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WE WANT TO BE MORE
THAN JUST A CARRIER.
WE WANT TO BE
YOUR PARTNER.
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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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Clint Gulett,
Shreveport

President, PIA of Louisiana

| always love the feeling of the holidays and all that
it brings. The air begins to change and for once we
aren’t sweating doing everyday tasks like walking to
our car. Christmas time is always a time for reflec-
tion and being thankful for all life's blessings. It's
a time when we get to spend our most valuable as-
set (time) with our friends and our family. A time
to enjoy fellowship and good food. We spend the
whole year making plans and working them with
scant thought about how it seems we are burning
the candle at both ends. We just push through and
try to keep grinding to meet our goals.

This Christmas season, | for one am going to choose
to focus more on friends and family and enjoying the
little things like a good cup of coffee on a lazy morn-
ing. The little chats with coworkers as they come in
from their weekend breaks and we catch up on the
latest happenings. Taking the kids to their holiday
programs and enjoying the memories made. | am go-
ing to make a point to really enjoy the holidays more
and worry less.

As we bring this year to a close, | am especially
thankful for being able to do what | love and be able
to help people at the same time. | am super proud
of our association and all the wonderful people in-
volved in making it great. Whenever there is an area
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of need, you don’t even have to ask for help because
there is a line a mile long of members asking what
they can do. Year round you have chapters that raise
funds for big things like disaster relief or just simple
things like toys for Christmas. | am convinced there is
not a finer organization that exists than the PIA and
it's because of the people like you that make up its
membership.

Check out the Christmas party pictures in this issue
to see evidence of the professional camaraderie and
Christmas spirit shared among our PIA peers. And, |
encourage everyone to go to their respective chapter
functions this year to foster the relationships that are
made there. Agents will definitely need to meet with
their companies and vice versa for the companies.
You can gain so much from the scheduled speakers
and learn about the latest industry news afforded by
your PIA peers.

We all share a passion for the industry and we share
an understanding of what life is like when you make
this your life's work. So, celebrate the year because
each of you played a part in making it a good one
despite the many challenges in 2021.

Merry Christmas and Happy New Year! Bk

www.piaoflouisiana.com



PREMIUM FINANCE MEETS INDUSTRY-LEADING TECHNOLOGY

IPFS TOTALPAY"

IPFS TotalPay" allows you to collect premium payments and set up premium financing,
all in one portal available to your client online.

| One Portal: Two Ways to Pay |

$
293
INSURANCE PREMIUM FINANCING PAYMENT IN FULL

* Paying in installments frees " Eliminate time spent on premium
up capital to help you ensure payment collections
gg\ll);(r)g riate level of insurance " Provides opportunity for reduced
ge .
accounting expenses

= Provides credit at competitive = . :
industry rates Expedites the premium payment
process

= Enables paperless premium . ; yi
payment process ACH or credit card payment

- CONTACT:

JAMIE RENTON | 504.616.4931 | jamie.renton@ipfs.com
LYLE LEJEUNE | 504.228.6152 | lyle.lejeune@ipfs.com
BAYLIE BABIN | 504.228.7160 | baylie.babin@ipfs.com

Copyright 2020 © IPFS Corporation. All rights reserved.
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COMMISSIONERS

COLUMN

Now that the 2021 hurricane season is be-
hind us, the Department of Insurance is as-
sessing not only the homeowners market as
a whole, but the position of Louisiana Citi-
zens Property Insurance Corp. (Citizens) in
that market. Citizens played a critical role
(good and bad) after hurricanes Katrina and
Rita in 2005, and as our state-sponsored in-
surer of last resort it could again face the
need to absorb policies from the private
market after Hurricane Ida.

When the Louisiana property insurance
market hardened after the 2005 storms,
Citizens received thousands of policies that
private companies couldn’t and/or wouldn't
write at the time. The need for coverage
was so great that in 2008, Citizens became
the third largest residential insurer in our
state with 9.8 percent of the homeowners
insurance market. Citizens had 167,179
residential policies and 6,881 commercial
policies.

