Promoting the professional insurance agency system, leading through support, representation and fellowship.

\dent's Voice

[VOL. XLVIIl, NO. 03 | APRIL 2021] The official print publication of the Professional Insurance Agents of Louisiana

a 32 .. 33
-ty

RAND MENALLY
FOPULAR MAP OF

LOUISIANA

‘ll'l L
.r.r...
/,

| ! g . A ! e s o A
[ st J 4 e e
\: At P> " 3 . —3 3 LAKE - -8 ’
M = 'T“,‘} e s m_':' r . SPONTCIARTRME S D ':’."1 ‘ﬁ‘"" -
daent SN\ o Jotinae cALCMEIEy st = o B 1

s e SR e oy P e . ] ¥’ o ia A —s-:- —

- | S 't. 'H"\ - = = i e
| (SN
..... e e cC A Ao |n
.f/

o avntny |

| 11

é - | .
PEE J \
[
: T
U
G

. L

) Longttads Wont of oven’ ~

1 2 3™ a 5 o T 8

PIA'S 2021 ANNUAL CONVENTION
P.14-16

SALES SUCCESS REALLY BOILS DOWN TO
THESE TWO THINGS

P.18
WWW.PIAOFLOUISIANA.COM



Unlike other workers' comp providers, LCl is a Louisiana business that understands how Louisiana businesses L( j I

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

WORKERS” COMP
of your business. So when you need us most we won't show up with a giant ice ax. 985-612-1230 :: Iciwc.com

www.piaoflouisiana.com
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Charlie Williams,

Jennings
President, PIA of Louisiana

On April 12, the Louisiana Legislature went into Reg-
ular Session. On the 8th, the PIA of Louisiana Gov-
ernmental Affairs Committee met to review those
bills related to insurance to determine our position.
As I've served on this committee for some time now,
| must tell you this is always an interesting process.
First, we must try to decipher what the bill is trying to
accomplish as well as identify any unintended con-
sequences. Most bills are not all bad or all good, but
somewhere in the middle. And secondly, we must
realize that we can't fight nor carry the flag for all
bills. We must pick our battles, as they say, in order
to be most effective in our legislative efforts. So, we
must first consider those bills that directly affect our
main membership — the agents — and then secondly,
consider those bills that may affect our companies to
the point it would also negatively affect our agents
and the general insurance marketplace as well. The
work of PIA Committees like the Legislative Affairs
Committee is the strength and the backbone of this
association.

The good news is there aren't any glaring bills for
agents to be too concerned with, but we'll still need
to keep a close eye on some because they could
create a negative outlook for our companies. I'll just
address a few that might interest you.

The first group of bills have agents falling somewhere
in the middle. They deal with the claims adjusting
practices, that for me were quite personal since
my area experienced significant loss after an active
storm season this past year. We learned in 2005 (Ka-
trina & Rita) that this was an 18-month marathon,
getting claims finished. | think with Laura and Delta
(and Zeta) it may take even longer! Thankfully, the
industry is aware they can not just fight all of these
bills, and they realize they need to focus on working
with those legislators that have introduced bills they

can live with, such as Representative Firment's HB
457, which deals with the conduct of adjusters. I'm
intrigued to see how these different bills will play out
and will be sure to keep you posted.

Some issues that we've seen before and have
been reintroduced again include prohibiting certain
rate-making methods for companies to use, such as
credit (which we oppose) and Rep. Huval has intro-
duced his hands free bill as well (which we support).
After some success in passing tort reform legislation
last year, I'm a little surprised we didn't see any new
bills in that area to keep it moving forward, but not
surprised at all that there are some we'll have to
watch to make sure we don't take steps backwards,
such as SB 71 by Senator Bernard, which is attempt-
ing to make changes in the Trial By Jury issues.

And some new topics added to the mix this year
include HB 577 by Rep. McKnight, a PIA member
agent, which would provide for a user-friendly way
for companies to get into the private flood insurance
market. While we're in favor of the concept, we're
monitoring this one to see how the details play out.
Another one that is interesting is HB 15 by Rep.
Mack, which makes the staging of a motor vehicle
collision a crime. Yes, that's right, you read that cor-
rectly. While that would seem obvious, it appears
there have been several characters that have done
quite well for themselves by doing just that, so we're
of course supporting this one.

