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WE WANT TO BE MORE
THAN JUST A CARRIER.
WE WANT TO BE
YOUR PARTNER.

W

ALLIED TRUST

LET'S TALK

EDDIE STORY | LOUISIANA TERRITORY MANAGER

CELL | 504.430.0050
EMAIL | ESTORY@ALLIEDTRUSTINS.COM

We're a proud Diamond sponsor of PIA because we love our agents

www.piaoflouisiana.com
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Ryan Daul,
Gretna

President, PIA of Louisiana

Well...as usual, | have been duped.

When | read the list of duties as the PIA President,
| thought it said, “President’s monthly Massage”
which sounded really good, but apparently, it's
“President’s monthly Message”, which is a lot less
enticing.

| just wanted you all to know that I'm as upset about
this article as you are. You want good information
from a reliable source and | want a massage. It
doesn’t seem like either of us are going to get what
we want. But the positive for you is that you can stop
reading this whenever you like.

If you are continuing to read, thank you. I'll try to
throw some nuggets of information that you can
hopefully use in your daily life. Here's a big one just
to keep you interested:

The answer to, “Would you like a breath mint?”
should always be “yes”.

The sharing of information is one of my favorite parts
about our association. Followed closely by, commis-
erating with people that understand the frustrations
of being in this industry and in this state.

Let’s run through the list of things that we all already
know and feel on a daily basis:

1. Louisiana has one of the highest auto rates in the
country (definitely the highest per capita income).

2. NFIP's Risk Rating 2.0 is starting to do its damage
in our state. 18% a year for primary residential, 25%
a year for all other.

3.Property insurance rate increases — especially
Wind and Named Storm coverage for Homeowners

and Commercial property. The latest Citizens in-
creases are:

a. Commercial Lines — 72.4% increase

b. Personal Lines —63% increase requested, at the
time of this publication, but we will see what is ap-
proved by the Commissioner.

It's going to be difficult for people to live along the
coast in Louisiana if we can't fix the items listed
above.

Surprisingly, | think Risk Rating 2.0 is the easiest to
fix. Agents have been saying it for years, “require
everyone with a federally backed mortgage to pur-
chase flood insurance.” The purpose of insurance
is to protect the asset. | think FEMA's mantra is
“anywhere it can rain, it can flood”. That means the
zones don't mean anything. Lenders should treat the
risk of flood insurance similar to the risk of fire or
wind. | don't see perils of hail, wind, lightning, fire
being waived by lenders based on a 10-year-old map
that has proven to incorrect many times over.

Auto rates aren’t getting the same attention that
they received in the last few years, due to the prop-
erty difficulties that we're seeing, but the initial tort
reform items that became effective in January of
2021 need time to work and will likely need some
legislative tweaks over time.

Property Insurance. This is certainly the most dif-
ficult currently. I'm not sure if anything except for
time and failing memories corrects this one. If this
property market follows a similar trend that occurred
after Katrina, then we will likely see some decrease
in rate in 2024 but we won't get back to 2019 rates
anytime soon.

Continued on Page 10

www.piaoflouisiana.com
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COMMISSIONERS

COLUMN

The month of September is Life Insurance
Awareness  Month  and  National
Preparedness Month, so now is the perfect
time to spotlight two issues that can have
an impact on your policyholders and their
future. As we transition from summer to
fall and winter, the Louisiana Department
of Insurance (LDI) is here to offer guidance
as you work to help families navigate the
crucial world of insurance and understand
the importance of long-term planning.

| want to focus on an insurance product
that is often overlooked but can provide
peace of mind for many. According to the
American Council of Life Insurers, the life
insurance industry protects 90 million
American families and pays out over $2
billion in benefits every day.

