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

W

ALLIED TRUST
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EMAIL | ESTORY@ALLIEDTRUSTINS.COM
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Danette Castello,
Zachary

President, PIA of Louisiana

Adapted from President's outgoing speech dur-
ing convention.

Who knew one of the most difficult things for me to
accomplish in my career would be to make it to this
stage without falling.... So, if you see me in tennis
shoes or flats when | should be wearing heels, just
mind ya business, okay? My husband considered
putting me in bubble wrap, so | chose the shoes. ..
As we all know, the last few years have been differ-
entin our industry. We have had super storms in the
middle of spring, hurricanes, ice storms and even a
draught that caused saltwater intrusion, which we
had no idea how to address. There was COVID, and
that completely changed how we operate our agen-
cies. We have lost clients that we thought would
never leave over rate increases that are simply out of
control. We have gone from developing long-lasting
relationships with our company representatives and
underwriters to seeing many of them replaced with
call centers and online Chat boxes. So, what does
our future look like?

| believe it will take an extraordinary team of dedicat-
ed individuals willing to have difficult conversations.
Conversations with our clients, the legislature, com-
panies and industry leaders to express the views of
all to come up with a solution. We all need to step
out of our comfort zones and be the voices to speak
for those who can't.  Where do we find these peo-
ple? We find them here in this room.

Now more than ever we need to lean on each oth-
er. We are competitors but we are family. Fraud is
more prevalent in our industry than ever before. We
must find a way to stop it and | believe education is
key. Educate yourself and your staff on the laws we
have in place and the laws that are being created.
GET INVOLVED. | have learned so much by attending
meetings, events and asking questions. Talk to your
clients and communities about the issues we are all
facing and encourage them to call their Representa-

tives. Tell them to call the Department of Insurance
and express their concerns. Don't take a backseat in
this fight. Be the one who helps, not hurts.

The work Clyde Bohne and the Governmental Affairs
Committee put in this year was outstanding. There
were many, as Al says, “meetings between the
meetings” held before, during and after the Session.
Legislation was passed that will make more compa-
nies want to come to Louisiana and encourage those
that have stuck with us to continue to want to write
here. There were also some disappointments. There
is still so much work to do but we are grateful for
what has been done.

| would like to thank Jody and the staff for their com-
mitment to helping PIA be successful. They have all
put in countless hours throughout the year to repre-
sent you, the members, and to support the Board.
Without them we simply wouldn't survive. Thank
you to Al Pappalardo for representing us on a Nation-
al level and bringing our successes and challenges to
a larger platform.

Thank you to all the PIA Board members, past and
present. | know that Linda will have an outstanding
year and we look forward to her leadership. Thank
you to YIPS for working hard to be a voice for the
younger generation in our industry to “make their
mark”. Thank you to our PIA Partners who continue
to support us. Thank you, Commissioner Temple, for
being our leader and calling for Special Sessions to
address the crisis we are facing. We look forward to
continuing to work with you.

Thank all of you for allowing me to serve as your
president this past year. It has been an honor.

Lastly, thank you to my family. They have always
believed in me and pushed me to be better. Life is
a puzzle and every piece matters. Thank you all for
being part of my journey. MiK

www.piaoflouisiana.com
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COMMISSIONERS

COLUMN

Hurricane Beryl was a reminder that storms
can form at any time of the year, not just
during the peak of hurricane season.

This year's potentially active hurricane sea-
son is just getting started, and we need to
be ready for what Mother Nature throws
our way. Though we can't control the
weather, we can mitigate potential dam-
age from hurricanes and other disasters by
strengthening the structures in our state.

That's why mitigation efforts like the Loui-
siana Fortify Homes Program demonstrate
our commitment to increasing the resilien-
cy of Louisiana’s homes and businesses,
which is essential for attracting insurers to
our marketplace and keeping our residents
safe. Louisiana’s dedication to the program
was strengthened by a bill passed this ses-
sion that removes the program’s sunset
date.

Around 3,000 grant applications have been
submitted and, after a home's roof has
been upgraded, the homeowner is eligible
for a discount from their insurer under a
new law passed in 2023. I'm happy to re-
port that we recently installed the 1,000th
FORTIFIED-certified roof — and that is only
the beginning.

