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It’s that time of year again!  The time of year where 
the weather is getting nice and you find any excuse 
you can to get out and enjoy the weather.  Whether 
it’s your kid’s soccer game or a nice afternoon gath-
ering on the patio with your friends, there is just no 
denying that the weather makes you want to congre-
gate and have a good time.

The changing of the season also lets you know that 
it’s time to start planning your summer fun, and one 
of the things we have come to look forward to is the 
PIA state convention.  I am sure by now everyone has 
received their postcards in the mail inviting them to 
this year’s convention.  I received mine last week, 
and this year we will be in Galveston, Tx at Moody 
Gardens Hotel, Spa and Convention Center.  I know 
there are mixed opinions about the venue, but I have 
attended at this location before and I had a wonder-
full time.

Again this year, we will have a one-day, longer expo 
session to allow for plenty of time to meet and enjoy 
great food and beverages.  Along with the extended 
session, we are going to be repeating the relaxed 
tempo we enjoyed last year to provide ample time 
to attend education sessions and nurture business 
relationships, while enjoying the pool and other at-
tractions around the property.

While the Convention is always great for making 
business contacts and increasing your knowledge 

through education, you can’t discount the fact that 
Moody Gardens is a great venue with plenty of at-
tractions for the whole family.  I have three children, 
ranging in age from 10-16, and they have a great 
time when we go to Moody Gardens.  While I enjoy 
all the meetings and education, my kids can be at 
Palm Beach, which is included with registration and 
your hotel reservation.  There are multiple pyramids 
on property that have great appeal to kids of all ages. 
Whether it’s the Aquarium Pyramid or the Rainforest 
Pyramid, you will have something for everyone.  

We usually visit all the pyramids when we go to con-
vention, but my crew’s favorite is always the Schlit-
terbahn Waterpark, which is right next to Moody 
Gardens.  The tickets are good for the week and they 
can stay there all day without getting bored.  I find it 
to be a great time and a good way to make memories 
with your family while still technically working.

I can’t wait to see everyone there, and I know if it’s 
your first time attending you will have a great time. 
For all those that never miss a convention you al-
ready know what is in store.  I know some will miss 
The Grand this year, and you can count me as one of 
them, but never fear we shall return again.  I follow 
the adage: It’s not where you are, but who you are 
with, that really matters.

Look forward to seeing you in Galveston!    
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Having flood insurance is one of the most 
important steps Louisiana property owners 
can take to protect their homes and busi-
nesses — no matter where you live in the 
state. Whether purchased from the Nation-
al Flood Insurance Program (NFIP) or from a 
private carrier, flood policies protect prop-
erty owners from financial loss and provide 
a quicker recovery following a flooding 
event. Unfortunately, this all too important 
lifeline is in danger of failing those who 
need it most.

Louisiana has the distinction of having the 
nation’s highest participation rate in the 
NFIP. Out of the 5 million NFIP flood poli-
cies written nationally, Louisiana has near-
ly 500,000, or 10%, of those policies. On top 
of that, a whopping 80% of those Louisiana 
policies are expected to see price increases 
under the NFIP’s new Risk Rating 2.0 meth-
odology that took effect on April 1 for re-
newal policies and in October 2021 for new 
policies. The level of expected rate increas-
es could easily price many Louisianans out 
of their homes and make those homes hard-
er to sell — if they are marketable at all. 
Exacerbating this problem is the fact that 
many property owners are still dealing with 
the significant expense of rebuilding after 
the four major hurricanes that hit our state 
in 2020 and 2021. 

There is also a great risk that many home-
owners will be forced to drop flood cover-
age altogether and be left with no protec-
tion at all. The Congressional Budget Office 
estimated that 900,000 policyholders, or 
about 20% of the program’s participants 
nationwide, will drop their coverage follow-
ing the implementation of Risk Rating 2.0.

Under this new methodology, thousands of 
policyholders can expect to see premium in-
creases of 18% compounded each year un-
til their policy reflects the true risk of their 

property. With the changes, 20% of policy-
holders are expected to see a premium de-
crease for the first year; 70% are expected 
to see an increase of up to $120 per year; 
and 7% are expected to see an increase of 
up to $240 per year. The remaining 3% of 
flood policyholders are expected to see in-
creases higher than $240 a year — much 
higher in many cases. 

