
Corey Rekers (00:12)
Welcome back to the Accel Advantage podcast where we discuss insurance 
and financial services for our business leaders. I am your host, Corey 
Rekers, partner and president of our property casualty division here 
at Accel. I am actually really excited for one of our longest standing 
carrier partners to be joining us on the show today. I want to welcome 
John Tatum, vice president and national construction business unit 
lead for United Fire Group. Welcome, John.

John Tatum (00:37)
Thank you, Corey. Great to be here today to join you all.

Corey Rekers (00:39)
I am also joined by two of our very best advisors in our construction 
insurance unit, Chandler Lamm and Jonathan Patterson. Welcome you two.

Chandler Lamm (00:49)
Thank you for having us.

Jonathan Patterson (00:50)
Thanks, Corey.

Corey Rekers (00:51)
I did want to take a little bit of time to share how far back this 
relationship actually goes. and why I'm so excited to have John here 
today. So our roots in the Cedar Rapids, Iowa community go back to 
1928, which makes our agency not quite a hundred years running in our 
community. So,

our relationship with our friends from UFG goes all the way back to 
the 1950s. So we've been working together for a very, very long time, 
John.

We've been through a number of natural disasters together in our 
community, whether it be the floods back in 2008 or the derecho that 
devastated much of the Midwest back in August of 2020. So a lot of 
mutual admiration and respect for one another's business.

John Tatum (01:36)
Could not agree more Corey, just such a great long standing 
partnership, and I feel like it's just gotten stronger in the last few 
years as we continue to do more business together. Excited about today 
and what the future holds for us.

Corey Rekers (01:49)
100%. So let's give the audience a little bit about your personal 
background. So like I mentioned earlier, you're the vice president and 
the national construction business unit lead for UFG. You did join UFG 
about two years ago, and right now you're currently based in Chicago. 
I think UFG's largest business unit is actually construction.



It's the same with Accel Group. So

got that in common. So obviously construction is a major part of our 
two organizations.

So prior to UFG, John, you spent 20 years in leadership roles and 
other insurance organizations, including chief underwriting officer 
and also business unit leader for a large national insurance carrier, 
also in their construction division. So to say you have the 
credentials to talk a little construction today might be a bit of an 
understatement.

John Tatum (02:37)
I've definitely loved this space, so between you all, your expertise 
that you have, and my background, I think going to have a great 
conversation today.

Corey Rekers (02:47)
Awesome. So joining John, I want to take a moment to introduce our two 
advisor guests. Chandler is a risk advisor for us. You are the 
youngest partner that we have here at The Accel Group. So you're 
working out of the Wichita, Kansas market. Got your career started in 
the insurance industry, straight out of college. I believe it was May 
of 2020?

Chandler Lamm (03:06)
That's correct.

Corey Rekers (03:07)
All right, from the Kansas State University, right? So right in the 
middle of COVID, so lucky you. A lot of the businesses when you 
started had their doors locked or even closed in some situations. And 
so you had to get pretty creative on the businesses that you were 
calling on to even let you in the door...

Chandler Lamm (03:10)
Yes, go Cats!

Corey Rekers (03:27)
which led you into the construction industry. So since late 2020, I've 
watched you build a very loyal following there in the Wichita market 
and the surrounding communities. And quite frankly, I think it's 
because of your diligence, your business acumen, really kind of 
specializing in the construction industry. So excited to have you here 
Chandler.

Chandler Lamm (03:48)
Thank you.



Corey Rekers (03:50)
All right. So last but not least, we have Jonathan Patterson, also 
known to us here as JP. JP is a business insurance sales executive 
here at Accel, and he joined us back in 2023. So he got his degree at 
Pittsburg State University. Sorry, Jonathan, I don't know the mascot 
on that one. Gorillas. All right, go gorillas. Construction 
engineering degree.

Jonathan Patterson (04:09)
Gorillas. Once a gorilla, always a gorilla.

Corey Rekers (04:14)
And I believe you've had a few titles in your life. You were a college 
athlete. You did some roofing, some carpentry, welding, lead project 
manager and estimator, and were also a safety officer at one time.

Jonathan Patterson (04:28)
Yep, when I was in the military.