The program, which grants up to $10,000 to
homeowners who upgrade their roof to the
stronger FORTIFIED standard, was created
in 2022 and funded with $30 million in 2023
and $15 million in 2024.

The Institute for Business & Home Safe-
ty (IBHS) Rating the States study, which
examines the building codes of 18 hurri-
cane-prone states from Texas to Maine,
ranked Louisiana fifth and named it as one
of the two of the most improved states.
Louisiana has gained 9 points in the IBHS
report since 2021 thanks to improvements
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in enforcement and training requirements
and the launch of the Louisiana Fortify
Homes Program, and we are one of only
five states that has achieved a score higher
than 90 points, which indicates a top-per-
forming building codes system.

Tim Temple

In addition, the Federal Emergency Man-
agement Agency (FEMA) gave Louisiana
the highest ranking in the region for its
adoption of stronger building standards in
its latest Building Code Adoption Tracker
with a score of 98.4%.

Commissioner of Insurance
Louisiana Department of
Insurance

public@di.state.la.us

Much work remains to be done, and we are
going to continue working to improve build-
ing standards so that the people who build
and live along the coast are better prepared
for future hurricane seasons. Pk
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Make sure
It's not you.

There are no insurance MVP trophies, no best powerpoint awards,
no fantasy broker leagues. You show up first with the best option for
your client, or you lose. We never take this for granted. That’s why we
leverage all of our people, data and relationships to reach one goal:

JULY/AUGUST 2024




Convention has come and gone, and we
provide the highlights in this issue’s center
spread. We had another successful one,
celebrating 80 years this year. What an ac-
complishment! And, I'm so honored to have
been a part of such a big chunk of those (no,
not going to say how many!)

And just like that, we move on to other
events, such as our PIA Advocacy Day.
Below are the five Issues of Focus. While
these issues are our focus for Advocacy
Day in 2024, we always work to promote
the interests of our independent agent
members, wherever those interests take
us. We'll be meeting with our Louisiana
delegation on September 18, so we'll pro-
vide you with an update of those meetings
in an upcoming issue.

Repeal or Reform the Federal Insur-
ance Office (FI0)

e Build support for H.R. 5535/S. 3349,
the Insurance Data Protection Act, which
would remove FIO's subpoena authority,
introduced by Rep. Scott Fitzgerald (R-WI)
and Sen. Katie Britt (R-AL).

e Build support for H.R. 2933/S. 1694, the
FIO Elimination Act, which would repeal
the FIO, introduced by Rep. Ben Cline (R-
VA) and Sen. Ted Cruz (R-TX).

Support Bill to Reinstate Inflation Ad-
justment for Crop Insurance Agents

e Build support for bipartisan legislation,
H.R. 8055, the Ensuring Access to Risk
Management Act, introduced by Reps. Aus-
tin Scott (R-GA) and Jimmy Panetta (D-CA).
This legislation would reinstate an inflation
adjustment factor applicable to the cap on
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PASSING IT ON!

By Jody M. Boudreaux, CAE, CIC, CISR

A&Q and establish a minimum A&O reim-
bursement rate for specialty crop insurance
policies. These key provisions were also
included in the Farm Bill that passed the
House Agriculture Committee this spring.

e There is no Senate hill, but key provi-
sions from the legislation were included in
the Republican Senate Farm Bill Framework
released this spring by Senator John Booz-
man'’s (R-AR) office.

Urge Introduction of Bill to Protect
Independent Agents in the National
Flood Insurance Program (NFIP)

e Support the introduction of a bill to pro-
tect the independent sales model as the
primary method of delivery of NFIP flood
insurance.

e Highlight the important role of independ-
ent insurance agents in the operation of the
NFIP and the urgent need for legislation to
protect the independent sales model as the
primary method of delivery of NFIP flood
insurance.

Make permanent the tax deduction for
qualifying passthrough (S corporation)
entities

e Build support for H.R. 4721/S. 1708, the
Main Street Tax Certainty Act, introduced
by Rep. Lloyd Smucker (R-PA) and Senator
Steve Daines (R-MT). This bill would make
permanent the 20% tax deduction for qual-
ifying S corporations, which was passed
in the 2017 Tax Cuts & Jobs Act but will
expire December 31, 2025 absent Congres-
sional action.