The NFIP has provided few details about 
how rates will be impacted beyond the first 
year. We need more clarity on the formulas 
and weighting of risk factors used to set 
rates under the new system as the entire 
Louisiana Congressional Delegation has 
been repeatedly calling for. 

Instead of using flood zone maps as in the 
past, the new system looks at each proper-
ty individually to determine its rates. FEMA 
says the new rating system is fairer be-
cause it considers specific characteristics 
of individual properties to set prices. Some 
of the criteria to be used includes the prop-
erty’s elevation, construction type, cost to 
rebuild, storm surge history, prior flood loss 
and distance from bodies of water. There is 
also uncertainty about how levee systems 
are being factored into the rates. If a lev-
ee is not in the national database, FEMA 
is using what data is available and has not 
provided detail on how the levees will af-
fect individual rates. There are concerns in 
some areas that significant improvements 
made to the levee system may not be re-
flected in the pricing. 

On March 29, I joined several south Louisi-
ana parish presidents and other leaders at 
an event held by the GNO Coalition for Sus-
tainable Flood Insurance to make a unified 
plea, warning of the potential harm Risk 
Rating 2.0 will have on the working coast of 
our state. The group urged FEMA to provide 
more transparency and public engagement 

in implementing Risk Rating 2.0. The Coa-
lition is also working with the Louisiana 
Congressional Delegation to advocate for 
making the program more affordable and 
sustainable nationwide. 

This isn’t our first rodeo challenging FEMA 
on flood insurance rate changes. I fought 
hard at the federal level to keep flood in-
surance rates affordable for Louisiana resi-
dents when the Biggert-Waters Act threat-
ened to devastate our communities. The 
implementation of the Homeowner Flood 
Insurance Affordability Act limited the cat-
astrophic increases mandated under Big-
gert-Waters by delaying and limiting some 
of the provisions. 

It may be necessary for many Louisiana 
residents to purchase private flood insurance to 
protect their homes following the Risk Rating 
2.0 changes. The LDI pursued legislation in the 
2021 session that encourages private insurers 
to write more flood insurance in our state. Act 
77 changed the LDI’s oversight of private flood 
insurance policy rates from a prior approval 
system to a file-and-use system until January 
1, 2027. While file-and-use rates are audited 
with the same rigor by the LDI, insurers are 
allowed to offer revised premium rates to 
consumers immediately after filing, allowing 
them to make quicker competitive decisions. 

Continued On Page 16

COMMISSIONER'S
COLUMN

Commissioner of Insurance 
Louisiana Department of 

Insurnace
public@ldi.state.la.us
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PIA National has introduced so many new 
products in the last couple of years. It’s 
just so hard to make sure our members are 
aware of all they have to offer. It’s a chal-
lenge we discuss often during our Board 
meetings. I would encourage you to take a 
look at their new website, too. You’ll find a 
host of great information. 

For now, I’d like to highlight one of their 
newer benefits. Not sure if your agency is in 
the market or not, but PIA has just recently 
announced the PIA 401(k) Plan, a turn-key, 
low-cost solution for agency owners and 
their employees. 

The PIA 401(k) Plan provides what employ-
ees want and what independent agents 
need to deliver it, in an efficient and cost-ef-
fective way.  As an independent agent:

You want a retirement plan for your agency 
that: 

• is easy to administer.
• minimalizes fiduciary responsibility. 
• is low-fee and low-cost. 

As a new PIA Member benefit, the PIA 
401(k) Plan has you covered performing 
over 90% of administrative tasks and be-
coming your retirement department support 
team – allowing you to focus of what you 
do best – selling insurance. 

The plan offers: 

1. Easier to Administer 401(k) Plans
With The PIA 401(k) Plan, employers out-
source the functions and liability of the 
retirement plan administration. PIA 401(k) 
becomes each employer’s retirement solu-
tion, support team in action, and account-
ability. It eliminates a majority of a plan’s 
administration burden, allowing you to fo-
cus on your business.

2. Compliant 401(k) Plans
Employers are faced with a voluminous 
number of regulations, documentation, 
record keeping, and tasks that come from 
both DOL and IRS requirements. The PIA 

401(k) Plan takes on the oversight and ex-
ecution of the tasks required to keep each 
plan compliant.

