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What Is a Third Party!?
. , Provide goods and services
for your own use
Any company or . , Perform outsourced
individual with which or functions on your behalf

whom you have entered
into a business
relationship to:

@ Provide access to markets, products
_—) ° ° and other types of services
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Benefits of Third-Party Relationships

, Operational
Subject-matter :
) efficiency
expertise
Scalability

Enhanced products

and services
Market access /

distribution
Lower costs / -
: Competitive
increase revenues
advantage
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Examples of Nonprofit Third Parties

* Software manufacturers such as membership, * Subrecipients

donors, grants, accounting, learning . Subcontractors

* Software hostin ,
8 * Consultants and independent contractors

* Credit card processing * HR and payroll companies

* Printing and publications :
& P * IT hardware, services and support

* Fulfillment and mail houses . Accountants and auditors

* Meeting / event-related vendors
* Lawyers

* Fundraisers * Agents and brokers

* Temporary agencies
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: Maost erganizations are at the early stages of
Don't know how man

"? : 3 - - cannot produce a third party risk management maturity:
@ 6% third parties they haveyl pary " !

complete report of all ,
g 5 i report their programs are in
ity Do not have a single 72% of their third parties 67% the denlop-il}ng.gd efined. or the

D O O u I(n OW w 75% inventory of all their third quickly and easily S Sk o ity
¥ parties
y cannot produce a complete 289% ;fﬂ’::::;:::: programs

Had not conducted initial 73% report of all of their third

[ ) : ‘ .
O u r th I rd 73% due diligence on all their parties with cyber-risk 5% l:!l:;:i‘.t; itlh;ttheu programs are
exposure quickly and easily P

third parties

Don't conduct ongoing due The 5 greatest challenges for third

are not managing party risk management programs in

[ ]
P a r’tl e S 7 83% diligence on all their third
) .
parties L7 | for concentration risk in the 12 months ahead are:
Around one third report they their programs - .
don't have enough funding for ' Delivering best practice
the people, tools and continuous do not require third parties to

improvements for their programs 20% identify fourth parties 9 Resourcing
to be successful

do not have controls in place for ;_9 Scale, speed, and change
1 7% how third parties manage

The global salary range for third fourth parties | Q Regulators and regulations

@ party risk professionals was

significant, ranging from $33,745 do not perform due diligence on Enterprise buv-in
& to $725,000 46% critical fourth parties G P 4

Source:
Aravo, Key Findings from Global Third Party Risk Benchmarking Survey, 2018
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You May Have More Third Parties Than You Realize

|46% more

third parties
that estimated

150

Initial
Estimate

370

Final
Actual
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What Is Third-Party Risk?

Third-Party Risk

The potential exposure to problems, harm or loss

Third-Party Risk Management

The process whereby an organization monitors and

that arise from relying on outside parties to perform manages interactions with all external parties with

services or activities on your behalf.

which it has a relationship. This may include both
contractual and non-contractual parties.

CONTROL
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When Are Third Parties Risky?
All of the Time!

Contract / Rebid /

Procurement Contracting Onboarding : :
service delivery renewals

Offboarding
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6 Types of Risks You Need to Manage

Operational

Risk of disruption to operations
due to the failure in a vendor’s
processes, people or systems.

Strategic

Risk arising from your inability

Reputational

Risk of your organization 9
receiving negative public to implement strategies or
opinion due to problems strategic initiatives due to

with, or failure of, a vendor. vendor advice/failure.

Data Information Security

Risk related to the exposure of
non-public information (yours and
your members, customers,
clients’) information due to
breach or other fault of a vendor.

Transactional Compliance

Risk of financial loss or
damage to credit due to violation of laws, policies, or
your inability to deliver regulations due to
important services, or something the vendor
transact business, due to does (or doesn’t do).
problems created by a

vendor or even fraud.

Risk related to your

Middlemiss
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Poll #1. Risk you are most concerned with
(or we can rank them)
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® Reputational Risk
m Strategic Risk

® Operational Risk
B Transactional Risk
®m Compliance Risk

" Information Security Risk
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5 Top Influencers
Driving Third-
Party Risk
Management
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#1. Relationships Are More Complex & Intertwined

"There's a secular movement that's
happening... more to an annuity relationship
as well as a subscription relationship. These
are the long-term relationships we want to

have with all customers.”

