you can get 

involved and you don't have to have the same amount of capital to start making a 

name for yourself. 

 

If we want to grow our business, we need to know and figure out how to correctly 

serve and be responsive to the new retail operations out there and also adjust to the 

new technologies that people are creating every day. 

 

Jessica: One thing that Marilyn and I talked about before, I would like for you guys to 

share with the people what the value of an agent really is to the business because I 

think sometimes they think it's more costly if they have an agent, but that's not true, 

right? 

 

Jared: No, that's not the case at all.  The actual commissions for insurance agents is 

already built into the premium so if you come through an agent or even direct, you're 



 
 

 

probably going to get the same premium.  The commissions are carved out with the 

insurance carrier for an agent. 

 

An independent agent has the ability to go to several carriers, whereas if you just went 

to one carrier, that's the only quote you're going to get.  As an agent we can access 

several insurance companies to get you the best quote and best pricing terms out 

there. 

 

Marilyn: I'll put it in a little more personal terms, with the restaurants, which is how 

we got involved with Josh; from one year to the next, bidding out the process to your 

agent saved us over $15,000. 

 

Had we not had that agent out there bidding these things on our behalf, we would not 

have seen those sort of savings. 

 

Josh?: The price is on the front end.  There's always an agent involved, but who does 

that agent work for?  If you're going to an insurance company that is a stock traded 

company that has its own sales force and only selling its own products, how 

independent are they in order to really give you: 

 

1) A good recommendation 

2) You buy insurance to protect you when you have a claim.  When you have a claim, 

that's where the independent agent has its largest impact. 

 

They can make a difference in terms of being you advocate and helping to fight on your 

behalf to get the right outcome based off of the insurance that you purchased.  

 

When you're dealing with a direct insurer, how hard are they going to work against 

their own boss?  Are there going to be consequences involved with that?  Sometimes 

we see that they'll try to remove themselves from that process to preserve the 

relationship if the claim isn't going well. 

 

Whereas we want to dive right into it and come out with a reasonable solution.  That's 

where we believe we bring the most value to an organization. 

 



 
 

 

Marilyn: I've seen that in action.  That is real. 

 

Jessica: I know we like to keep it light here on CPA in Your Corner, but these dudes 

are serious, they do their job very well and they know what they're doing.  You 

definitely want to make sure that you have a reputable agent in your corner the same 

way you have a CPA because they're actually creating a model for your business to 

make sure you're protected in the event of a claim. 

 

Making sure all those gaps are taken care of. 

 

It's really important to choose the right agent for you.  We talked about the right 

accountant.  It's really important to choose the right agent for you too. 

 

Josh or Jared: I'd like to add that one of the concerns about insurance agents and car 

salesmen and anyone else in the sales industry is that we're in it for ourselves, we're in 

it to make money and we'll sell at all costs and that's really not the approach we take at 

TIS. 

 

One of the things that we want to do is provide you with information to make your own 

decision.  We recognize that an online entrepreneur is probably going to have a higher 

risk tolerance than your average person.  You don't get into a new business and start 

up from scratch and put money on the line without knowing the outcome unless you 

are somebody who is a little bit more of a risk taker. 

 

As a result, there's probably plenty of exposure that you're more than comfortable self-

insuring, but we want to make sure that you know what you're self-insuring and as long 

as it's an intelligent decision that's based off of facts and understanding then everybody 

is good moving forward and we can customize anything to fit your specific needs. 

 

Jessica: Figuring out what's best for you and at what stage you need to consider this, 

we're always going to direct them in the direction of getting protected. 

 

Marilyn: Absolutely.  I've said this many more times than I can count, it's all in the 

expectation as well.  As long as you're informed and know the risk that you're taking 

and are willing to take it, you're OK with it.  It's all in the expectation. 



 
 

 

 

Praise Party! 

 

Jessica: That's good stuff.  We've learned about Josh, we've learned about Jared, 

we've learned about TIS, all great.  This is probably a good point to take a break.  

Praise party! 