3. Substantial and Well-Known Providers
The PIA 401(k) Plan works with various es-
tablished 3(38) Investment Managers.

4. Protection from Fiduciary Liability
The PIA 401(k) Plan takes on the highest 
level of fiduciary liability and is responsible 
and accountable for operational and invest-
ment oversight. 

5. Reasonable Cost
There are minimal billables to employers 
with retirement Plans in the PIA 401(k) 
Plan. Money that would normally be spent 
on fees is instead used for enhancements 
to the retirement plan offering. The PIA 
401(k) Plan is competitively priced, and of-
ten costs less than other programs offering 
fewer comprehensive services.

Ready for a better retirement solution? 
Learn more at: www.pianational.org/401k

 

PASSING IT ON!
By Jody M. Boudreaux, CAE, CIC, CISR

- Discover if your producers can really sell.
- Learn if a CSR will �t in with your team.
- Compare job candidates with top sta�.
- Uncover management challenges.
- Maximize your employees’ potential.

How Can Behavioral Assessments 
Help Your Agency?

800.525.7117  | www.OmniaGroup.com 

CALL TODAY!
GET 1 FREE 

ASSESSMENT
with initial package

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

Keather Snyder
813.280.3026  |  KSnyder@OmniaGroup.com

Omnia is a PIA 
Member Benefit

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

employee engagement. 

Protect your agency from 
bad hires and high turnover 

with The Omnia ASSESSMENT.
 

Your hiring insurance. 

Complete in 15 mins or less!
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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.



APRIL 2022  11



12  www.piaof lou is iana.com

 
AFCO INSURANCE PREMIUM FINANCE 

AGILE PREMIUM FINANCE 

ALLIED TRUST INSURANCE COMPANY 

AMWINS 

APPLIED SYSTEMS, INC. 

BERKSHIRE HATHAWAY/GUARD INSURANE CO. 

BLUEFIRE INSURANCE 

CAPITAL PREMIUM FINANCING 

EQUIPMENT INSURANCE INTERNATIONAL 

FOREMOST INSURANCE 

HULL & COMPANY 

IMPERIAL PFS 

 

JENCAP INSURANCE SERVICES, INC. 

LANE & ASSOCIATES, INC. 

LCI WORKERS’ COMP 

LRA WORKERS’ COMP 

LWCC 

MARKEL 

MCGOWAN COMPANIES 

NATIONAL GENERAL, AN ALLSTATE COMPANY 

RISK PLACEMENT SERVICES 

SAFEPOINT INSURANCE 

SAGESURE 

USG INSURANCE SERVICES, INC. 

ACADIAN MANAGERS 

AFCO INSURANCE PREMIUM FINANCE 

AGILE PREMIUM FINANCE 

ALLIED TRUST INSURANCE COMPANY 

AMTRUST NORTH AMERICA 

AMWINS 

ASSURANT 

BANKERS INSURANCE GROUP 

CAPITAL PREMIUM FINANCING 

FOREMOST INSURANCE 

FOREST INSURANCE FACILITIES, INC. 

GULF STATES INSURANCE COMPANY 

IMPERIAL PFS 

LANE & ASSOCIATES, INC. 

LCI WORKERS’ COMP 

LRA WORKERS’ COMP 

LUBA WORKERS’ COMP 

LWCC 

NATIONAL GENERAL, AN ALLSTATE COMPANY 

PROGRESSIVE 

RISK PLACEMENT SERVICES 

SAFEPOINT INSURANCE 

SAGESURE 

SCOTTISH AMERICAN GENERAL AGENCY 

THE GRAY INSURANCE COMPANY 

UPC INSURANCE 

USG INSURANCE SERVICES, INC. 

WESTON INSURANCE 

WRIGHT FLOOD 

YOUNG INSURANCE PROFESSIONALS 

 
BERKSHIRE HATHAWAY GUARD INSURANCE CO. 

BURNS & WILCOX 

EMERGENCY RESTORATION, INC. 

JOHNSON, YACOUBIAN & PAYSSE 

LOUISIANA 1752 CLUB 

MARKEL 

SUMMIT 

 
AFCO INSURANCE PREMIUM FINANCE 

AGILE PREMIUM FINANCE 

ALLIED TRUST INSURANCE COMPANY 

AMWINS 

APPLIED SYSTEMS, INC. 