- Satya Nadella
CEO, Microsoft

14



#2. Third Parties Have Lots of Data

gggd[sParty Data Security Breach Affects Approximately
Third-Party Data Breaches Rise To 61 clawaredris

Insurance Commissioner | News | Date Posted: Monday, January 28, 2019

PctIn US

et sgacte it s i
Security: Third-Party Suppliers Major Source of Business Ven_dor Sl Causes major
Bata Brosichios patient record leak at New York
Home » Security » Security: Third-Party Suppliers Major Source of Business Data Breaches h OS p Ita I

By Dick Weisinger
Third party vendors and suppliers are the source of more than 60 percent of data breaches according to a survey by Cause of Bronx-Lebanon Ho Sp ital Center breach tied to
Comemion stitte ol Opms. misconfigured rsync backup that was managed by iHealth

The survey by Ponemon found that the number of third-party incidents is Innovations.
employers have fewer full-time employees. The number of third-party ve 1 6 Breach at GOOdWI" VEI'IdOI' Lasted 18 Months

is growing. The number of third-party suppliers increased by 25 percent
C&K Systems Inec., a third-party payment vendor blamed for a credit and debit = S e
card breach at more than 330 Goodwill locations nationwide, disclosed this week that the By BI Il Siwicki | May 09, 2017 | 12:42 PM

intrusion lasted more than 18 months and has impacted at least two other organizations.

On July 21, 2014, this site broke the news
that multiple banks were reporting
indications that Goodwill Industries had
suffered an apparent breach that led to the
theft of customer credit and debit card data.
Goodwill later confirmed that the breach impacted a portion of its stores, but blamed the
incident on an unnamed “third-party vendor.”
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Data Breach Laws

in States, Territories, and the U.S. Capital

Stricter laws Less strict laws

Alabama Texas Michigan 8 Colorado North Dakota E Kansas

California Utah Montana El Delaware Oklahoma Massachusetts
lllinois Alaska Nevada M Hawaii Rhode Island Pennsylvania

New Jersey Connecticut New Hampshire &8 Idaho Tennessee Wisconsin

New York Florida New Mexico L lowa Washington Wyoming

Ohio Indiana Vermont x5 Minnesota Guam Washington, D.C.
Oregon Louisiana Virginia F Missouri Puerto Rico n U.S. Virgin Islands
South Carolina Maine West Virginia 8 Nebraska ' Arkansas Kentucky

South Dakota Maryland Arizona 8 North Carolina Georgia Mississippi

Source:
Digital Guardian, 2018

| Lewis
V : Baach
Y VendorCentric | Kaufmann AHT

Middlemiss

PLLC




#3.Third-Party Regulations Are Increasing

"'-c_ [
Security © 3 CALIF®RNIA
StandardS COU”C” -(:i CONSUMER PRIVACY ACT
GDPR HIPAA

EL Genaral Data Protection Regulation

g NEW YORK STATE

_ ¥ DEPARTMENT ./

( Office of the !, FINANCIAL SERVICES
Comptroller of the Currency ; A

U.S. Department of the Treasury -

‘"3‘

SOUTH CAROLINA

DEPARTMENT &/ INSURANCE

Ly
BMichigan.gov
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Two Examples of State Proposals That
Would Affect Third-Party Risk Management

Virginia y

North
Carolina

Proposals

Relevancy to Third Party

Management

A bill proposes new requirements for
businesses to "take all reasonable steps to
dispose of, or arrange for the disposal of,
consumer records.”

e Contractual clauses regarding data
retention/destruction.

* May need to have third parties attest
to destruction after the fact.

Proposal that ransomware attacks would
be considered a security breach,and a
breached entity would need to notify the
state attorney general's office within 30
days.

e Contractual provisions requiring
breach notification.

~ | Lewis
Baach
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#4. Increased Scrutiny by Auditors

|0 Things Keeping Nonprofit Auditors up at Night

+

Changes to operations or strategy
Organizational culture

New technology

Cybersecurity

Compliance with funder requirements
Financial controls

Reliance on third parties
Procurement procedures

Transportation and distribution

= 0 © N O U KX WL D -

o

Fraud and corruption

Source:
The NonProfit Times, October 2018
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#5. Risk Management Is Growing in Adoption

Figure 2. ERM’s Steady Rise

80%
70%
60%
50%
40%
30%
20% //_—-—"
10%

0%

2009 20Mm 2013 2017

mmmm  Partially Integrated ERM Program

wems  Fully Integrated ERM Program

Source:
Risk & Insurance Management Society, 2018
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Poll #2. Who Owns Third-Party Risk?

