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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
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Charlie Williams,
Jennings

President, PIA of Louisiana

Your Board, Executive Committee, some former
board members and the PIA Staff have been busy
working on your behalf and on behalf of our custom-
ers and companies. Several of us met in person and
electronically with Commissioner Donelon, Deputy
Commissioner of Property & Casualty Warren Byrd,
Chief State Actuary Rich Piazza and other key DOI
staff, and then had a follow up meeting with most of
the same players by Zoom.

We were hoping to accomplish several things and
were pleasantly surprised how flexible and encour-
aging the Commissioner was. Pleasantly surprised!
Chief amongst them was some flexibility on the
Commissioner's 'Desk Rule”, which is the 12-month
filing rule that companies can only file for one rate
increase per year. In this case we were hoping to
get some rate relief for the 30 or so new (new since
2005) homeowner companies who could be straining
under the weight of 2020 being a hard market for re-
insurance and then the strain of several hurricanes.
Included in this edition of The Agent’s Voice on page
9 you will see the fruits of our labars. What you can't
read was the openness and willingness the Commis-
sioner expressed to us in both meetings to do the
right thing, allow rates when warranted to protect
solvency and keep companies open and writing busi-
ness in Louisiana for our customers.

We were also concerned about a few of those com-
panies and the Commissioner was forthcoming that
the DOl was diligently monitoring the situation,
which was reassuring. That will be an ongoing pro-
cess , but it's nice to know they are actively engaged
in regulating that situation.

And in addition, we were concerned that some com-
panies have not been prompt in their payments of
valid hurricane claims. A frank and open conversa-
tion also led to the DOI Bulletin 2020-07 dealing with
“Timely payments of Property and Casualty claims
and bad faith damages." A copy of this can bulletin
can also be found on page 10.

| want to thank those that participated in these con-
versations with me: Secretary-Treasurer Ryan Daul,
Immediate Past President Bryan Duplantier, National
Director Al Pappalardo, Jr., Board Member Danielle
Wagner and Immediate Past Presidents Lou Fey and
Manuel DePascual as well as Executive Vice Pres-
ident Jody Boudreaux. These sorts of discussions
don't just happen. People have to know what the
problems are and look for solutions and it sure helps
to have a strong working relationship with Commis-
sioner Donelon.

Imagine what we might accomplish once we get out

of 2020 and into a New Year. Merry Christmas and
Happy, Happy New Year! Bik

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

yur IPES Connec

Copyright 2020 © IPFS Corporation. All rights reserved.
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We often get start-up agencies and/or
new agency owners that have bought
into an agency to request assistance with
agency operations — best practices type
of need. It's been something that we've
talked about at the state level for some
time now, so I'm so excited to announce
that PIA National has introduced the PIA
Blueprint for Agency Success. It's an
11-week program that provides materials
and resources to take an independent
insurance agent from start up to success.
By following the advice outlined within the
PIA Blueprint for Agency Success, individ-
uals or teams can systematically launch,
grow, and sustain their independent
insurance agency.

PASSING IT ON!

By Jody M. Boudreaus, CAE, CIC, CISR

¢ Growth Strategy Guide to out-
line agency automation, producer
development and operational poli-
cies, procedures and workflows

o0 Section 1: Agency Systems
Selection and Implementation

o Section 2: Agency Policy, Proce-
dure, and Workflow Fundamentals
o Section 3: HR

o Section 4: Building Your Book of
Business

Blueprint for

" AGENCY
SUCCESS

Pl

The blueprint to your continued success

Business Planning Guide
Growth Strategy Guide
Agency Continuity Guide

plablueprintforsuccess.com « Agency Continuity Guide with

templates for business continuity
planning, disaster planning, and leadership
training
o Section 1: Agency Continuity
0 Section 2: Leadership

Sections of the Blueprint include:

¢ Business Planning Guide to address
insurance agency start-up considerations
from formation of the business entity to in-
surance licensing to budgeting and finance

to branding Visit www.piablueprintforsuccess.com

to take advantage of this powerful PIA
o Section 1: Formation Fundamentals program. mik
0 Section 2: Financial Management Funda-
mentals
0 Section 3: Securing Insurance Markets