Advocate for insurance industry car-
veout in any legislation that would
create a federal standard for data pri-
vacy.

e Highlight concerns with the American
Privacy Rights Act (APRA) of 2024 and urge
inclusion of an insurance industry exemp-
tion in any legislation establishing a feder-
al standard for data privacy. Such a federal
standard would preempt state laws. mik
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BUSINESS CYBERCRIME PROTECTION
Tara Higgins

Director of Member Programs

tara@piaoflouisiana.com

225-766-7770

Program Benefits Automatically In-

clude:

e Incident Response On-Demand (24/7)

e |nformation Technology Modules — VPN

licenses, breach notifications and more..

Identity

e Protection Plan (All Full Time Employ-

ees — Automatic. No Enrollment Needed)

Employee

e Fducation & Information Security Modules

Annual Premiums begin at
$0 to $500,000 Annual Revenue (Gross
Commission) $ 595

$500,0001 to $1,000,000 Annual Revenue
(Gross Commission) $825

$1,000,001 to $1,500,000 Annual Revenue
(Gross Commission) $ 995

**If cyber crime is desired, the applicant
must ensure certain underwriting criteria are
met and a 15% A.P. will apply™*.

Cyber Insurance protects businesses
from computer, network and Internet
based risks. The policy covers
both first and third party loss.

www.piaoflouisiana.com
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PROPERTY RESTORATION

BRINGING MORE VALUE TO YOUR
CLIENTS COULD SAVE YOU MONEY

Our pre-loss services can better prepare your clients for unexpected property
damage events and improve overall readiness before disaster strikes.

Pre-Loss Planning * Disaster Recovery * Restoration * Reconstruction

800.622.6433 - FIRSTONSITE.COM
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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.

JULY/AUGUST 2024

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

A Division of Valley National Bank®
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Agent of the Year Associate Member of the Year
Tammie Acosta, Gulf States Insurance Company (Crystal Bunol,
Acosta Insurance Agency PIA President Danette Castello & Noel Bunol)
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1752 Club Woman of the Year 1752 Club Company Rep of the Year

Debbhie Harrington, Dianna Sessums,
RODCO Wright Flood

on" éﬁ¢
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Volunteer of the Year
Clyde Bohne,
Preferred Insurance Agency

Agent Free Conventlon |
Registration
Tina Barrios

PIA Outgoing Board Members Best Decorated Booth
Ryan Daul, USI

Beaux Pilgrim, Reed Insurance

AMWINS

Best Dressed
Exhibitor / Agent

Shay Robinson & Danielle Dauzat
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2024-25 Board Members

PIA’s Outgoing and
Incommg Presidents: Front Row Left to Right: Jennifer Clements, President-elect; Danette Castello, Inmediate Past

Outgoing President President; Linda Gortemiller, President; Al Pappalardo, Jr., National Director; Guy Chabert,
Danette Castello, Castello Agency Director

Incoming President Back Row Left to Right: Directors: Robert Broussard, Robert Ruel, Tammie Acosta, Danielle
Linda Gortemiller, Forth Insurance Dauzat, Brandi Lamonte, Michael Couvillon and Clyde Bohne.

A / &
B i

Fun Run Sponsored by Risk Placement Services

Women's Division: 1st = Jan "Boots" Watson, 2nd = Kasey Rayborn, 3rd = Casey Duplantier
Men's Division: 1st = Heath Mills, 2nd = Ress Fayard, Jr., 3rd = Pedro Romero

Fun Run Kids

Boys & Girls Combined: 1st place - Gabby Romero, Znd place — Lilly Calhoun, 3rd place — Nicholas Calhoun
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Accentus Insurance Group (2021) IPFS (2020)
Agile Premium Finance (2020)
Allied Trust Insurance Company (2017)

Jencap Insurance Services, Inc. (2024)
Johnson, Yacoubian & Paysse (2018)

AmTrust North America (2018) MD Claims Group (2023)
AMWINS (2019) RISCOM (2015)
Bluefire Insurance (2023) RODCO Worldwide (2024)
CRC Group (2023) SafePoint Insurance (2015)
FIRST Insurance Funding (2022) Safeway Insurance Company of Louisiana (2022)
First Onsite (2023) SageSure (2016)
Foremost Insurance (2016) SERVPRO of Metairie (2021)
Gulf States Insurance Company (2018) USG Insurance Services, Inc. (2021)
ia Blueprint (2024)

eSlEnes

Bankers Insurance Group (1996)
HomeBuilders SIF (1995)
LWCC (1995)