The LDlis consistently working to streamline
its processes and maintain a fair and stable
marketplace. During the 2022 Legislative
Session, the LDI worked to pass Act 114,
which is based on National Association of
Insurance Commissioners (NAIC) Model Law
565 and adds discretionary groups to the list
of permissible groups for life insurance. It
allows the authorization of a life insurance

group upon finding that the group is (1) not
contrary to the public interest, (2) the group
would result in greater efficiency, and (3)
the group would provide reasonably priced
benefits. Louisiana now joins 45 other
states that permit discretionary groups for
life insurance.

As a regulator, | believe it's our duty to
work with agents to educate consumers
and ease the confusion surrounding this
type of insurance. We must encourage
families to carefully evaluate their needs
and reach out to an insurance professional
for further guidance. This insurance product
is a lifeline for many, and it's important to
tailor advice to each consumer’s unique
situation.

September is also National Preparedness
Month. | urge you to remind your
policyholders about the importance of
having an emergency plan. When | travel
across the state, | always remind residents
to make insurance an important part of
the planning process. The 2022 Atlantic
Hurricane Season is far from over, and
encouraging consumers to have the
right policies to protect their homes and

Commissioner of Insurance
Louisiana Department of
Insurnace

public@Idi.state.la.us

businesses is the key to a faster recovery.

The LDI has many resources available that
can help consumers get on the right track
when evaluating their insurance needs.
Our insurance checkup tool, for example,
provides a summary of insurance products
that may fit an individual consumer based
on that consumer’s lifestyle and habits.

Let's work together and commit to helping
Louisiana  residents make informed
decisions in their insurance-purchasing
decisions. | look forward to working
with Louisiana agents as we continue
strengthening our insurance market. Bk

W

WHO

to buy it for?

WHY

WHO?
WHY?
WHEN?

for Life Insurance

buy life insurance?

WHEN

to buy?

= Your family

e Securing your business

» Your own peace of mind

e Aging parents or siblings
with special needs

e Supporting a favourite charity

® Pay off debts such as
mortgage or student loans financiz
e Cover funeral expenses
e Cover estate taxes
e Replace income
if a spouse dies

e \When anyone depends

ially on you

e Around major life milestone,
such as getting married,
having kids, buying a house

e Remember, the younger

you are, the better the rates

6
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Membership Benefits that
Maximize Your Agency Revenue

Through your PIA membership and the PIA’s premium finance program with AFCO, not
only do you have access to competitive rates and pre-approved loans up to

$100,000 but you may also benefit from a revenue-sharing opportunity that positively
impacts your bottom line while providing PIA with a direct economic benefit that helps
keep your membership dues to a minimum. All this with little to no additional time or
monetary investment on your part!

We want to hear from ALL of you,

especially if your agency isn’t earning

at least 1% of the amount financed.

Contact us for a portfolio evaluation and to

discuss your revenue opportunity, ASAP!

For more information, AFCO, please visit: https://www.afco.com/

For more information about your
PIA Premium Finance Member Benefits,
please contact me. | will be happy to help!

Contact:
Allison Salter
Assistant Vice President

504-875-8655 | awsalter@afco.com | afco.com

©2020 AFCO Credit Corporation
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As I'm preparing for this issue, we are right
at the peak of Hurricane Season and lan is
heading into the Gulf. It sounds like it will
go west of us, but we're still watching it
very closely. | remember right before Hur-
ricanes Katrina and Rita, we held disaster
planning classes in two locations, and of
all places one was held in New Orleans
and the other in Lake Charles. So, | almost
hesitate now in writing about this topic, but
better safe than sorry, | guess.

Also, this topic is not just for disaster plan-
ning in the traditional sense but rather
planning and being prepared for anything.
PIA has some great resources available to
members and | want to make sure you're
aware of them.

Prepare For Any Crisis With Ready For
Everything

Can a crisis make your agency stronger?
The answer is yes according to many who
— during the Coronavirus — have found
opportunities to connect with customers in
new ways, stress test work-at-home capa-
bilities, and build greater teamwaork.