Today, Citizens has just 38,829 policies in
force -- 37,352 residential and 1,477 com-
mercial -- a reduction of 78 percent from
its peak of 174,060 total policies thanks to
multiple rounds of depopulation and a prop-
erty insurance market with many choices.
More than 30 new homeowners insurers
have joined our market since 2005.

After those new insurers endured four hur-
ricanes in the span of one year and two
days, some companies are reducing their
policy count and a few others are pulling
out of Louisiana and other hurricane-prone
states entirely. Citizens is the backstop for
policyholders who may not be able to ac-
cess property insurance coverage from pri-
vate insurers and need a safe place to land
until the market stabilizes.

In November, | placed two insolvent home-
owners insurance companies, Access
Home Insurance Co. and State National Fire
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Insurance Co., into receivership in the 19th
Judicial District Court.

The Louisiana Insurance Guaranty Associa-
tion (LIGA) is responsible for paying claims
from those two companies. We recognize
that having another company take over
claim payments after a hurricane makes the
claim process more stressful and we are
working with LIGA to ensure that the tran-
sition goes as smoothly as possible.

One bright spot is that it looks like Citizens
won't need to take on the policies from
the two insurers that have been placed in
receivership. A Louisiana licensed insurer
plans to acquire all policies from Access
Home and State National Fire, giving the
estimated 30,000 Access Home and State
National Fire customers a safe landing in
the private market with uninterrupted cov-
erage. The proposed transition must secure
approval from the 19th Judicial District
Court, a step that is expected to occur be-
fore the end of 2021.

In a sign of resiliency in the Louisiana in-
surance market, seven private insurers ex-
pressed interest in the policies and three
companies formally submitted bids to the
receiver. The new insurer is acquiring the
business, which represents 1 percent of the
Louisiana homeowners insurance market,
for the remaining unearned premium on
each policy. The targeted effective date of
the transaction will be retroactive to Dec.
1,2021.

Because of the vibrancy and diversity of our
insurance market, we do not expect that Cit-
izens will balloon to its 2008 size. However,
there is less availability on the commercial
side of the market so the Citizens’ Board of
Directors voted in November to increase its
commercial property insurance limits to as-
sist businesses acquire sufficient coverage
through Citizens if they are not able to do so

Commissioner of Insurance
Louisiana Department of
Insurnace

public@ldi state.la.us

in the private market.

Commercial coverage limits were tempo-
rarily increased to $10 million for a single
building, $3.2 million in contents, and up
to $20 million of aggregate coverage per
insured, up from $5.5 million for a single
building, $2.2 million in contents and $11
million in aggregate coverage per insured.
These increases took effect immediately
and are scheduled to sunset in two years,
at which time the limit levels will be reeval-
uated. The last time commercial limits were
raised was in 2013.

Meanwhile, the claims picture at Citizens
looks much better from recent storms than
it did in 2005. At the end of the third quar-
ter, Citizens policyholders had filed around
12,800 claims for Hurricane Ida. That fol-
lows 7,500 claims at Citizens from the 2020
hurricane season. By comparison, Citizens
policyholders filed almost 81,000 claims af-
ter hurricanes Katrina and Rita in 2005.

Continued on Page 10

www.piaoflouisiana.com
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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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The No Surprises Act, which was passed as
part of the Consolidated Appropriations Act
(CAA) of 2021, was designed to reduce the
effect and frequency of surprise medical
bills on health insurance policyholders, and
it requires issuers of individual health in-
surance coverage or short-term, limited-du-
ration insurance (STLDI) to inform policy-
holders about any direct or indirect agent
or broker compensation associated with
enrolling them in those coverages. It also
requires insurers to report agent/broker
compensation information to the Depart-
ment of Health and Human Services (HHS).

