
J
U

L
Y

 2
0

2
1

V
O

L
U

M
E

 1
6

   N
U

M
B

E
R

 7 JULY 2021 •  $3.95 USA

OUR COUNTY’S MAGAZINE

“R
E

A
LIT

Y
 IS

 IR
R

E
LE

V
A

N
T. P

E
R

C
E

P
T

IO
N

 IS
 E

V
E

R
Y

T
H

IN
G

”
uu  Hutton Peach DynastyHutton Peach Dynasty
Wowing PC Taste Buds For DecadesWowing PC Taste Buds For Decades

uu  Discovering The Joy Of PeachinessDiscovering The Joy Of Peachiness

uu  Peach Fashions That Will Blow Your Peach Fashions That Will Blow Your 
Fuzz OffFuzz Off

uu  Parent’s Summer Suvival GuideParent’s Summer Suvival Guide
– Part 2– Part 2

TTAKE A LOOK INSIDE THIS ISSUE:AKE A LOOK INSIDE THIS ISSUE:

The Return Of The
Peach Festival ...
The Return Of Fun!
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Who’s 
Got You 
Covered?
By MARSHA BROWN, MELANIE McCRARY, 
MELISSA MOORMAN,
MEL W RHODES
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Parker County’s population is growing fast, and that’s 
not always a good thing. Traffic is worse than ever and 
getting snarlier by the day. You don’t recognize the 
people you see in your favorite restaurant. 

In the words of the great and wise statesman Ric 
Williamson, “Everyone who moves to Parker County 
wants to be the last person allowed to move to Parker 
County.” 

Still, Parker County is a smaller market. One would 
think that it would be a quick and easy task to select an 
insurance agency. Just go out and find the guy that sells 
the cheapest policies that you’re required by law to carry 
(i.e., car insurance, homeowners, commercial and maybe 
healthcare) right? Nope.

When it comes to selecting insurance agencies, finding 
the guy with the cheapest insurance products is rarely the 
wisest course of action. Cheapest shouldn’t be at the top 
of your list of priorities when choosing the best agent. 

Lower price can (and usually does) mean inferior cover-
age and service. Do you really want to wait until you’ve 
experienced a devastating loss to find out how good and 
how caring your agent is? 

It’s for that reason that PCT surveyed the smartest 
people we know, the people who know best (our read-
ers) who they would recommend. We had enthusiastic 
participation from people of all areas of expertise includ-
ing homeowners, drivers, businessowners as well as the 
agents’ colleagues in related fields including real estate 
agents, mortgage brokers and automobile dealers. They 
gave us input on the best agents out there — not necessar-
ily the top in sales — but, rather the top in service.

Here’s the best of the best, the agents who care the 
most, the ones who fight for their clients.
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Dennis 
Neystel 

Shopping and buying 
insurance can be a 
daunting task and it is 
often dreaded by most 
people. It is a complicat-
ed industry and not easi-
ly understood by many 
clients, yet it is some-
thing that we can’t live 
without. As a longtime 
resident and insurance 
agent in Parker County, 

Dennis Neystel has learned to uncover the unique needs 
of the client and take the difficult process of shopping 
for insurance off the shoulders of his customers, allowing 
them to focus on what is most important to them.  

After graduating from Weatherford High School and 
working his way through college, Dennis was able to 
obtain a bachelor’s degree in Finance/Investments from 
TCU. He had his sights set on being a stock trader and 
securities analyst. “After several years, I began to realize 
something was missing in my career when a great friend 
and mentor invited me to join him in the insurance busi-
ness. He knew I would find what I was looking for by 
building relationships and helping others secure their 
financial futures.

“With the endless support of my wife Bridget, and 
our two sons, Cayden and Carson, I have been able to 
accomplish more than I had ever hoped professionally 
and personally. I have developed so many friendships 
doing something that I love while also making a posi-
tive impact on the lives of others. I am so thankful to our 
many clients that helped make all of this possible over 
the years and for those that voted for us as one of the top 
insurance professionals once again this year.”

The goal at RAM Insurance Services is to remove the 
burden of shopping for insurance and provide customers 
with a comprehensive plan that fits their needs. In only a 
matter of minutes, their team of licensed agents can gath-
er information and begin to shop for the best coverage 
through numerous top-rated companies. “We may spend 
hours or even days finding the very best package before 
we present our quotes to the client … then we explain 
the policies in detail, so they have an understanding of 
what is covered. Our most common response is how 
simple the whole process was from start to finish.”

Whether you have a home, auto, farm, ranch or 
commercial need, let RAM Insurance Services take on the 
task of shopping for insurance so you don’t have to!

RAM Insurance Services —
The Agency of Choices: Defining Success

Ray Hodgson

The goal of insurance 
shopping is to get the 
most coverage for the 
least amount of money 
possible. At RAM 
Insurance Services, LLC, 
this ethical approach 
assures their clients a 
great experience and the 
relief of knowing they 
have purchased the abso-
lute best for what they 
are willing to spend. In 
addition, RAM provides 
interactive assistance 
with the claims process 
as needed. It is always 
good to have a professional when you need it most! 