Those are just a few that | wanted to outline here,
but you can view the entire list of bills that we're
monitoring this Session on our PIA website at www.

piaoflouisiana.com.

Continued on Page 10

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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COMMISSIONERS

COLUMN

After more than a year of intermittent iso-
lation and sometimes sadness, we're start-
ing to see a glimmer of light as things are
getting back to a new sort of normal. The
events of 2020 have not left us the same
people we were though. Covid-19 has left
its mark on everything from how we shop to
how we work to how we travel and interact
with loved ones. It's also left its mark on
the insurance markets.

Last summer, we saw private passenger
auto insurers return auto premium to Lou-
isiana drivers as a response to emergency
declarations and stay at home orders in
place throughout the U.S., including Louisi-
ana. Insurers are seeing significantly fewer
miles driven, resulting in fewer accidents,
fewer claims and ultimately, fewer law-
suits being filed. We saw 38 companies
return more than $215 million to policyhold-
ers through Covid-19 rebates in our state.

These rate reductions were not permanent,
however. Travel is expected to pick up even
more this summer and accident frequency
is expected to approach the pre-2020 levels
as leisure, school, and work driving behav-
ior approaches a “new normal” above 2020
levels.

However, at such an unusual time, the fu-
ture is anyone’s guess because no one re-
ally knows to what extent or when things
will return to normal — or how insurers will
use the disruption as a competitive oppor-
tunity. At a time when some insurers are
ending their temporary rate reductions or
are moving forward with plans for rate in-
creases that had been put on hold, Allstate
announced it is cutting rates by a statewide
average of 3% because it says that people
still arent driving as much as they used to.
Progressive Insurance, Imperial Fire and
Casualty Company, USAA and State Farm
have also cut auto insurance rates in Loui-
siana in the past few months.

6

The overall market impact of Private Pas-
senger Auto rates in 2020 was -4%. Much
of this decrease is attributable to Covid-19.
In 2019, it was -1.4%. The market is chal-
lenging for both personal passenger and
commercial auto insurance due to our high-
est in the nation claims-to-litigation rate.
Last year, | worked with legislators to get
tort reform passed and the new rules took
effect on Jan. 1, 2021. There were compro-
mises made to get the law passed and we
will need to wait to see how these rules
affect the market in time.

The new rules only apply to the legal cas-
es that result from crashes that occur af-
ter January 1. It will take a few years for
dockets to be cleared of cases filed under
the old regime, and for new court cases to
be filed about new crashes and go to trial
under the new law. Then it will take a few
years for insurers to collect data on the new
cost of claim settlements that will go into
insurance rates.

The homeowners insurance market wasn't
affected by Covid-19, but rather by a devas-
tating 2020 hurricane season. With one of
the waorst hurricane seasons on record, in-
cluding two hitting the Lake Charles area in
rapid succession, and another storm strik-
ing the New Orleans area, we're watching
the market very closely.

Despite these disasters, we have been suc-
cessful at recruiting and diversifying our
homeowners market to benefit consumers.
Louisiana has 32 new insurers that were
not in the state prior to Hurricane Katrina.
We're also welcoming large insurers back
to the state. Farmers Insurance, the nation’s
ninth largest property and casualty insurer,
returned to the Louisiana market in March
with auto, homeowners, condo and renters
insurance. The return of old companies and
the continued recruitment of new entrants
to the market is a trend that we hope will

Commissioner of Insurance
Louisiana Department of
Insurnace

public@Idi.state.la.us

continue over the next several years.

You can see the result of this competition
in lower homeowners rate increases state-
wide. At the end of 2020, the market impact
of homeowners rate increases statewide
was +2%. In 2019 it was +1.6% and in 2018
it was +0.7%. We expect rates to rise going
forward because of the 2020 storm season,
but nothing like after hurricanes Katrina
and Rita.