0 Section 4: Marketing Basics

O Ny

iy C) lew e
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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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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

8 www.piaoflouisiana.com



Commissioner Donelon Suspends 12-month Filing Rule

On December 17, 2020, the Louisiana Department of Insurance
(DOI) emailed members of the insurance industry about its
decision to temporarily suspend the 12-month filing rule for rate
requests due to the unprecedented 2020 hurricane season and
the cost of reinsurance. The DOI specifies separate rate filing
procedures for property insurance and all other requests. The DO
plans to reinstate the 12-month filing rule on July 1, 2021.

Details
Property Rate Filing Requests

Until July 1, 2021, the Louisiana Department of Insurance (DO)
will allow property insurers to make as many rate adjustments as
they deem necessary to compete profitably in Louisiana's property
markets. Insurers filing rate requests must include all information
required in the "Rate and Rule Filing Handbook" and should note
the filing's exception in the cover memo of the rate filing.

All Other Requests

For requests other than property insurance, the DOl will consider
an exception to the 12-month filing rule on a case-by-case basis,
such as the merits. Before filing rate requests with the DO,
insurers should file their requests directly with the Commissioner,
along with a copy to the Deputy Commissioner of Property and
Casualty. Otherwise, insurers filing their requests through the
System for Electronic Rates & Forms Filing (SERFF) should clearly
state in the cover memo of the filing that it should be treated as
an exception to the 12-month filing rule.

Technical Questions

Please direct technical questions regarding your filings to the
following DOl staff:

1. Warren Byrd, Deputy Commissioner, Office of Property &
Casualty, at Warren.Byrd@ldi.la.gov; or

2. Rich Piazza, Chief State Actuary, at Richard.Piazza@lIdi.la.gov.

DECEMBER 2020

Copy of email sent to companies:
Greetings,

Due to the unprecedented 2020 hurricane season and as

was discussed in our meeting on December 11 with the PIA,
Commissioner Donelon has agreed to make an exception to the
12-month filing rule for changes due to the cost of reinsurance.
This exception will be documented in the Louisiana Department of
Insurance’s (LDI) Rate and Rule Filing Handbook.

Exception to the 12-Month Filing Rule

1. For all property rate filing requests: Due to the difficulties
created by an unprecedented 2020 hurricane season (five named-
storm landfalls in Louisiana), the LDI suspends the 12-month

filing rule until July 1, 2021. A company can make as many

rate adjustments as the company deems necessary to compete
profitably in Louisiana’s property markets. Rate requests under
this temporary suspension should clearly state, in the cover memo
of the rate filing, that the filing is being made under the temporary
suspension of the 12-month rule.

On July 1, 2021, the 12-month rule will again be effective and the
last rate increase, even if made under the temporary suspension,
will be used as the beginning reference point for the 12-month
rule.

A rate filing made under this exception to the 12-month rule must
include all rate filing information required in the Rate and Rule
Filing Handbook.

2. For all other requests for exception to the 12-month filing rule:
The LDI will consider an exception to the 12-month filing rule
based on a case-by-case basis based on the request’s merits.
Such requests should be made directly to the Commissioner (with
a copy to the Deputy Commissioner of Property and Casualty)
before a rate filing is filed with the LDI or the request to be
treated as an exception to the 12-month filing rule should be
clearly stated in the cover memo of the rate filing made with the
LDI through SERFF.

Please contact Rich Piazza or Warren Byrd if you have any
questions or need any clarification.