 

This week we're going to share a little bit of praise about a Twitter party that happened 

online between Liz Slatham at @HoosierHomeMade on Twitter and Shane and Jocelyn 

Samms @FlippedLS on Twitter.  @HoosierHomeMade is a new client for The Bottom 

Line.  They got on Twitter after our free discovery call and said "Thanks for the 

recommendation for @TheBttmLineCPA.  We have been needing to get started for 

years.  They are great" and then they just went on having a conversation about how 

great we are.  We're so modest, aren’t we?  Then just how awesome the experience 

was with accounting, it really boggles our mind. 

 

Marilyn: One of the things they say is "They are awesome, CPAs who actually 

understand online business.” 

 

Jessica: We accomplished our mission.  They picked up what we were throwing down.  

That's praise. 

 

Thanks @HoosierHomeMade.  Thanks always to Shane and Jocelyn at Flipped Lifestyle.  

You can find both of their businesses at flippedlifestyle.com and 

hoosierhomemade.com. 

 

That was a great praise break. 

 

Marilyn: Yes it was. 

 

Jessica: Do you guys think that was a great praise break? 

 

Jared: Awesome praise break. 

 

Jessica: Tooting our own horn. 

https://twitter.com/hoosierhomemade
https://twitter.com/FlippedLS
https://twitter.com/TheBttmLineCPA
http://flippedlifestyle.com/
http://hoosierhomemade.com/


 
 

 

 

Marilyn: It's OK to do on occasion, especially if it's somebody else tooting our horn. 

 

Jessica: Yeah, that's right.  We're just sharing what other people are saying. 

 

Now we're going to get into some nitty gritty details about insurance now that we've 

learned about each other. 

 

We're going to get into some Q&As.  Are you guys up for some lightening round Q&A? 

 

Jared: Bring it on. 

 

Jessica: We're going to dig into some Q&A. 

 

Marilyn: In the world of insurance, what is or how would you define an online 

business? 

 

Jared: That question is as complicated as the internet.  Anybody that has a website 

that is doing retail business from e-commerce rather than brick and mortar stores, we 

would consider an online business that would be something that would fit in a specialty 

niche insurance product for e-commerce or technology.  That leads into technology.  

Any business that is providing a technological resource.  It could be online but it could 

also be software that they're creating and selling through normal chains of distribution. 

 

Any retail business, any software, technology development business, any business that 

would provide information, expertise, websites, blogs... 

 

Jessica: All that information, content, distribution kind of stuff, where they have these 

websites... 

 

Jared: Professional advice... 

 

Jessica: When you say e-commerce, you also include services where they receive 

payments online for those services and they market online? 

 



 
 

 

Jared: Absolutely.  There’s a lot of traditional businesses that have a website that may 

market their information on the website.  They have a traditional policy and they 

haven't taken that next step to buying that cyber/e-commerce protection.  That is one 

of the things that I mentioned earlier.  Technology has changed, the insurance policies 

have not.  There are a lot of gaps in your traditional, commercial, general liability 

policies that have now been filled by a product known as a cyber or privacy liability 

policy. 

 

Jessica: That's so cool, we just learned about that, didn't we? 

 

Marilyn: Yeah.  Traditionally, us at The Bottom Line, our definition of online 

entrepreneurs or online business is much more narrow than the insurance realm.  

There's a lot of businesses out there that operate brick and mortar that have a 

presence online that really have a gap in their insurance. 

 

Jessica: We found out that we have a gap in our policy right here with our agent, 

doing this podcast. 

 

See, helping others really does help yourself always. 

 

All: That's right. 

 

Jessica: That's probably going to work into our conversations and celebrations. 

 

Marilyn: It takes a village.  Even us at The Bottom Line, we don't know everything. 

 

Jessica: Josh and Jared showed up for this podcast and they're going to send this bill 

for cyber media, and we're going to pay it, because we're online. 

 

We're just what Jared just said, traditional business who's moving online as cloud 

accountants. 

 

Do you have a lot of cloud accountants in your database? 

 



 
 

 

Jared: Probably not but then again I would bet that more and more and more 

accountants are getting into that area so it's probably an exposure that we may not 

know exists for many clients. 

 

Jessica: Those professional services are a bigger deal too because they are licensed 

and giving information online so they're kind of held at a higher standard when they're 

credential and certified and licensed? 

 

Jared: Absolutely.  When you're licensed and credential, you have a higher exposure 

but really, a general liability policy that is a traditional policy that you could purchase 

through anybody provides you protection for property damage and bodily injury 

negligence.  Something's got to get destroyed, broken or hurt in order for it to come 

into play. 