This is RAM’s second year in a row to be nominated as 
one of Parker County Today’s “Top 10 Insurance Experts.” 
Ray Hodgson believes that their ethics are ultimately 
responsible for this repeated tribute. In only the second 
year after relocating to Weatherford, RAM’s commitment 
to the Golden Rule, treating others as you wish to be 
treated, has blessed their business and their clients. 

As a brokerage with various companies, RAM has the 
skill to shop and re-shop for clients when an insurance 
company has unacceptable pricing increases. This also 
provides tremendous access for RAM to properly place 
not only home and auto insurance, but rent houses, farms 
and ranches, equine risks, boats, RV’s, motorcycles, trail-
ers, jewelry, artwork, antiques, business/commercial and 
so much more. According to Ray, all you need to do 
is call and speak with one of their knowledgeable and 
experienced agents. Their ownership is committed to the 
concept that every call, email and text will be compe-
tently taken care of, thanks to their agents. 

Ray himself graduated East Texas State University with 
an AG ED and AG Business degree before serving five 
and a half years in the US Army Veterinary Corps. He was 
then the owner of DFW Invisible Fencing and is a former 
insurance adjuster. With these years of knowledge and 
experience, RAM is built to be reliable and trustworthy for 
their clients time and time again. 

“As a veteran,” says Ray, “you can rest assured I will 
leave no one behind, working as seriously and diligently 
as I do for my wife Martha and daughter Audra. Come see 
us or call to experience and access our unique approach 
to the insurance industry.”

  our experts: TOP 10 INSURANCE PROFESSIONALS   SPECIAL SECTION

Your Agency Of Choices ...

106 Austin Ave, Suite 100 • Weatherford, TX 76086
(On the square next to Fire Oak Grill)

817.523.0056 (office) • 817.784.7102 (Text) • 817.382.0057 (eFax)

Auto • Home • Life
Farm & Ranch • Commercial
Boat • RV • Manufactured Homes

www.raminstx.com

Dennis
Neystel

Cindy
Cudd

Nancy
Whatley

Paula
Sears

Robin
Seglem

Monty
Haney

Ray
Hodgson
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  our experts: TOP 10 INSURANCE PROFESSIONALS   SPECIAL SECTION

Parker County Today: How long have you been in busi-
ness and what is your background?
Craig Bagley: Kim and I are in our 30th year with State 
Farm. The agency will be 50 years old on February 1st, 2022. 
We both worked in agencies prior to starting our own. 
She was previously with her dad, Perry Mader, before she 
started her own agency in Cleburne in 1992. Kim had 
also taught school in Aledo for a few years prior. I began 
my career working for an agency in Kerrville, then started 
my own in Killeen in 1992. That was followed by stints 
in Midlothian and State Farm Management from 1997 to 
2002, before coming back into agency in Weatherford in 
2002. 
 
PCT: What do you hope to help your clients achieve with 
your advice?
CB: Our goal is to provide peace of mind. Although it’s 
impossible to cover everything, we strive to do things 
right to the best of our ability. That in turn gives them the 
confidence to know we will be here in their time of need. 
 
PCT: How has the insurance business changed in the past 
year and now post-pandemic?
CB: First of all, every type of business has changed and 
had to adapt to virtual models, or they would not have 
survived. In the insurance world it brought forth a whole 
new set of risks for people to deal with and even think 
about. And it presented many new types of risk for insur-
ance companies to consider, from business interruption 
coverage to aspects of life insurance. So, like all business-
es, the insurance industry is changing on the fly!
 
PCT: What do you tell people when they say they have 
enough insurance? 
CB: Our response would be “let’s look at it.” The time 
to find out about your coverage is before something 
happens. Insurance is not something you can buy after 
the loss. It’s also important to understand the fine print 
of your contract. Most people are more interested in the 
limit of liability on their declaration page. But at the end 
of the day, it’s more about what it says in the fine print. 
That is where you determine if you truly have enough 
insurance. 
 
PCT: We seem to have had more than our share, locally 
and statewide, of property damage and losses. How have 
the past couple of years impacted the insurance industry? 
CB: Texas has always been at the top of the list for catas-
trophe losses, whether it be hurricanes, fires, floods or 
massive hailstorms. But what really challenged this year 
was the “freeze storm” in February. State Farm said it 
compared to a Category Three hurricane in devasta-

Craig Bagley and Kim Mader-Bagley, State Farm —
Truly, Your Good Neighbors

tion and financial loss. Then you factor in COVID … It 
all created losses that could not be comprehended and 
sometimes not covered.
 
PCT: How does your advice change for people as they 
move through their lives?
CB: Everyone’s needs and risks change through life. The 
main advice is to stop and look at where you are in life 
as things change. Then your risks and coverage should be 
evaluated accordingly.
 
PCT: What do you think sets your company, or your firm, 
apart from others in the marketplace?
CB: As a company, State Farm is the largest auto and 
home insurer in the country. They got that way by taking 
care of people. We pride ourselves on giving back, 
supporting numerous charities and schools. Our staff even 
have their own charity appropriately called the “Good 
Neighbor Fund.” 
 