Novatae Risk Group (1995)
Progressive (1995)

Risk Placement Services (1995)
The Gray Insurance Company (1995)

VEaVEnes

AFCO Direct (2010) LRA Workers’ Comp (2012)
Assurant Flood Solutions (2004) National General, an Allstate company (2005)
Capital Premium Financing (2010) Stonetrust Workers’ Compensation (1998)
Lane & Associates, Inc. (2004) Wright Flood (2006)
LCI Workers’ Comp (2011) Young Insurance Professionals (2009)
EVENT SPANs88eS

Berkshire Hathaway GUARD Insurance Mercury Underwriters

Companies Summit

GeouxTeche Synergy Adjusting Corporation



Accentus Insurance Group
AFCO Direct
Agile Premium Finance
Allied Trust Insurance Company
Amerisafe
AMWINS
AMWINS Insurance Brokerage
Anthem Software
Applied Systems/EZLynx
Assurant Flood Solutions
Bankers Insurance Group
Bass Underwriters
Berkshire Hathaway GUARD Insurance Companies
Bluefire Insurance
Burns & Wilcox
Capital Premium Financing
Commercial Sector Insurance Brokers, LLC
Compass Premium Finance
Equipment Insurance International
FIRST Insurance Funding
First Onsite
Foremost Insurance
HomeBuilders SIF

Hull & Company
ia Blueprint
IPFS
Jencap Insurance Services, Inc.
Johnson & Johnson, Inc.
Lane & Associates, Inc.
LCI Workers’ Comp
LHBA General Liability Trust
Lightspeed Restoration of Covington & Baldwin
LRA Workers’ Comp
Lwcc
Milestone & Associates
National General, an Allstate company
Novatae Risk Group
Pennsylvania Lumbermens Mutual Insurance Company
Property Insurance Association of Louisiana
RightChoice Agency
Risk Placement Services
SageSure
SERVPRO of Metairie
Turnkey Medicare Solutions
USG Insurance Services
Vertafore

SHull

/ & Company

Metairie, Lounsmna

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

‘!?4

1D

JV Franks

Dave LeBlanc

Rob Jones

Chad Harrington

jfranks@hullco.com dleblanc@hullco.com
504-613-5367 504-613-5365 504-613-5368 504-830-7344

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

charrington@hullco.com  rjones@hullco.com
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Key Sales Success Traits that Require No Talent

By John Chapin

Many of the most successful salespeople
are not Rhode Scholars and they possess
no particular talents or gifts. Some might
say, “Well, wait, they have the gift of gab.
That's a talent.” Yes, some do, but many
do not, and many are introverts who are
not super-comfortable on the social scene.
That said, they are still successful. The rea-
son being is that a lot, if not all, of the most
important sales success traits don't require
you to be a member of Mensa nor do they
require you to be a born socialite equipped
with a silver tongue. So, what are these key
success traits that almost anyone from any
walk of life can have? Here they are. ..

Trait 1: Work Ethic

You can work as hard and put in as many
hours as you decide to. The most success-
ful people in any field are the hardest work-
ers. The most successful salespeople may
not be the hardest workers in advanced
evolutions of their careers, but they were
when they were just starting out and build-
ing their business.

Trait 2: Grit and Determination

You can decide to have courage and re-
solve and be resolute in your desire to go
through whatever you have to go through
to come out successfully on the other side.

Trait 3: Attitude

You can decide you're going to stay positive
and have a good attitude no matter what.
Sure, this may take some work especially if
you tend to be negative, but ultimately your
attitude is up to you.

Trait 4: Action

We don't always have complete control
over our feelings, and our thoughts can
take some practice to completely control,
but the one thing we always have control
over is our actions. For salespeople it's
doing enough of the necessary sales activ-
ities.

Trait 5: Persistence and Perseverance
This is the long-term version of grit. It is
continuing the course no matter how much
hardship there is and how long it takes.
Success does not come overnight and there
is a lot of rejection and failure especially at
the beginning of a sales career, but if you
press on no matter what, you'll eventually
come out the other side a winner.