Corey Rekers (04:29)
You have your OSHA 1926 30-hour card, your OSHA 1910 30-hour card, and 
your OSHA electrical transmission and distribution 10-hour card.

You served in the Navy for eight years in the Navy Seabees. So thank 
you for your service. 10-month tour in Syria and Jordan back in 2020. 
You were a camp mayor during that time and honestly responsible for a 
lot of the camp build-outs and served as a safety and risk management 
officer for your battalion at that time. So you've lived a very full 
life at a very young age, my friend.

So prior to prior to coming to Accel, you did spend two years at a 
large national carrier, you did focus on construction as well.

So I would say now that the audience knows that we have the A- team 
with us today, I think we can actually get started and learn from you 
guys as experts. So John, I'm gonna start with you. You get to work 
nationwide with brokers and clients all over the country. Why don't 
you start by giving us kind of a market update in the construction 
industry from your lens?

John Tatum (05:32)
Sure, Corey. Yes, I would characterize the overall market as being 
stable. Backlogs are holding pretty nicely. The work is steady. I 
always say, you know, contractors, good contractors, there's never 
enough work for them, right? So they always say, oh, it's slow, it 
could be better, but it's in a good place. Still great demand for 
commercial and industrial work. Residential has experienced a slowdown 
over the last year.

The one place that's really booming, probably not a surprise to 
anyone, all of the growth and data center build outs as artificial 
intelligence gets a lot of investment dollars.



The one place that's really booming, probably not a surprise to 
anyone, all of the growth and data center build outs as artificial 
intelligence gets a lot of investment dollars.

You're seeing communities that have been sleepy communities getting 
these massive data centers, and it's just creating work like crazy. 
You know, construction always has the issues of finding enough 
qualified people. Now you have to find qualified people and get them 
to move in communities they don't even live in today. And so that's 
really been an interesting dynamic watching that happen. But these 
data centers are here to stay,

and the communities that get built around them and the infrastructure 
that's needed, it's really good. And of course, in the U.S., we still 
have an aging infrastructure. So our roads, bridges, our underground 
sewer systems, our transportation systems, they're in need of constant 
upgrade. So.

The work is there. The economy is still going along well. Construction 
is very tied to that. So overall, we just see things being pretty 
steady and pretty stable. And again, just the big focus on, you know, 
finding enough employees, labor, material prices continue to go up. 
Not as much as I think originally thought So it's been manageable. The 
margins are

holding up, people are getting bonded and overall the market's in a 
good place. That's what we're seeing.

Corey Rekers (07:27)
That makes sense. Guess I really hadn't put AI and construction in the 
same category. Jonathan, Chandler, you seeing that same thing in your 
communities that you serve or is it still pretty traditional 
construction contracting?

John Tatum (07:32)
Yeah.

Jonathan Patterson (07:40)
There's a few of them that's popped up and probably the biggest one 
that I've experienced is a concrete account. They mostly did curbs and 
stuff. Well, then they had to go to a data center because all the the 
duct banks... they get this

thousand cubic yards of concrete poured around there, all the 
electrical's underground. So they to spend trying to figure out, well, 
what geocode does that go under? So that was a new one that got thrown 
at me. And they've actually enjoyed the work and normally it's out in 
the rural areas. So most of the contractors enjoy being out there 
working.

But you are correct, John. You get those sites get big enough that 
it's its own community. They're getting enough labor out there to meet 
their schedules... it's very hard.



But you are correct, John. You get those sites get big enough that 
it's its own community. They're getting enough labor out there to meet 
their schedules... it's very hard.

Corey Rekers (08:19)
I think it's kind of interesting as we look at the global market when 
it comes to construction and these data centers. I think you're going 
to see, and maybe this is me kind of being the optimist, but I think 
people are worried about certain jobs getting replaced by AI. But

I'm with you, John. I think it's going to create a lot of opportunity, 
especially in the trades, because you're still going to have to people 
do that work. And I think people that are open to doing new and 
different things, to your point, Jonathan I that concrete contractor 
that shifted, right? So I think having an open mind in the future is 
going to be really, really important for all trades.

John Tatum (08:58)
Yes, and we've seen a number of electrical and plumbing contractors, 
you know, pivot into this space because there's just such a need. I 
mean, these data centers are just so massive and the electrical and 
plumbing requirements, just the water that gets used to keep these 
data centers cool is massive. so, having the right infrastructure in 
there so they operate and they're reliable.

