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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

www.piaoflouisiana.com
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Charlie Williams,
Jennings

President, PIA of Louisiana

As President of the association there are a few things
| can do, like an Executive Order kind of thing. So,
here in mid-February with it still freezing outside (but
improving), | have created a Task Force with member
agents from all across the state to be on the look out
for the next catastrophe we might have to endure.
Their charge is to look for the unexpected, but | did
suggest they keep an eye out for Locust and Bloody
Looking Water! We as citizens and agents in the in-
surance industry sure have been tested.

On a more serious note, the PIA of Louisiana Board
of Directors has generally had a Board Retreat every
other year where we look at our goals, see where we
stand, make sure we are on track and evaluate our
direction. We are more than a year off, like almost
everything else is but we decided to have our retreat
- carefully- this year. We gathered on February 10th
and met for several hours in the afternoon and then
| had a friend boil crawfish for us. We ate 'til our fill
and then sat and visited. It's fun to get to 'know peo-
ple" when you have more time to visit and can talk
about things other than insurance. Naturally, though,
we almost always migrate back to shop talk. And
that, too, is good to learn from others and come clos-
er as a board. We had four ‘camps’ within walking
distance of each other for sleeping and for meetings.
The following morning, we had a nice breakfast and
several more hours of meeting when we were then
dismissed back to our corners of the state. Those
that were not able to attend were missed but those
that did venture out have the foundation of a better
Board and made some pleasant memories. Special
thanks to our Exec., Jody Boudreaux, for conducting
our retreat.

Just a week earlier, the Young Insurance Profession-
als also decided to carefully conduct their Winter
Conference, which included their Annual Meeting,

Exhibit Hall and a new event, meant to get everyone
outside to be more conscious of COVID precautions,
which was a Walk-a-Thon. The theme of the confer-
ence was “YIPs Gives Back” and the Walk-a-Thon
allowed the participants to raise money for their fa-
vorite charities. I'm proud to report they raised more
than $5,000 for some wonderful causes after YIPs
matched the first $50 of everyone's donation. While,
unfortunately, | was not able to attend the event, |
heard some great comments about it. It seems quite
a few people were ready to get together again with
64 registrants. Check out the pictures in this issue.

The YIPs Conference has got quite a few people also
asking us if we're going to have the PIA convention
this year. The short answer to that is: We're going
to try to. But because we also know that we live in
very unpredictable times, we want to move forward
with cautious optimism while also having a back up
plan in place. Which by the way, that reminds me —
if you had last year's Virtual Convention Swag Box
delivered to you before we had to postpone (and then
ultimately cancelled it altogether) — and you haven't
opened it —you can open it! You might be able to sal-
vage something edible at this point. We've had some
tell us either they still hadn’t opened it or they just
opened it, so we figured we'd better let others know.
Of course, many of you never got it at all because the
main day deliveries were scheduled to take place on
the day we learned Hurricane Laura was headed our
way and we decided to postpone. Then each time we
tried to reschedule, another storm was brewing. We
figured we'd not play with Mother Nature anymore
and just try again in 2021. And so now with the Win-
ter Storm we just had this past week...um, the final
waord on that is to be continued, | guess. We'll be
checking in with that newly formed Task Force to see
how their research is going and we'll report back to
you next month! MK

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 |

$
243
INSURANCE PREMIUM FINANCING PAYMENT IN FULL
* Paying in installments frees " Eliminate time spent on premium

up capital to help you ensure payment collections

gg\[l);cr)gégate level of insurance " Provides opportunity for reduced
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

ur IPFS Connec

Copyright 2020 © IPFS Corporation. All rights reserved.
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COMMISSIONERS

COLUMN

If things always seem darkest before the
dawn, then we must be approaching day-
light at any moment. Last year brought
plague, fires, pestilence and hurricanes -- in
spades. With our attention split among so
many disasters it's easy to get into a mind-
set of keeping our heads down and bracing
for the next catastrophe, but reflecting on
our past is how we safeguard our future.