PCT: What is it about Parker County that makes you want 
to work here versus other, larger markets?
CB: Parker County is the greatest place to live and do 
business in the State of Texas, period. The people make 
the place! And we have great people. In some ways, 
this market is just as big as, or bigger than, a lot of large 
markets. It’s just a matter of perspective.
 
PCT: How do you explain insurance to younger people 
who may not have had anyone explain the need for it 
before?
CB: I explain insurance as simply a transfer of risk. First 
you need to understand what your risks are for you 
personally. And you need to understand that those change 
as you progress through life. Once those risks are identi-
fied, then you have three choices: You can accept the risk 
and cover it yourself, or you can hand the risk off, or the 
risk can be shared. That’s a very simplified version.
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1916 Martin Drive  |  Suite 100  |  Weatherford, TX  |  817.594.0241

Mader-Bagley Agency 
mader-bagley.com

We’ve been here,
and we’ll be here.
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Larry Kardaras, Farmers Insurance —
Answering the Needs of His Clients

Larry Kardaras has been in the insur-
ance business for 15 years, all of 

them with Farmers Insurance. He was 
a marketing and finance major, and 
although he didn’t start in the insurance 
business after college, he always knew 
he wanted to have his own business. 

And he chose that business well, 
because getting to know his customers 
and their needs is his highest priority. 
“What I like about it for me is I love 
talking with our clients and getting to 
know them. I like it because it’s different 
every single day, because you’re talking 
to someone different about their different 
needs. Everyone’s needs are different. For 
us and our agency, we try to do a more 
customized approach and find out what 
your needs are. We would rather ask the 
questions and help our customers come 
up with the policies and answers that fit 
their needs,” he explained.

Kardaras offers a full range of insurance products 
beyond the expected home and auto. He also offers 
life, renters, business, motorcycle, recreational, condo 
and umbrella insurance policies. He is affiliated with 
Farmers Insurance, who gets the first right of refusal when 
he is writing policies. He can also write policies under 
other companies when the need arises. “I write a lot of 
commercial policies outside of Farmers,” he said. “I also 
work with a lot of lenders and get a lot of referrals that 
way,” he continued.

“The only difference between us and other compa-
nies is discounts, how claims are handled, the financial 
strength of the insurance company and the agency itself,” 
said Kardaras. He describes insurance as a product that 
everybody needs but pointed out the difference between 
his agency and many others. “What we found out during 
the freeze was that a lot of customers who had other 
competing companies found out that they didn’t have 
the coverage they needed. Price is important, but not as 
important after you have a claim. If we are paying out our 
claims, we are doing our job. Some insurance companies 
are mailing you a check in a few weeks, or sometimes 30 
days later. We will cut a check on the spot, depending on 
the situation, or make a direct deposit that you will have 
in a couple of days in your bank account,” said Larry. He 
said some of his clients have returned after having a diffi-
cult time with their current insurer. 

Larry has older kids, one of whom has already gradu-
ated from college. He encourages the parents of high 
school and college students to start working on their kids’ 
credit because Texas bases insurance rates on their credit 

rating. “Sooner rather than later, they should be estab-
lishing a credit history. Make sure they have good credit 
when they get out of school, even if they are only using a 
credit card on their parent’s account. Even that will help 
them build credit,” he said. 

Kardaras’ agency is in West Fort Worth, but he has 
clients throughout Parker and other area counties. While 
there are many insurance agencies customers can choose 
from, he says that the customer service provided by 
his office really makes them stand out. “It’s all about 
customer service, and I couldn’t do it without my team. 
Every one of my business cards has my cell number on 
it. I make myself available seven days a week, Saturdays 
and Sundays. The other reason is that we try to custom-
ize insurance to fit their needs. What your coverages are 
today are different from what they will be in five years. 
It’s constantly changing. We ask our customers about 
what’s going on in their lives. It can be a marriage, a 
divorce, kids moving out, parents moving in. All of that 
will impact auto insurance policies but will also affect 
your home insurance. It’s mainly to constantly keep advis-
ing customers and communicate with our customers on 
what’s going on in their world. We also keep coming out 
with new products all the time. There are some things 
offered today that aren’t even available on some of our 
older policies,” he concluded. 

Kardaras Insurance, LLC, is located at 3124 Sandage 
Ave. near TCU in Fort Worth. The office number is (817) 
377-9941 and his email address is lkardaras@farmersa-
gent.com.

CONTACT ME

LIFE 
IS BETTER 
WHEN YOU 
HAVE A 
PLAN

Call me to get covered today!

817.377.9941

l  Home     l  Auto     l  Life

Larry Kardaras
Your Local Agent 

Lkardaras@farmersagent.com
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CONTACT ME

LIFE 
IS BETTER 
WHEN YOU 
HAVE A 
PLAN

Call me to get covered today!

817.377.9941

l  Home     l  Auto     l  Life

Larry Kardaras
Your Local Agent 

Lkardaras@farmersagent.com
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Karen Condon, 
Independent Associate, LegalShield/IDShield

When Karen Condon first moved to Texas she had a 
rent house in Colorado. Two years in, she started 

having problems with the tenant—particularly when the 
renters refused to leave, causing her to contact an attor-
ney. To add insult to injury, the attorney failed to get the 
job done. 