Trait 6: Follow through and follow up
You decide whether or not you follow
through both on tasks assigned directly to
you and those you've passed off, to ensure
they get done. You also decide how many
times and how you follow up with some-
one. Most salespeople don't follow up
nearly enough.

Trait 7: Honesty, integrity, and charac-
ter

This is doing the right thing, all the time.
This is not making sales that shouldn't be
made. In other words, not making money at
the customer’s expense. This is doing what
you say you'll do when you say you'll do
it. This is being a person of your word and
keeping the promises you make.

Trait 8: Professional and Personal
Growth

This is getting better at your profession
while at the same time becoming a better
you. You decide if you keep growing and
becoming more both professionally and
personally.

Trait 9: Continual learning

This is an aspect of the above trait but is
more specific to developing your mind.
While the above trait could include working
on performing certain work tasks better or
getting into better physical shape by eat-
ing better and exercising more, continual
learning is about expanding your brain. It's
reading, studying, and taking courses that
either help you professionally or personally.

Trait 10: Delivering more than expect-
ed, going the extra mile

You decide what level of service you pro-
vide. Do you put in extra time, effort, en-
ergy, and perhaps even money, to deliver
more than people expect? Do you ‘wow’
them with your service? Putting in extra
effort and going the extra mile is simply a
decision.

Trait 11: Being Super-Responsive

This is responding to people as quickly as
possible. It could be a text, a phone call, an
email, or some other request that someone
has made of you. You decide how quickly
you respond whether it's immediately, an
hour or two, or 24 hours. Whatever it is,
the decision is yours. Sure, there may be
times when you're on a plane or otherwise
unavailable, but you decide what your rules
are for how quickly you respond to people.

What's great about the above traits is, not
only will adherence to them essentially
assure your success, but all of them are
simply a choice, available to anyone who
chooses to use them. Will it be easier if you
have certain talents and abilities? Probably,
but talent and special abilities are not nec-
essary. You can decide to work hard, you
can decide to keep going, you can decide to
have a good attitude, you can decide to fol-
low through and continue to follow up, you
can decide to be honest, do the right thing,
and not sacrifice your character, you can
decide to challenge yourself and to con-
tinue to learn and to grow, you can decide
to put in extra effort, and you can decide
to answer emails, texts, and phone calls,
and respond to other requests as quickly
as possible. Sure, some of the above traits
may be hard to pull off at times, or do all
the time, but they require no special skills
or even above average intelligence, they
simply require the decision to act in accord-
ance with them.

www.piaoflouisiana.com



Putting
the
/.. Accent on

ACCENTUS. . You!

| N S RANCE GROUP

At Accentus Insurance Group, we
focus on making things easier for our
producers by offering top notch policy
and claims service and a wide range of
highly rated products:

Homeowners
Dwelling Fire
Mobile Homeowners
Mobile Home Dwelling Fire
Flood

www.Accentusins.com | #AccentOnYou
Marketing@Accentusins.com | 888-796-6571
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Forest » " RISK
Insurance PLACEMENT
Facilities A SERVICES

Our shared values are
becoming one vision.

To serve you better, Forest Insurance Facilities is
joining RPS, an industry-leading wholesale and
specialist insurance broker with strong values and

a passion for excellence. As part of RPS, we will
continue to provide you with the local expertise
you've come to trust, but now we’ll have the
enhanced strength and resources to offer you even

more comprehensive risk placement solutions.

To learn more about our expanded offerings, visit:

rpsins.com
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If we havent met, let us introduce ourselves

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

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

We finance. Insureds benefit. You profit.

CAPITAL

Contact us today for details.

Lucy Lindsey
832-350-2079

Lindsey@capitalpremium.net www.capitalpremium.net
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HOW RELIABLE IS
YOUR WORKERS’
COMPENSATION
CARRIER? |

i

e

Some companies complicate workers’

compensation with fancy gimmicks ®
and unclear incentives. Stonetrust S T 0 N E T R U s T
offers accurate, up-front pricing /

to get you from point A to point B

with no drops or delays. Experience >
exceptional and personalized service .@ RATED A

: ; EXCELLENT
with Stonetrust every time.