\\.? Vendor Centric
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» Executive office
m Risk

® Compliance

® Operations

® Finance

“ No one
B Other
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|2 Best Practices p @@@
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with Your Third K
Parties
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|2 Best Practices for Managing Risk with Third Parties

Before the Contract Signing After the Contract Signhing

|. Stop sleeping on your RFP 8. Assign a contract manager

2. Share terms and conditions up front 9. Standardize onboarding

3. Understand your risk exposure ' 0. Employ risk-based oversight and

4. Conduct risk-based due diligence continuous monitoring

5. Establish cyber security standards 'I. Have a formal offboarding process

6. Include SLAs in your contract '2. Maintain continuous visibility into all of
your third parties and contracts

/. Evaluate insurance requirements
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#1. Stop Sleeping on Your RFP

Why It’s Important

* Ensures clarity of expectations

Request For Proposal

* Improves accuracy and completeness of vendor
proposals and statements of work

* Teases out issues early on

* Makes it easier to evaluate vendors and
solutions

| Middlemiss

PLLC
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Components of a Solid RFP

Executive overview — frames purpose and
objectives

Company background — provides context
about your organization

Functional, technical and business requirements —
details everything that the solution needs to do

Pricing information — defines all components
preferred methodology

Lewis

Middlemiss

Deliverables and timelines — what you
expect to be produced and by when

Responsibilities of both parties — what
resources you will provide and what you
expect of them

Evaluation process and key factors —

how you’ll evaluate proposals and what
factors are most important to you

Guidelines for proposal submission — makes it
easier to compare apples-to-apples

AHT

INSURANCE
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#2. Share Your Terms and Conditions up Front

Why It’s Important

* Allows you to communicate your desired
terms and conditions early on so you can
identify any potential deal breakers before you
get too far down the road

* Gives you leverage in the contract negotiation
process

* Speeds up the contracting process when/if you
get there

Middlemiss

PLLC
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Key Terms and Conditions to Define

Table 2: Top ten most negotiated terms 2018

¢ Term and termination » I
1 Limitation of Liability - 1 1 1 1 1 1 1 1
* Fees and expenses e TR
. . . A, T - 32 3 3 33 3 4

* Intellectual property ownership and licensing Fibe dpgm
4 Termination 9 4 8 11 7 6 7 1N
+ Confidentiality, conflicts of interest, non-competition, non-solicitation of i o M5 6568 8 9
your employees 6 Warranty 7 8 7 4 4 4 4 3

7 Performance/
. . Guaran!e;s:f 8 7 9 12 10 11 13 14

* What is each party responsible to do under the contract? Undwiskngs
8 Payment 5 9 16 7 18 - 15 15
* Authority (including limits thereon) to act on your behalf? ¥ Sonmromenscaty J|® 7 1 8 5 & 10 7
10 Liquidated Damages 13 6 20 14 13 12 5 5

* How can the vendor describe its relationship with you?
Table 3: Top ten most important terms 2018

* Indemnification and limitation of liability [ 1. Scope and Goals/Spectfication |

2. Responsibilities of the Parties
* Insurance requirements LT

5. Service Levels
6. Performance/Guarantees/Undertakings

* Post-termination/expiration obligations and restrictions AT

8. Payment
9. Da Protection/Security/Cybersecurity
* Dispute resolution 10. Ghange Management

* Others — each contract needs to be tailored to each matter/transaction Source:

International Association of Contract & Commercial Management
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#3. Understand Your Risk Exposure

Why It’s Important

* Creates clarity on where to focus your due
diligence

* Drives level of post-contract oversight

| Lewis
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/ Risk-Related Questions You Should be Asking

Will the third party:

|. Be providing mission critical software or services!?

Store, process or otherwise have access to non-public information?
Have direct access to our systems?

Be interacting directly with members/donors/customers?

Have unsupervised access to your physical premises?

Use downstream vendors (4th parties) to deliver their goods or services?

N o U1~ W N

Create a severe financial impact (contract costs, lost revenue, people time) if
something went wrong?