BERKSHIRE HATHAWAY/GUARD INSURANE CO. 

BLUEFIRE INSURANCE 

CAPITAL PREMIUM FINANCING 

EQUIPMENT INSURANCE INTERNATIONAL 

FOREMOST INSURANCE 

HULL & COMPANY 

IMPERIAL PFS 

 

JENCAP INSURANCE SERVICES, INC. 

LANE & ASSOCIATES, INC. 

LCI WORKERS’ COMP 

LRA WORKERS’ COMP 

LWCC 

MARKEL 

MCGOWAN COMPANIES 

NATIONAL GENERAL, AN ALLSTATE COMPANY 

RISK PLACEMENT SERVICES 

SAFEPOINT INSURANCE 

SAGESURE 

USG INSURANCE SERVICES, INC. 

ACADIAN MANAGERS 

AFCO INSURANCE PREMIUM FINANCE 

AGILE PREMIUM FINANCE 

ALLIED TRUST INSURANCE COMPANY 

AMTRUST NORTH AMERICA 

AMWINS 

ASSURANT 

BANKERS INSURANCE GROUP 

CAPITAL PREMIUM FINANCING 

FOREMOST INSURANCE 

FOREST INSURANCE FACILITIES, INC. 

GULF STATES INSURANCE COMPANY 

IMPERIAL PFS 

LANE & ASSOCIATES, INC. 

LCI WORKERS’ COMP 

LRA WORKERS’ COMP 

LUBA WORKERS’ COMP 

LWCC 

NATIONAL GENERAL, AN ALLSTATE COMPANY 

PROGRESSIVE 

RISK PLACEMENT SERVICES 

SAFEPOINT INSURANCE 

SAGESURE 

SCOTTISH AMERICAN GENERAL AGENCY 

THE GRAY INSURANCE COMPANY 

UPC INSURANCE 

USG INSURANCE SERVICES, INC. 

WESTON INSURANCE 

WRIGHT FLOOD 

YOUNG INSURANCE PROFESSIONALS 

 
BERKSHIRE HATHAWAY GUARD INSURANCE CO. 

BURNS & WILCOX 

EMERGENCY RESTORATION, INC. 

JOHNSON, YACOUBIAN & PAYSSE 

LOUISIANA 1752 CLUB 

MARKEL 

SUMMIT 



APRIL 2022  13

 
AFCO INSURANCE PREMIUM FINANCE 

AGILE PREMIUM FINANCE 

ALLIED TRUST INSURANCE COMPANY 

AMWINS 

APPLIED SYSTEMS, INC. 

BERKSHIRE HATHAWAY/GUARD INSURANE CO. 

BLUEFIRE INSURANCE 

CAPITAL PREMIUM FINANCING 

EQUIPMENT INSURANCE INTERNATIONAL 

FOREMOST INSURANCE 

HULL & COMPANY 

IMPERIAL PFS 

 

JENCAP INSURANCE SERVICES, INC. 

LANE & ASSOCIATES, INC. 

LCI WORKERS’ COMP 

LRA WORKERS’ COMP 

LWCC 

MARKEL 

MCGOWAN COMPANIES 

NATIONAL GENERAL, AN ALLSTATE COMPANY 

RISK PLACEMENT SERVICES 

SAFEPOINT INSURANCE 

SAGESURE 

USG INSURANCE SERVICES, INC. 

ACADIAN MANAGERS 

AFCO INSURANCE PREMIUM FINANCE 

AGILE PREMIUM FINANCE 

ALLIED TRUST INSURANCE COMPANY 

AMTRUST NORTH AMERICA 

AMWINS 

ASSURANT 

BANKERS INSURANCE GROUP 

CAPITAL PREMIUM FINANCING 

FOREMOST INSURANCE 

FOREST INSURANCE FACILITIES, INC. 

GULF STATES INSURANCE COMPANY 

IMPERIAL PFS 

LANE & ASSOCIATES, INC. 

LCI WORKERS’ COMP 

LRA WORKERS’ COMP 

LUBA WORKERS’ COMP 

LWCC 

NATIONAL GENERAL, AN ALLSTATE COMPANY 

PROGRESSIVE 

RISK PLACEMENT SERVICES 

SAFEPOINT INSURANCE 

SAGESURE 

SCOTTISH AMERICAN GENERAL AGENCY 

THE GRAY INSURANCE COMPANY 

UPC INSURANCE 

USG INSURANCE SERVICES, INC. 