It was Karen’s realtor who ultimately recommended 
she contact LegalShield, a legal insurance provider. 
After signing up, Karen says the situation quickly turned 
around for the better, and she soon found herself in awe 
of how LegalShield worked, ultimately deciding that she 
wanted to become an independent associate with their 
team. That was 13 years ago. Karen started her business 
in Parker County on the hunch that being a resident and 
a PC native involved in the community would help—and 
it did! 

“I knew I wanted everyone to have the ability to have 
legal insurance, and be able to call an attorney whenever 
the need arises through a dedicated attorney network,” 
says Karen. “I have a teaching degree [from Fort Lewis 
College], and even though I am not teaching, I feel my 
degree serves me well in taking the time to listen to each 
one of my member’s needs and matching them with the 
correct plan for complete legal protection.” According to 
Karen, that is what sets her apart from other associates. “I 
will never be the hard sale,” she admitted. “I am here to 
help when you need me. This is definitely a service-from-
the-heart business.” 

One of Karen’s biggest challenges in the industry is 
retaining clients. “It’s a double-edged sword for sure. I 
mainly work in the group and employee benefits arena … 
a lot of times, the employee doesn’t take this benefit with 
them when they leave the company they are working for. 
It’s a risk I take to help them.” 

She admits that the last two years have been difficult, 
thanks to COVID. Due to the strict guidelines implement-
ed to help curb the spread of the virus, Karen was not 
able to meet with her group employees for a time. She 
is also seeing a change in what many people go through 
legally post-pandemic. “Whether it be house-related, job- 
related, unemployment, etc. But LegalShield was certainly 
there to help all their members navigate through these 
unprecedented times.” 

Another challenge Karen faces is the fact that many 
people simply buy insurance based on price and have 
the attitude that they have enough insurance, and that 
they don’t need legal insurance. “I see it a lot with our 
IDShield plan,” Karen says. “Many people believe it will 
never happen to them, or they don’t care.” While she 
understands, she insists that it is a good idea to look at 
all your plans side by side. “Legal situations can pop up 
at anytime and anywhere,” she says, “and identity theft is 

a matter of when, not if. You don’t have to be looking for 
trouble for it to find you! So who is in your corner when 
you need legal advice? Or a civil suit gets filed against 
you, or a traffic accident occurs, or you need to get your 
estate planning in order, or your medical, criminal or 
social security number has been stolen? You really know 
how good your insurance company is when you need to 
use them. Always pick the company that has your best 
interest at heart.” 

Speaking of when choosing a plan, Karen says 
it’s important to look at all aspects of the plan. Using 
LegalShield and IDShield as an example, she says that 
they offer a plethora of supplements, levels and add-ons 
that allow their clients to choose the coverage that suits 
them and their families’ needs the best. “I can advise 
you,” Karen says, “but the ultimate decision will be 
yours.” 

Karen enjoys working with younger clients and admits 
that she has found it surprising how perceptive they are 
about how easily a legal situation or identity theft can 
occur. “The younger generations have not grown up in 
a world of trust like the older generations have,” she 
explains. “Many of my new members are much younger 
than myself and it is encouraging to know they are think-
ing about protecting themselves and their families.” 

Karen has one daughter of her own, Cayley Hagins, 
who is a Texas Tech graduate working on her masters 
and a NICU nurse at UMC in Lubbock. “I’m very proud 
of my kids,” Karen said beaming, including son-in-law 
Tim Hagins. In her spare time, Karen enjoys pursuing her 
passions and adventures. Riding her motorcycle, golfing, 
photography, fishing, hiking, kayaking and spending time 
with family and friends are all on her list of hobbies. To 
sum it all up, she says: “I believe in living a great story.”
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Karen Condon
720-987-6562
karencondon16@gmail.com
karencondon.wearelegalshield.com
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Sonny Black, Texas Farm Bureau Insurance —
Always a Hometown Agent, He’s There When You Need Him

Sonny Black is a lifelong Parker Countian 
who graduated from Weatherford High 

School before going on to college at TCU. 
He had two years’ worth of experience in the 
insurance industry before joining the Texas 
Farm Bureau agency in Weatherford in 1997, 
where he’s happily remained ever since. 

When it comes to business philosophy, 
Sonny is all about helping people plan and 
prepare for that day when things just don’t 
go their way. “I want to know that we have 
taken the time to set in place the protec-
tion they need for such days, be it financial 
or physical assets protection,” Sonny says, 
emphasizing that a little bit of planning can 
certainly go a very long way when tragedy 
strikes, adding: “It breaks my heart to see 
someone in a situation that can’t be helped 
because the proper plan wasn’t in place.”  

Sonny likes to think of himself as a teach-
er and a guide to people, helping them to 
understand all the insurance needs they are 
going to face through life. “I don’t sell insur-
ance,” he insists. “I try to teach my clients 
enough about it so they can make what they 
feel is the right decision for their families’ 
protection needs. With the proper policies 
in place, from life insurance to property and 
liability protection, we can stand in the gap 
for people when tragedy strikes.”  