As part of the implementation of last year's
continuing resolution, this past Septem-
ber, HHS joined with several other federal
agencies in issuing a Notice of Proposed
Rulemaking (NPRM) to provide additional
details around the requirements set forth
in No Surprises. If finalized as-is, the rule
would require issuers offering individu-
al health insurance coverage or STLDI to
disclose to policyholders the commission
rates and compensation structure for other

PASSING IT ON!

By Jody M. Boudreaux, CAE, CIC, CISR

direct and indirect compensation provided
by the issuer to an agent/broker associ-
ated with enrolling these policyholders.
It seems like “indirect compensation” is
meant to account for non-commission in-
come generated by fees, bonuses, etc.,
and HHS provided proposed definitions of
this and a few other terms in the NPRM, in
which “direct and indirect compensation”
is defined quite broadly, as any form of con-
sideration exchanged between the insurer
and the agent/broker, no matter how it's
exchanged.

The disclosure would need to be made
before the policyholder finalizes their plan
selection and would require the disclosure
to be included on documentation confirm-
ing the person’s enroliment. The NPRM
would also require issuers to report to HHS
annually on the actual amount of direct and
indirect compensation paid by the issuer
to the agent/broker for the preceding year.
Generally, these disclosure and reporting
requirements are supposed to apply to con-
tracts executed after Dec. 27, 2021.

HHS has said that, barring issuance of a
final rule before Dec. 27, it plans to adopt
a policy of “relaxed enforcement” between
Dec. 27 and Jan. 1, but that presumed we

Omnia is a PIA
Member Benefit i

Be sure to mention that you’re a PIA member!

Protect your agency from
bad hires and high turnover
with The Omnia ASSESSMENT.

AUTION QR o

(T

f\

GET 1 FREE
ASSESSMENT

The Omnia® behavioral assessment tool, takes the
guesswork out of hiring, promotion, and

How Can Behavioral Assessments
Help Your Agency?

- Discover if your producers can really sell.

- Learn if a CSR will fit in with your team.

- Compare job candidates with top staff.

- Uncover management challenges.

- Maximize your employees’ potential.

813.280.3026 | KSnyder@OmniaGroup.com

800.525.7117 | www.OmniaGroup.com

would see a final rule promulgated by Jan.
1, 2022, which now seems unlikely. More
recently, HHS personnel have recommend-
ed that agents, brokers, and insurers imple-
ment new procedures to meet the disclo-
sure requirements as if the rule is already
in force, so that they aren't scrambling to
do so once it is finalized. Affected agents
and brokers should proceed with the expec-
tation that the final rule will substantially
resemble the NPRM, though, because the
No Surprises Act text underlying the rule is
itself quite prescriptive.

HHS has said that they expect agents and
brokers to disclose the information to poli-
cyholders on behalf of issuers. It has also
provided a detailed breakdown of HHS's
estimate of anticipated costs to agents
and brokers of compliance with the rule, if/
when it becomes final.

We will provide additional updates on the
agent/broker disclosure requirements of
the No Surprises Act as they become avail-
able. ®ix

2 Complete in 15 mins or less!

employee engagement.

- .
Your People. Discover. Engage. Evolve.

Keather Snyder

www.piaoflouisiana.com



PIA and The PIA Partnership Present:§¢

A

CYBER 101 -

CYBER 101 is a toolbox of educational resources
to help educate agents, CSRs, and their clients
about the seven most common cyber risks faced
by small and mid-sized businesses as well as the
business practices and insurance coverages that
can help reduce those risks. Topic-specific PIA
member webinars and resources are available,
including:

¢ Interactive
claims examples

Thank you to
The PIA Partnership companies:

e Customizable general cyber

educational materials (__)Encompass PROGRESSIVE
Ay Erie SELECTIVE
- ;’;AOCP 10 ESSENT'ALS &msurance' BE UNIQUELY INSURED

INSURANCE poy |
C
¢ Liber STATE AUTO
\r‘ i\ M t}i f Insurance Companies
utual. e
INSURANCE

