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It seems like PIA always has something going on, but 
if you look at agents’ calendars you will find most 
have the month of April and May saved for crawfish 
boils.  That time came once again when most of 
the chapters held a boil.  I personally attended the 
Northwest Chapters boil,which was held at Beaux 
Jax Craft House in Bossier City.  The event was held 
earlier in April so the weather was perfect because it 
wasn’t too hot yet and there was a nice breeze.  The 
event was well attended with a good mix of agents 
and companies, and even though it was held in the 
great north, the crawfish were very good.  I was glad 
to be able to fellowship with everyone again and I 
believe all that attended would agree.

There was also another event that was fairly well 
attended in Lafayette -  the Acadiana Chapter Craw-
fish Boil.  I think every agent in Louisiana must have 
been there because there wasn’t a patch of grass on 
the whole property that wasn’t occupied with peo-
ple talking and having a good time.  I believe every 
company had some form of representative there as 
well, taking full advantage of having their agents all 
in one venue.  

I came in the day before the boil because the Young 
Insurance Professionals were holding its first Casino 
Night. They had first planned this event back in 2020, 
but of course, was not able to hold it then, so it was 
a long time in the making. The Casino Night was a 
great event that really made the two days feel like an 
event.  I think they ended up with right at 100 people 
that night, and even though I was terrible at playing 
casino games, I had a great time.  I saw a lot of famil-
iar faces and it seemed like everyone had a fun time 
playing the games and winning some nice prizes.  

The Casino Night was a great lead up to the boil be-
cause it provided that opportunity to make your time 

spent worthwhile if you are traveling from out-of-
town.  I stayed at the Double Tree and enjoyed the 
short shuttle ride to the event.  They really have this 
down to a science at this point.  If you have never 
been, I highly recommend putting it on your calendar 
for next year.  

While I wasn’t able to attend the other Crawfish Boils 
around the state, I’ve heard good reports about them 
as well. In addition to the two I attended, members 
enjoyed crawfish and fellowship in Baton Rouge and 
New Orleans as well. You can check out all the fun 
they had in the centerfold pictures. Again, be sure to 
make at least one of these events next year. You’ll 
enjoy the fellowship and opportunity to network with 
your business colleagues. 

Although we did do a lot of fellowshipping in April 
and May, your PIA leadership has still been hard at 
work with the other issues that we all face.  The PIA 
Governmental Affairs Committee held calls to dis-
cuss and review bills that are still working their way 
through the process.  There are some that we are ac-
tively watching to see if we need to oppose them or 
if any amendments need to be added.  There are also 
bills we are supporting and would like to see passed.  
I would suggest that everyone get familiar with the 
bills that are coming up and also to be looking for 
communications from PIA as we will alert you of the 
issues and may need to call on our members to get 
involved through a grassroots campaign.

All in all it has already been an eventful Spring, and 
I believe it will only get more hectic leading up to 
convention.  The registrations have been coming in 
steady, so don’t forget to get yours turned in. We 
wouldn’t want to miss you in Galveston.   
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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.

The landscape of many Louisiana 
communities has changed due to the impact 
of costly disasters in recent years. From 
floods to tornadoes to major hurricanes, 
many areas of our state have dealt with a 
recent blow from Mother Nature. With the 
2022 Atlantic Hurricane Season beginning 
June 1, I urge you to advise property owners 
to assess their homeowners and flood 
insurance needs immediately. Colorado 
State University forecasters predict above-
normal activity for this season with 19 
named storms — including nine becoming 
hurricanes.

Hurricanes Laura, Delta, Zeta and Ida 
are examples of the devastation a storm 
can leave behind. Hurricane Ida struck 
Louisiana last August as a Category 4 
storm that affected 25 parishes. As of 
March 31, insurers have paid or reserved 
$12.1 billion on all types of Ida-related 
claims in our state. Policyholders have filed 
458,485 claims of all types from Hurricane 
Ida with 86% of claims closed. Of those 
claims, 286,588, or 63%, were closed with 
payment, garnering $8.5 billion in payments 
for damage caused by the hurricane. 

We at the Louisiana Department of 
Insurance (LDI) face new challenges in the 
aftermath of the 2020-2021 hurricanes, and 
we’re working hard to address them. The 
LDI’s Catastrophe Reform Package, which 
includes several bills related to hurricane 
resiliency and the industry’s response to 
disasters, is making its way through the 
legislative process. 