The past two years have certainly posed a challenge to 
everyone and every industry, but according to Sonny, he 
and Texas Farm Bureau have risen to the challenge. “We 
have made advances in technology and adapted our ways 
of doing business on a daily basis,” he explains. “At Farm 
Bureau, we certainly prefer face-to-face interaction with 
our clients, but through the advances we had to quickly 
make during 2020, we can now offer many things elec-
tronically, and there is no doubt that some customers like 
that.” He adds that, in his humble opinion, the past year 
has likely made some changes to everyday business life 
that will persist far into the future.  

A challenge for anyone in the insurance industry is 
educating their clients. That’s why Sonny says that he 
“teaches” insurance rather than “sells” it. “I like to make 
sure that our people understand as much about their poli-
cies as they can,” he says. “If someone understands their 
policies and their families’ needs, then they can them-
selves make an educated decision about their families’ 
insurance.”  

Sonny admits that many things play a role in the 
protection needs of a client’s family, and those needs 

absolutely change throughout a client’s life. “You may 
be a young couple starting out with nothing and trying 
to start your new life together,” Sonny gives an example. 
“You may be living the years of accumulating assets and 
raising your children. You may be paying off debt and 
beginning to enjoy the idea of being grandparents. Or you 
may be retired and watching the family you love so much 
live out the dreams you watched them grow. No matter 
what chapter of your life you are living, your insurance 
can and must change with you.” 

As for what sets Texas Farm Bureau apart from the 
competition, Sonny describes his agency as the small-
town-handshake, give-your-cell-number-to-all-your-
customers type of insurance agency. “You can actually 
call your own agent on a Saturday night if you have an 
emergency and need some advice,” he says.  

And it’s that small-town attitude that makes Texas Farm 
Bureau so successful: “Weatherford and Parker County 
are certainly growing,” Sonny allows, “but we are still a 
small town at heart, where you know and care about a lot 
of people, and where neighbors help neighbors.”
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Paul Paschall, 
Paschall Insurance Group

Parker County Today Magazine: How long have you been 
in business and what is your background?
Paul Paschall: I have been in the insurance and risk 
management business since 1997 when I completed my 
MBA. My background includes enhanced training, industry 
awards and professional designations along with hundreds 
of hours of continued training. Today, I remain in the same 
field I started in 24 years ago and continue to completely 
enjoy the challenge of the industry.
 
PCT: What do you hope to help your clients achieve with 
your advice? 
PP: Our goal is for our clients to receive options and 
consultation versus being sold a “deal.” The role we play is 
to evaluate insurance portfolios and to provide feedback to 
our clients and alternative solutions when needed. 
 
PCT: How has the insurance business changed in the past 
year and now post-pandemic? 
PP: Based on our operational business model, we have 
seen no changes in our level of service, consultation or 
performance. Solid processes and redundancies are in 
place that are versatile and agile. This allowed our team 
to quickly adapt to the organizational challenges that the 
pandemic presented. During the pandemic, we never 
decreased or altered the level of service to our clients. 
 
PCT: What do you tell people when they say they have 
enough insurance?
PP: I have not had a client or prospect use that statement 
in many years. Our clients understand the need for qual-
ity insurance, risk management and asset protection. The 
clients that value excellent service and consultation are our 
target market. The prospects that discount the value of our 
services are typically not a fit for our culture.
 
PCT: We seem to have had more than our share, locally 
and statewide, of property damage and losses. How have 
the past couple of years impacted the insurance industry?
PP: The recent losses have impacted different insurance 
carriers to different degrees. The variance is based on the 
total exposure each insurance carrier has at the time of 
the loss and the geographic spread of that loss. Paschall 
Insurance Group has access to over 100 insurance carriers, 
so when high claims activity impacts pricing, we have a 
process in place to market those accounts with other carri-
ers to verify the competitiveness of the pricing. 
 
PCT: How does your advice change for people as they 
move through their lives? 
PP: The changes that each client has in their life or busi-
ness impacts the consultation that we provide. The thought 

process and evaluation we use to determine the best route 
for our client’s changes directly as needed. The key is 
having an experienced, highly trained team in place that 
understands the landscape of protecting the future of each 
client.
 
PCT: What do you think sets your company, or your firm, 
apart from others in the marketplace? 
PP: The tenure of our staff, the training they have received, 
the processes we have in place, advanced technology, our 
high number of insurance carriers and more than anything 
the quality of the team that we have in place. They are 
first-class professionals that are expected to consult each 
client, versus sell. 
 
PCT: What is it about Parker County that makes you want 
to work here versus other larger markets?
PP: The people in Parker County are the sole reason that 
we have chosen to locate our business in Weatherford. 
When we constructed our new office building in 2016, the 
location and design of our building was centered around 
ease of interaction with our clients. The quality of life and 
personalities of the people are what makes Parker County 
so special. While we have clients in all areas of the State of 
Texas, we will always call Weatherford the home base for 
our operation.
 