A’ MetLife Hanover

Insurance Group®

General ) (@ST BEND
/— A su

uuuuuuuuuuuuuuuuuu

— =

T PA The PIA Partnership

Visit: www.pianet.com/pia-partnership/cyber101
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Comminsioners Column Continued
from page 6

In keeping with its smaller number of poli-
cies and claims, Citizens now has just a tiny
share of the market. At the end of 2020,
Citizens accounted for just 0.3 percent of
Louisiana’s homeowners insurance market.
Thanks to the overall success of the depop-
ulation program and sound guidance from
CEO Richard Newberry, Citizens stands
ready and able to meet the call if policy-
holders are unable to secure coverage in
the private market. Citizens has no need for
an assessment as it did in 2005 ($250 mil-
lion) nor issue any bonds as it did in 2006
($1 billion) to finish paying its Katrina and
Rita claims.

It i Qtr pg voucher ad s always our hope
that the market will provide policies for all
who want them, but in times of crisis as we
have experienced during the last two hurri-
cane seasons, Citizens is ready for property
owners who need it. BIK

s - ) T

PIA YOUCHER PROGRAM

& WebCE’ _
Online Education Youchers | . LIRS

S le BXCLUSIVE
R ~% DISCOUNTS

for PIA MEMBERS
| Youicould save

on eachclass!

Save your Agency or Company time and money by pre-purchasing
PIA education vouchers for your employees!

For more information, please contact the PIA office.
800-349-3434
Coleen @ PIRoflionisiana.com

www.piaoflouisiana.com

, _ _ s 40 B
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DRIVEN BY INNOVATION, CONVENIENCE AND SERVICE

Backed by Valley Bank - one of the strongest and most trusted banks in America.
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Agile Premium Finance is a leader in the insurance There's a reason why we're recognized as a
premium finance industry. As an innovative and leader in the premium finance industry. Work
progressive organization, we are committed to with us and find out for yourself.
providing you with convenient and efficient premium For more information, contact:
finance solutions to improve cash flow, preserve Andrew Strohm
working capital and retain funds for projects, expenses 225-229-3035
and investments. We are proud to offer long-term astrohm@agile-pf.com
premium finance and direct billing solutions so you can
focus on your clients and your company. I{GILE

PREMIUM FINANCE

A Division of Valley National Bank®

www.piaoflouisiana.com



Eilky

FOREST INSURANCE FACILITIES

Local Family Owned Surplus Lines Broker

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 Blaine LeBlanc Rob Jones
jfranks@hullco.com dleblanc@hullco.com charrington@hullco.com bleblanc@hullco.com rjones@hullco.com
504-613-5367 504-613-5365 504-613-5368 504-830-7353 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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What Businesses and Salespeople Should do in the Current

Environment
By John Chapin

After 54 vyears on the planet, and almost
33 in business, | know two things: one, this
will be over at some point, and two, a few
organizations will come out of this with a
stronger, healthier business while the others
come out of it anywhere from “okay” to “out-
of-business.” If you want to be in the first
category, here’s what to do.

Note: The “stronger and healthier” mentioned
above doesn't refer to companies that will
automatically grow from the current crisis.

How to Excel in the Current Environment

Everything goes in cycles. The stock market,
the economy, real estate... you name it. We
are coming off of ten years of unprecedented
growth. Inthe U.S., we have a disruption in the
economy every seven to ten years. The past 19
years have given us 9/11, the 2008 recession,
and now a virus. When the economy is strong,
the stock market surging, and everything is
coming up roses, the majority of companies
and people act as if the good times will last
forever. When things turn, most companies
pull back, stop spending money, and hunker
down and act as if it's the end of the world.
In war, retreating, or sitting and waiting, are
sometimes viable options, they aren't when
it comes to business. In business it leads to
stagnation and paralysis. At that point, your
first indication that things are back to normal
will be your competition whizzing past you
while you sit still.