WESTON INSURANCE 

WRIGHT FLOOD 

YOUNG INSURANCE PROFESSIONALS 

 
BERKSHIRE HATHAWAY GUARD INSURANCE CO. 

BURNS & WILCOX 

EMERGENCY RESTORATION, INC. 

JOHNSON, YACOUBIAN & PAYSSE 

LOUISIANA 1752 CLUB 

MARKEL 

SUMMIT 

 
AFCO INSURANCE PREMIUM FINANCE 

AGILE PREMIUM FINANCE 

ALLIED TRUST INSURANCE COMPANY 

AMWINS 

APPLIED SYSTEMS, INC. 

BERKSHIRE HATHAWAY/GUARD INSURANE CO. 

BLUEFIRE INSURANCE 

CAPITAL PREMIUM FINANCING 

EQUIPMENT INSURANCE INTERNATIONAL 

FOREMOST INSURANCE 

HULL & COMPANY 

IMPERIAL PFS 

 

JENCAP INSURANCE SERVICES, INC. 

LANE & ASSOCIATES, INC. 

LCI WORKERS’ COMP 

LRA WORKERS’ COMP 

LWCC 

MARKEL 

MCGOWAN COMPANIES 

NATIONAL GENERAL, AN ALLSTATE COMPANY 

RISK PLACEMENT SERVICES 

SAFEPOINT INSURANCE 

SAGESURE 

USG INSURANCE SERVICES, INC. 

ACADIAN MANAGERS 

AFCO INSURANCE PREMIUM FINANCE 

AGILE PREMIUM FINANCE 

ALLIED TRUST INSURANCE COMPANY 

AMTRUST NORTH AMERICA 

AMWINS 

ASSURANT 

BANKERS INSURANCE GROUP 

CAPITAL PREMIUM FINANCING 

FOREMOST INSURANCE 

FOREST INSURANCE FACILITIES, INC. 

GULF STATES INSURANCE COMPANY 

IMPERIAL PFS 

LANE & ASSOCIATES, INC. 

LCI WORKERS’ COMP 

LRA WORKERS’ COMP 

LUBA WORKERS’ COMP 

LWCC 

NATIONAL GENERAL, AN ALLSTATE COMPANY 

PROGRESSIVE 

RISK PLACEMENT SERVICES 

SAFEPOINT INSURANCE 

SAGESURE 

SCOTTISH AMERICAN GENERAL AGENCY 

THE GRAY INSURANCE COMPANY 

UPC INSURANCE 

USG INSURANCE SERVICES, INC. 

WESTON INSURANCE 

WRIGHT FLOOD 

YOUNG INSURANCE PROFESSIONALS 

 
BERKSHIRE HATHAWAY GUARD INSURANCE CO. 

BURNS & WILCOX 

EMERGENCY RESTORATION, INC. 

JOHNSON, YACOUBIAN & PAYSSE 

LOUISIANA 1752 CLUB 

MARKEL 

SUMMIT 



14  www.piaof lou is iana.com

Three times in the past two weeks, pros-
pects or clients have asked me about hiring 
producers; so, here are my tips.  

Keys to Hiring Producers 

Tip #1: Start with people skills. 
If someone lacks people skills, they will 
never be able to sell effectively.
 
Tip #2: Look for self-esteem, self-con-
fidence, work ethic, integrity, and the 
right attitude. 

After people skills, these are the key char-
acter traits. These can’t be trained; people 
have them or they don’t. You have to look 
for these and test for them in your hiring 
process.  

Tip #3: Be wary of unemployed produc-
ers. 

Unless someone’s company just blew up, 
or there is some other crazy extenuating 
circumstance, salespeople typically aren’t 
unemployed unless they can’t sell and got 
fired, or lost their cool and quit. People do 
switch jobs for legitimate reasons, just 
make sure the reason is a good one and 
they can back up the stellar sales skills they 
claim to have.

Tip #4: Watch out for people making 
lateral moves, especially in the same 
industry. 

A salesperson in the same industry look-
ing for the same job elsewhere typically 
does so because they can’t sell and they’re 
blaming someone or something other than 
themselves. Even if someone is coming 
from another industry, why are they mak-
ing the lateral move? It happens, just make 
sure the reasons are solid. 