Over my 15-year tenure as Louisiana’s In-
surance Commissioner we've experienced
the worst hurricane in history in Katrina, the
worst environmental disaster caused by the
BP oil spill, and a flooding event of histor-
ic proportions in the August 2016 flooding
of two of our largest metros: Baton Rouge
and Lafayette. And there have been plen-
ty of other natural catastrophes along the
way. 2020 added a record five hurricanes
to make landfall on the Louisiana coast and
devastation to the southwest area of the
state beyond what many can comprehend
without seeing it first-hand. Lake Charles
Mayor Nic Hunter has implored the media,
and the country at large, not to forget about
the people living through this nightmare in-
side of the worldwide crisis that has been
with us for a year now.

Cristobal, Marco, Laura, Delta and Zeta
tested the state’s readiness time and again
this storm season. We found that many of
us were prepared and some of us were not.
Some companies were able to answer the
need for quick turnaround and clear an-
swers for consumers and some sadly fell
short.

Louisiana Citizens Property Insurance Corp.
(Citizens) stepped up to the task of fast
turnaround for customer claims and avoid-
ing assessments for the rest of property
insurance policyholders through a historic
hurricane season. The size of Citizens has
shrunk dramatically as the Louisiana De-
partment of Insurance has attracted new

6

insurers to the state and promoted com-
petition. These efforts have paid off in the
2020 hurricane season. As announced last
fall, Citizens will take only a $35 million fi-
nancial hit from last year's storms because
of a strong reinsurance program. Mean-
while, Citizens has improved its operations
and financial strength in an effort to avoid
repeating the situation after hurricanes Ka-
trina and Rita in 2005, when Citizens was
plagued by complaints about its claims han-
dling and had to issue a $250 million as-
sessment on all property policies and issue
$1 billion in bonds that we still have five
more years to amortize.

Some of the companies that answered the
call after the 2005 storm season have now
seen first-hand the pace of a multi-storm
season and can move forward with experi-
ence under their belts. While this hurricane
season was certainly more active than usu-
al, especially for those in the southwestern
portions of the state, insurers need to be
ready to assist their policyholders during
the worst of times. Complaint data collected
by the Louisiana Department of Insurance
(LDI) shows that we've received more than
1,000 complaints due to hurricanes Laura,
Delta and Zeta. While the vast majority of
these have been closed, the Department is
working with consumers, municipal bodies
and the Legislature to find ways to improve
the claim experience for consumers. For
your perspective, I've included links to our
website where you can see the ranking of
the top 15 companies by numbers of home-
owners complaints (80% of all complaints)
and the claims and costs of Laura, Delta
and Zeta through Dec. 31, 2020.

Commissioner of Insurance
Louisiana Department of
Insurnace

public@di.state.la.us

| am committed to continuing to educate
consumers and policyholders about both
the necessity for insurance and how to be
informed users in their time of need. The
Department relies on all those on the front
lines of these catastrophes, agents, adjust-
ers and customer service representatives
to help guide policyholders who are fac-
ing one of the most difficult losses in their
lives through the claims process. That can't
have been an easy task while so many of us
were juggling new schedules for working
from home, new expectations for childcare
and education and new pressures from the
coronavirus economy.

| appreciate all that has been accomplished
over the past year and look forward to
working together to make the insurance
industry, and the policyholder experience,
stronger in the future. PIK

www.piaoflouisiana.com



AFCO” PIA |5

Insurance Premium Finance Servin
PROFESSIONAL | Main Street

INSURANCE America™
AGENTS
OF LOUISIANA

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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So, we have a new look to our association
publication, The Agent’s Voice — hope you
like it? We also have changed the look

of The Agent's Link— the e-newsletter

as well as included this similar map/blue-
print design to a new email publication
we're starting — The PIA Resource, which
is solely meant to highlight some of the
products and programs available to you
through your PIA membership. It's sort of
a marketing piece, but we're not asking
you to “buy” anything — we're just wanting
you to take advantage of what's already
available to you! Be sure to check it out!
We thought it was time to change our
look a little and we're maving some things
around as well, too. We're going to be
highlighting the state and chapter events
in The Agent’s Voice rather than sending
a separate monthly email for that, so
you'll get to see what's happening twice
a month rather than just once. You can al-
ways check out our Calendar of Events on

PASSING IT ON!