The few companies that expand and grow in
bad times act courageously. They take smart
risks, they double their efforts versus cutting
back, they continue to invest in their business
and people, and they continue to push into
the market place. The companies that take a
big hit, or go out of business altogether, act
fearfully. Fearful actions shrink businesses.
For example, the average company during an
economic disruption cuts sales and marketing
activity and spending by 37%. The companies
that grow do the opposite. The point? It's okay
to pause and get your bearings, just don't get
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stuck in neutral or reverse. Don't panic and act
on emotion. You'll lose market share. And it's
tough to get going again starting from a stand
still. So, stop for a bit if you must, but once
you get your footing, go on offense.

Remember why you're in business and the
people you're trying to help, recommit to
your mission. Things are different, you may
be working from home, you may figuratively
have one or both hands tied behind your back,
but with today’s technology, you can still get
out there and get to people. Your approach will
most likely vary, but your overall objective will
always remain the same: Act courageously,
take massive action, and be visible
and accessible in the marketplace.
And ultimately deliver the benefits you
promise clients and prospects. Here are
the steps to do that.

Step 1: Make clients your #1 priority.

Reach out and let them know you're there.
Focus on showing empathy and let them
know you care. First, find out how they and
their family are doing then see if they have
questions or need anything. They may not
have time to talk right now, though most will,
what's important is for them to know that you
care and you're there should they need you.

Also, when you do talk to clients, stay
positive. You don't have to be Pollyanna,
but err on the side of being positive. You may
have to let them vent a bit. One of your most
important skills right now is to listen.

Step 2: Reach out to current prospects.

As with clients, lead with empathy and
concern. Ask how they are doing, then get an
indication as how they'd like to proceed.

Step 3: Reach out to others you know you
can help.

If the current situation puts you in a unique
position to help someone, contact them,
but again, lead with empathy and concern.

Address the trying times, then build rapport
and ask questions and listen, versus launching
into a sales pitch.

Step 4: Reach out to past clients you'd
like to get back.

Your objective is to be a resource should they
have any questions, not to sell something,
at least not right now. Reestablish that
connection and let them know you care.

Step 5: Look for future, or even current,
opportunities.

Companies in the food and beverage and
medical industries are growing and seeing
an increased demand for products. Other
companies have problems they've never seen
before. Who is a good prospect?

All your communications should be about
intent right now. Just as you should be doing
at all times, do not focus on the money or the
sales. Let clients and prospects know you're
thinking about them, you're there for them,
and you care. Be the certainty and courage
they need right now.

Step 6: Prepare.

e Build your prospect list and do research on
them now.

¢ Create a vision and a plan for your
business going forward.

e Work on professional and personal
development. Build your sales skills. Prepare
for new objections and work on ones that
have been tripping you up for years. Improve
time management, organization, and mental
toughness. Work on business and personal
goals. Take some classes.

Continued on Page 21
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Learn more at www.lexcalins.com

Homeowners | Dwelling Fire | Flood | Renters | Condo
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home-cooked meals before
the mortgage is paid off.

Home insurance isn’t just for the house. It’'s
for every moment around the table. It’s for
grandma’s recipes. And stories of good
days and bad. It’s for great food and better
company. It's for the most important
things. Which is why we’ll be there through

it all to help guide the way forward.

Lighthouse Excalibur

INSURANCE COMPANY




COMPANY NEWS

Stonetrust Enters New States Kansas and Alabama

Stonetrust Workers' Compensation President -l
and CEO Michael G. Dileo announced today S\
that the company is now writing workers’ X
compensation coverage in Kansas and
Alabama effective January 1, 2022. ' HOLIDAYS
“I'm excited to announce that we're now ¥ - FROM
offering workers’ compensation coverage and

services in Kansas and Alabama as part of our LAN E &
evolving plans for regional expansion,” said a = ASSOCIATES, INC.
Dileo. “Our focus is to continue providing great
service to our loyal agents, their policyholders
and their injured employees. We are also

currently working on plans to enter lowa and
Georgia by the end of 2022."

Stonetrust is headquartered in Baton Rouge,
Louisiana and is now operating in ten states
including  Louisiana, Texas, Oklahoma,
Arkansas, Mississippi, Nebraska, Missouri,
and Tennessee in addition to Kansas and
Alabama.