LOUISIANA DEPARTMENT OF

JAMES J. DONE. ON
COMMISSIONER

INSURANCE

TO: ALL AUTHORIZED PROPERTY AND
CASUAL TY INSURERS AND ALL SURPLUS
LINES INSURERS

FROM: JAMES J. DONELON,
COMMISSIONER OF INSURANCE

RE: TIMELY PAYMENT OF PROPERTY
AND CASUALTY CLAIMS AND BAD
FAITH DAMAGES

DATE: DECEMBER 11, 2020

The purpose of Bulletin 2020-07 is to
provide notification and guidance to all
authorized property and casualty insurers
and all surplus lines insurers (hereinafter
jointly referred to as "insurers"”) of the
statutory requirements placed upon them
relative to their obligation as it relates

to the timely payment of property and
casualty claims to both first party insureds
as well as third party claimants.

La. R.S. 22: 1892 provides that all insurers
issuing any type of contract other than
life, health and accident, or workers
compensation contracts shall comply with
the following in their claims handling
practices:

1) Insurers shall pay the amount of any
claim due any insured within thirty days
after receipt of satisfactory proofs of loss
from the insured or any party in interest.

2) Insurers shall pay the amount of any
third party property damage claim and of
any reasonable medical expenses claim
due any bona fide third party claimant
within thirty days after written agreement
of settlement of the claim.

3) All insurers shall make a written offer
to settle any property damage claim,
including a third party claim, within thirty
days after receipt of satisfactory proof of

10

loss of the claim.

Failure to comply with the above described
claims handling practices, when such

failure is found to be arbitrary, capricious,
or without probable cause, shall subject
the insurer to a penalty, in addition to

the amount of the loss, of fifty percent
damages on the amount found to be due
from the insurer to the insured, or one
thousand dollars, whichever is greater,

or in the event a partial payment or
tender has been made, fifty percent of the
difference between the amount paid or
tendered and the amount found to be due
as well as reasonable attorney fees and
costs.

La. R.S. 22:1973 provides that an insurer,
including but not limited to a foreign

line and surplus line insurer, owes to

his insured a duty of good faith and fair
dealing. The insurer has an affirmative
duty to adjust claims fairly and promptly
and to make a reasonable effort to settle
claims with the insured or the claimant,

or both. Any insurer who breaches these
duties shall be liable for any damages
sustained as a result of the breach. The
statute further provides that certain acts,
if knowingly committed or performed by an
insurer, constitute a breach of the insurer's
duties of good faith

1) Failing to pay a settlement within thirty
days after an agreement is reduced to
writing.

2) Failing to pay the amount of any

claim due any person insured by the
contract within sixty days after receipt of
satisfactory proof of loss from the claimant
when such failure is arbitrary, capricious,
or without probable cause.

The penalty provision of La. R.S. 22: 1973

provides that in addition to any special or
general damages to which a claimant is
entitled for breach of the imposed duty of
good faith and fair dealing, the claimant
may be awarded penalties assessed
against the insurer in an amount not to
exceed two times the damages sustained
or five thousand dollars, whichever is
greater.

All'insurers, including authorized insurers
and surplus lines insurers are subject to
the requirements of La. R.S. 22: 1892 and
La. R.S. 22:1973 with regard to the timely
payment of claims. Insurers owe a duty of
good faith and fair dealing to their insureds
in the claim handling process. Insurers
who fail to comply with the statutory
requirements regarding the timely payment
of claims and settlements may be subject
to regulatory action by the Louisiana
Department of Insurance. Any questions or
concerns regarding Bulletin 2020-07 should
be directed to the Louisiana Department of
Insurance, Office of Property and Casualty,
at public@lIdi.la.gov.

www.piaoflouisiana.com
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FOREST INSURANCE FACILITIES

ily 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

\’\ HUII

/ & Company

Metairie, LOU|S|ana

Personal Lines
DWG-3, HO-3, HO-4, HO-6, Vacant Home, Builders Risk, Excess Flood
Minimum Values Apply
Comprehensive Personal Liability, Premises Liability, Personal Umbrella,
and Hobby Farm Liability

Commercial Lines

Commercial Property, Casualty, Contractors, Garage, Excess & Umbrella, Inland Marine,
Mercantile, Professional Liability, Product Liability, Entertainment, Sports, & Leisure

JV Franks Dave LeBlanc Chad Harrington Blaine LeBlanc Rob Jones
jfranks@hullco.com dleblanc@hulico.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!