INSURANCE
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#4. Conduct Risk-Based Due Diligence

Why It’s Important

DUE DILIGENCE

* ldentifies size and scope of risk exposure

* Verifies controls are in place to mitigate your big
risks and identifying the size of the risk

* ldentifies issues requiring remediation, contract
language, or compensating controls

* Prevents contracting with high-risk third parties

| Lewis
® . ' | Baach
\V/Vendor Centric | Kaufmann AHT

Middlemiss

PLLC



Types of Due Diligence

Corporate Health IT and Information Security
* Financials and credit * Access
e Bankruptcy Protection
* Litigation Storage

Destruction

@V“

Negatlve news

-0

General Screening Employment Practices Operations Management
* Business registration * Background screening *  Quality systems
* Licensing * Code of conduct / conflicts * Internal controls
* Insurance e Training » Core software platforms
* Sanctions * Offboarding * Downstream vendors (4% parties)

* Politically exposed persons
* Potential conflicts

Lewis

Middlemiss

PLLC
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#5. Establish Cybersecurity Standards

Why It’s Important

* Provides a basis from which you can evaluate
third parties

* Aligns third parties with your own data
protection standards

Only 52% of companies have security standards for third-parties.
ICK TO TWEET '

Source:
PWC, Global State of Information Security Survey, 2018

\.’/ Vendor Centric aufmany AHT
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Sample Cyber Security Requirements for Third Parties

* Written information security program (WVISP)
* Code of Conduct

* Security awareness training

* Firewalls

* Anti-virus protection Example of a Written Standard

* Multi-factor authentication “Third parties must have a process to ensure
* Data encryption when transmitting NP! Lubcontrattors sndior temporary workers)

with access to [organization’s] nonpublic data
are bound by non-disclosure agreements
and/or code of conduct agreements.”

* Decommissioning and destruction policy

| Lewis
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#6. Include Service-Level Agreements in Your Contracts

SAAS Agreement; service credit... Heavy Pro-... | Software a... | Obligation...
i Why It’s Important

IY Copy to Clipboard | # Share Example
1. Service Levels

* Creates clarity on service level expectations
1.1. Applicable Levels. [PARTY A] shall provide the Service to [PARTY B] with a System
Availability of at least [98]% during each calendar month. . . .
_ * Establishes quantifiable measures for service
1.2. System Maintenance. [PARTY A] may .
(a) take the Service offline for scheduled maintenances that it provides [PARTY B] the del Ive r)’
schedule for in writing (though this scheduled maintenance time will not count as System
Availabilty), and * Allows for inclusion of credits and refunds

(b) change its schedule of maintenances on [one] month written notice to [PARTY B].

1.3. Service Credits Can support compliance with regulations

(a) Eligibility for Service Credits. Subject to paragraph [NOTICE REQUIRED] directly
below, for each full percentage point that the availability of the Services does not meet the
System Availability percent, [PARTY A] shall provide one additional days' service to
[PARTY B] (each additional day a "Service Credit"), up to a maximum of [10] Service
Credits, to be added to the end of the Term and at no additional charge to [PARTY B].

(b) Notice Required. If [PARTY B] does not give [PARTY A] written notice that it is eligible

far Sarvira Cradite within I3N1 Riicinaca Nawve' aftar the and nf a mnnth it i alinihle tn
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#/. Evaluate Insurance Requirements

Why It’s Important

B. The Buyer and Owner, along with their respective officers,
agents and employees, shall be named as additional insureds

for Ongoing Operations and Products / Completed Operations * Contractual Transfer (| ndemnifi cation) is key to
on the Subcontractor’s and any Sub-Subcontractor’s Commercial

General Liability Policy. The Subcontractor shall continue to 1 1 1 1

carry Completed Operations Liability Insurance for at least three WhO Pa’ys fO r negl Igence Ina Clal m scenario

(3) years after either ninety (90) days following Substantial
Completion of the Work or final payment to the Subcontractor, ° Are )’OU r Ilm |tS SUfﬁCiGﬂt’

whichever is later. . .

D. COMMERCIAL GENERAL LIABILITY & UMBRELLA O Have you priced increased limits and written
LIABILITY: In addition to the primary limits listed in A, B and C

above, Subcontractor shall maintain an umbrella liability policy in H ?

the amount of Four Million Dollars ($4,000,000.00) Per Location. them Into the cost Of the contract:

With respect to the policies providing coverage under subsets B, C . .

and D above, Buyer (and the fee owner of each property together ° There are t)'PlcaI ContraCt terms In RFPS that are
with any and all mortgagees or other parties having privity of . . . .