It's just amazing the number of employees it takes to get that done. 
And so it is creating jobs and it's pushing out wages dramatically in 
those areas where they're getting that work. I ⁓ think of Meta 
building a huge data center in North Central Louisiana of all places, 
right? So far enough away from cat. exposed areas. But I mean, that's 
going to, that's already changed that community dramatically. And so 
again,

you have the data center, but now you have to build all the homes. You 
have to build all the stores, the restaurants, all the infrastructure 
that goes with that. Hospitals, schools, it's quite remarkable. And as 
JP said, I mean, they literally create their own community when one of 
these go up.

Jonathan Patterson (10:06)
And I know from my personal experience coming in through the trades, 
you haven't seen an owner, quote unquote, an owner, whether it's one 
of your big techs, have that much money, and they want to get it done 
now.

Most normally your past owners in a long time, they've been doing this 
80, 70 years. They know the game. A lot of it was hard bid stuff. They 
go to architect, they get all designed. Then they actually go out to 
GC. And now they're starting to implement your EPC, your design build. 
And they want it now. And they're so used to the instant 
gratification. I mean, their schedule's reflected. And the money that 
they're throwing at it, you're talking about the payroll. Some of the 
per diem
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and the money that they're willing to pay to get people out there to 
their jobs. It's really has driven up the payroll. And I think for a 
lot of our clients, they're like, why is our insurance going up? Well, 
you're doing a lot more work. And you know, it's always, that's always 
a fun conversation. It's like, that's an easy problem. You're doing 
good. Sorry, Hopefully you have margins, but yeah, that's definitely 
blowing up the construction world. And still then I know like right 
now it's winter time.

We got some clients that, there's some other manufacturing that do 
battery manufacturing, they're a GC there and they got money, they 
need spend now, the budgets are gone, we got 20 days to get it out, so 
they're hectic, to do like a six month review meeting or a renewal 
meeting right now. It's almost impossible, you think with it being 
cold, they're done, they're like, no. When it comes to commercial 
construction, it is, ...

very stable and if not more to come if you're in the infrastructure or 
civil work.

Corey Rekers (11:39)
As we kind of transition into how we find some of these people to do 
that work, what are some of the attributes that you guys feel are 
there for a good construction account where carriers like UFG, for 
instance, are absolutely wanting to partner with? Chandler, can you 
kind of share a little bit your experience with that?

Chandler Lamm (11:57)
Sure. I feel like what makes a strong construction company and the 
attributes

that go along with it are a good risk management program, including 
fleet safety, telematics, firm subcontractor agreement, risk transfer. 
Those are just a handful of the items that make a really strong 
construction account that's attractive to an underwriter, to United 
Fire Group and...

a carrier that specializes in construction. Those are all the things 
they're going to be looking for and need to have implemented in order 
to be able to partner. So it's very important that they have those in 
place or have an agency that can help them implement those things.

John Tatum (12:40)
Chandler nailed it. I mean those are exactly what we're looking for 
and we always like to talk as well about the ownership and leadership 
of the company. We want people who want their employees to get home 
safely at night to their families and that's a big, big deal. So if 
they're investing properly in all the safety and risk mitigation 
procedures that Chandler outlined...



Chandler nailed it. I mean those are exactly what we're looking for 
and we always like to talk as well about the ownership and leadership 
of the company. We want people who want their employees to get home 
safely at night to their families and that's a big, big deal. So if 
they're investing properly in all the safety and risk mitigation 
procedures that Chandler outlined...

that's what we'll see. And so we look forward to that. It's an 
investment not only in your company and, ultimately your profit 
margins, but just that whole mindset of... you really want your people 
to be safe. You want them to be taken care of. That speaks volumes. 
And so that's really, really important for us. We look for that 
longevity. We look for owners and leaders who are, you know, giving 
people proper benefits, helping them with their retirement, with 
health care.

That just speaks how much they value their people. And so that's 
critical to us as well. It sure does.

Chandler Lamm (13:34)
It starts at the top.

