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Reprinted from a 2004 issue of Rough Notes magazine

By Dennis H. Pillsbury

~1 1961, Bernard (Bud)
/" || Brown entered into
' business with a family

friend, George Hoffman,
a Well -respected, honorable man who
did a little bit of everything, including
real estate, life insurance,
property/casualty insurance and
various other services needed by the
community. Bud focused on insurance
and Hoffman Brown Company,
Sherman Oaks, California, was born.
George, who was in his mid-60s,
retired a few years later, leaving Bud
as the sole owner of the business.

Bud decided on a bold
experiment that was grounded in his
philosophy to “do the right thing
every day and success will follow.”
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| convinced that

| community involvement and doing
well in business are intertwined.”

—Steve Brown
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Philosophy leads to success for this
Sherman Oaks, California, agency

With that basic tenet as his
starting point, Bud—and later his
son, Steve—built an agency that
removed as many of the obstacles to
achieving that goal as possible.

The result was a very different
model than exists at many agencies.
Everyone was salaried. Steve, who is
the current president, explains: “My
father and I both felt that our
mission as an agency was to protect
the financial well-being of the client.
To accomplish this goal, we needed to
provide the client with only the
coverage he or she required. Salaried
people-sellronly what is needed.
There is no incentive to do otherwise.
Of course, a vibrant business has to
have sales, but our
dream was to
give such