Insurance agencies are well-versed in all
types of crises, regularly steering clients
through the claims process after floods,
fires, and storms to name a few. This pan-
demic is different in many ways, and simi-
lar in some. Good planning, flexibility, and
work-from-anywhere technology are key
to surviving — and thriving — during any
crisis.

What Is Ready For Everything?

When a crisis hits, it's the planning and
preparation that really counts. Ready For
Everything is a crisis information hub

8

PASSING IT ON!

By Jody M. Boudreaux, CAE, CIC, CISR

brought to you by The PIA Partnership. The
Ready For Everything toolkit gives agents
resources on planning, remote working,
and employee and customer communica-
tions. We've curated and organized a host
of industry articles, videos, and podcasts,
and provided key takeaways in an effort to
make it as easy as possible for insurance
agencies to be more prepared — when the
next crisis hits.

Crisis Planning

Creating a plan in advance can help lessen
the impact and speed up the path to re-
covery.Ready For Everything provides best
practices for creating a plan, avenues for
financial assistance, and technologies that
can help.

According to PropertyCasualty360, agen-
cies should begin creating crisis plans now
to accelerate recovery and growth. In or-
der to have a successful plan, leadership
should start with an immediate response to
employees and customers to set expecta-
tions moving forward. When the crisis has
prolonged for over 30 to 60 days, it's impor-
tant for agencies to have a temporary plan.
For long-term planning, agencies should
look ahead to prepare new marketing strat-
egies to build company revenue.

Continued On Page 10

“Like all PIA Partnership programs,
Ready For Everything was developed
by volunteers from PIA working with
our company partners to find ways to
help agents.”

PIA National Immediate Past President
Wayne F. White, CPA, CPIA, PFMM, of
Little Rock, Arkansas

stark reminder to insurance agents
that crisis planning must include

onal natural ¢
such as a fire, flood or

trad

- 2020 PIA Partnership
Chair Ryan Dawson of The Hanover

www.piaoflouisiana.com
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Find out more details
on aavertising in

The Agent's Voice

by calling the PIA office
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Presidents Message continued from
page 4

It took about 12 years with no real storms
for rates to come down close to where they
were before Katrina. Some deductibles
even started to come down around the
10-to-12-year mark. Some 1% deductibles
dropped to flat deductibles, 5% became
2%, but for the most part, named storm de-
ductibles were still higher than they were
pre-Katrina.

The constant that all three of the above
problems have in common is the lack of
competition. We have very few auto mar-
kets, very few property markets and basi-
cally one flood carrier in the coastal area
of the state.

The cure for all of these insurance prob-
lems is a competitive market. The question
is, how do we create an environment that
is going to attract carriers?

R -

INN

DRIVEN BY

Backed by Valley Bank - one of the strongest and most trusted banks in America.

(' Tt e

=

OVATION,

Agile Premium Finance is a leader in the insurance
premium finance industry. As an innovative and
progressive organization, we are committed to
providing you with convenient and efficient premium
finance solutions to improve cash flow, preserve
working capital and retain funds for projects, expenses
and investments. We are proud to offer long-term
premium finance and direct billing solutions so you can
focus on your clients and your company.

| have many ideas on how we can do that,
but most of them include super-heroes or
sci-fi style engineering.

If you've read this far and you have thoughts
and ideas on how to attract carriers, we
(PIA board, staff and other members) would
love to hear your thoughts.

Send us an email at info@piaoflouisi-
ana.com. I'd love to be able to share your
thoughts with our members in future arti-
cles. Mix

Passing it On continued from page 8

Remote Set-Up and Management

Does your agency have policies in place to
take on a successful remote work environ-
ment? According to FlexJobs, remote work
has grown by 159% over the last twelve
years. Due to the current global crisis, re-
mote work has become the new normal
for many companies. Ready for Everything
provides multiple resources to prepare in-
surance agents should their employees be

-

CONVENIENCE AND SERVIC

There's a reason why we're recognized as a
leader in the premium finance industry. Work
with us and find out for yourself.