DECEMBER 2020 1



I

wew  How much is my
. agency worth?

—_—

How can | protect my

family should I die or

N . j ?
How can | maximize become disabled

the value of my
agency when I sell?

I want the agency I built
to continue after I retire,
but I need help.

: 'Available on-demand or through live seminars.

AGENCY
Create the roadmap for your agency'’s future JOURSE: Boe
at agencyjourneymapping.com. MAPPING °

Agency Journey Mapping is brought to you by The PIA Partnership, PLAs national carrier council. Partnership companies include:

) ‘ N e Libe i National General J;
OEncompass )& Insurance’ % Lﬁ . MetLife atteneral >
INSURANCE
The
PROGRESSIVE SELECTIVE STATE AUTO Hanover /(;;s_r BEND
BE UNIQUELY INSURED™ > W Insurance ompanies Insurance Group® /7 A MUTUAL msuRance corman:
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At Bankers, We Know Louisiana.

In business for more than 40 years, we are the coastal experts in
Flood, Homeowners and Commercial. Offering the best products with exceptional

customer service and claims expertise. Get to know the Bankers difference today!

We look forward to hearing from you, Louisiana.

BANKERS 800.627.0000 X 4900

Insurance Group bankersinsurance.com

DECEMBER 2020 13



Young Insurance Professionals
2020 Year - in - Review

The Young Insurance Professionals of Louisiana (YIPs) was formed in 1998 with the idea of giving young professionals an educational resource
to develop business savvy and to cultivate future leaders of PIA. Over the course of its 20+ year-existence, the group has gained much popularity
for its social functions. While the association remains true to its history, continuing to provide the social gatherings, the growth that the
organization has seen in recent years has been extraordinary. In the past few years, the networking, social club YIPs once was has morphed
into a professional and well-rounded collection of young insurance individuals. YIPs continue to host those time-honored social traditions with
ease, but they have added to these events, enhancing professional growth and developmental aspects. It is through strong vision, focus and
dedication that the leaders of YIPs have forged this recent transformation.

Unfortunately, after the YIPs Conference, many of our usual events were not able to happen due to COVID-19. We were not able to have our
YIPs Hospitality Suite or Pool Party at the PIA convention, no Bowl-a-Thon or CE & Day at the Races, and we couldn't try out our new Casino
Night that was planned to be held the evening prior to the PIA of Acadiana Crawfish Boil. We WERE able to participate in ULM's Career Day
early in the year and then held our relief efforts following Hurricane Laura.

Annual Conference In January, the YIPs held their Annual Winter Conference, The Greatest Show on Earth. \We showcased new and
exciting education seminars as well as multiple opportunities for networking and career enhancement. Delegates in attendance kicked off the
conference with two great education seminars, followed by an old favorite — Dine Around in downtown Baton Rouge.

In addition to the fun and education presented at the 2019 conference, The Young Insurance Professionals held their Annual Membership
Meeting where new Board members and officers were installed. During the meeting, President Brandi Lamonte presented Laurie Whipp with
the Hall of Fame Award.

YIPs at ULM Career Day

Continuing its efforts, the YIPs particpated in ULM's Career Day early on in the year. Who better to tell the story of how insurance is a great
career choice than our Young Insurance Professionals! During these programs, students were given information about all the different options
available to them within the insurance industry as well as the average salary potential for those job opportunities. We hope to once again do
more of this in 2021 and welcome anyone who would like to participate to get involved with this worthy cause!

g o=
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YIPs Relief Efforts

On September 26, 2020, the YIPs traveled to Westlake to serve food and supplies. This trip was coordinated by an incredible team of folks from
Houma and President-elect Ryan Page. It was a very successful and rewarding day, serving 3,400 plates of jambalaya, pastalaya, roast beef,
white beans and boiled shrimp.