In both of these markets, we are working
to recruit new companies and educate con-
sumers on the best ways to protect them-
selves and properly utilize insurance in their
plans for the future. | look forward to con-
tinuing to work with you to strengthen our
markets for the benefit of policyholders and
our overall Louisiana economy. BIK

www.piaoflouisiana.com



AFCO” PIA |5

Insurance Premium Finance Servin
PROFESSIONAL | Main Street

INSURANCE America™
AGENTS
OF LOUISIANA

Membership Benefits that
Maximize Your Agency Revenue

Through your PIA membership and the PIA’s premium finance program with AFCO, not
only do you have access to competitive rates and pre-approved loans up to

$100,000 but you may also benefit from a revenue-sharing opportunity that positively
impacts your bottom line while providing PIA with a direct economic benefit that helps
keep your membership dues to a minimum. All this with little to no additional time or
monetary investment on your part!

We want to hear from ALL of you,

especially if your agency isn’t earning

at least 1% of the amount financed.

Contact us for a portfolio evaluation and to

discuss your revenue opportunity, ASAP!

For more information, AFCO, please visit: https://www.afco.com/

For more information about your
PIA Premium Finance Member Benefits,
please contact me. | will be happy to help!

Contact:
Allison Salter
Assistant Vice President

504-875-8655 | awsalter@afco.com | afco.com

©2020 AFCO Credit Corporation

APRIL 2021



X

It's Legislative time for PIA — both at the
state and national level. As | write this,
we're in our second week of the regular
Session of our Louisiana Legislature and
insurance committees have just begun to
meet. It's a fiscal only year, so that means
each legislator can only introduce five hills
outside of that scope. That alone helps to
keep the number of bills down. Most of
the bills introduced are not directly geared
toward agents, but as we know we can
certainly be indirectly affected by them, so
we're keeping an eye out on several bills
— refer to our Governmental Affairs tab on
our website for a complete list of those and
our positions. And, be sure to pay special
attention to our Agent’s Link e-newsletter
as we'll provide you regular updates in that
publication. We save our Legislative Alerts
for any big stories or if we need you to act.

PASSING IT ON!

By Jody M. Boudreaux, CAE, CIC, CISR

And also as | write this, it happens to be
4/70, so that's pretty timely since the House
just passed legislative protection from fed-
eral prosecution for insurance agents who
do business with cannabis related enter-
prises in states in which such businesses
are legal. H.R. 1996, the Secure and Fair
Enforcement (SAFE) Banking Act, passed
the U.S. House 321-101 on April 19.

In addition to protecting insurance agents,
the SAFE Banking Act also makes it easier
for banks to offer financial services to the
cannabis industry. PIA has been working
with a coalition of industry allies in support
of this legislation, and we successfully ad-
vocated for key insurance specific protec-
tions to be included in the bill. Last week
PIA reiterated our support for the legisla-
tion, and we're pleased it passed with such
bipartisan support.

Nearly every state has legalized cannabis
to some degree. PIA views its position as
respectful of state insurance laws; PIA and
our members seek to protect independent

agents from criminal prosecution for en-
gaging in business activities that are legal
pursuant to state law.

“PIA does not take a position on the legal-
ization of cannabis and views this issue
strictly as a matter of respecting state in-
surance laws,” said Jon Gentile, PIA vice
president of government relations. “PIA
will advocate for the prompt Senate pas-
sage of cannabis safe harbor legislation
that protects insurance agents, and we are
making the passage of the SAFE Banking
Act one of our top priorities.”

And lastly, this month’s focus is on our
upcoming convention in July. Yes, it's hap-
pening! Check out the center spread for
more details, but please plan to join us this
year. We're so excited to finally be able to
gather again and we want you to be there!
Let's get back to business...and fun, too,
of course! MK

LME ,

www.piaoflouisiana.com



COMPETITIVE COMMISSIONS.
AFFORDABLE POLICIES.
FLEXIBLE COVERAGE.
RELIABLE SERVICE.

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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regulatory system as well as others. In the
past we have flown to our nation’s capital and
met directly with our legislators and/or their
appropriate staff persons. There is something
special about being on The Hill and seeing the
Cherry Blossoms in person is quite beautiful.
This year, however, we'll be doing it via Zoom.
One good thing is PIA National is quite good
at this and even has Zoom Orientation and
Briefings for training, so we'll be effective
when we're conducting the Zoom meetings
with those Representatives and Senators.