By Jody M. Boudreaux, CAE, CIC, CISR

our website, too, at www.piaoflouisiana.
com. And if you don't remember seeing
either of these e-newsletters, be sure to
contact us so we can find out why not.

The YIPs had a great conference earlier
this month, so be sure to check out the
pictures under Around the State on page
14. Our chapters are starting to meet
again, so we had some pictures from the
Baton Rouge chapter meeting in January
where they installed their new 2021 Board
and Officers. You can see them in Around
the State as well.

Richard Newberry, CEQ of Louisiana Citi-
zens, reached out to us earlier this month
about an issue they were experiencing
and wanted our help in communicating to
our agents about it. It has been brought
to his attention that LCPIC may have not
been clear on when and how to properly
quote those properties needing coverage
that have existing damage from the 2020
storms, so they sent a flyer to help clarify
the proper LCPIC quoting process. That
flyer has been reprinted on page 18 (We
also immediately posted it on our PIA of

LME ,

Louisiana Peers Facebook Group Page but

| wanted to pass it on again here. If you're
not on that page, be sure to contact us so
you can get this information more quickly.)
This listed process will ensure a proper
quote from LCPIC and give producers an
option to stand in the gap for those proper-
ty owners who need coverage in this great
time of need. First, the producers need not
count the 2020 named storms in the prior
loss information and should always start
by quoting Dwelling 1 for personal lines
and the Standard Commercial Policy for
commercial risk quotes that are in need of
repairs. The Builders Risk and the Renova-
tion policies are to be used for those with
very extreme damages or those that may
have even been previously deemed total
losses by their original insurer. Be sure to
refer to the graphic on page 18 for a quick
and easy explanation. Bk

www.piaoflouisiana.com



PROMISE

Count on us at the time of greatest need.

Property and liability insurance you can count on from
a company with a long track record of success in being here
for property owners in their time of greatest need.

Financially stable and proven through 16 separate hurricanes
and tropical storms. Products that work for agents and
policyholders. Prompt and fair claims service. Ease of doing
business. Competitive pricing.

UPC Insurance. Keeping the promise since 1999.

Keep contact Margaret Miller, State Sales Director
- the phone 337-802-6788

: email mmiller@upcinsurance.com
I N R A N C E°| Promise® !
St C upcinsurance.com

HOMEOWNERS | DWELLING FIRE | CONDOMINIUM OWNERS | RENTERS | FLOOD
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MEMBER NEWS

IN MEMORY OF PIA PRESIDENT

ome Mo

Thomas Wayne Hudson, 80, passed away
Thursday, January 7, 2021. Tom was a long-
time member of PIA and served as president
in 1983. He is survived by his wife of 52
years, Donna; daughter, Michelle Byers
(Tommy), son, Tim Hudson (Chetta); seven
grandchildren Haley Hudson, Blair Byers,
Mary Grace Byers, Hudson Byers, Kendall
Hudson, Lauren Brown, London Brown, and
soon to be great grandchild Lola Rose Zumo.
He also was survived by one sister Karen
McDougal (John), brother Tommy Hudson
(Pam), brother-in-law \WWayne Roper, nieces,
nephews and friends. Memorial donations
in Tom's name to be made to Butterfly Wing
(BRG).

e, e e

DRIVEN BY
Backed by Valley Bank - one of the strongest and most trusted banks in America.
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Best of
Both Worlds

A RATER FOR THE CARRIERS
YOU ALREADY HAVE,
AND MARKET

ACCESS FOR THOSE
YOU DON'T

powered by
INSURE
MARKET ACCESS

PIAMarketAccess.com

*Current PIA Membership Required. Available in the 50 U.S. states and DC. Carrier availability varies by state.
Provided through partnership with InsureZone.com of Texas, Inc.
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INNOVATION, CONVENIENCE AND SERVICE

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.