HB 521 by House Insurance Committee 
Chairman Mike Huval is the catastrophe 
response plan bill. It would require insurers 
to submit a plan to the LDI that includes 
detailed information on how they would 
address the sharp increase in claims often 
caused by natural disasters. HB 612, also 
by Chairman Huval, would create a grant 

program for homeowners to retrofit their 
roof to the Institute for Business and 
Home Safety FORTIFIED Roof standard, 
which has proven in Alabama to be more 
resilient to strong windstorms. Another 
bill in the package, HB 83 by Rep. Laurie 
Schlegel, focuses on prohibited use 
coverage and would clarify that public 
safety announcements encouraging safe 
evacuation should be considered sufficient 
to trigger a policyholder’s existing 
prohibited use coverage. My hope is the 
passage of these and other bills we are 
supporting this Legislative Session will 
give Louisiana residents more protections 
and peace of mind before, during and after 
catastrophic weather events.

I continue to encourage every property 
owner to purchase a flood insurance policy. 
I shared my concerns about the National 
Flood Insurance Program’s (NFIP) transition 
to Risk Rating 2.0 in this publication last 
month, but flood insurance — purchased 
either through the NFIP or private market 
— is a valuable safeguard residents should 
consider to protect their home and property. 
As of 2021, we have 35 authorized insurers 
and 20 surplus lines insurers writing private 
flood policies in our state.

Five insurers have failed as a result of their 
losses over the last two hurricanes seasons; 
however, we were able to identify other 
companies to provide a smooth transition 
for 78,000 policies left behind by the failed 
insurers. LIGA has taken over 22,000 claims 
from the failed companies, and Citizens 
anticipates adding 50,000 policies to its book 
of business from the failed insurers exiting 
our property insurance market. Despite 
experiencing 750,000 claims for $22 billion 
in insured losses over the past 20 months, 
I’m confident our property insurance market 
will recover as it did following the 2005 
hurricane season, which saw us hit for 1 
million claims costing insurers $26 billion in 

losses. The 2005 hurricanes also cost the 
NFIP $15 billion in losses in addition to the 
previously mentioned wind losses. 

I ask you to join me in my commitment to 
educate Louisiana residents about their 
property and casualty insurance options. I 
am hopeful this hurricane season will not 
continue the destructive pattern we have 
seen the past few years, but we must 
prepare for the worst to ensure we are able 
to handle whatever comes our way.   

COMMISSIONER'S
COLUMN

Commissioner of Insurance 
Louisiana Department of 

Insurnace
public@ldi.state.la.us
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Last week, PIA National Director Al Pappa-
lardo and I attended PIA National Govern-
ance meetings in Washington, DC. While 
we normally do these meetings in conjunc-
tion with PIA’s Advocacy Day, which is 
when we do our congressional visits, we 
did those virtually again this year. Howev-
er, it was nice to meet with our colleagues 
in person from around the nation and actu-
ally heard from some interesting speakers.

One of those speakers included FEMA 
Senior Director Executive David Maurstad. 
During his presentation, he mentioned his 
disappointment that our association sup-
ported delaying Risk Rating 2.0, which I 
was so proud of PIA National’s Vice Pres-
ident of Governmental Affairs Jon Gentile 
for defending that position by stating there 
were serious transparency issues (and 
still are), which made it difficult for our 
agent members to properly represent the 
program. And our very own Al Pappalardo 
also pointed out that before October 1, he 
was considered an expert to his insureds 
on flood insurance, but he’s not feeling that 
way since then. Following the meeting, he 
visited with Mr. Maurstad to share other 
challenges with the program.

In addition to the Regular Legislative Ses-

sion, we’ve been busy TRYING to keep up 
(key word, trying) with the market situation 
for our agents. We know that it has been 
a VERY trying time for you all as well (key 
word, very). While we’re staying in touch 
with the Commissioner and the Receiver on 
a regular basis, we’ve also been reaching 
out to Louisiana Citizens, because we know 
for many of you that is your only option as 
of now. I’m heard that there have been 
challenges with their site, so I’m passing 
on below some general information they 
have provided us that will hopefully help:

Citizens’ established down payment proce-
dures are as follows:

1)  A non-refundable $65 application fee 
must be made to the quote. This action pre-
serves the effective date.

2)  LCPIC must receive at least 25% of the 
premium and 100% of the fees and taxes 
within 14 days of the effective date. If a 
payment is not received within the 14 days, 
the quote is canceled and the process will 
have to begin again. 

The 4- payment option, which is their only 
payment option is as follows:

1)  Initial down payment of 25% of premi-
um, $65 non-refundable application, 100% 
of fees and taxes.

2)  Sixty (60) days after the effective date 
the next 25% of premium is due.

3)  Ninety (90) days after the last payment 
due date the next 25% of premium is due or 
150 days after the effective date.