President Message Continued from Page 4

In addition to our legislative work on the state
level, we're also going to be meeting virtually
with our U.S. congressmen, and first ever
congresswoman, as well as our two senators,
on May 12 to discuss federal issues important
tous. Ourmainfocus, of course, will once again
be the reauthorization of flood insurance, but
other issues discussed will include: creating
a cannabis safe harbor for agents, making
tax relief for passthrough entities permanent
and defending the state-based insurance

Personal Protective Equipment
Now Available Through PIA!

This reusable face mask features a pleated
design, bendable nose bridge, elastic straps
with an adjustable toggle, and an interior

filter pocket.

So, while we'll be taking care of our federal
legislative business virtually, I'm very excited
that we'll be meeting in person for our Annual
Convention at The Grand Hotel in Point Clear,
Alabama. You can find information on this
year's convention and how to register in the
center spread of this issue. | suspect you are
as eager as | am to SEE fellow agents and
company people following the proper protocol
that will be in place in mid-July. | hope to see
you ‘On the Point!" mIK

Best of
Both Worlds

A RATER FOR THE CARRIERS
YOU ALREADY HAVE,
AND MARKET
ACCESS FOR THOSE
YOU DON'T

MARKET ACCESS

PlAMarketAccess.com

“Current PIA Membership Required. Available in the 50 Us. states and

Provided through partnership with InsureZone.

D T o . - 1% o
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E AND SERVICE

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

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:

astrohm@agile-pf.com

Andrew Strohm
225-229-3035

AGILE

PREMIUM FINANCE

A Division of Valley National Bank®

www.piaoflouisiana.com



Eilky

FOREST INSURANCE FACILITIES

Local Family Owned Surplus Lines Broker

131 Airline Drive, Suite 300, Metairie, LA 70001-6266
P.O. Box 7635, Metairie, LA 70010-7635

PHONE: (504) 831-8040 FAX: (504) 831-4499

www.forestinsurance.com

\’\ HU"

/ & 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@hullco.com charrington@hullco.com bleblanc@hullco.com rjones@hullco.com
504-613-5367 504-613-5365 504-613-5368 504-830-7353 504-830-7344

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

APRIL 2021




AROUND THE STATE <3pe, S, Sh=, <=,

12 www.piaoflouisiana.com



ACCESS

HoME INSURANCE

INTRODUCING

EVERGREEN °

Our most competitive and comprehensive HO3 products ever!

We’re celebrating our 10th Anniversary with the introduction
of our dramatically expanded HO3 offerings:

_@C Expanded risk eligibility <<. Convenient “Quick Quote” features

2] New coverage options ¥ In-house customer service,

=,y and endorsements underwriting and claims handling
C 2o

@ New discounts available [asD: A variety of flexible payment options

APRIL 2021

) Improved ratings discounts For more information contact us at 1-888-671-AHIC (2442)

®

and mitigation credits or visit us as www.accesshomeinsurance.com/evergreen.

EVERGREEN, only from Access Home Insurance Company.

ACCESS

- -
CELEBRATING 10 YEARS

AT THE THRESHOLD OF oUR FUTURE

www.accesshomeinsurance.com

1-888-671-AHIC (2442) (D@
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PIA ANNUAL C
JULY 17-19, 2021 | THE GRANC

Come Gather. Breathe Easy.

After an intense year of stress, uncertainty and life chang-
es, PIA of Louisiana invites you to gather with family,
friends, and  colleagues to de-stress and decompress!
Come away with us for PIA of Louisiana’s 77th Annual Con-
vention to withdraw from the day-in and day-out activities
of home and work life and make meaningful business con-
tacts, all while restoring yourself.

Registration & Hotel Info

Convention Registration will open on Saturday, July 17th

at 3PM, with our Outdoor Reception kicking off at 5PM. We
know you will enjoy the beautiful, serene and slow-pace at-
mosphere of yesteryear, which is The Grand Hotel in Point
Clear, Alabama. The hotel offers many rooming options
starting at $239 a night in various buildings. Rooms are
expected to fill up quickly, so don’t delay in making your
reservation. More information  provided via the Hotel
Information Icon on PIA’s Convention Webpage.

First Timers & Discounts

For those of you who are joining us for your first conven-
tion, we offer a convention First Timer Guide. It includes
instructions on how to get the best experience during your
stay. Stop in at the Registration Desk to pick up your guide.
First Time Agents will also receive a special discount on
their convention registration fee. We are also proudly con-
tinuing to offer our Additional Agent First Timer Discount to
the second and subsequent  attendees from your agency.