Jonathan Patterson (13:38)
last employer before I got out of the construction world and came to 
insurance... he had, it was a stop work card. The president signed it 
and you kept in your hard hat and it was a card that gave me the 
authorization if I felt unsafe that I get to stop the work. And I 
amended that. Like that was, he said, hey, I'm willing to stop work 
than to have my labor burning up money right now...

to make everyone stop. The second you were hired, they gave you the 
card and you always had it in your hard out. And I think it shows that 
right there, showed me from a worker point of view, like, he actually 
cares about me. He wants to make sure we're doing the right thing no 
matter what. So that was, go back to your point of that, you actually 
care and come from the top, like Chandler said.

Corey Rekers (14:16)
One of the things a

contractor may ask in regards to that with a carrier, John, in 
Jonathan's scenario there where that's very difficult to convey on 
paper, like in a spreadsheet or in bid specs, if you will, back to the 
carrier partner on why they are best in class, how would you suggest 
that message get conveyed to the carrier partner so that they 
understand that this is a best in class company?

You obviously want that advisor in this case, like a Chandler or a 
Jonathan to convey that message. But what's the best way for you to 
really understand the values and the culture of that account in that 
particular situation? Because you're not going to see that on paper.

John Tatum (14:56)
that's right. And JP made such a great point on that. The best way we 
see it is when we're out meeting with the client. ...



that's right. And JP made such a great point on that. The best way we 
see it is when we're out meeting with the client. ...

You know, we make sure we always partner with you all as an agency to 
get your permission because ultimately they're a client, but to go out 
and spend time with them. So our risk control consultants who are all 
our own employees will go out, but we encourage our underwriters to go 
out, right? It's just, we're people. A client I was meeting with said, 
John, he said, I've never met an underwriter at a

company before and he's run his company for 30 plus years and he's 
like you all are just real people like like me and it's just great, 
right? you have things in common you talk about that but you get an 
understanding of gosh

this gentleman is putting a lot of money into this company to keep 
people safe, to have best practices, to do the special things. And 
when you're out on job sites and you see employees and you can tell 
they're happy doing their work and they're proud of it.

And they show you because we just went to job sites unannounced, 
right? They didn't know we were coming, we didn't know where we were 
going, we just came and looked, you know we were, but you get to see, 
like, you walk on the job site, everybody has their personal 
protective equipment on. It's just part of the culture that's been put 
in the company. And that's where you see it, right? Like you said, you 
can get it sent in on your submission and look at all that, but when 
you see that, you actually can sit down and talk and the owner took,

a really long time talking to us about the business. And you could 
just see the pride in that and just a low turnover of the employee 
base. And one of the job sites we went to, it was great. It was 
literally four brothers.

were the superintendents on the job. So we were saying, well, they all 
care about safety because they all want to make sure they all get home 
every night and every weekend to spend time together. It's... that in-
person touch is really, really great. Really love that.

Jonathan Patterson (16:55)
Yeah.

I think that's awesome that you go out there too, because you 
definitely see the ones... They have the attitude of, we have to do 
this because of insurance, right? And it's like, right or wrong, right 
or wrong, there are people out there that do that. And from a carrier, 
I can only imagine, hey, on paper, this guy looks great. But you've 
been in the business long enough. Because I think that's the morale, 
the culture that you're saying. I think any safety incidents that I've 
ever been a part of...



John Tatum (17:13)
Right.

Jonathan Patterson (17:29)
I always say that you got your top two Cs. It's communication or 
complacency. A, the old verbiage.

Well, it's just common sense was said. So there wasn't enough 
communication because you had that type of attitude towards it. They 
didn't have the attitude... Hey, I want to make sure these guys go 
home safe. I don't care how annoying I am. I'm going to tell you five 
times to wear your harness. If you're six feet up in the air, just do 
it. I don't care if you've done it 20 years, right? And then where the 
complacency of, man, has been doing this 30 years. I'm showing up. 
You're not paying attention. And next thing you know, you actually cut 
your finger off or something. I mean,

That's...watch out for the top two Cs, your communication and your 
complacency because here... that probably in the past five years now 
there's actually kind of a transition of the lack of knowledge because 
for the longest time you've had all these baby boomers they've been 
doing it for 30 years so the knowledge was there now they're starting 
to slowly see younger force coming up so I think

from a carrier point of view, I would imagine you're going to look at 
the age of the workforce and then really looking at... make sure, what 
kind of apprenticeship or what kind of training are you giving your 
guys or how long are you making them like... probation periods that 
they have to be with someone that's tenured before they can go out and 
lead their own crew, be a foreman and work up their ranks through 
there. I'm curious to know kind of like when that shift might happen.