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:
Andrew Strohm
225-229-3035
astrohm@agile-pf.com

AGILE

PREMIUM FINANCE

A Division of Valley National Bank®

www.piaoflouisiana.com
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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

‘”‘Hull

/ & Company

Metairie, Lounsnana

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@hullico.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 do customers expect from salespeople?

By John Graham

What sales reps expect from customers

We all know what we expect from
customers—or at least we think we do.

We want them to give us their attention,
give us a fair hearing, and be open to our
recommendations and pay what they owe
us. Some customers live up to this standard
and some don't make the cut. Just about
everyone in sales also works at making sure
customers like them, the cornerstone of a
good relationship.

That's not all. They also expect customers to
be frank and open, even though some have
an agenda they keep well hidden, leaving us
guessing and suspicious.

\Whether accurate or not, most sales reps
expect buyers to believe their representations
are in the customer’s best interest. All this
shouldn't be surprising to anyone in sales,
since this is how most reps like to think of
themselves.

What customers expect from sales reps

Even so, all this is only half the story. What's
missing is at least equally or more important
today when it comes to success in sales. In
other words, it's time to ask, “In the current
state of the economy and what consumers
have been going through the past year of the
pandemic, what do customers expect from
salespeople?”

1. Customers want to do business with
someone who understands them. Working
with a salesperson is like dating, except for
one major difference. The conversation goes
from “Hi, I'm Bob. Should we get married
now, or see how things go in the next seven
minutes?” If customers are going to spend
time with you, they expect some indication of
“instant friendship” or compatibility that tells
them it's going to be OK. They're going to be
comfortable. This is what people mean when
they say, “That's a great salesperson.” If this
message isn't clear, they're gone.

2. Customers expect a salesperson to be

12

responsive to their situation. Or, to put it
another way many customers want to tell you
their “story” as the way for you to understand
and help them. Don't cut them short and
plow ahead with your own spiel. If you do,
they will be offended and feel rejected. Most
customers know what they want to say, but
they may not know how to express it. They
are hoping that you will figure it out. If you
do, they will reward you by giving you the
sale.

p e

Artisan Contractor
« Commercial Property
+ General & Excess Liability
+ Commercial Packages

» Personal Umbrella
& Liability

Professional Liability

Packages

Special Events
Oil & Gas
Garage Liability

gotolane.com | (504) 467-3123
questions@gotolane.com

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

& Associates
is here for you.

3. Patience sends the message to customers
that you want the sale. It's not what you say,
but how you act that demonstrates you get it.
If you do, then it's time to slow down, both in
terms of your manner and how fast you are
speaking.

LANE &

ASSOCIATES, INC.

S

A

Contact us
to schedule
a remote
appointment!

fYin

#GoTolLane

www.piaoflouisiana.com



504-736-0472

Our priority is to understand

It takes time for information to sink in. That's
why consumers don't want to be rushed or
pushed. While they may have tolerated some
nudging or even a little push in the past,

but not now. “This is a great price, but the
inventory is tight,” says the rep. That was a
year ago, but not now. No matter what it is,
consumers will find what they want at a price
they want to pay sitting in their sweats in
front of a screen.