.-"-',
pt your favorite eve s, oweve

»
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CONVENTION
AND HOTEL - POINT CLEAR, AL

Exhibit Hall

Get cozy and climb into our sweet Exhibit Hall. This year’s
Sweet Dreams Exhibit Hall will provide convention-go-

ers opportunities to mingle with business partners
and peers while sporting your favorite leisurewear! We will
offer a one-day, longer expo session to allow plenty of time —
to have impactful meetings, enjoy great food and bever-
age and still get in plenty of rest and relaxation! We invite
our exhibiting companies to decorate their booths in the
Sweet Dreams Pajama Party theme. Prizes will be awarded
for Best Decorated Booth, Best Dressed Exhibitor and Best
Dressed Attendee. If you’re looking to relax - just wear
your PJs and have a relaxing time! If you’re looking to give
yourself a boost with a win - get creative and have fun!

Continuing Education

Let PIA remove the stress of finding, registering and at-
taining your required CE. This Convention offers you the
opportunity to earn 9 hours of Continuing Education credit.
Education offerings will include a 3-hour Flood Class
as required by the Louisiana Department of Insurance for
licensing renewal. More details on class offerings will be
announced soon.

Attire
Leave your tuxedos and straight jackets at home. Attire for
most convention events is resort casual. The General Ses-
sion and Awards Luncheon are business casual attire. The
meeting space temperature can sometimes be unpredict-
able. Be sure to stay comfortable by having a sweater or
light jacket on-hand.




THANK YOU TO OUR 2021 CONVENTION SPONSORS & EXHIBITORS!

Companies supporting as of 4/1/21

Keytlone Gpontort
Acadian Managers i LCI Workers’ Comp

Access Home Insurance Company
AFCO Insurance Premium Finance
Agile Premium Finance
Allied Trust Insurance Company
Americas Insurance Company
Assurant
Bankers Insurance Group
Capital Premium Financing
Emergency Restoration, Inc.
Foremost Insurance Group
Forest Insurance Facilities, Inc.
Gulf States Insurance Company
Imperial PFS
Johnson, Yacoubian & Paysse
Lane & Associates, Inc.

Lighthouse Excalibur Ins. Corp.
Louisiana Restaurant Association SIF
LUBA Workers’ Comp
LwcCcC
Maison Insurance
National General, an Allstate company
Progressive
Risk Placement Services
Safeco Liberty Mutual
SafePoint Insurance Company
SageSure Insurance Managers
SERVPRO Metairie
UPC Insurance
Wright Flood
Young Insurance Professionals

Cventl Sponsorz

AmWINS Access

Berkshire Hathaway GUARD Ins. Co.

Burns & Wilcox

Demotech
Markel Specialty
Mercury Underwriters

Trade Ghow Gehibitors

Agile Premium Finance
Allied Trust Insurance Company
Americas Insurance Company
AmWINS Access

Berkshire Hathaway GUARD Ins. Co.

Commercial Sector Ins. Brokers
Emergency Restoration, Inc.
Equipment Insurance International
Gulf States Insurance Company
Imperial PFS
Lane & Associates, Inc.

LCI Workers’ Comp
Lighthouse Excalibur Ins. Corp.
Louisiana Restaurant Association SIF
LwcCC
Markel Specialty
Property Insurance Association of LA
Risk Placement Services
SafePoint Insurance
Safeway Insurance Company
SageSure Insurance Managers
SERVPRO Metairie

www.piaoflouisiana.com



Louisiana Business Owners
Have A New Commercial
Carrier Choice!

A
............... Sa fe Point

INsurance

Peace of Mind Starts Here.