Stonetrust specializes in statutory workers’ 1 < : ¥

compensation insurance for employers large gL e O We look forward
and small, with a concentration in healthcare, : 3 to serving you in

construction, wholesale, retail, manufacturing,
and other service-related businesses. - : the New Year!
For more information, please contact:

Trey Day, Stonetrust Director of Marketing

_ gotolane.com | (504) 467-3123 o
Phone : 225-201-8043 guestions@gotolane.com f ¥ In

3421 N. Causeway Blvd. Suite 800 | Metairie, LA #GoToLane

Email : trey.day@stonetrustinsurance.com Ik

STONETRUST

WORKERS’ COMPENSATION

14 www.piaoflouisiana.com



CIST

CISR DESIGNATION

PROFESSIONAL EDUCATION FOR A THRIVING CAREER

The Certified Insurance Service Represenative
Agency Benefits designation prepares front-line professionals to analyze
= ® Reduce errors & omissions risks, policies, forms, and claims data and communicate
O(\ NS N AUl daRe s raa s that understanding clearly to their clients, carriers, and
‘”"‘ colleagues.

*kk k% cliant Benefits Improve Efficiency and Customer Satisfaction.

GO © Builds Credibility CISR courses improve technical expertise, productivity,
© Exhibit Technical Expertise responsibilities, and client relationships. Challenge
yourself to provide a superior level of client experience
for your organization. Start earning the CISR desgnation
today and maintain through annual continuing
Participant Benefits education requirements.
—~ ® Career Advancement

®Builds Confidence

o .
Jain%

Courses Include:

@ Live, instructor-led Webinars

CISR Course Topics: @ Seasoned practitioners teaching practitioners
Agency Operations @ Optional 1-hour final exam to earn
Commercial Casualty | designation credit

Commercial Casualty Il

Elements of Risk Management

Insuring Commercial Property

Insuring Personal Auto Exposures

Insuring Personal Residential Property Contact. Col Brook

Life & Heal,th EssgnUaIs E;nai?:ccbteoeigplgoo%Lzuisio na.com
Personal Lines Miscellaneous Phone: 800-349-3434

To Register Visit

www.PlAofLouisiana.com

THE NATIONAL ALLIANCE

for Insurance Education & Research
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How Will You Find Top Talent for
Your Agency?

IdealTraits can help with your hiring needs.

If you are having trouble finding top talent, or you would like to improve your hiring strategy,
IdealTraits may be the best solution for you. IdealTraits is the go-to hiring tool for insurance
agencies across America. Their new PIA program ensures PIA members can use this
comprehensive tool to hire top performers for their agencies.

Post jobs
for free on numerous
online platforms

Track applicants
in one place

Pre-screen candidates
to predict job
performance

Identify the right
candidate and hire

e..
Want to learn more? Visit idealtraits.com/pia. I |dealTraits %

in partnership with: Reaere

www.piaoflouisiana.com




National General 2)

Auto, Home & Health Insurance

VWe're ready to be your top
choice multi-line carrier.

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

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.
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INSURANCE GROUP

hello

We're here for all your
insurance needs!

HOMEOWNERS - COMMERCIAL - FLOOD

BANKERSINSURANCE.COM
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What Businesses and Salespeople
Should do in the Current Enviroment
Continued from page 12

e Work on your USP and overall
messaging. Most companies have a weak
answer for ‘why you?" Also, where can you
add more value to clients?

* Improve your sales process.

e Improve your Sales Playbook, Script
Book and Concept Book.

e Work on systems you have in place to
make sure they are running as efficiently
and effectively as possible.

* Focus on your actions. \What are you
doing every day to grow the business?

e Do things you haven't had time for in the
past, but do now.

e Make any migrations, changes,
upgrades, or conversions to computer
systems, phone systems, CRMs, and the
like.

¢ Break some bad habits and create some
new, good ones.