Thanks to those that helped us onsite: YIPs President Jessica Clayton; President-elect Ryan Page and wife, Lauren, and daughter, Landry;
Directors Baylie Babin, Kristin Swanson and father, Greg, Mary Dias; PIA Board Member Jennifer Clements and husband, Mackie; Dan O'Brien
and son, Gavin; Kyle Marks and Jody Boudreaux.

We also want to thank all those that provided both financial support and supplies to this trip: YIPs, AFCO, Alliance Insurance, Allied Trust,
Americas, Anchor Insurance, Classic Insurance, Dan Burghardt Insurance, Gulf States, IPFS, Laris Insurance, Page Insurance, SafePoint
Insurance, Sagesure, ServPro, Southern Fidelity, Surplus Lines Association, Swanson Insurance, Debbie Harrington (Americas), Karra Lafleur
(RISCOM), Sheri Lindsey and Anne Missett (Americas).

Like was the case for so many, it was a challenging year for YIPs. They have already started looking forward to a better, more productive year
in 2021 (hopefully). In addition to trying again to hold their first ever Casino Night, they are also going to be introducing a new Professional
Development Series for its members, which they plan to kick off at this year's conference. You'll definitely want to participate and be a part of
this exciting event! Be sure to register for the 2021 Annual Conference as YIPs Gives Back, which will allow you the opportunity to raise funds
for the charity of your choice during their first-ever Walk-a-Thon!

geal Adents Serving Main Street Amer_i_cag

o
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Young Insurance Professionals
2020 Year - in - Review

YIPs 2019
Board of Directors

PRESIDENT
Jessica Clayton,
Classic Insurance Agency (Kenner)

PRESIDENT-ELECT
Ryan Page,
Page & Sons Insurance Agency (Houma)

SECRETARY-TREASURER

Eric Vocke,
Capstone Insurance Agency, (Metairie)

IMMEDIATE PAST PRESIDENT
Brandi Lamonte,
Riverlands Insurance (Luling)

DIRECTORS

Baylie Babin, Imperial PFS (Metairie)

Victoria Caldarera, Acosta Insurance Agency (LaPlace)
Mary Dias, Dan Burghardt Insurance Agency (Metairie)
Jason DiMaggio, SageSure Insurance, (Slidell)

Britt Grieme, AmWins Access (New Orleans)

Chad Harrington, Hull & Company (Metairie)

Kristin Swanson, Swanson & Associates (New Orleans)

EX OFFICIO

(PIA of Louisiana President)
Charlie Williams, Day Williams Insurance
Agency, Jennings

PIA/YIPS LIAISON
Jody Boudreaux, CAE, CIC, CISR,
PIA of Louisiana (Baton Rouge)

www.piaoflouisiana.com



The Young Insurance Professionals of
Louisiana will pay it forward during
their Annual Winter Conference,
Thursday, February 4 — Friday,
February 5, 2021 at The Hilton Baton
Rouge Capitol Center.

At this year's conference, YIPs Gives
Back, we will share our passions,

and discuss how we can best utilize
our talents to empower our neighbors
and communities in tangible ways.

Our events are streamlined to best
maximize your time out of the office.
Our two day conference will conclude
on Friday afternoon. Be sure to check

out the agenda for event information. \

CE SESSIONS

How do we translate our passions
into the insurance industry? Our
CE Sessions will provide you with
opportunity for development and
efficient, streamlined function.

PAY IT FORAWARD EXHIBIT
HALL

Join us at the YIPS exhibit hall as
we pay it forward! This is a great
networking opportunity and will give

ANNUAT WINEER CONPERENC

Young Insurance Professionals
2020 Winter Conference

-
e

FCBPUARY 4-5, 2021

HiltoN BAtON Reuge CAPitel CONteR

attendees the opportunity to receive

good things and pass them on. In addition
to networking with insurance industry
professional, stroll the hall, share a meal
and revel in fellowship.

