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TRAILBLAZERS: 
WOMEN IN 
INSURANCE 
LEADERSHIP 

A pioneering generation paved the way for 

the 1.7 million women who now work in the 

insurance industry. On the following pages, 

we look at the progress made and work lef 

to be done. And we hear from three women 

who are blazing the trail. 

Lef to right: 
Lisa Leach Goth, 
Tara Silfes, 
and Liz Martin 
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In insurance sales, a woman 
can enjoy unlimited earning 
potential – agents are paid 
on the basis of results, not 

seniority or sex. 

— The Chicago Tribune 

Those words ran in the Chicago Tribune in December 1978. 
Over forty years later, a trailblazing generation of women 

have made that declaration a near reality. According to the U.S. 
Bureau of Labor Statistics, women now account for 51% of 
insurance sales agents. And, for the past decade, the industry has 
employed more women (hovering around 60%) than men. 

At the same time, only 35% of independent agencies employ a 
woman as a principal or senior manager, and on industry boards, 
women occupy just 19% of the seats. So while progress is evident, 
how do we encourage more women to pursue leadership roles in 
the independent insurance industry? 

Te women interviewed for this article buck that trend. Each 
owns or holds a senior leadership role in an agency, and each 
serves on the IA&B Board of Directors. Lisa Leach Goth, Liz 
Martin, and Tara Silfes weighed in on the status of women in 
insurance leadership: what they’ve experienced, the progress 
they’ve seen, and the work that’s left to do. 

AGENT PROFILES 
LEARN MORE about the businesses and careers of 
the women featured in this article. Individual Q&As 
with Lisa Leach Goth, Liz Martin, and Tara Silfes 
begin on page 16. 

How has being a woman impacted your career path– 
whether it was becoming the frst woman to own the 
family agency, or taking on large commercial accounts? 

Lisa Leach Goth: My father and I spent quite a bit of time 
making a slow transition of leadership to keep all of our staf 
comfortable. A change in management styles can sometimes 
bring difculties, but I didn’t fnd that it was because I was 
a woman. Like so many agencies, we have had challenges 
with age, longevity, and involving a younger generation. 
Te generation gap is real, but like with everything else, 
I fnd good communication is key. 

Liz Martin: I purchased the agency from my uncle, who had 
some bias toward women in business ownership. It was my 
father, who wasn’t involved in the insurance agency, who 
fnally convinced my uncle to sell me his business. As an agency 
principal, I always try to build strong relationships with my 
clients, and in the end, I think that is what people really care 
about and want. 

Tara Silfes: I never felt that being a woman hindered me in 
dealing with our clients. My father worked in construction 
his entire life, so that background certainly helped me to 
understand those businesses and their needs. Admittedly there 
were times when I felt that I had to do more work for equal 
recognition, but it has made me appreciate what I’ve achieved. 

What changes have you noticed over the years 
for women in insurance? 

Lisa Leach Goth: I started in the business as a marketing rep for 
an insurance company. Out of 75 reps, there were four women. 
I was treated as an equal and there were opportunities for 
advancement, but after two years, I moved to the agency side. 
I quickly learned that most agencies were owned by men. 
Tis has certainly changed over my career, and I now see more 
women in sales instead of service, as owners and in management 
positions. 

Liz Martin: When I frst began my insurance career, there were 
very few commercial producers or company underwriters who 
were women. While it is still disproportionate, today there are 
more women in these roles, which have the opportunity for 
higher income-earning potential. 

Tara Silfes: Women want to be part of decision-making in 
businesses, and we are making headway compared to when 
I started in the industry 25 years ago. In recent years, several 
carriers have recognized the need to develop the talented women 
in their workforce, as well as their agency force. Tey have 
provided forums and programs for networking and leadership 
development, which have been worthwhile. 
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How can our industry close the “opportunity gap”? 