Corey Rekers (18:47)
Two C's, I wrote that down, man. Communication being so important and 
watch for complacency. And that's when something happens, right? It's 
when people get complacent. I mean, they haven't had an accident for a 
long time and something silly happens and someone not paying attention 
and there you go. So I'll pivot to this real quick, John.

What do you feel is the importance of choosing the right broker or 
advisor when it comes to the insurance buying process, especially from 
a carrier's perspective? So when you get a submission from an 
insurance agency and one of your partners, what are some of the things 
that you're really looking for that really makes them stand out?

John Tatum (19:26)
The first thing for us is just looking at that specialization. So you 
all are a great example. And having Chandler and JP here, they 
specialize in construction. That's what they do. They're in the space 
all the time. They understand the mindset of the contractors. They 
understand what makes a good one, what doesn't make a good long-term 
one...



The first thing for us is just looking at that specialization. So you 
all are a great example. And having Chandler and JP here, they 
specialize in construction. That's what they do. They're in the space 
all the time. They understand the mindset of the contractors. They 
understand what makes a good one, what doesn't make a good long-term 
one...

pick an agency pick producers who know your business. That's the ones 
who can present you best to the insurance carrier They're the ones 
that will position you best for the long term. I think sometimes some 
contractors will get in the mindset of let me see if I can find the 
lowest price every time and all of that and what you really need is 
consistency and you want a care that's gonna be with you. You're in a 
very hazardous space

you're probably gonna get, unfortunately, a large loss or two at some 
point in the history of your company and operating your organization. 
And so you need someone who understands, will be there for you long 
term, will help you navigate through that.

I think that's really, really critical. If you have someone who 
doesn't do this all the time, they don't understand it. They may move 
you from carrier to carrier, but you really need some consistency. And 
what Chandler and JP bring, they bring for certain classes of 
business, certain carriers have more of an appetite and more 
consistency in certain classes than others. And they will align

customer with the right carrier for the long term. And that's where 
you ultimately reduce your total cost of risk over time by having that 
consistency, not by moving around all the time.

Corey Rekers (20:58)
You see a lot of, and this is pretty typical for any type of business, 
but they move around a little bit because they're trying to get the 
best bid or the best price. And I think a lot of times you do get what 
you pay for, John, and I know that's what we're alluding to here.

Chandler, I'm going to go to you for a second here. You have a really 
good example, you had a unique situation a number of years ago where 
you had a contractor where they were having a lot of auto claims 
issues. But after you kind of investigated it little bit more, you 
started to uncover it was stemming much earlier than that.

Do you want to share a little bit how you worked with that particular 
contractor and created what I believe now is a tremendous partnership 
between you two and their leadership team just based on your 
willingness to go above and beyond?

Chandler Lamm (21:45)
Yes, it's one of my favorite stories. This particular insured, they 
had an HR manager that essentially was not vetting the drivers that 
they were hiring to the degree that they should have. There wasn't 
really an MVR criteria in place,



and it started there. So drivers were being hired that shouldn't have 
been from the get-go.

Now they had an unfortunate run with losses and claims, but once we 
portrayed to the underwriter that this started with the hiring of the 
HR manager that is no longer there. They've hired a new HR manager and 
she has done a fantastic job with the new hiring process and the 
qualification process and that has all done a 180. So things look way 
differently than they did

when they had those claims issues. And the account has a great loss 
ratio now and has improved tremendously. So it was a matter of just 
showing the underwriter what used to be and what has changed now. And 
it couldn't be a better partnership.

Corey Rekers (22:58)
Yeah, I think it's examples like that that really kind of show what is 
needed with an expert in the industry and someone who's willing to go 
above and beyond and dig into the minute details, just like a 
contractor does with their subcontractor agreements...

fleet safety programs or drug free workplace programs, all the things 
that they deal with on a day to day basis, primarily work around 
contracts and working with people. So having the open communication 
like you were talking about earlier, JP, and really having an agent 
that isn't complacent in that process, I think is extremely important 
from a partnership perspective.