For more information, contact:

astrohm@agile-pf.com

displaced from the office over an extended
period of time.

During a crisis, it is crucial to have a suc-
cessful work from home environment to
insure the smooth operation of business.
Ready For Everything provides details on
tools available to help teams collaborate,
tips on how to manage employees remote-
ly, and guidance on how to protect informa-
tion when out of the office.

Continued on Page 14
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Andrew Strohm
225-229-3035

AGILE

PREMIUM FINANCE

A Division of Valley National Bank®

www.piaoflouisiana.com
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FOREST INSURANCE FACILITIES

131 Airline Drive, Suite 300, Metairie, LA 70001-6266
P.O. Box 7635, Metairie, LA 70010-7635

PHONE: (504) 831-8040 FAX: (504) 831-4499

www.forestinsurance.com

SHull

/ & Company

Metairie, Lou13|ana

Personal Lines
DWG-3, HO-3, HO-4, HO-6, Vacant Home, Builders Risk, Excess Flood
Minimum Values Apply
Comprehensive Personal Liability, Premises Liability, Personal Umbrella,
and Hobby Farm Liability

Commercial Lines

Commercial Property, Casualty, Contractors, Garage, Excess & Umbrella, Inland Marine,
Mercantile, Professional Liability, Product Liability, Entertainment, Sports, & Leisure

JV Franks Dave LeBlanc Chad Harrington Rob Jones
jfranks@hullco.com dleblanc@hullco.com charrington@hullco.com  rjones@hullco.com
504-613-5367 504-613-5365 504-613-5368 504-830-7344

Contact a Hull & Company professional today to discuss your next account
and to find out why so many “Think Hull” when they think Surplus Lines!
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Putting Together an Annual Sales Plan

By John Chapin

It amazes me how many salespeople don't
have an annual sales plan. Of those that do,
many just put it together once and barely,
if ever, look at it again the rest of the year.
We all know that people with written goals
and a plan for their achievement, who fo-
cus on those goals continuously, are much
more likely to hit their goals than those that
don't. Yes, it's some work up front, and dur-
ing the year, but the payoff is tremendous.
Here are the steps to set up your annual
sales plan.

Step 1: Set your goals.

What ultimate annual sales number are
you trying to achieve? Once you have that,
break that down into monthly and week-
ly goals. So, ultimately, you'll have three
goals: your annual number, your monthly
number, and your weekly number.

Step 2: Do the math.

Once you have your three numbers, do the
math. How many contacts do you need
to get an appointment, how many ap-
pointments for a presentation, how many
presentations for a proposal, how many
proposals for a sale, and how many sales
to hit your goals? In order to figure out
the math, you'll have to know things such
as: how many calls do you make to get a
contact, how many contacts for an ap-
pointment, how many appointments for a
presentation, how, many presentations for
a proposal, how many proposals for a sale,
and how much is your average sale? Once
you've done the math, you'll know your dai-
ly activity. How many calls do you need to
make a day in order to make the number
of sales you need to make. By the way, if
you don't know your average sale, you can
figure it out by looking at past sales. Same
with your closing percentage, presenta-
tions, proposals, calls, etc. Just look at the
past numbers and results on each. If you're
new, or you don't know, talk to your manag-

12

er and other salespeople to come up with
averages, then be conservative with your
numbers. In other words, figure it will take
you more than the average.

Step 3: Figure out where the numbers
will come from.

Now that you've got your goals and you've
done the math, who will you call on make
the necessary sales? Ideally a lot of your
sales will come from new accounts and
new business. As a salesperson, your job is
to hunt for new business first and foremost.
That said, most of you are likely in a busi-
ness where you can do more business with
current clients. So, that said, how much
business will be from current clients and
how much from new? Again, ideally the
vast majority of your business will be from
new accounts, say, 80% or more.

Step 4: Chart the course.