4. Customers expect salespeople to be
reliable. Or, to put it more accurately,

there are no second chances; customers
don't come crawling back. They know their
options; they're not alone. Social networking
is empowering. They trust their friends,
relatives and neighbors, which just happens
to be an interesting description of small
communities, places where people watch out
for each other. When a salesperson gets a
bad reputation, the news spreads like a virus

5. Customers expect salespeople to be a
resource. But there is only one reason Jeff
Bezos is one of the largest retailers in the

JAN-FEB 2021

in order to best serve your customers.

world: consumers are suckers for convenience
(read: immediate gratification). Something
happens in the human brain when we see the
words, “You'll have it tomorrow.” But there’s
another part of the brain that pulls toward
“due diligence,” taking responsibility for
making good decisions. Finding a salesperson
who fuels that desire by sharing their
knowledge and expertise, along with a give-
and-take, is immensely rewarding.

6. They expect you to be candid with them.
Some in sales think it takes painting a perfect
picture of what they're selling to make

the sale. It isn't. Everyone knows nothing

is perfect. What's refreshing is when a
salesperson says, “This is a terrific product.
My customers are more than satisfied with it,
but it's important that you follow the periodic
service instructions. If you like, we'll send you
reminders.” Customers equate candor with
honesty and transparency.

7. Customers expect follow-through. It's
a useful way to judge a salesperson’s
performance before signing the order. “I'll get

our business,

back to you late this afternoon with answers
to your questions,” says a smiling rep, who
gets busy and forgets about it and then
blames on someone else. Whatever picture
the customer had of the salesperson changed,
and not for the better.

All of this may come across as unnecessarily
obvious to both customers and sales reps.
Perhaps. But even physicians can turn their
backs on the Hippocratic Oath to “do no
harm” and some salespeople play by their
own rules, which may not be life threatening,
but do harm, nevertheless, both to them and
their customers.

John Graham of GrahamComm is a
marketing and sales strategy consultant
and business writer. He is the creator of

“Magnet Marketing, " and publishes a free
monthly eBulletin, “No Nonsense Marketing
& Sales Ideas.” Contact him at jgraham@
grahamcomm.com or johnrgraham.commik
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NOW, HOMEOWNERS WHO INCUR PROPERTY LOSSES FROM
HURRICANES OR OTHER CATASTROPHES NO LONGER HAVE TO
DELAY VITAL REPAIRS UNTIL THEY CAN PAY THEIR DEDUCTIBLE.

Access Home’s Exclusive Deductible Instaliment Plan* allows homeowners to
begin repairs immediately and pay the deductible in three easy installments
spread over 30 months.

>>> No other insurance company can offer this plan! <<<

* This benefit is available to all of our HO3 and Dwelling Fire insureds.

 Deductible payments can be spread over 30 months.

* No payment is due for the first six months. The last two payments are
billed on an annual basis.

* Homeowners can repay sooner if they’d like.

* No fees.

* Interest free.

* No credit check.

* Noincrease in premium.

* Applies to up to 2% of Coverage A for all policies.

* Repair work can begin immediately with one of our preferred vendors.

* All repairs are guaranteed for 2 years.

Unlike most insurance companies, we ease the burden of having to pay the entire deductible up
front, before any repair work can commence. Immediate repairs prevent the home from suffering
additional damage and it gets our homeowners on their feet and back home sooner.

To find out more about the Deductible Installment Plan visit www.accesshomeinsurance.com/DIP

A‘ :‘ ES www.accesshomeinsurance.com
1-888-671-AHIC (2442)
HoOME INSURANCE 00

*Multiple patents have been filed. Must use an AHIC approved vendor.

T
) Exceptional
nancial Stability Rating®

(@ Demotech, Inc.

16 www.piaoflouisiana.com
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Learn more at www.lexcalins.com

Homeowners | Dwelling Fire | Condo | Renters | Flood

JAN-FEB 2021

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
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In your time of need, we are here to help

Important clarification of quote process for properties
with existing damage from 2020 named storms

1. Do notinclude claims from 2020 named storms when asked the question shown below:

Prior Loss Information

Has the insured had any paid losses in the last 5 years?