Chandler Lamm (23:38)
would add to that that if you would just send out a acord apps and you 
don't tell the story and you don't give any background and write a 
thorough cover letter and explain the history of the account... to all 
the details of their operations and risk control and explain those 
things that they do well.

It's not going to go well unless you make the effort to really 
understand the account and explain it to the underwriter, to the 
carrier, so they can understand it as well. That's probably the most 
crucial part of our job, I would say, because it's easy to send out a 
acord apps and

Jonathan Patterson (24:13)
For sure.

Chandler Lamm (24:15)
You know, there's a fleet of 80 and they're an asphalt paving company 
or an excavator, and here you go. But until you tell the story, it's 
really difficult for any insurance company to get their arms around it 
and be comfortable writing it.



Jonathan Patterson (24:21)
Yeah.

No, you're absolutely right. if you had a client come to you and said, 
they gave you a napkin, and drew a box and said, hey, this is 100,000 
square foot tilt-up building, it's gonna have crane rails in it, I 
wanna be hauling dynamite.

And then someone brought you 90 % drawings from an architect and said, 
hey, give me a price. You get no change orders. Which one's getting 
the better price? Which one do feel more confident with? And there are 
always, I want the 90 % drawings that, know, for the past six months 
to a year, a guy's taking the time to get put the detail into it, ask 
the questions, make sure the correct information is there. And every 
time I'm like, OK, and then always ... my follow-up questions is,

your current agent, which one is he giving your underwriter? And most 
of the time, they don't know, because most of time they're so used to 
it, they've been trained to quote, get quote, get on there, because 
they're always getting quoted, or they're always getting quotes to go 
to GC. So it's like, they're just getting quotes. They said, right 
here, here's my piece of paper, and it's like, hey, let's take a look 
at what type of drawings you're sending to underwriter, do they have 
enough information to get you what you actually need?

John Tatum (25:39)
AP, you bring up a great point and Chandler particularly, telling the 
story. We understand accounts aren't perfect. They're not going to be. 
We just want to know the story. And the best ones are the ones that 
maybe have had some challenges in the past and they've, they've gotten 
better. So that means they're

open to feedback. That means they've learned their lesson. They 
probably won't go down that path again, but we understand that... it's 
humans. Nothing's perfect. We just want to know the story and what are 
they doing to make themselves the best they can be.

Corey Rekers (26:06)
So I'd like to close on a few takeaways for a contractor looking to 
partner with an agency and a carrier that understands their business 
and can support them for the long haul. So a couple of things that I 
took away from this, specialization is definitely key.

You aren't going to want a general practitioner in your business when 
a specialist in your craft is needed, especially with all the 
contractual obligations you guys talked about and everything our 
construction managers get involved with on a day-to-day basis. So I 
think it's also important to have a distinction when making

the decision from carrier and broker that it goes beyond price. We 
talked about that earlier. Getting into the details of the insurance 
contract, being able to articulate those differences is definitely 
something to look for in your advisor. And when it comes to that 
insurance buying process. Lastly,



the decision from carrier and broker that it goes beyond price. We 
talked about that earlier. Getting into the details of the insurance 
contract, being able to articulate those differences is definitely 
something to look for in your advisor. And when it comes to that 
insurance buying process. Lastly,

the two Cs, the communication piece and the complacency. We didn't hit 
on it today, but a proper certificate of insurance management process. 
All these things really matter when it comes to managing risk properly 
in the construction business.

All

John Tatum (27:09)
It's

Corey Rekers (27:09)
if you guys would like to learn more, please check us out at 
acceladvantage.com, and make sure to follow us on Facebook, LinkedIn, 
Instagram, and please do the same for our friends over at UFG, and you 
can visit them at UFGinsurance.com. Feel free to leave us a review, 
subscribe, and share this with anyone you feel would benefit from 
today's content. A special thank you to John Tatum,

Chandler Lamm and Jonathan Patterson for joining us today. Remember, 
at the Accel Group, we've been helping individuals and businesses 
protect what matters most to them for nearly 100 years. And that's the 
Accel Advantage.