Based upon the above, what will a typical
day and week look like? What is your daily
activity and how and where will you fit that
in? How many calls do you have to make
each day and who will you make them to?
How many presentations and proposals do
you need to hit your numbers? Based upon
your numbers, time-block those items in
your calendar. The goal is to be prospect-
ing, presenting, and closing 80% or more
of the time during prime-calling time, or the
time that your prospects are available.

Step b: Anticipate what tools, resources,
people, and skills you might need.

Is there anyone's help or are there certain
tools or skills you could add or employ that
would make attaining your goals easier? If
so, set up a plan to talk to those people and
acquire those skills and tools.

Step 6: Anticipate possible roadblocks.

What could get in the way of you achiev-
ing your goals? Industry changes, company
changes, economy changes, family chang-
es? What changes can you possibly antic-
ipate and how will you navigate these and
perhaps even take advantage of them?

Step 7: Know your WHY.

Why is it imperative for you to achieve your
goals? It's simple, your success is up to
you, you own it, and you control it. If you
have strong enough reasons why you need
to achieve your goals, nothing will stand
in your way. You are 100% responsible for
your SUCCEss.

Step 8: Develop yourself personally
and professionally.

Studies show that the happiest people
are those who are growing and becoming
more. You grow and become more by de-
veloping yourself personally and profes-
sionally. From a personal standpoint, the
biggest boosts typically come from being
healthier and from an increase in self-con-
fidence. For health, eating better, exer-
cising regularly, and good sleep will have
the greatest impact. Good health will also
positively affect self-confidence. The better
you look and feel, the better you feel about
yourself. From a professional standpoint,
getting better at selling and making more
sales will have the overall greatest impact
on your growth and your confidence. That
said, first, what will you do to get better at
selling? What courses will you take, books
will you read or listen to, or who will you
learn from? Second, what will you do to en-
sure you're applying those new sales skills
by calling on plenty of new prospects? Who
will hold you accountable? How will you re-
ward or punish yourself?

Continued on Page 14

www.piaoflouisiana.com
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Passing it On Continued from Page 10

Employee and Customer Communica-
tions

When disaster strikes, it can create uncer-
tainty amongst insurance clients. Many
customers have questions concerning poli-
cies and employees want to know how their
jobs will be impacted. Ready for Everything
provides multiple resources to help insur-
ance agents prepare for future disasters.
During a crisis, it is imperative to have an
effective communication strategy to insure
the smooth operation of business. This hub
brings credible information together for cri-
sis planning such as ideas for maintaining
constant communication, types of informa-
tion to share, and technologies to ensure
information gets out quickly.

Learn More

To get started with Ready for Everything,
PIA members should visit, http://www.get-
readyforeverything.com/.

Thank You

The PIA Partnership is a joint effort of lead-
ing insurance carriers and PIA. PIA and the
companies belonging to The PIA Partner-
ship work together to develop hands-on
tools for PIA members and agents appoint-
ed by Partnership carriers, specifically ad-
dressing areas of opportunity in the agen-
cy-company partnership.

The PIA Partnership was established in
1996. PIA would like to thank the PIA Part-
nership companies that helped to develop
Ready For Everything: Encompass Insur-
ance, Erie Insurance, Foremost, Liberty
Mutual, National General Insurance, an
Allstate Company, Progressive Insurance,
Selective Insurance Group, State Auto
Insurance Companies, The Hanover Insur-
ance Group, Travelers, and West Bend Mu-
tual Insurance Company. Learn more about
The PIA Partnership at www.ThePIAPart-
nership.com. Ik

There are more

Putting Together an Annual Sales Plan
Continued from page 12

As | mentioned in the opening, the above
steps take work, and they are worth it. If
you follow these steps, not only are you
much more likely to hit and exceed your
sales goals, you'll also most likely find that
all aspects of your life will improve, not just
your work life.