DECEMBER 2020

River WALK-A-THON

The YIPS will stroll the river to support
charities that reflect their passions, whether
it's animal rescue, disaster relief, feeding the
hungry or otherwise. With a minimum $50
charitable contribution, conference delegates
are welcome to participate in this outdoor
walk on the might Mississippi levee. BONUS:
A minimum contribution of $50 to charity not
only garners you a fancy t-shirt for the River
walk-a-thon, but YIPS will also match your
$50 in-kind! Please be sure to sign up for this
pay it forward community event on the River
walk-a-thon registration form!

ACCOMMODATIONS

Book your room by calling The Hilton Baton
Rouge Capitol Center at (800) 955-6962.
Please use the group name “YIP" when
calling in your requests. Cutoff for hotel
reservations is January 20, 2021. Space

is limited, so make sure to book your room
early!

Questions: Please contact Jody
Boudreaux at (800) 349-3434 or via
email at jody@piaoflouisiana.com.



Has a promising new producer
turned out more like a

fraudulent claim?

Our Behavioral Assessment Helps You...

- Answer “Can my producers really sell?”
- Learn if a CSR will fit with your team.

- Compare job candidates with top staff.
- Uncover management challenges.

- Maximize your employees’ potential.

Protect yourself from bad hires New Hires

. . Compare candidates to specific job expectations, your
and hlg h tu@rnover Wlth the workplace culture, the manager, and up to three peers.
Omnia Assessment...

Retention

. . Identify what motivates the unique personalities on your
YOUR hlrlng Insurance. team and what does not.

Transfer or Promotion
. . ., . Avoid promoting or transferring a star performer to an
In just 15 minutes or less, Omnia’s online unsuitable position and ultimately out of your organization.
behavioral assessment takes the guesswork
out of hiring, promotion and employee Cognitive Assessments

engagement in your agency. Eliftci?\t/ﬁ;;ir?rgg i;fhtgfg/bare a good fit for your company,

Professional Development
Ensure future agency success by investing in employee
skill training

GET 1 FREE
ASSESSMENT

= ® Keather Snyder, CRO
mhnia 813.280.3026

Your People. Discover. Engage. Evolve. .
® KSnyder@OmniaGroup.com
PIA
PROFESSIONAL .
INSURANCE g is a PIA Member Benefit 800.525.7117 | www. OmniaGroup.com

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

18 www.piaoflouisiana.com



Learn more at www.lexcalins.com

Homeowners | Dwelling Fire

DECEMBER 2020

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



Getting Motivated to Prospect
By John Chapin

Recently | was in a sales meeting in which
the owner of the company passed out an
article on habits. We discussed good sales
habits, how to acquire them, and what kind
of habits it ultimately takes to be successful
in sales. What was interesting was that we
didn’t have any ah-ha moments or unearth
anything new. Everyone had a pretty good
idea of what it takes to be successful and yet,
most weren't doing those things.

Something I've noticed over the years is that
most people who aren't doing what they
need to do blame it on a lack of motivation.
Many salespeople | encounter are constantly
looking for motivation to go out and prospect
and as a result, they struggle to make enough
calls. Sure, most eventually get themselves
to make some calls, but it's rarely enough.
Here's the problem with motivation: if you're
waiting for positive motivation to “feel like"
cold calling, it's not coming. Do you wait for
inspiration to strike before you take out the
trash? In school, did you wait until you were
excited to do your homework? Of course

not. Why not? Because you knew it wasn't
coming. The same is true with cold calling.
You're never going to look forward to doing it.
And, by the way, if right now you're saying,
“What?! | love to cold call!l”, you can stop
reading this article. For the other 99.99999%
of you, keep reading.

So, the first point here is don’t wait until

you feel like, or are positively motivated,

to prospect. It's not going to happen.