Tip #5: A salesperson looking for a big 

salary is a red flag.

Good salespeople are willing to work most-
ly or completely on commission because 
they know that’s how they make the most 
money. If a salesperson wants a large sal-
ary, it’s usually because they know they 
won’t sell enough to pay the bills. If some-
one says they need a big salary because 
they are taking a pay cut coming to work 
for you, run the other way. Top salespeople 
don’t take pay cuts.

Tip #6: Have a hiring process. 

Have several people put their eyes on a 
potential hire. Do all your testing, check 
all paperwork, cross all your T’s and dot all 
your I’s. Don’t take shortcuts, have a pro-
cess and stick to it like a pilot doing pre-
flight.

Tip #7: At some point in your process 
tell people you don’t think they have 
what it takes. 

When you ask the question, “Why should 
I hire you?” Whatever answer they give, 
even if it’s the best you’ve ever heard, your 
response should be, “I don’t hear it. I don’t 
think you’re what we’re looking for.” You’d 
be surprised how many times the conver-
sation will go something like, “You don’t?” 
“No, I don’t.” “Oh, okay.” The people you 
want should sell themselves at this point. 
If they can’t, or they won’t, you don’t want 
them. 

Tip #8: Test their sales skills.  

If they’ve been in sales for any length of 
time, and they’re any good, they can ef-
fectively answer objections, know how to 
compete, have standard closes, and can 
handle all sales situations. Ask who their 
primary competition is at their current com-
pany and why someone should do business 

with them versus the competition. In addi-
tion, give them some standard objections 
and ask for their best responses. Ask them 
for their top closing questions. Ask for their 
follow-up process. Test them and role play 
sales situations with them.

Tip #9: Give them homework.  

Give them assignments during the hiring 
process. It could be to reach out to the 
other four or five people they will be inter-
viewing with to set up an appointment, to 
read a particular sales book and give you 
an executive summary, or give them some 
scripts, have them practice them, and then 
test them on the scripts. 
 
Tip #10: Shake up the testing process. 

Telling an applicant you are about to hire 
that they did not get the job, bringing them 
to an event with an open bar, playing golf 
with a candidate, or visiting them at their 
home, are some great ways to find out what 
people are really like. Use personality tests, 
in-office interviews, and other standard, ac-
cepted hiring practices as your foundation, 
but realize that most tests can be beaten, 
and most people can put their best mask on 
temporarily. To find out what people are re-
ally like, move them out of the typical hiring 
environment.

Tip #11: Be skeptical of references, es-
pecially personal references.

Anyone can find a third cousin twice re-
moved to say the candidate is the best 
thing since the wheel. Still get references, 
but be skeptical. If they are that good, the 
wheel never would have been invented.

Tip #12: Do a background check.

 
Continued on Page 16

How to Hire Producers
By John Chapin
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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: 

 



16  www.piaof lou is iana.com

Commissioner's Column Continued from 
Page 6

In 2017, actuarial consulting firm Milliman 
looked at Louisiana, Florida and Texas — 
three states that account for 56% of NFIP 
policies — and found that although 69% of 
Louisianans could see cheaper flood insurance 
premiums with private insurance, 21% of 
Louisianans would pay over twice as much for 
private insurance as they would for an NFIP 
policy and 10% would see no change in their 
premium.

Risk Rating 2.0 has the potential to be 
devastating for flood insurance policyholders 
in our state, and I will not stop calling on 
FEMA to increase transparency in their 
methodology so Louisianans can truly prepare 
for its ramifications.   

How to Hire Producers Continued from 
Page 14

You should be able to find enough information 
on social media and elsewhere without paying 
for a background check. That said, a full 
background check is not a bad idea. 

Tip #13: Have standards and stick to them 
as if your life depends upon it…  

Because the life of your business does depend 
upon it. Don’t lower your standards because 
you “don’t have any good applicants, but you 
have to fill the position with someone.” 

Tip #14: Set expectations up front.  

Show them a job description up front which 
includes: activities they are expected to 
perform, number of calls they are expected 
to make, anything they are expected to learn, 
hours you expect them to work, including any 
weekends and nights, and how they will be 
evaluated on job performance.  Also, let them 
know if there will be travel involved, what 
training looks like, and anything else they can 
expect to encounter on the job. Get agreement 
on the expectations up front.