PCT: How do you explain insurance to younger people 
who may not have had anyone explain the need for it 
before?
PP: We enjoy the education process of our younger clients 
so much. The first thing we do is eliminate the fear of 
the process and the fear of the product. Often times, the 
process varies from client to client and is always conduct-
ed at a pace that offers them comfort. We have hundreds 
of young clients that are second-generation clients. One 
of the greatest honors is when a child of one of our clients 
begins the insurance process and contacts our office. Just 
like their parents, we treat them like family. 817-341-4400 | 930 Hilltop Drive, Suite 100 | Weatherford, TX 76086

Being with an Independent Agent gives you the freedom of choice.  With access to many top rated 
insurance providers, we have more options at our fingertips.  We can competitively shop around 

for you and put together a plan that suits both your needs and your budget.  
The only person we answer to is YOU!

We want to be your Independent Insurance Agency of Choice!
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We want to be your Independent Insurance Agency of Choice!
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  our experts: TOP 10 INSURANCE PROFESSIONALS   SPECIAL SECTION

Mitch Widler, 
Texas Farm Bureau

Parker County Today: How long have you been in busi-
ness and what is your background?
Mitch Widler: I have been with Texas Farm Bureau in 
Parker County since 2015, but I was born and raised in 
Nebraska, where we bred and showed Quarter Horses 
and where my dad owned and operated a construction 
company. I moved out to California in 1989 where I 
trained and started 2-year-old colts for the public before 
moving to Bishop, California, to run a cattle, horse and 
alfalfa ranch. The ranch sold in 2004 and we moved back 
to the Midwest, where I successfully operated a construc-
tion company mainly focused on equine and cattle facili-
ties. 
 
PCT: What do you hope to help your clients achieve with 
your advice?
MW: My main purpose as an insurance agent is to protect 
families and their assets. I want for my clients, as well as 
those who aren’t mine, to be informed about the coverage 
they need and what they need to do to assure that they 
are properly protected. This means protecting their lives, 
home and vehicles.
 
PCT: How has the insurance business changed in the past 
year and now post-pandemic?
MW: Probably one of the most significant changes in 
2021 would have to be the large amount of people who 
realized, after the big freeze of ’21, just exactly how 
important it is to have your agent’s phone number and to 
be insured with a company that is in the business of help-
ing its customers with questions or claims. In regard to 
the pandemic and how it affected the industry, I believe 
it showed customers who had a question and wanted 
to speak with an actual person, even though it might be 
from home, how important it is to have someone local 
taking care of business. 
 
PCT: What do you tell people when they say they have 
enough insurance?
MW: You may have all kinds of insurance, but is it what 
you or your family need? Let’s review! Many people think 
because they have lots of policies or “pay a lot of money” 
that the coverage is sufficient, but I would say eight out of 
10 are underinsured.
 
PCT: How have the past couple of years impacted the 
insurance industry? 
MW: We have had to make some advancements elec-
tronically to allow customers and agents the ability to 
work and communicate remotely. Texas Farm Bureau 
was already headed that direction in some areas, but it 
certainly did speed up the process.

 
PCT: How does your advice change for people as they 
move through their lives?
MW: The need for proper coverage is the same, no matter 
your age or status. Whether you have an apartment or a 
multimillion-dollar ranch or a house full of kids, it is my 
job to protect them as best I can. 
 
PCT: What do you think sets your company or your firm 
apart from others in the marketplace?
MW: Our customers have an agent they can call directly, 
and I know that Texas Farm Bureau will go the extra mile 
for my customers any time they can. We still start meet-
ings with a prayer and conduct business in a way that 
makes me proud to represent this company. My dad was 
with Nebraska Farm Bureau for 30 years and I was a 
customer with Texas Farm Bureau prior to becoming an 
agent. This company is here to take care of our customers 
and we work hard every day to try to make that happen.
 
PCT: What is it about Parker County that makes you want 
to work here versus other, larger markets?
MW: From the very first time we drove into Weatherford 
and passed around the square and headed out Garner 
way to look at some horses, I thought, “Someday I would 
sure like to hang my shingle out around here some-
where.” Despite the current growth, Parker County is still 
a great place to raise a family and full of good people to 
call neighbors.
 
PCT: How do you explain insurance to younger people 
who may not have had anyone explain the need for it 
before?
MW: Insurance is the only way to protect you and your 
possessions from the world or the weather. Even most 
young adults have had to scrimp and save to get that first 
vehicle, home or new big-screen TV. When faced with the 
thought of having to start that process over from scratch, 
they begin to understand the importance of property 
insurance.
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Susan Fuchs Allstate Insurance — 
Treating Customers Like Family

At Susan Fuchs Allstate Insurance, you are 
greeted with a smile, a handshake or a 

hug. And before you leave, in all probability 
you will have shared in a laugh or two, as 
the folks in the agency are all about enjoying 
their job, their business and their customers. 

“Many times, we’ll have customers 
swing by just to pass the time as their wife 
or husband is running other errands,” Fuchs 
said. “Customers say they love visiting our 
office because it is warm, uplifting and 
always leaves them smiling.” 

Susan loves, loves, loves living and work-
ing in Parker County, especially after work-
ing in Dallas and Fort Worth for 27 years. 
As a retired AT&T yellow pages salesperson 
whose territory was primarily the DFW 
metroplex, she has noticed that as you travel 
from Dallas to Fort Worth to Weatherford, 
the further west you go, the friendlier and 
more genuine the people. (She also adds that 
she wouldn’t want to push her theory all the 
way west to include California….) 