Second, avoid the trap many salespeople

fall into when trying to avoid the discomfort
of prospecting. It's what | call ‘tricking
yourself" into ‘thinking" you're prospecting
when you're actually not. What do | mean

by that? Anything other than in-person,

over the phone, or other ‘live’ forms of
prospecting where you are actually talking to
a person who is a potential prospect, is not
prospecting. The most common forms of false
prospecting are: sending cold e-mails without
an immediate phone call, messages on
LinkedIn, hanging out on other forms of social
media, and going to the same networking
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events where you see 95 to 100% of the
same people every time. E-mails, LinkedIn
messages and the like are fine for follow-up,
but never as an initial prospecting contact.
Look, at the end of the day, you simply need
to figure out how many phone calls and/or
in-person calls you have to make and then
find a way to get yourself to make the calls. If
this is something you struggle with, here are
a few things you can try:

Tip #1: Focus on the long-term pain of
inaction versus the short-term pain

of action. If you're like most people, and
assuming you're a person of good character
and integrity, you're hard on yourself when
you don't make the necessary sales calls,
which is what you get paid for, and ultimately
what you promised to do when you accepted
your job. You beat yourself up, talk down to
yourself, your confidence and self-esteem
take a hit, you feel guilty, you have a bad day
because you didn't live up to your obligations,
and your lack of sales leads to depression.
It's painful all the way around and all those
bad feelings suck. And by the way, you should
feel this way if you don't do what you're
supposed to do and what you promised to do
when you accepted the job. That's the long-
term pain. All you have to do to avoid the
long-term pain is make the calls and face the
short-term pain of possible rejection. And by
the way, stop kidding yourself, the short-term
pain is never as bad as you think it will be.
You're not going to die, most people will not
hang up on you, slam the door in your face, or
scream at you and call you names, but even if
some of them did, so what, what's the worst
that can happen? In fact, not only will the
short-term pain not be as bad, you'll also get
a reward. All the negative things that happen
when you don't make the calls will flip. You'll
feel better about yourself, have more self-
esteem, more self-confidence, and that in turn
will flow positively into all the other areas of
your life, oh, and you'll be more successful
and have a lot more money.

Tip #2: Calculate how much money
you make per call, whether you talk to

someone or not. Take the size of your
average sale. Figure out how many calls
you make to get a sale. Divide the amount
of the sale by the number of calls. If you
call and you get a busy signal, voicemail,
someone says they aren't interested, or any
other number of things happen, just think
to yourself, “Cool, | just made another $10
dollars.” Or, whatever number you came up
with.

Tip #3: Related to the above, realize that
every call gets you closer to a sale.

Tip #4: Focus on the intrinsic reward.
Imagine the ultimate payoff. What are

your goals and dreams? What does your
perfect life look like 5, 10, 20 or more years
down the road? The more calls you make,
the faster you'll move toward that reality.
Procrastinating and wasting another day
moves you further away from that and closer
to the opposite of that, closer to pain and
misery. You can also tie it to something
important like being a good example for your
kids.

Tip #5: Take some caffeine, listen to
motivational music, watch a video that
motivates you.

Tip #6: Have someone hold you
accountable. Tell someone how many calls
you're going to make and if you don't make
the calls, you have to write a check for $500
to or a political candidate you can't stand

or an organization you don't like and would
never support.

Tip #7: Make prospecting your #1 priority
and get it done before you do anything
else. Once you get your most difficult task
out of the way, the rest of the day will be
much easier.

Continued On Page 22
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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
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Getting Motivated to Prospect
Continued From Page 20

Tip #8: Get completely sold on what you
have to offer. The first sale is to yourself.
People will hear your conviction. Know that
you are helping people and making their lives
better.

Tip #9: Repeat several positive
affirmations two or three times before
making your calls.

Tip #10: Be prepared. Have a script that
you've rehearsed well and know exactly what
to do and what to say.

Finally, don't expect to be perfect and do
expect to face rejection. If being a great
salesperson and making a ton of money was
easy, everyone would be doing it.

John Chapin is a motivational sales speaker,
coach, and trainer. For his free eBook: 30
ldeas to Double Sales and monthly article, or
fo have him Speak at your next event, go to:
www.completeselling.com John has over 33
years of sales experience as a number one
sales rep and is the author of the 2010 sales
book of the year: Sales Encyclopedia (Axiom
Book Awards). You can reprint provided you
keep contact information in place. E-mail:
Jjohnchapin@completeselling.com. wike

4 LANE &

ASSOCIATES, INC.