interest of the fee owner) shall be named as an Additional Insured not advisable on certain POI ICIEeS

on a primary and non-contributing basis; and for all of the policies

listed above (under subsets A, B, C and D), above, there shall 0] Add |t| o nal I nsu I,.ed

contain a waiver of subrogation in Buyer's favor. All companies
providing Subcontractor’s insurance shall have and maintain a

minimum AM Best rating of A- or better. (@) Waiver Of SUbrogation

O Primary Non-Contributory

Middlemiss

PLLC
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WHICH VENDOR MANAGEMENT CONTROLS HAVE YOU IMPLEMENTED TO MANAGE CYBER SUPPLY CHAIN RISKS?
(Please select all that apply)

Cyber insurance requirements are included in
appropriate RFPs and contracts

Security requirements are included in every RFP and
contract

Review of vendor financial condition

Review of vendor business continuity plans

Review of vendor incident response plans

Cyber supply chain risks have NOT affected our
vendor management controls

Other (please specify)

0% 10% 20% 30% 40% 50% 60% 70% 80%

B Large companies (>$1bn revenue) ®m Middle market companies (<$1bn revenue)

Source:
Zurich, Information Security and Cyber Risk Management Survey, 2018
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Project Matrix Insurance Risk Transfer

Statutory Contractual Business
Purposes
Workers’ Compensation General Liability and Third-Party
/ USL&H / DBA Excess Liability Employment Practices
Liability

Automobile Liability

Property Exposures

Environmental Liability

ERISA Compliance

Errors & Omissions
Liability

Intellectual Property

State Laws, i.e.
(NY Disability)

Third-Party Crime

Business Interruption /
Time Element

\V Vendor Centric
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Common Contract Terms

*  When [client] agrees per
contractual requirement to
add a third party as an insured
under a policy, but does not
give full policy grants

When [client] agrees to waive the
right (for both [client] and its
insurer) to subrogate against
another in the event of a loss

When agreed to, [client] would
agree to respond as “primary” to

* Frequently requested on
] 7 Ted a claim of negligence and not

General Liability

e Frequently requested on General request another party to
 Not applicable to all policies Liability and Workers contribute
Compensation * Should be stricken whenever
e Not applicable to all policies; possible
different implications depending e Only available on liability-type
on scope of work, contract, policies
agreement

| Lewis
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#8. Assign a Contract Manager

Why It’s Important

&
L |
L
L]

* Establishes accountability for oversight and
results

—- [

* Ensures that your organization’s contract
protocols are followed consistently

* Creates a staff person with above-average
knowledge of the contracting process

- | Lewis
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#9. Standardize Onboarding

Why It’s Important @ @

Aligns stakeholders

Supports policy compliance /\(
Creates basis for a more successful
relationship

40



Key Onboarding Activities

i

Evaluate need for
contingency

|dentify oversight

: activities and planning
Review contract ,
, assign
requirements and 0
, responsibilities
align stakeholders

Establish system
access and data
security

Create and
centralize vendor
and contract
profiles

Assign contract
manager

| Lewis
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#10. Employ Risk-Based Oversight and Monitoring

Why It’s Important

* Establishes a baseline for general oversight
and monitoring

 Aligns resources with the riskiest third parties

* Increases compliance with contractual terms
and conditions

| Lewis
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Oversight Activities Should Expand with Risk

* Basic Oversight
O Ensuring goods and/or deliverables conform to agreement with vendor
O Ensuring invoices are complete, accurate and reconciled to purchase order or contract

O Ensuring timely payment of vendor according to payment terms

* Expanded Oversight
O Monitoring contract auto-renewal and expiration dates
O Monitoring compliance with service level agreements
O Conducting surveys of internal stakeholder (and perhaps the vendor)
O Facilitating business reviews and issue remediation meetings
O Onsite visits and control testing

O Developing contingency plans

Middlemiss
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#1 1. Have a Formal Offboarding Process

Why It’s Important

* Validates all contractual obligations are
completed

* Ensures data is properly returned
and/or destroyed

* Allows for effective knowledge
capture and transition

Lewis
. Baach
Vendor Centric Kaufmann AHT
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#12. Maintain Continuous Visibility into All of