The philosophy of this agency is that an 
insurance agent should be your advocate, 
not someone on the other end of the phone 
who isn’t exactly “from around here.” 

“Trying to conduct business by going 
through a maze of recorded options 
to maybe end up with a live person is 
absolutely maddening. When I do business 
with a company, I want to look in the eyes 
of the other person to make sure we’re 
connecting. In my opinion, insurance is an 
industry where sitting across the desk from a 
person still holds value. I think it’s a mistake as a society 
when we take the human factor out of the equation,” she 
said. 

Susan Fuchs Allstate Insurance encourages folks to 
compare their current insurance rates, noting it’s a free 
service. She notes it’s also smart to get a second opinion 
on which coverages are best for your personal situation. 
She and her staff love to share their thoughts on how to 
get the most bang for your insurance buck. 

Some may not know that Allstate is actually the largest 
publicly held property and casualty insurance company 
in the US. And while Allstate continues to support the 
“brick and mortar” method of conducting business, their 
product lineup includes some of the latest and greatest 
ideas in the industry, including: the DriveWise app that 
saves up to 15 percent for safe driving, accident forgive-
ness that promises no surcharge because of a claim, and 

new car replacement in a total loss claim that replaces 
your vehicle with the same money it costs for the newest 
year, make and model of your current car. They also offer 
guaranteed renewal on auto policies beginning or renew-
ing on and after June 19, 2019. 

The folks at Susan Fuchs Allstate Insurance believe 
their job as your insurance professional is to protect your 
assets: your home, your car, your life and all the stuff in 
between. 

For example, did you know most of us with any 
measurable worth should own a personal umbrella policy, 
schedule our fine jewelry and guns separately, or own 
separate policies for our trailers, ATVs and golf carts? 

Susan invites you to “come on down” to their office 
for a warm smile, good conversation, and of course, a 
free quote or two!
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say “Fox”
- Susan Fuchs

 WEATHERFORD: 817 Santa Fe Dr.   (817) 596-0033

HUDSON OAKS: 3320 Fort Worth Hwy   (817) 594-2144

We love our customers and strive to 
make them feel at home when they 

walk into our office. 
We invite you to come visit with us

and see for yourself!
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Wally Wallace, Wallace Insurance Agency —
Meeting Their Expectations

Parker County Today: How long have you been in busi-
ness and what is your background? 
Wally Wallace: I first started my insurance career in 1979 
with Parker County Farm Bureau. My training has been 
with Farm Bureau, State Farm and an independent agency 
since 2003.
 
PCT: What do you hope to help your clients achieve with 
your advice?
WW: We are hopeful that everyone we come into contact 
with will feel confident that the coverages we have 
reviewed with them will meet their expectations, and 
can be assured that their assets and liability exposure are 
protected.
 
PCT: How has the insurance business changed in the past 
year and now post-pandemic?
WW: I feel the need for a store front office is still very 
important, but sometimes it’s more convenient to be 
able to take care of business over the phone. During the 
pandemic, a lot of businesses had employees working 
from home. This will be a business model for the future. 
We want to offer our policyholders face-to-face service, 
but, at the same time, we are happy to service them 
through voice call-in, Internet or a Zoom meeting.
 
PCT: What do you tell people when they say they have 
enough insurance?
WW: If we approach someone and their comment is 
“We are insurance-poor or we have enough insurance,” 
we then ask for the opportunity to review their cover-
ages with them and see if maybe they are over-insured or 
underinsured. We try not to sell on price, but as an inde-
pendent agency we have so many options to offer anyone 
for overall insurance protection.
 
PCT: We seem to have had more than our share, locally 
and statewide, of property damage and losses recently. 
How have the past couple of years impacted the insur-
ance industry?
WW: Well, we are in hail territory. Every spring and every 
fall it’s not a matter of “if hail is going to hit us…” It’s 
more a matter of “when and where” it’s going to hail on 
us. We know it’s coming! We just experienced the worst 
ice storm our area has ever seen — freezing pipes, loss 
of power leaving thousands of us without heat and elec-
tricity. Your property premiums are based on our Texas 
Territory loss history. We can most likely expect to see an 
increase in premiums in the years to come.
 
PCT: How does your advice change for people as they 
move through their lives? 

WW: Our lives go through cycles: early adult, college 
student, newly married, young parents, self-employed or 
working for someone else, first-time home buyer, youthful 
drivers, planning for retirement, retirement and life after 
retirement. All of these life changes create a change in 
your insurance protection. 

PCT: What do you think sets your company, or your firm, 
apart from others in the marketplace?
WW: As a local independent agency we can help you 
prepare for the life changes. We have been in this 
community for over 60 years. We aren’t going anywhere, 
and we represent “A” rated carriers that will also be 
around for a long time. We are an agency you can trust 
that will be here when you need us.
 