Lisa Leach Goth: As women, we need to change our own 
expectations. We are harder on ourselves, and so many of us 
generally don’t give ourselves enough credit. If you want to 
take on a leadership role, then prepare yourself for the part. 

Liz Martin: More men and women who are in leadership 
roles need to recognize that leadership should be based on 
work performance merits and encourage this regardless of 
gender. Women who are in management positions should 
be mentored and groomed for the C-suite and board 
positions, just as a lot of men currently are. 

Tara Silfes: Encouragement is key so women can envision 
themselves in leadership positions. I’m hopeful that with 
the challenge of an aging workforce will come opportunities 
for more women to evolve naturally into leadership roles. 
As women continue to be attracted to the industry, it is 
important for them to fnd mentors and, ideally, a sponsor 
to help give them opportunities to network and be more 
visible within their organizations. 

COMPLIANCE
COUNSELING
SERVICES

800-998-9644, option 4 | IABforME.com/IAS

Affordable fee-based solutions from 
THE authority on independent agencies.

Don’t stress about compliance.

Call us and we’ll take care of 
these for you:

DOL/FLSA 
Producer Agreements
Broker Agreements
Referral Fee Programs
Employee Handbooks
Employee Category Audit
GLBA Privacy Compliance

UNIVERSAL INSURANCE GROUP LLC, Broomall, PA 

Learn more about membership by 
contacting IA&B Vice President – 
Membership Tim Wonder. 
800-998-9644, ext. 351 
TimW@IABforME.com 
IABforME.com/membership 

What advice can you ofer for the next generation of 
independent agents – women and men alike? 

Lisa Leach Goth: First and foremost, learn as much as you can 
from people who have been in the business for years. Knowledge 
is power. Next, listen to your customers, and learn about them. 
Don’t just provide them with quotes. Provide them with coverage 
and protection, with advice and thoughtful suggestions. Finally, 
fnd a mentor – either someone within your organization or 
someone who holds a leadership role in your community. 

Liz Martin: Cultivating relationships is extremely important. 
After all, we are selling a promise to our clients, and they trust what 
they are purchasing from us will protect them when they need it. 
Paying attention to the client, truly listening and asking questions 
to understand their needs, and then having the best knowledge are 
paramount to building a lasting relationship. 

Tara Silfes: Te industry is a rewarding career choice with endless 
opportunities. Keep networking, and you will become part of a 
wonderful community of professionals. Insurance is a constantly 
changing business that presents new opportunities as long as you are 
accept the challenges and are willing to keep moving ahead. 

WELCOME 
NEW MEMBERS 

AGENCY 1, Hummelstown, PA 

ERWIN AGENCY LLC, Hershey, PA 
HOLLERN KOONTZ 

INSURANCE AGENCY, Windber, PA 

S & S FINANCIAL SERVICES LLC, Fairchance, PA 

STRATEGY MANAGEMENT 
INSURANCE LLC, Owings Mills, MD 
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Q&A 
LIZ MARTIN 

WITH 

L iz Martin, CIC, is president 
of Martin Insurance Agency in 

Lancaster, PA. She is also on the IA&B 
Board of Directors. 

Q. Tell us how it all began! You lef 
one of your family’s businesses 
(Martin’s Hatchery and Poultry 
Farm) for another (Martin Insurance 
Agency). What prompted your interest 
in the insurance industry? 

A. During summer break in college, 
I worked with my uncle at his insurance 
agency. He was a one-man business and 
only insured homes, farms, and dwelling 
fre policies. I really enjoyed meeting 
people and the aspect of helping them 
in a time of need. I also saw that there 
would be great potential for growth 
in the agency. 

My senior year in college, I shadowed 
a commercial lines producer for a day 
at a local large insurance brokerage and 
learned about business insurance, which 
was very intriguing to me. At that time 
I became licensed. I wanted to work in 
insurance when I graduated, but my dad 
really needed me to manage his chicken 
hatchery, so I agreed to do it. After 
several years of not enjoying that work, 
I decided to purchase my uncle’s 
business, becoming the fourth-generation 
owner of Martin Insurance Agency. 