John Chapin is a motivational sales speak-
er, coach, and trainer. For his free eBook: 30
Ideas to Double Sales and monthly article,
or to have him speak at your next event,
go to www.completeselling.com John has
over 34 years of sales experience as a num-
ber one sales rep and is the author of the
2010 sales book of the year: Sales Ency-
clopedia (Axiom Book Awards). You can re-
print provided you keep contact information
in place. E-mail: johnchapin@completesell-
ing.com. MK

Brought to you by PIA and The PIA Partnership

THAN
EVER.

cyber risk

Is your agency at risk?

The answer is yes—everyone is at risk.
The best defense is a strong offense.

Winning@CyberSecurity Defense is a
customized 4 step program
to make your agency and its customers
more secure and stronger.

pianational.org/cybersecurity

© Copyright 2022 National Association of Professional Insurance Agents
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If we havent met, let us introduce ourselves

We are Capital Premium Financing, proud Sponsor,
Supporter and Partner of PIA of Louisiana.

With exclusive profit sharing programs and service options, financing insurance
premiums has never been so easy or so profitable. Our unique approach puts
more money in your pocket than traditional premium financing plans.

We finance. Insureds benefit. You profit.

CAPITAL

Contact us today for details.

Lucy Lindsey
832-350-2079

Lindsey@capitalpremium.net www.capitalpremium.net

SEPTEMEBER 2022 15
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nlimited S
YIPs Teams with Dale Carnegie to offer its own

Professional Sales & Customer Service Series
Live Online Training, In-the-Moment Coaching & Customizable Learning Certificates for Your Employees

Dale Carnegie Unlimited equips teams with our virtual instructor-led skill development library through a convenient subscription
with flexible course schedule.

There are seven levels of Live Online Subscriptions with Dale Carnegie Unlimited, each offering certificate paths designed to
equip your employees with relevant skills that align with critical professional development needs.

YIPs has teamed with Dale Carnegie to offer you two of these seven at an incredible discounted rate, which makes up the YIPs/
Dale Carnegie Professional Series. You pay only $325 for these two levels: Sales Essentials Certificate and Customer
Ser-vice Essentials Certificate. And as an extra bonus, you also receive 10 hours of CE credit toward your insurance license
re-newal when you complete the Customer Service Essentials module.

CLICK ON THE LINKED COURSE TITLES BELOW FOR A COURSE DESCRIPTION

Sales Essentials Certificate

Appeal to Buyer Motives to Close More Sales 1 hr Webinar
Cross and Up Selling 3 hr Webinar
Compelling Sales Presentations 3 hr Webinar
How to Cold Call and Build New Customers 3 hr Webinar
Negotiations—a Human Relations Approach 2 hr Webinar
Present to Persuade 1 hr Webinar

Total 13 hours

Customer Service Essentials Certificate—CE approved for 10 hours

Attitude for Service 3 hr Webinar
Manage Customer Expectations 3 hr Webinar
Outstanding Customer Service 1 hr Webinar
Transforming Customer Complaints into Opportunities 3 hr Webinar

Total 10 hours

Once you register for this YIPs/Dale Carnegie Professional Series, you have one year to complete the course. You register for
each webinar at a time that is convenient for you. There are many, many options for days and times to register for each of these.
And, you can also review different instructors to choose the one that seems to interest you most.

Register Now!

Registration: $325
ATTENDEE INFORMATION

Mr./Ms.: First Name: Last Name:

Agency/Company Name:

Email Address: Phone Number:

PAYMENT INFORMATION

o Visa Card #: Expiration Date: Cwv:
o MasterCard

o AMEX

o Check Payable to YIPs

Name on Card:
Billing Address:
City, State: Zip Code:

Signature:

Questions: Contact Jody Boudreaux at 225-766-7770 or jody@piaoflouisiana.com

SEPTEMEBER 2022 17



PIA VOUCHER PROGRAM

EXCLUSIVE DISCOUNTS @
for PIA MEMBERS

You could save!

Online Education Vouchers

o gach CIaSS' ETchs
_. |

For more inmation, please contact the PIA office.
800-349-3434 OR Coleen @ PIRofLouisiana.com

www.piaoflouisiana.com

LIKE WHAT YOU SEE?