 

With this industry, you've got a whole lot of exposure that has nothing to do with that.  

It can be a financial loss that's caused by advice that is given and that's something that 

no general liability policy is going to protect anybody for.  No home-owner insurance 

policy is going to protect someone from that exposure. 

 

A miscellaneous professional liability policy or a cyber-policy which includes that 

coverage is where an online entrepreneur can get covered for that exposure. 

 

Jessica: Because there are people teaching stuff online about everything.  Online 

courses are everywhere.  They make 6, 7, 8, 9, 10 figures just teaching people 

information online.  From what you're saying, there's huge exposure and risk there 

that's so new, you don't even know how it's going to shape out in some ways. 

 

Jared: Also, where the advice is.  If anyone provides financial or legal advice or 

anything that can be construed as such is going to have a potentially larger exposure 

than somebody teaching how to knit online, where if they mess up knitting a sweatshirt 

it's probably not going to result in a huge lawsuit. 

 

Jessica: That puts us right into the next question of - many of our clients are location 

independent.  They do business from anywhere, some host conferences, mastermind 

retreats and luxury retreats that even go international.  What are some ways that you 



 
 

 

would communicate that those kinds of online entrepreneurs would protect themselves 

in these special event circumstances. 

 

We go to conferences and mastermind groups.  How does a person protect themselves 

for that kind of thing? 

 

Jared: It's a great question and it's a little bit complicated because it's a question that 

depending on the laws, it can have multiple policies that would protect an organization 

from that financial consequence. 

 

For example, you mentioned going to a conference.  We had a claim once where an 

individual went to a conference, they went to their hotel room, the hotel was paid for 

by the business entity, they start up the bath, they get distracted, they get a call, they 

leave, they walk downstairs to meet somebody, the bath keeps flowing and the next 

thing you know there's significant property damage resulting from that. 

 

The hotel is going to pay for the damage and their insurance company subrogates 

against the negligent party.  In this case, they sued the business.  The business owners' 

commercial general liability policy, which provides protection for property damage and 

bodily injury paid out that claim. 

 

The likelihood of that happening may be relatively slim but the consequences can be 

quite expensive and that's an exposure that nobody even thinks about.  Everybody 

thinks slips and falls and that's the only way they get sued, but it's any property 

damage, it's any bodily injury that can be construed to be through negligence or alleged 

negligence. 

 

Jessica: Two things on that that I got.  I like big words for one, tell me what 

subrogate means. 

 

Jared: Subrogate is what an insurance company does in order to get back the money 

they spent on a claim that wasn't their client's fault.  For example, to put it in a home-

owners perspective, if you have a contractor coming to your house to do your plumbing 

and that contractor messes up the plumbing, water goes everywhere and causes 

damage to you home, you have a home-owners insurance policy with maybe a $500 



 
 

 

deductible and you can turn that property damage claim into your home-owners policy 

and they'll pay to have it fixed but that damage was caused by the contractor, it was 

his fault.  So they'll subrogate, go back and sue that contractor and say "You owe us 

the money that we paid to fix our client's property.” 

 

Jessica: Right, so they're just paying against the claim. 

 

The other thing that you talked about, the conference situation with your scary story, 

what if you're the host of the conference?  Let's say that The Bottom Line invites all 

these people to a conference that we're hosting, we invite all our clients to Ireland to 

go research the VAT tax.  We have a conference in Ireland all about VAT.  What about 

that for us as an example as the host? 

 

Jared: Normally if you have a conference at a venue, they're normally going to ask you 

for proof of insurance.  They do that because their risk advisors are saying "These 

people are on your property, they're using your property, they're bringing other people 

onto your property, you want to protect yourself from any liability that can result from 

that so make sure they have insurance and make sure they're named as an additional 

insurer.” 

 

That happens all the time as normal risk transfer.  There's multiple ways, depending on 

what is going on, of how you can handle that.  Sometimes if its' small and limited in 

scope and not a high frequency of occurrence, then your general commercial liability 

policy may cover it at no additional cost.  If it's something that's large in scope or 

something that happens on a repeated basis or something that's more unusual that 

what would occur at a friendly gathering, then there's special event policies that you 

can obtain.  They are actually really inexpensive compared to the benefit of a meeting 

like that where you can get the coverage you need, satisfy the venue and protect 

yourself. 