Tip #15: Watch them before, during, and 
after the hiring process.  

Other than dressing well, showing up on time, 
communicating well, being pleasant, etc., do 

they follow up with you after each step of the 
interview process and how?  How do they do 
on any assignments you give them? How do 
they interact with other people they come into 
contact with?

Tip #16: Hire slowly and fire quickly.  

Do the work up front and don’t cut corners. 
If you do hire the wrong person, let them go 
quickly. 

Tip #17: Provide the right environment.  

It doesn’t help to hire the right people if you 
bring them into an environment where chronic 
underperformers, negative people, a lack of 

support, and other similar cancers exist. Have 
an effective on-boarding and training program 
along with an atmosphere of professionalism 
and high standards. Give them a success track 
to run on that establishes good sales habits.

With the current hiring systems companies 
use, only about 20% of salespeople work out 
long-term. Even if you’re at 50%, is it really 
worth all the time, effort, and money that you 
waste hiring the wrong salespeople? While the 
above is a lot of work, if you follow it correctly, 
you’ll have a 90 to 95% hiring success rate 
and save thousands of hours, headaches, and, 
in the long-term, likely hundreds of thousands 
of dollars.  

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

LANE

THINK 
LANE

MIDDLE MARKET RISKS - THINK LANE

Lane is a source of General Liability for Middle 
Market business. We have niche markets for 
risks between our main street Binding business 
and heavy Brokerage accounts. We focus on light 
to medium products-driven manufacturing, 
distribution, and contractors.

Blanket Additional
insured, Waiver of
Subrogation and Primary 
and Non-Contributory
Endorsements

On a Side Note –
Our Artisan Rater is
hitting +70% binding ratio.

Premiums Start
at $4,000

Recently Bound:
• Repair of Industrial Equipment - $4,000
• Concrete Pump Rentals - $4,350
• Skateboard Mfg. - $2,250
• Distributor of Automotive parts - $10,354
• Salvage Operations - $10,000
• Meal Subscription and Delivery - $5,663

GOTOLANE.COM to find out more.
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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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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.

How Will You Find Top Talent for 
Your Agency?

Want to learn more? Visit idealtraits.com/pia.

IdealTraits can help with your hiring needs.

in partnership with:

Post jobs
for free on numerous

online platforms

Pre-screen
candidates to predict

job performance

Track applicants
in one place

Identify the
right candidate

and hire
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For a quote, contact us at 
(504) 454-2277 or
lrasifquote@lra.org.

WE KNOW 
HOSPITALITY!
We’re the Best Choice
for Your Hospitality Clients.

local claims
handling

 great commissions

 competitive rates    

  best-in-class 
  customer service
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INDEX OF 
ADVERTISERS

As you may have heard, our popular PIA consumer-friendly issue papers 
have returned as infographics! We are releasing each new issue papers 
as infographics in three formats (PDF, JPG, and PNG), which are perfect 
for agents to easily share on social media.

New issue papers will be released monthly via Leadership Update. This 
month’s new issue paper is on Condo Unit Owner Insurance.

We have also revised and updated several of the older consumer-
friendly issue papers, and we will be continuing to reissue our existing 
catalogue of one-pagers in the upcoming months. This month, we 
updated the issue papers on Drones and Insurance and Insurance 
and College-bound Children. The new versions can be viewed and 
downloaded here.

Questions or topic suggestions? Contact Lauren Pachman, PIA's counsel 
and director of regulatory affairs, at 202-431-1414 or lpachman@
pianational.org. 

MEMBER BENEFIT IN FOCUS

AFCO ................................................................. 7

Agile Premium Finance ................................... 10

Allied Trust ...............................Inside Front Cover

Bankers Insurance Group ...................................... 20

Emergency Restoration ....................................... 18

Forest Insurance Facilities  ................................  11

Hull & Company, Louisiana  ...................................  11

Imperial PFS ......................................................... 5

National General ............................................... 21

Lane & Associates  ....................................... 16

LCI Workers Comp ................................................. 23

Louisiana Restaurants Association ................. 19

LWCC .................................................. Back Cover

Sage Sure ............................................................. 9

Consumer-Facing Marketing Content
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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



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