RELIABILITY.

SIRORVERRY STEINSURANCE.COM | '800.311.0997

www.piaoflouisiana.com



Main Street
Property Business

SafePoint

= We"ofl ér‘s'peklai for'h'\ prc!r;erﬂ} covera‘ge |

wind fo maln stree busmess c|asses

PROPERTY LIMITS ELIGIBILITY CRIME DEDUCTIBLE
Wind available including No distance to coast Employee Theft AOP Options: $1,000,
all coastal counties requirement. ............................................... 32,500' $5,000' s-l 0’000
i 0 . $10'000’000 ............. I .I .................. .............. Money and Securities and $25’000
er Iocatlon i hlgher A Constructlon ...................................... . .............. o o
ber : : classes eligible with Forgery and Alteration Wind & Hail Options:
limits available with o . o nor mor o )
Underwriting approval wind mcludmg coastal 1%, 2%, 3%, 5%, and 10%
............................................... properties Robbery and Safe
Business InComMe e Burglary
........... Older properties with
Equipment Breakdown .
............................................... renovations or updates to
Outdoor Property the roof, HVAC systems,
beiorsigns e mdpunbing QY
Property Coverage Protection OF MIND
Extension Endorsement Class 1-8 eligible STARTS
Earthquake 9810 refqr 10 HERE
............................................... underwriting

Ordinance & Law
may be available

SafePoint Commercial «+ PO BOX 16647 ¢ Tampa, FL 33687 ¢ P: 844-722-9985 ¢ F: 813-540-8548 ¢ commercial@safepointins.com
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MEMBER BENEFIT INFOCUS

FAQ Guide to Al in Your Agency

This guide is designed to help answer basic questions about Al
enhanced solutions. Below is just a brief introduction, but to learn
more about each, go to www.pianational.org. If you need help find-
ing this information, just reach out to your PIA staff.

What is Al?

How can | use Al within my agency?

There are many different types of Al solutions and many technol-
ogy providers are incorporating it into their platforms. While this
is not an exhaustive list, these are some common ways Al can be
used to improve agency operations:

e Sentiment Analysis: Sentiment analysis helps identify how
happy clients are. Sentiment analysis solutions use Al to analyze
communications from customers including emails and phone tran-

e Chatbots: These solutions can be integrated into your agency
website or customer portal and answer common questions ena-
bling your agency to provide faster service to customers. Chatbots
powered by generative Al will be able to learn from client interac-
tions and improve their interactions overtime.

e Sale Assistance: Al powered solutions can scan your book of
business, identify areas for upselling and cross-selling, as well as
target prospects that fit your service areas.

e Content Creation: From customer emails to blog posts to social
media, ChatGPT enabled platforms can help you boost your mar-
keting capahilities by making it faster and easier to create valuable
content. mine

scripts looking at the tone, word choice and
other factors to determine how happy or
dissatisfied a customer is.

INDEX OF
ADVERIISERS

Need Garage Insurance?

@ Covers a Wide Range of Risks

Eﬂ- Ideal for Business with Physical Locations

Liability Limits up to $1,000,000/$3,000,000

4 LANE &

ASSOCIATES, INC.

Bind with Lane

gotolane.com

#GoTolLane
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DON'T FALL FOR MEDIOCRE

WORKERS
COMP
COVERAGE.

CALL US FOR COVERAGE YOU CAN
TRUST EVERY STEP OF THE WAY.

LCI

WORKERS' COMP

CALL US TODAY TO GET STARTED
Keith Summers: (225) 394-9223 | Jay Jodah: (985) 789-3832
info@lciwc.com
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4021 W. E. Heck Ct., Building K
Baton Rouge, LA 70816

Loyal to Louisiana businesses.
Loyal to Louisiana workers.

From taking on the risks of Louisiana businesses
with stable, reliable workers' comp coverage to
offering expert guidance on accident prevention
for safer Louisiana workplaces, at LWCC loyalty
to Louisiana drives everything we do.

Alan Adams

Tower Division Supervisor at

LRC Wireless, an LWCC L\\lc ®
e 2N \ C is loyal to the future of our home state,

because it's more than just our job to make sure Louisiana
thrives. It's our purpose.