Other ideas to keep in mind:

e Get back to the basics: Hard work,
activity, and perseverance are key character
traits to embrace at this point.

* Keep a good attitude in general. Watch
what you consume mentally and physically
because that will have the biggest impact
on attitude. Practice healthy habits. Absorb
positive, inspirational material, and surround
yourself with positive people.

* Don’t make assumptions. Don't assume
people don't want to talk to you or don't have
time.

* You can use Zoom and Skype, in
addition to regular phone calls, but make
sure it's your client's preference. Most
executives prefer a phone call.

* Your competition is facing the same
problems you are.

® Look for ways to help your community,
friends, and family in any way you can.

Use this time wisely. Make some
changes, get educated, ramp up and get
prepared. Be out there and visible. If you

WINNING@TALENT

have solid goals, strong enough reasons why
you need to achieve them, and show up every
day and do what needs to be done, you'll get to
where you want to go, regardless of anything
that gets thrown at you.

Finally, | challenge you to come out of
this better than you went in. In better
health, with better relationships, and with a
better business. Your attitude and actions are
100% under your control.

John Chapin is a motivational sales speaker
and trainer. For his free 5-steps to Sales
Success Report and monthly article, or to
have him speak at your next event, go to:

www.completeselling.com John has over 32

years of sales experience as a number one

sales rep and is the author of the 2010 sales
book of the year: Sales Encyclopedia (Axiom

Book Awards). You can reprint provided you
keep contact information in place. E-mail:

johnchapin@completeselling.com. ik

WinningAtTalent.com

Your guide to hiring, motivating and retaining employees.

Our 3-part toolkit helps agencies understand how best to

The PIA Partnership

recruit great talent and enhance the employee experience
so they stay. We trust you'll find this content very useful

]
PROFESSIONAL
INSURANCE
AGENTS

and another example of the value of our Partnership.

Winning@Talent is brought to you by The PIA Partnership - PIA’s national carrier council. Partnership companies include:

-
~1

@ EnCompaSS' Ll Erie "\.‘é‘d\« Liberty . MetLife General )
& |ﬂSUF8I’]Ce® P %gﬁﬂacl) Insurance
The
PROGRESSIVE  serecTive fgsmresvro  Hanover — westeeno
BE UNIQUELY INSURED ™ » M Insurance Companies Insurance Group® A MUTUAL INSURANCE COMPANY®
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MEMBER BENEFIT INFOCUS

Small Commercial — the Digital Opportunity

Small business customers want more digital
capabilities from their independent agents.
We created a report which compiles the
insights from a variety of surveys to help
provide clarity for agents as they move
forward.

The numbers paint a very clear picture.
Small business customers want more digital
capabilities from their independent agents.
But there are still some mixed messages
for agents. Different generations demand
different access. Some digital insurance
transactions and processes are preferred
over others, and some customers still want
traditional communications.

INDEX OF
ADVERIISERS

AFCO o 7
Agile Premium Finance ..., 10
Allied Trust ..o, Inside Front Cover
Bankers Insurance Group .......c..ccoooeveecveececeriean, 20

Forest Insurance Facilities ...

Hull&Company,Louisiana..........cc.cccoevrvrvenene.

We also developed a variety of resources
that help agents take these findings and turn
them into action -- increasing their digital
capabilities and improving the experience for
their small business customers.

To find our more about this benefit login
to www.pianational.org. if you need your
membership number, contact PIA staff. Ik

Imperial PES ..o 5
National General ...........ccccoooveiiiiniinincn, 17
Lane & ASSOCIAtES ..o 14
LCI Workers COmp ......ovooveeeceseeee e 23
Lighthouse Excalibur ........c..cccooovveeviieice 13
LWCC oo, Back Cover

Do you want
to see your business
in The Agent's Voice?

Find out more details
on advertising in

The Agent's Voice

by calling the PIA office
at 1-800-349-3434.

www.piaoflouisiana.com



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

Together, we are

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

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

LOUISIANA
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