 

Jessica: That's really pertinent to a lot of the online entrepreneurs that are bigger. 

 

Marilyn: Take note.  It's worth the conversation with your insurance agent to make 

sure you're covered on these events. 

 



 
 

 

Jessica: When you're planning these events and you have coverage to cover the 

event, what I've seen happen is, they get it all booked and then on the day or week 

before, the people are like "I need your certificate of coverage.” You're like "Heck, 

what's that?  I've got to pay for that too?"  Put it in your conference planning budget 

for special events. 

 

I imagine the same thing for these luxury retreats.  You can't rely on somebody else's 

insurance just because you're going somewhere else. 

 

Marilyn: What I heard in the conversation originally about the general liability 

coverage, the solely online entrepreneurs might shy away from business coverage for 

general liability because they don't have any need for it in their own eyes but really 

there is a need to look into it just in your travels because if you're paying for it with 

company funds, those things may still be at risk and can be covered through your 

general liability. 

 

Jared: Depending on where you're travelling to, it changes the whole game.  If we're 

going to Asheville, North Carolina and having a conference there, that's one thing, but if 

we're taking people to Africa or Europe or South America, that changes everything 

because there's whole different laws involved. 

 

While a general liability policy protects you generally, unless there's a negative 

endorsement on there, it protects you anywhere in the world as long as that law suit is 

brought back in the United States.  The reason why they do that is the insurance 

companies prefer the American law and the way that they handle things, they feel like 

it's going to be more unbiased than if there's an incident that's being litigated in a 

foreign country. 

 

There are foreign liability enhancements/endorsements that you can provide to a policy 

that will protect an organization selling a product overseas or travelling overseas that 

will provide them coverage if a lawsuit is brought in that country. 

 

If it's only a one time trip it might not be a big deal because you'll just never go back 

there again if you're sued there, but if you're generating a lot of revenue out of that trip 

or out of that country, that may be a good thing to do. 



 
 

 

 

Jessica: That's good stuff. 

 

I've got to increase our budget for that big Ireland trip. 

 

Marilyn: Our clients love to travel out of the country! 

 

Jessica: The next thing that we want to dive into that I think is going to be really 

important for all of our online entrepreneurs is that cyber media policy you guys talked 

about earlier that we now have to purchase because you showed up today! 

 

Jared: You get a podcast discount! 

 

Jessica: Wooo!  We like that! 

 

Cyber Media Policy, let's talk about that.  We kind of talked about stories.  These people 

were earning their living online and they're collecting a lot of information online and 

accepting credit cards online.  What's the deal with this cyber media policy? 

 

Jared: Within the industry you'll hear different terminology to describe it and that's 

part of the evolution of the product, in the fact that it's new.  Sometimes it's called a 

cyber policy, sometimes it's called a privacy liability policy.  Sometimes both of these 

policies can include a lot of coverages beyond those associated with personal private 

information being stolen from either your website or paper files if those even exist. 

 

The privacy liability policy has a couple of different functions.  It's provides you 

coverage for your negligence. But also regulatory coverage.  For example, everybody is 

familiar with what happened with Target.  That wasn't even Target's fault, it was the 

vendor's fault.  The vendor was also sued but Target is the one that you hear about.  

Both of them needed cyber coverage for that situation.   

 

Both of them suffered significant losses and one of the biggest components is 

notification loss.  What that means is that if I had 10,000 individual’s information that 

could have been compromised and I have to send out 10,000 notices to let them know 

that their information could have been compromised, there's a cost and that cost varies 



 
 

 

but maybe it's $30 per notification so depending on the number of people that could 

have potentially had their information hacked, is going to determine the potential cost 

of that claim. 

 

Jessica: Let's do the math, because we like math here at CPA in Your Corner.  I would 

say a good healthy online entrepreneur, probably a year in to their business might have 

a 10,000 person list.  $30 x 10,000 is $300,000. 

 

Then we have these uber online entrepreneurs who are e-commerce and I know one in 

particular who has 120,000 people on their list. 

 

Marilyn: That's crazy. 