® 08 v Comracts - Dersite

Your Third

« C | @ Secure | hitps.//demo.vendorrisk.com;contracts/ smarins
Contracts - Search Recent searches Gavin Mac Carthy ~
Dashboard Contracts Back to contracts »
Calendar
Reports . o y
Status updates View Details Jumpto~ | | Options~
Task list
Document requests Vendor Information
MODULES
Vendors Vendor:  Cisco
- Contacts Vendor#: 1105  (auto-generated in the system)
- Due diligence reviews Vendor status: ~ Active
- On-site reviews Owner:  Brad Goldstein
Contracts Department:  Business Development
Services Brief description:  Cisco is the worldwide leader in networking that transforms how people connect, communicate and collaborate.
Software Primary vendor contact:  Carol Bartholemew 2 gavin@skeey.com % 555-622-1212
Hardware Bob S [=] com . 555-968-8448
oTHER .
Document library Contract Information
SAM database
Name: MARTT men
OFAG database Contra t:' ;n Te;mrseﬂ:;ﬂ th
Site administration ontract % Auta-gen in the system)
Heip Owner:  Gavin Mac Carthy
Department:  Business Development
Status:  Active
Type:  Contract
Brief description:  Resolve Network Issues Faster Maintain Network and IT Infrastructure Coverage Reduce downtime with fast, expert
technical support, flexible hardware coverage, and smart, proactive device di s with Service. Your
IT staff has anytime access to Cisco engineers in the Technical Assistance Center (TAC) and an extensive range of
resources, tools and training.
Sub-contracts:  SMARTnet Support 2014 Active
SOW for Smartnet Active
Contract signers:  Jim Smith, SVP Technology; Darren Klang, CIO
Legal review: No

Emalls sent internally:

Contract Dates

Original contract date:
Start date:
Termination date:
Notice requirement:
Notification date:

\7,

Mar 01, 2013 — New comment posted - SMARTnet Agreement

Jan 24, 2009

Jan 27, 2009

Nov 30, 2016

30 days

Oct 31, 2016

This date is automatically calculated based on the termination date and the notice requirement.

Vendor Centric

Parties and Contracts

Why It’s Important

* It’s the only way you will know who
you’re working with, what your exposure
is, and whether all contractual and
compliance requirements are being met

Kaufmann
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Poll #3. How do you currently track information on
your vendors and contracts! (Check all that apply)

m Contract management system
® Vendor management system
® Risk management system

® Accounts payable system

W Spreadsheets

" | don’t know

B Other

- | Lewis
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Section 4:

Closing Thoughts
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@ 6% Don't know how many .
o third parties they have 7 2 % complete report of a
whibilih Do not have a single . of their third parti

v 75% inventory of all their third
¥

parties

cannot produce a

quickly and easily

cannot produce a complete

Had not conducted initial 73% report of all of their third

73% due diligence on all their
third parties

Don't conduct ongoing due
83% diligence on all their third

parties with cyber-risk
exposure quickly and easily

are not managing

il 2L || for concentration risk in

Around one third report they
don't have enocugh funding for
the people, tools and continuous
improvements for their programs 20%
to be successful

The global salary range for third
party risk professionals was
significant, ranging from $33,745

to $725,000 46%

their programs

do not require third parties to
identify fourth parties

do not have controls in place for
how third parties manage
fourth parties

do not perform due diligence on
critical fourth parties

Most organizations are at the early stages of
third party risk management maturity:

67%

28%
%

The B

party ri

report their programs are in
the developing, defined, or the
initial stages of maturity

report that their programs
are established

report that their pragrams are
optimized

greate allenges for third
sk management programs in

the 12 months ahead are:

Q900

Delivering best practice
Resourcing

Scale, speed, and change
Regulators and regulations

Enterprise buy-in

Source: Third Party Rk A jowney Towards Moturity: Resuits of the 2018 ‘Toking the Pulse of Third Party Risk Monagement’ Survey

httpeitinfio.aravo.comicefpro-third-partysesk-survey
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Contact Information

Tom Rogers, CPA Jeff Tenenbaum, Esq.
Vendor Cen;ric Lewis Baach Kaufmann
Middlemiss PLLC

Renee Stock
AHT Insurance

P¥Y trogers@vendorcentric.com

4 ,
3 www.vendorcentric.com @

U rstock@ahtins.com
M jeff.tenenbaum@]lbkmlaw.com @

www.ahtins.com

http://www.Ibkmlaw.com/

9841 Washingtonian Blvd #200,

20 South King Street
Gaithersburg, MD 20878

Leesburg,VA 20175

E 101 New York Avenue, NW, #1000
Washington, DC 20005

Lewis

:
Y Vendor Centric Kagtmann AH

Middlemiss
PLLC

Ry
‘. 301-943-8624 ‘. 202-659-6749 \. 703.737.2258
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