PCT: What is it about Parker County that makes you want 
to work here versus in other, larger markets?
WW: I really enjoy working in the community I was 
raised in. My wife, Bonnie, taught here for over 30 years. 
We raised our children here. I try to be active in the 
community through different service organizations like 
the Weatherford Chamber of Commerce, and I currently 
sit on the Weatherford ISD Board of Trustees. Our agency 
will be carried on by our children and they will be a 
part of the community. We love to help the people we 
have grown up with as well as new people to the area. I 
worked in the metroplex for 10 years and I am so happy 
to be here and call this HOME!
 
PCT: How do you explain insurance to younger people 
who may not have had anyone explain the need for it 
before?
WW: Insurance is a tool we use to protect our assets. By 
purchasing insurance, you make an agreement in which 
you pay an insurance company money, either in one 
payment or in regular payments. In return, if you have an 
auto accident or your home suffers a property loss, the 
insurance company pays for those losses you incur.
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123 N Main St.   |   Weatherford, TX   |   817-341-7766   |   wallaceins.net

Auto Insurance
Complete Insurance 
for cars, boats, ATV’s 
motorcycles, and more

Home Insurance
Protect your home 

and personal 
property

Business Insurance
Commercial insurance 
covers you and your 

business assets.

Farm & Ranch
Farm & Ranch 
Agribusiness 

insurance coverages

Surity Bonds
Bonds of all types 

for complete 
protection

3 Convenient Locations:
Weatherford  • Mineral Wells  •  Breckenridge
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Ryan Myers —
State Farm
Parker County Today: How long have you been in busi-
ness and what is your background?
Ryan Myers: I just celebrated my 19th year with State 
Farm in May. After I graduated from Texas Tech with a 
degree in finance, I went to work handling bodily injury 
claims for Liberty Mutual. It was a great job, but I wanted 
to get back into finance. So, a family friend talked me 
into opening an Edward Jones office and I did that for a 
few years before State Farm came calling. They hired me 
to go around and teach agents about financial manage-
ment and handling clients’ assets. After about 18 months, 
I was given the opportunity to become an agent. It has 
been a great career and I wouldn’t change a thing.
 
PCT: What do you hope to help your clients achieve with 
your advice?
RM: Well, I think that our mission statement says it 
perfectly. We want to help people manage the risks of 
everyday life, recover from the unexpected and realize 
their dreams. But it also goes much further than that, in 
my opinion. We like to really get to know our families 
and clients.
 
PCT: How has the insurance business changed in the past 
year and now post-pandemic?
RM: Well, we learned very quickly that we were able 
to operate remotely and still get the job done for our 
clients. During the pandemic, people weren’t driving as 
much, but we are seeing the number of drivers on the 
road going back to normal now and the claims are there 
to show it, too.
 
PCT: What do you tell people when they say they have 
enough insurance?
RM: Well, when you get down to it, you have insurance 
on everything. You either have it through an insurance 
company or you are self-insured. So as long as you are 
comfortable paying for it out of pocket when something 
happens, then that is a personal decision. I feel like most 
people think of their home and auto insurance as an 
annoying expense that they have to pay. But anyone that 
has had to use their insurance for a large claim will tell 
you otherwise.
 
PCT: We seem to have had more than our share, locally 
and statewide, of property damage and losses. How have 
the past couple of years impacted the insurance industry?
RM: I feel like we have been pretty fortunate in Texas. We 
have avoided mass wildfires, hurricanes and devastating 
hail or tornadoes for the most part. My oldest son is a 
catastrophe claims adjuster. He has dealt with a lot more 
over the past two years than we have had here in our 
great state. 

PCT: How does your advice change for people as they 
move through their lives?
RM: As we grow older our priorities change. We usually 
obtain more assets as we mature. Therefore, our need to 
protect those assets becomes more important. We just 
work with them on finding out what is most important, 
and then cater their coverages to their needs. 
 
PCT: What do you think sets your company, or your firm, 
apart from others in the marketplace?
RM: When we first started, Justen and I sat down to set 
our goals and the main one was to not be the Walmart of 
Parker County insurance. We decided we wanted to really 
get to know our clients and grow by adding their families 
and friends. We have shared a lot of good times and bad 
with our clients. We have been to a lot of weddings and a 
lot of funerals, but we have been through them together. 
 
PCT: What is it about Parker County that makes you want 
to work here versus in other, larger markets?
RM: Parker County is home. I was raised here and so 
were Justen and Mandy. This is just home for all of us, 
and where we want to be. We all wanted to raise our 
families here. 
 
PCT: How do you explain insurance to younger people 
who may not have had anyone explain the need for it 
before?
RM: It’s not just young people. There are many people 
that have never had auto insurance explained to them 
before. One of the first questions we ask all of our clients 
is if they know what the three numbers on their policy 
mean. The majority of the people answer no or not real-
ly. Most people aren’t aware of what the numbers mean, 
and if they don’t have adequate limits, then they could be 
putting their own assets at risk.
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2412 Fort Worth Hwy   |   Weatherford, TX   |   817-599-8080

Auto    Home    Property    Business    Life    Health

 Our mission is to help 
people manage the risks 
of everyday life,  recover 
from the unexpected and 
realize their dreams.

-Ryan Myers