 

Jared: There could be a discount.  You pay a third party to do that.  The insurance can 

pay that third party and it may only come out to $15, it may be $30.  It may depend on 

the situation, but that's before anybody’s even claimed that you've done anything 

wrong.  That's before anything has been stolen or compromised. 

 

Jessica: That's just crazy.  That's just a scandal.  Your PR costs. 

 

Jared: There's an insurance company that I do a lot of work with not-for-profit 

organizations, and this not-for-profit organization had on their website the ability to go 

online and make a donation.  A third party came in and hacked their system, stole that 

person's private information and used it to open credit cards and caused a huge mess.  

That guy ended up being a banker that was making a ton of money.  His loss was 

significant.  The not-for-profit had to pay that out.  This is a not-for-profit that is trying 

to do good for the community and all of a sudden they're on hook for an incident like 

this. 

 

Jessica: In that case, what comes to mind, a lot of times we have online entrepreneurs 

who are non-profits as well and they get these PayPal donation buttons, it's an easy 

merchant account, they don't have to go through a lot of underwriting.  I think a lot of 

them think that if it goes through PayPal then they're protected. 

 



 
 

 

Jared: Everybody thinks that if they have some third party that's managing their 

website, that's managing their data and exposure, that's just not the case.  It could be 

but it's most likely not the case.  You're still going to get sued because they went to 

your website, they see your name on there, they're going to sue you, they're going to 

sue the person that's managing your systems, they're going to sue everybody.  When 

you have a privacy liability policy or cyber policy it at least pays for the defense and 

then if you're found negligent it will pay out the judgment.  The defense cost can be 

rather high. 

 

If you don't have a contract with that person managing your system where they are 

holding you harmless or where you are shifting your negligent or apparent negligence 

or any type of exposure that you have to them, their insurance company is saying 

"We're going to cover this for you.  We're going to name you as an additional insured 

and if anything happens, we're defending you.” 

 

If that's not happening then you don't have coverage and I would imagine that these 

large entities that are providing these types of services are going to say go somewhere 

else if you want that.  They are the ones with the power so I doubt they're provisioning 

that type of coverage.  I haven't see where they are. 

 

Marilyn: Most people would just shift that liability if they can. 

 

Jessica: That talks about the collecting of information.  These are actual businesses 

that are making money.  If a website gets hacked for information then the other side of 

the coin is my website's down. 

 

I heard a story of a lady, her website was down for 3 days.  She earned $20,000 a day 

from her website.  Our online entrepreneurs are crazy rock stars.  I can't wait to be a 

rock star with them. 

 

Let's talk about that.  You get hacked, your website is down and now you can't earn 

any money. 

 

Jared: That's huge.  Loss of business income is the insurance term.  Traditionally 

people have thought about it in terms of - I'm a restaurant, my building burns down 



 
 

 

and now I can't have any clients come in, eat my food and pay me money.  How am I 

going to live for the next 90 days while we rebuild?  Or the additional expense it's going 

to cost to rent the open space across town to set up shop temporarily, what's that 

going to cost? 

 

Jessica: Brick and mortar businesses think that through. 

 

Jared: It's a more obvious exposure. 

 

One of the reasons why there aren't a lot of insurance companies providing 100% web 

retail solutions from an insurance standpoint is because of this exposure.  There is so 

much money at stake and it can take a long time and be costly.  Many of them haven't 

been able to get their heads around how to appropriately combat that risk and how to 

raid it.  So they just avoid it.  But it is an exposure that is huge, that you can insure 

against, is something that is not automatically provided, it's an optional addition to 

these packages that you can apply for.  It is one of the areas that we are acutely aware 

of the exposure. 

 

I had a client of mine who has a brick and mortar location but he sells phone plans over 

the internet and the vast majority of his sales comes from the internet.  His first day of 

opening up, somebody hacked his computer system and he couldn't operate.  He 

couldn't make a single sale.  If he'd been established and in business for a while and 

that denial of service attack had happened, he would have lost a ton of money. 

 

There wasn't an insurance claim in that scenario because he hadn't been open, he had 

no data to compare it to, no one understood what sort of loss could have happened.  

He became aware on day 1 of the huge exposure there. 