Our Online Artisan
Contractor Rating Portal
|s Officially Back!

LARS is live with even more competitive rates for our core classes.

Gre you mea,?,?/g, motivated?
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Together, we are

LOUISIANA

LOYAL

At LWCC, our business is Louisiana’s 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. ‘

LOUISIANA LOYAL
Learn more about our commitment to both our agent partners and our

state at
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PIA and The PIA Partnershlp Present:§¢

CYBER 101

.-

Essential Informatlon Yo ’
and Your Cllents Need- to
Know About Cyber

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

PRAUDULENT FUNDS TRANSEER

e [nteractive
claims examples

Thank you to
The PIA Partnership companies:

e Customizable general cyber

educational materials ’ (_)Encompass PROGRESSIVE

— Ay Erie SELECTIVE
& |nsu|’ance‘ BE UNIQUELY INSURED*
O R CRgtIF
ror CYBER PROTEC p
B e s ’ I Liberty STATE AUTO
SaFii f; 3 Mutual. Insurance Companies

INSURANCE

A MetLife Hanover

Insurance Group®

General ) WESTBEND

== Insurance 4 MUTUAL INSURANCE COMPANY®

PIA The PiA Partnership
PROFESSIONAL —

Visit: www.pianet.com/pia-partnership/cyber101
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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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MEMBER BENEFIT IN FOCUS

_— Get Information First

By B.D.Hicks

Join PIA of Louisiana Peers Facebook Group Page so you can get industry news sooner. For

eesahidTE e WO S g national news, join PIA Peers Facebook Group Page. It's sometimes the quickest way for

for our agency that will be very

efficient and easy to implement. us to get news posted, so be sure to like our PIA of Louisiana Facebook and then join the

First, a question. How many of private group page. If you need assistance, please contact the PIA office mIK
you have seen "The Hunger
Games?"

n Find us on:
facebook.
INDEX OF

ADVERTISERS PIA Market Access

REACH NEW HEIGHTS AND GROW YOUR BOOK OF BUSINESS WITH:
Access to more than 50 national and specialty carriers
Realtime rating for personal and commercial lines

AFCO e 7 - Ownership of your book of business & no exit fees
- Higher PIA member commission rates
Agile Premium Finance ... Back Cover S icccess foes hiayelyeurown carier
appointments?
Plug them info our rater!
Allied TrUSE oo 21 .
We call it
‘ A Best of Both Worlds
Bankers Insurance Group .............cccccoeevverven. 13
Capital Premium Financing ......cccccoovvrvrnnnn. 25
Forest Insurance Facilities ..., "
How Will You Find Top Talent for
Hull&Company,Louisiana..........cccccovvervrvernne. 11 Your Agency?
. with your hirin eds.
Imperial PFS oo 5
Do you want
Lane & ASSOCIAES  ov...ooooveeeeoeeeeeeeerr 22 to see your business

in The Agent's Voice?

Find out more details
on aadvertising in

The Agent's Voice

{ by calling the PIA office
Identify the right ‘ at 1-800-349-3434.

candidate and hire ——

°*
Want to learn more? Visit idealtraits.com/pia. d |dealTrait PIA
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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.
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DRIVEN BY INNOVATION, CONVENIENCE AND SERVICE

Backed by Valley Bank - one of the strongest and most trusted banks in America.

i3 & E

Agile Premium Finance is a leader in the insurance There's a reason why we're recognized as a
premium finance industry. As an innovative and leader in the premium finance industry. Work
progressive organization, we are committed to with us and find out for yourself.
providing you with convenient and efficient premium For more information, contact:
finance solutions to improve cash flow, preserve Andrew Strohm

working capital and retain funds for projects, expenses 225-229-3035

and investments. We are proud to offer long-term astrohm@agile-pf.com

premium finance and direct billing solutions so you can
focus on your clients and your company. AGI I / I I,
PREMIUM FINANCE

A Division of Valley National Bank®