4)  Ninety (90) days after the last payment 
due date the next 25% of premium is due or 
240 days after the effective date.

An insured may pay more than the 25% or 
pay in full. The producer and insured may 
opt to premium finance the policy. 

If a producer is having a system issue or 
generally needs a little help, they may call 
1-888-568-6455 or email policyadmin@lac-
itizens.com.  

We are told they have also addressed some 
of the system slowness by:

1) Increased the number of processors from 
16 to 24.

2) Increased the amount of memory (RAM).

3) Contracted a DBA (Database Adminis-
trator) to advise and make any changes to 
better tune the system.

4) In July they are replacing all servers in 
the datacenter which will increase perfor-
mance.

Please be sure to contact me with any of your 
questions/issues. That’s what we’re here for 
– to assist you in getting answers!  

PASSING IT ON!
By Jody M. Boudreaux, CAE, CIC, CISR
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Experience and 
Financial Stability 

Protecting Assets With a 
Dedicated Management Team 

& Exceptional Resources 

SafePoint is a premier, admitted 
provider of insurance protection 

in the state of Louisiana. With 
over $45 million in policyholder 

surplus, SafePoint has the 
resources to protect your 

client's most important assets. 

Our Management Team is 
comprised of highly experienced 
professionals with over 100 years 

in the insurance industry. 

Our mission is to deliver superior 
customer service, comprehensive 

coverages, expedited claim 
service and to give policyholders 

peace of mind. 

Specializing In These 

Commercial 
Coverages 

Comprehensive 
Benefits 

Competitive Product Pricing 

Knowledgeable & 
Friendly Staff of Insurance 

Professionals 

Accounts are quoted and 
submitted via our on-line 

portal. 

Variety of payment options. 
We accept MasterCard, Visa & 

Discover and eCheck. 

24/7 Claims Services to 
handle claims efficiently and 

professionally. 

Wind Capacity & Property 
Coverage enhancement 

Protecting With 
Exceptional Resources 

We are rated "B" by A.M. Best 
and "A" Exceptional 

by Demotech 

Our reinsurance carriers are 
all approved by the Louisiana 
Department of Insurance and 
are rated "A" or better by AM 

Best. SafePoint purchases 
reinsurance in excess of a 

conservatively modeled 100 
year return on 

a first event basis. 

You will have Peace of Mind 
knowing that your business 
is protected by SafePoint. 

Property 
& Crime Habitational General 

Liability 
0 0 e O For more information contact· Dan O'Brien · LA Agency Relations Manager· 813-575· 1118 · dobrien@safepointins.com · safepointins.com
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These days it’s extremely easy to stand out 
in business and sales. Work ethic, sales 
skills, follow-up, and attention to detail 
are all at historic lows in many sales forc-
es. Here are some ideas that will help you 
stand out from all salespeople, even the 
best. Some of these are tips for standing 
out among other salespeople from a client 
perspective, others are tips for standing out 
from a peer perspective. Many of these will 
make the average salesperson groan be-
cause they require next-level commitment 
and hard work. The top salespeople on the 
other hand will love these, and probably al-
ready do most of them. 
 
Ways to stand out from other sales-
people: 

• Follow-up with leads nine to thirteen 
times, and in some cases, more. 81% of 
sales and appointments are made after the 
fourth contact. 
• Answer your phone nights and week-
ends.
• Respond to e-mails nights and weekends. 
• Answer your phone right away or return 
calls within an hour or two.
• Return e-mails within a few hours.
• Always follow up on issues, even if you 
handed it off to someone else.
• Continually improve your sales and cus-
tomer service skills.
• Never stop learning and be coachable.
• Always be growing personally and pro-
fessionally. 
• Learn as much as you can about each of 
your clients.
• Stay up to date on everything going on 
in your industry and with your clients’ busi-
nesses. Join associations, read industry 
publications, etc.
• Constantly look for new ways to make 
your clients’ lives easier. Find other ways 
to help your clients and solve their prob-
lems, both those related to your business 
and those not. 
• Connect other people. 