 

It happens all the time, if people can hack our government, they can hack the NSA, 

Target, anybody.  We know that us as start-up entities, buying the appropriate software 

online is not going to do everything to keep you 100% safe. 

 

Jessica: In the accounting business, we have these 5 stages of business and the 

serious business builder gets into the anchor and ascend stage and that goes into the 

conversation, when is it time to insure the risk?  I know the costs vary and I think it's 



 
 

 

important to say at this point, what we've found with insurance, no one size fits all 

situations. 

 

Jared: If you're selling bars of soap that are manufactured by whoever, that's going to 

be very limited exposure.  But if you're selling home surgical kits, that's going to be a 

lot higher exposure. 

 

Or if you're repackaging goods with your own brand, that is something that... 

 

Jessica: Private labelled products. 

 

Jared: Absolutely.  

 

You're treated just like the manufacturer in those situations. 

 

Or if your suppliers are overseas, it's going to be difficult to shift any liability back onto 

them so you essentially as the importer or as the first person in the U.S. to handle that 

product becomes almost like the manufacturer in terms of where the risk lies. 

 

Jessica: That is so relevant with online entrepreneurs because we've got doctors, 

nutritionists, dieticians.  Everybody thinks they need a product to sell, so they choose 

somebody else's product to promote or they'll private label. 

 

Jared: Anything that's considered a nutraceutical that you're doing a private label on, 

before you start to pursue that road you really need to get an insurance quote for it 

because you'll be shocked at how expensive it is. 

 

Jessica: OK wellness coaches and dietitians, doctors, we have run the gamut.  Doctors 

particularly, they're like "I'll create my own brand of vitamin and everything", that's all 

the rage - just brand yourself. 

 

Jared: We have clients that have energy and recovery drinks, we have clients that 

have weight loss pills, that have all types of things, energy bars, protein bars that they 

sell and they make good money from them and it's great, but you're not just somebody 



 
 

 

selling a Snickers bar, you're not shifting all the liability over to Warren Buffett who 

owns Mars candy bars.  You are the first person that gets brought into that law suit. 

 

Jessica: The bottom line is we've just expanded the start up call list. 

 

Marilyn: Yeah we have, that is something you need to consider before you even... 

 

Jessica: Call an accountant, get in touch with an attorney, call our insurance agents. 

 

Marilyn: I'm sitting here thinking it's easy to actually envision insuring your company, 

you have a separate entity and LLC, which we do a lot of in our business entity startup, 

it's easy to visualize you've got to insure your company.  You think it's all protected in 

there but you also have to think about your personal involvement in that company 

because like it or not, you're still personally exposed so it's really important to insure 

your business and also yourself as the owner of that company. 

 

Jessica: The other part of this that we want to dig a little deeper into is the personal 

side of the business owner. 

 

I think it's important to know, we're going to try to collaborate with Josh and Jared a 

little bit more on how to keep you educated and what you need to do and when.  We're 

trying to get you some 30,000 foot views here today. 

 

Where we want to move into next is they are self-employed now, they've left their full 

time jobs, they have these businesses and all these benefits that came with their full 

time jobs are not there anymore so there are things they need to take care of as a 

business owner and as a person and a family. 

 

Jared: Absolutely.  You hear these wonderful success stories.  There are many 

incidents and partnerships where a lot of the technology or the know how, the 

expertise is maybe in one person's skill set, the other partner is more of an 

administrative person, that's where their skills lie - how do you protect yourself from 

something happening to that person? 

 



 
 

 

If the person who created your website and does all the blogs and articles and all of a 

sudden they're injured and incapable of continuing to work or perhaps unfortunately 

there are situations where people die.  How do you replace that person? 

 

Some of you may have heard of Key Man coverage or Life Insurance coverage.  How 

you set that up can depend on how you are organized in the specific scenario.  There 

are products out there.  That's one of the good things about being with a one stop shop 

like TIS, when you have a point person like Josh, he can say "Hey, I'll get you in touch 

with Steven, he's two doors down and he can get you 50 life insurance quotes.”  He can 

get you a disability policy to help you out if you get an injury that prevents you from 

continuing to do your job. 

 

Then the affordable care act is a double edged sword where now people finally have a 

resource to get insurance where sometimes they wouldn't.  Especially for the online 

entrepreneur.  In years past, if you didn’t have a business insurance policy, then you 

had a pre-existing exclusion. 