2. Personal Lines - Dwelling 1 policies should be used first to quote properties that have been previously

damaged and in need of coverage during the repair process. ($2,500 AOP Deductible Required)

3. Commercial Lines - A standard commercial policy should be used first to quote properties that have been
previously damaged and in need of coverage during the repair process. ($5,000 AOP Deductible Required)

4. Personal and Commercial Lines - Builders Risk should be quoted if building has severe damage and was

deemed a total loss by the previous insurance company.

5. Personal and Commercial Lines - Builders Risk Renovations should only be used for properties damaged

by any peril other than wind/hail.

As always, note that any property with existing damage may be required to supply photos of damage,

signed contracts for repairs, and building permits as needed for underwriting.

If you have any questions or concerns please call 888-568-6455 (ext. 1260 Erica Curry for personal lines

and ext. 1236 Jason Saenz for commercial lines.)

February 2, 2021
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@%\% BEYOND FLOODS

Launched in
uisiana!

Are You On Board for Lower Rates & Better Coverage?

This Product Offers:

Quote and bind in 3 minutes or less

No Elevation Certificate required

7-day wait/0-day wait for mortgage-related
Free property-specific flood reports

Higher limits

More coverage (ALE/LOU, basement, swimming
pool, trees/shrubs, ramp deck and more)
Lender Compliant, and then some!

Flexible payment options

Competitive Commissions

Single deductible

SEANNED

|
TARGETED SAVINGS PROPERTY SPECIFIC

Financial Strength Rating

A-Excellent

ms, conditions, limits and exclusions apply.
bility may vary by state.

Agents: Please regjister to Darren Klng
offer this program at Business Development Manager for the State of Louisiana

SR lE B lEe (s darrenking@ngic.com | 225.226.5037
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A COMPANY

YOU CAN COUNT ON.

A COMMISSION

YOU DESERVE. 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

20 www.piaoflouisiana.com



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
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MEMBER BENEFIT INFOCUS

Promoting the professional insurance

L

The

wis AGONT

The official print publication of the Professional Insurance Agents of Louisiana

Check out our
NEW E-Publication
The Agent's Resource!!!
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Agents may sometimes wonder, "What
does being a member of PIA do for me?"
No doubt you are aware of the abundant
networking opportunities the PIA of
Louisiana Family affords members. And you
certainly know that PIA represents your
agency's interests in Baton Rouge and in
Washington, D.C. But what else is there?
The Agent's Resource is a new publication

agency system, leading through support, representation and fellowship.

AR,
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designed to help you bridge the gap in your
PIA Membership by providing you with
monthly highlights of member benefits with
real value and impact for your agency.

In the first issue, we highlighted these
topics. Did you miss it? Be sure to let us
know and we'll make sure you don't miss it
again! MiK

INSIDE THIS ISSUE

Bridge the Gap with These Tools for Your Agency

* PIA Member Benefit Update: ACORD End User Licenses for 2021

* PIA Webinar Spotlight

NEW PIA Member Benefits

* Resources to Help You Juggle It All

Hot Sales Tip

« Sharing Ideas on PIA Peers

Liten Up!

by B.D.Hicks

It is remarkable for an insurer to
relocate its headquarters to a
lunar colony, but we find that

it will have an amazing

>

Xverse
Mutual

tax and regulatory
environment!!

AR

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

Find out more details
on advertising in

The Agent's \oice

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

www.piaoflouisiana.com



Count on us.

PICK AN INSURANCE PARTNER YOU CAN DEPEND ON

SageSure will always be here when you need us. Need proof? We have never pulled business
from any state, for any reason. We only partner with highly rated carriers and evenly balance
our spread of risk to ensure we can provide peace of mind when your customers need it most.
You can always trust SageSure to be there for you.

Partner with SageSure in Louisiana. Learn more at SageSure.com.

JAN-FEB 2021 23



AGENTS

OF LOUISIANA

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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