Q. You acquired three other agencies 
early in your career, soon afer 
purchasing the Martin Insurance 
Agency from your uncle. What 
advice would you ofer other 
young agency owners who are 
considering acquisitions? 

A. Part of my growth strategy has been 
to purchase other insurance agencies, and 
in February 2017 I purchased my sixth 
agency. In all cases I frst got to know the 
owner of the agency personally. I feel it is 
important to really understand what the 
insurance agency owner wants. Just as in 
sales, the relationship is key. 

In addition, I never purchased an 
agency without frst seeing the business’s 
fnancials, including tax returns, and 
I always had my CPA do a complete 
fnancial analysis. Te other important 
component is the people and technology 
that the agency has in place and whether 
or not this fts with your organization’s 
culture and business philosophy. 

Q. Martin Insurance Agency 
does a nice job of educating and 
communicating with clients and 
prospects online. How have you seen 
the relationship between agencies and 
consumers evolve over the years? 

A. We do various kinds of marketing 
and education. Of course when I started, 

the internet was only coming into play, 
but I immediately got a website up and 
running thanks to a great client of mine 
who started his website development 
business at the same time. Tese days, we 
are also active on social media, and this is 
often the frst point of contact with some 
of our clients. 

Te relationship is still critical, and 
we still get most of our business from 
referrals, but our customers expect a very 
fast response time because technology 
allows us to do this. We communicate 
with our clients however they prefer, but 
the key is to provide a warm, personal 
touch no matter how we interact with 
them – be it phone call, internet, social 
media, or email. 

Q. Tell us about the second family 
business you oversee – Ironstone 
Spring Farm – and how you fnd time 
to do it all! 

A. As the ffth-generation owner, I am 
very blessed to live on my family’s 
85-acre, grass-fed beef farm. We board 
some horses and have thirty Angus 
cows that are bred and have calves each 
year. We raise the steers only on grass 
and hay and sell the beef directly to 
the consumer. Our customers want 
the health benefts and excellent taste 
of grass-fed beef and love that we are a 
local Lancaster County farm. 

18 JULY 2019 



 
 

 
 

 
 

 
 

  
 

 
 

 
 

 
 

 
 

 
 

 
 

  

 

I have a full-time farm manager that 
does is an outstanding job running the 
day-to-day operation for me. My role 
on the farm is marketing of the beef 
and overall management. In addition, 
my staf at Martin Insurance Agency are 
amazing. Tey care about our business 
and work very hard for the clients and 
function as a team. 

Q. The IA&B team loves ofce pets, 
and we understand that your agency 
has a mascot – a Boston Terrier named 
Alice. Tell us about her! 

A. Tree years ago I decided to stop 
by the Lancaster SPCA. I already had 
a lab mix, Max, and had no plans of 
getting another dog. But much to my 
surprise, I saw a dear Boston Terrier in 
one of the kennels. When I was little, 
our family had a Boston Terrier named 
Beauty, so I have always had a fondness 
for them. Of course, I had to see this 
dog and fell in love with her. She had 
been found as a stray and was very thin. 
Te folks at the SPCA were sure by 
the way she looked that she had been 
overbred in a puppy mill. 

Alice came home with me and, after a 
lot of patience and tender loving care, 
she has become accustomed to life as a 
pampered house dog. She lives a very 
happy life during the day with me at 
the ofce and in the farmhouse in the 
evenings and on weekends. 

committed to mutual success. 

Harford Mutual Insurance partners with 
independent agents in Pennsylvania. 

We insure restaurants, contractors, mercantile, 

and other commercial entities. We’re committed 

to protecting your client’s business and building yours. 

INSURING BUSINESSES SINCE 1842 

HarfordMutual.com | 800.638.3669 
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