 

A lot of people that started up their business, they had a pre-existing exclusion that's 

very important to insure and you can't insure it. 

 

Now you can, but the problem is for somebody that's not living in insurance every day, 

it's hard to navigate through the tremendous amounts of options that are available. 

 

I got a call the other day from a woman who was changing her insurance and she went 

online to the market place and was going to do it herself and that's how the market 

place was intended to be but as she was navigating it, it was very difficult to 

understand whether what she was looking at was better than what she had, whether or 

not it was really more expensive or less expensive.  There was a new entity that was 

created with the act that enabled you to purchase this insurance, she didn't know if it 

was a credible organization. 

 

We have access to the entire marketplace and we have access to all the plans, whether 

they're subsidized playing through the affordable care act or a plan outside of the 

marketplace that's still being provided and still meets the requirements of the affordable 

care act. 



 
 

 

 

We have two people that can sit down and really make it easy.  They are great.  It's 

hard to do. 

 

People don't like doing that.  They are on salary for our organization and that was the 

only way we could get it set up because there's just not a whole lot of money in 

individual health insurance plans so you need an organization that has a desire to be a 

one stop shop in order to have all these things that may not be huge profit centers but 

we do it to take care of the client and their property and everything else. 

 

Jessica: It's why we love TIS.  A lot of people like to shop their policies and do agent 

shopping too but we don’t really do that ever and I don't recommend it when you have 

an agent.  Stick with your agent and keep steadying the relationship for that very 

reason.  They're going to be able to know what's going on with you personally and with 

your business. 

 

Stop wasting time because we can all get the same quote. 

 

Marilyn: We've done information on 'free is not free' so be careful when you're 

shopping for less price. 

 

Jessica: We kind of like husband and wife teams.  They each bring their own thing to 

the table, which attributes to the financial and the husband went into the business full 

time and brought the wife home or the other way around.  Now they don't have 

disability insurance, no long term care, no life insurance with those nifty little group 

policies that were just pennies on the per thousand. 

 

They don't have any of that anymore. 

 

Key man life, which is totally separate, for the business to protect the business. 

 

We're going to keep unpacking that I think but those are the kinds of conversations 

they need to have in addition to their business insurance. 

 



 
 

 

Marilyn: You don't have to take advantage of all the insurance that is out there for you 

but you need to be informed as to what they are and what your risks are if you decide 

not to insure yourself. 

 

Jared: That's key.  We don't take a hard-core sales approach.  We're not out there 

pressure selling, if you don't take it now you'll lose your discount, you have to get it 

turned around in 15 minutes, or anything like that.  We just want to be professional, 

like your CPA, like your attorney, like your doctor.  We want to be one of those 4 people 

that you go to to get information so that you can make an informed decision. 

 

You are all entrepreneurs, you're risk takers.  You're out there creating something from 

nothing.  You're out there making a name for yourself.  You’re smart.  You're smart 

enough to know whether or not it's something you're capable of insuring or self-

insuring. 

 

Jessica: What we always say, just work your way into it as your business gets into a 

level. 

 

It really is a different kind of longer podcast than normal today, but I have no doubt 

you'll find value in it, for sure. 

 

Is there any last parting words before we get into the end of our show that you want to 

make sure people get before we leave here today? 

 

Jared: We appreciate the opportunity to come on and help inform your clients in your 

network and we recognize that this is not fun, it's the least fun part of being a business 

owner/entrepreneur.  But it's one of those areas that can really help you out down the 

line.  It's never on the front end that you need it, unless you're trying to get a contract 

that requires it, it's when a claim happens.  You don’t know when that is.  It's expensive 

to self-insure to a risk that you don't understand or even know what the full exposure 

is. 

 

Our goal hopefully will be a resource that you can all reach out to in order to gather 

that information and make an informed decision. 

 



 
 

 

It is complicated but we do it for a living and we hope to have the opportunity to help 

you navigate this process as you explore your current exposures and needs. 

 

Marilyn: I'm excited about this! 

 

Jessica: It's sexy stuff folks, you need to make the call. 

 

Josh and Jared with TIS insurance services, you can catch their links and their contact 

information in the show notes or the podcast transcript. 