• Make it as simple as possible for people 
to do business with you. Eliminate anything 
in the sales process that is difficult or time 
consuming for the prospect/client. 
• Deliver more than promised and expect-
ed; go the extra mile. 
• Outwork everyone else.
• Be early for appointments. 
• Always open with an affirmative re-
sponse. 
• Focus on what you can do, not what you 
can’t. 
• Always be honest and operate with com-
plete integrity.
• Always focus on the prospect’s or cli-
ent’s needs first and always do what is in 
their best interest.
• Be over prepared for all sales calls and 
interactions. 
• Know exactly what to do and say in all 
sales situations.
• Make more sales calls than you have to.
• Always do one more… make one more 
call, send one more thank-you note, make 
one more contact. 
• Always have a great attitude.
• Be enthusiastic.
• Always put in extra effort. 
• Persist and persevere.
• Be known as the hardest worker, or one 
of the hardest workers anyone knows.
• Get along with people.
• Send hand-written thank-you notes in 
blue ink. 
• Focus on building many good, solid, long-
term relationships with clients, co-workers, 
friends and family.  
• Always be building and nurturing your 
network.
• Prospect and build your business every 
day. 
• Overcommunicate. Don’t make a client 
call you to follow up on something. 
• Make the call you’ve been thinking about 
forever, but have been putting off because 
you’re afraid to make it. 
• Live by the rules: the client is always 
right and the client always comes first.

• You’re going to have to fail a lot to be 
successful in sales. Your goal should be to 
at least double your failure rate. 

Here are some things to do to make 
your life better. 

• Do hard things.  
• Invest in yourself to become better pro-
fessionally and personally. Read books, 
take courses and classes, go to seminars, 
and do other things to constantly improve.
• Surround yourself with the right people.
• Surround yourself with the right environ-
ment. 
• Don’t make excuses. 
• Pay close attention to the details.
• Don’t be afraid to make mistakes. Just 
make sure they aren’t thoughtless or re-
peated mistakes. 
• Focus on solutions, not problems or 
who’s to blame. There will be time to ana-
lyze what happened later. Fix the problem 
first. 
• Be accountable and take 100% responsi-
bility for everything in your life. 

Finally, here are a couple Zig Ziglar 
quotes related to the above:  
“The harder you are on yourself, the easier 
life will be on you.”  

“You can get everything you want in life 
if you help enough other people get what 
they want.”
 
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.  

How to Stand Out in Business and Sales
By John Chapin
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AROUND THE STATE 1752 Club Tailgate
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Winning@CyberSecurity Defense is a 
customized 4 step program  

to make your agency and its customers  
more secure and stronger. 

pianational.org/cybersecurity

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

Is your agency at risk?
cyber risks THAN 

EVER.

There are more

© Copyright 2022 National Association of Professional Insurance Agents 

Brought to you by PIA and The PIA Partnership

WINNING@TALENT
Your guide to hiring, motivating and retaining employees.

WinningAtTalent.com

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

Our 3-part toolkit helps agencies understand how best to 

recruit great talent and enhance the employee experience 

so they stay.  We trust you’ll find this content very useful 

and another example of the value of our Partnership.  
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AROUND THE STATE YiPs Casino Night!
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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 

1 hr Webinar 
3 hr Webinar 
3 hr Webinar 
3 hr Webinar 
2 hr Webinar 

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

Total 13 hours 

Customer Service Essentials Certificate—CE approved for 10 hours 
3 hr Webinar 
3 hr Webinar 
1 hr Webinar 

Attitude for Service
Manage Customer Expectations 
Outstanding Customer Service 
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 

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

□ Visa
□ MasterCard
□ AMEX
□ Check Payable to YIPs

Card #:  Expiration Date: CVV: 

Name on Card:  

Billing Address:  

City, State: Zip Code: 

Signature: 
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gotolane.com | (504) 467-3123
questions@gotolane.com #GoToLane

Low Premiums starting at $350
Quotes Include the below coverages
at no additional cost:

• Blanket additional insured
• Blanket waiver subrogation
• Primary and non-contributory wording
• Per project aggregate

FAST, VERY  
COMPETITVE RATES

THINK LANE

Application and paperwork 
generated for you.

ONLINE CONTRACTOR 
PROGRAM/LAWN CARE

& LANDSCAPE

THINK 
LANE LANE

Proud Rhodium Sponsor

INDEX OF 
ADVERTISERS

Whether you’re new to PIA or need a refresher 
about how to maximize your membership, 
attend PIA & You: An Overview of PIA Member 
Benefits. 

PIA offers a wide range of programs and 
products to help your agency succeed, grow, 
and save money. Join PIA for this informative 
webinar on Friday, May 27 at 2 PM ET to learn 
more about the PIA member benefits and 
programs available to you and your staff. 

During the webinar, you'll learn about: 

• Special PIA member commissions

• Business-building tools

• Insurance products

• Agency management tools

• Tools from The PIA Partnership 
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Unlike other workers’ comp providers, LCI is a Louisiana business that understands how Louisiana businesses 

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

of your business. So when you need us most we won’t show up with a giant ice ax. 985-612-1230 :: lciwc.com 

BEWARE
THE

UNAWARE
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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 louisianaloyal.com

Together, we are

LOUISIANA 
LOYAL