East Printing has been printing the PIA Publication for over 30 years!

N y e m
. Bl pix Agent's V01ce PJLAT gent's Voice

Agenpstc\H] AgeanVmcH 17 -
LS | b Mg s

A ST Whitney East [ oo
pR]INT]ING 6225-315-1014 eeastprinting@cox.net

We offer a complete suite of printing services with quick turnaround times and delivery.
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Working with
Sagesure is
poretty sweet.

LEARN MORE ABOUT OUR TIPS AND TRICKS TO TREAT YOUR OFFICE

SageSure is constantly looking for new ways to serve our producers to help you win and earn
more. We make it easier for you to do business by offering better products, enhanced technology
and improved quoting.

Here are a few of the ways SageSure serves our producers:
« Compare View helps you assemble the best options for your customers
« Self-service policy management for optimal convenience

 Fast premium estimates mean quicker quoting
We put producers first!

For more information on how SageSure can be number one in your office, visit SageSure.com.
CI SageSure

SEPTEMEBER 2022 19




WE KNOW
HOSPITALITY!

WE'RE THE BEST CHOICE
FOR YOUR HOSPITALITY GLIENTS.

* LOGAL GLAIMS
HANDLING

 GREAT COMMISSIONS

* GOMPETITIVE RATES

* BEST-IN-CLASS
CUSTOMER SERVIGE

‘ LRA SIFE;?' For a quote, contact us at
WORKERS' (404) 454-2277 or

COMPENSATION @s/quote@lra.org




National General 2

Auto, Home & Health Insurance

We're ready to be your top
" N choice multi-line carrier.

ook to us for your personal auto, RV,
homeowners and flood insurance needs.

aa

www.NatGenAgency.com

©2021 National General Insurance, an Allstate company. All Rights Reserved.
Eligibility, coverages and discounts may vary by state. Underwritten by member companies of National General Insurance.

2021_0323_AHH_PubAd_PIALA_AgentsVoice_Ad

SEPTEMEBER 2022 21



MEMBER BENEFIT INFOCUS

PIA's Discounted Saturation Mail Program

Join us on Thursday, October 6 at 2 PM ET to
learn about PIA's Discounted Saturation Mail
Program (PIA Direct Marketing Vault (DMV) -

During this webinar you will learn about: A B

e Discount Zones and Every Door Direct Mail
(EDDM)

e Direct Mail Manager (API/Automation

mailing software) e o,

e How to utilize these functions for your
agency

I OF LOUISANA
TOTH ANNUAL CONVENTION

- POINT CLEAR, AL
120

1 LANE &

ASSOCIATES, INC.

PROFESSIONAL
INSURANCE
AGENTS

OF LOUISIANA
Northwest Chapter

Proud Rhodium Sponsor

Register here: https://register.gotowebinar.
com/register/3052843937385529104) mix
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Unlike other workers' comp providers, LCl is a Louisiana business that understands how Louisiana businesses L( j I

work. We take the time to get to know our members personally, which means we get to know the ins and outs

WORKERS” COMP
of your business. So when you need us most we won't show up with a giant ice ax. 985-612-1230 :: Iciwc.com

SEPTEMEBER 2022
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PAID
PROFESSIONAL Baton Rouge, LA
INSURANCE PERMIT 935
AGENTS
OF LOUISIANA

4021 W. E. Heck Ct., Building K
Baton Rouge, LA 70816

Together, we are

LOUISIANA
LOYAL

At LWCC, our business is Louisiana business. As we continue to champion our

®
great state, our agents are our first partner in preparing for the future of workers’ I ‘ l‘ <

comp. LWCC remains dedicated to helping both our agents and our state thrive, and
LOUISIANA LOYAL

together we will continue to better Louisiana one business and one worker at a time.

Learn more about our commitment to both our agent partners and our state at