 

We'll be bringing more of Josh and Jared to the table as things develop for sure. 

 

Thanks guys for being on the podcast today. 

 

Jared: Thank you. 

 

Jessica: That dumps us right into...  

 

Conversations and Celebrations! 
 

Marilyn: Conversations and Celebrations. 

 

Jessica: This is the segment of our podcast where we tell a true story from a client or 

a situation that we've been involved in through the current week.  Earlier on the 

podcast today, we talked about when you go to help others, you end up getting helped 

more than you were helping. 

 

I just love that about helping and giving spirits to do that. 

 

We get to be encouraged way more than we feel like we encourage sometimes.  I had 

a conversation today with a lady who called us who has been following us on Facebook 

and she's a bookkeeper from New York and she has converted from Quickbooks to 

Xero. 

 

Another one bites the dust! 



 
 

 

 

I love that, but she was in a dilemma, she was having a little bit of trouble getting some 

clients converted for different reasons because she's new to the system.  She called 

about 30 accountants. She actually talked to this guy who had been doing accounting 

for 30 years and he told her she'd never make this business work helping people online 

because people want to deal with an accountant face to face because it's about 

accounting. 

 

Marilyn: How old was this person? 

 

Jessica: I don't know.  We're not into age discrimination or we're going to get sued.  

Our agents are sitting right here Marilyn. 

 

Jared: We've got you covered. 

 

Jessica: Woo! 

 

Anyway, she wanted to know if she could have a conversation with us and if she could 

pay me for my time to do that. 

 

It was a great conversation and she was going to make this one phone call today 

before she bought Quickbooks again.  After this call today, she's sticking with Xero. 

 

It was just nice and now we have a relationship with a bookkeeper in New York. 

 

She's been following us and I love the chance to connect with people through social 

media. 

 

Marilyn: I love our online group. 

 

Jessica: I love helping accountants.  If you're an accountant or bookkeeper that's 

ready to push against the status quo, just give us a call and we'll help you shovel the 

snow! 

 



 
 

 

I loved that conversation.  Like Josh and Jared both said, have a serving heart and 

want to help people get to the other side of their issues. 

 

Marilyn: Usually you'll get more than you give.  That's truly the case. 

 

Jessica: Do you want to introduce our last topic?  I like this topic.  Maybe it's because 

it's the end. 

 

Power Play 
 

Marilyn: It is the end.  It's the last thing we do, which is a power play. 

 

Jessica: What is the power play for this week, Marilyn? 

 

Marilyn: The power play is to have a conversation with your insurance agent.  If you 

don't have one, find one and we recommend TIS insurance.  You can get their contact 

information from our website. 

 

Jessica: That about wraps it up today here at CPA In Your Corner, where we've got 

you covered and so do Josh and Jared of TIS.  Give them a call. 

 

Thanks. 

 

Marilyn: Thanks guys. 

 

Additional Information on TIS Insurance 

 
Josh Hearl, Account Executive | jhearl@tisins.com 

Jared Smith, Client Executive | jsmith@tisins.com 

 

TIS Insurance Services, Inc. (www.tisins.com) headquartered in Knoxville, TN 

 

TIS is The Bottom Line's agency of choice.  Josh, Jared, and the team at TIS work hard to earn 

our business.  Even though they have been serving thousands of clients since 1945, they often 

make us feel like we are the only one they have.  Their "Clients First" value is ALL TRUE.  We 

mailto:jhearl@tisins.com
mailto:jsmith@tisins.com
http://www.tisins.com/


 
 

 

loved having Josh Hearl and Jared Smith on our CPA In Your Corner podcast.  Accounting, 

insurance --- we keep our promise to make serious work fun!  :)   

 

Josh and Jared were not compensated in any way for their advice and it's important to note that 

there is no compensation agreement in place between The Bottom Line and TIS should you 

choose to contact Josh or Jared for help to insure your business or personal needs.  We only 

recommend what we know, use, and love --- regardless of affiliate relationship ---- ALWAYS.  

 

Josh and Jared of TIS are working to specialize in helping insure and protect online 

entrepreneurs in all 50 states for their business and personal needs.  Contact them today to see 

if they are the RIGHT AGENT for you and your online business.  They get our highest 

recommendation and be sure to tell them we sent you!  :) 

 

 