Experience and Comprehensive Protecting With
Financial Stability Benefits  Exceptional Resources
Protecting Assets With a Competitive Product Pricing We are rated “B” by A.M. Best

Dedicated Management Team : and “A” Exceptional

& Exceptional Resources : Knowledgeable & : by Demotech
. Friendly Staff of Insurance :
Professionals

SafePoint is a premier, admitted Our reinsurance carriers are
provider of insurance protection ~ Accounts are quotedand ~ all approved by the Louisiana
In the state of Louisiana. With © submitted via our on-line  Department of Insurance and
over $45 million in policyholder portal : o
surplus, SafePoint has the : : - arerated "A” or better by AM
resources to protect your Variety of payment options. Best. SafePoint purchases
client’s most important assets. We accept MasterCard, Visa & : reinsurance in excess of a
Our Management Team is ' Discover and eCheck. : conservatively modeled 100
comprised of highly experienced - : year return on
prof_essmngls with over 100 years _: 24/7 Cla-ums Sgrylces to a first event basis.
in the insurance industry. . handle claims efficiently and
ission i i i ) rofessionally.
Our mission |s.to deliver super!or ; P \Y You will have Peace of Mind
customer service, comprehensive ] . : ) .
coverages, expedited claim _ Wind Capacity & Property ; knowing that your business
service and to give policyholders Coverage enhancement : is protected by SafePoint.

peace of mind.

Specializing In These

Commercial

General

Property - bitational Liability

Coverages & Crime

$1ONnAaodd dno
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Sales Success Really Boils Down to These Two Things...

By John Chapin

Almost every time | get a new client and start
to look at what the sales team is doing, | see
the same patterns and mistakes over and over
again. Many times there are a plethora of
things to fix but what I've found is that if you
can just focus on two key areas, a lot of other
things align and allow you to significantly
increase sales. So, instead of overwhelming
them with everything they need to fix, | break
it down to two steps and tell them to simply
focus on these two areas.

Step 1: Make lots of new-husiness sales
calls.

Every time | share this one, as it's coming out
of my mouth, I'm thinking to myself, “C'mon,
everyone knows this is the fastest way to
increase sales, right?” | mean this one is as
simple as those seven words: make — lots —
of — new — business — sales -calls. Maybe
there's a little bit of explaining, but not much.
Literally if you just follow that directive and
make lots of phone and in-person sales calls,
you'll sell more.

To get a little more specific, we give each
salesperson a set number of new-business
calls they have to make each week. Let's say
it's 50 to use round numbers. All calls have to
be in-person if possible, and if not, they have
to be phone calls; also, the number is probably
higher if it's phone calls. The only calls that
count are in-person cold calls or outbound cold
phone calls that the salesperson has initiated.
This is important. I've had people count a call-
inas anew call, a follow-up call as a new call,
and someone they met while out networking
as a new call. Those don't count. Intentionally
ringing the phone and knacking on the door of
a stranger counts, nothing else.

Behind the scenes we also do the math to
figure out how many calls they have to make
to hit their annual sales goal and we track
contact rate, first appointments, second
appointments, proposals, closed sales, and
similar, but bottom line, even without those,
if you simply focus on making lots of in-person
and phone new-business sales calls, you'll
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significantly increase sales.

In fact, here’s a simple way to double sales:
double the number of new-business calls. If
a sales rep is making 10 new business calls
a week, and they double it to 20, sales will
double. Why? Their call is the same, their skills
and results at each level of the sales process
remains the same, they're simply doubling the
number of opportunities they have, and with
everything else remaining the same, by the

law of averages, sales will double.

Step 2: Practice and continually improve
sales skills.

This one is almost as obvious as Step 1, but
people usually need some help and direction
with the execution of this one.

Continued On Page 24

BIND WITH

questions@gotolane.com

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

!
(

gotolane.com | (504) 467-3123

4 LANE &

ASSOCIATES, INC.

NEED CHURCH
COVERAGE?

We've got you covered
with monoline and
package liability

policies for churches
and places of worship.

f¥in

#GoTolLane

www.piaoflouisiana.com



PROMISE

Count on us at the time of greatest need.

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

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

UPC Insurance. Keeping the promise since 1999.

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

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

HOMEOWNERS | DWELLING FIRE | CONDOMINIUM OWNERS | RENTERS | FLOOD
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PIA Advocacy Day
[ssues of Focus

The PIA government relations staff has reviewed past policy positions and
current Congressional priorities, and, in consultation with PIA members
across the country, we have developed these 2021 Issues of Focus. While

the items below are our top priorities, PIA is always working to promote the
interests of the independent agent, wherever those interests take us.

4 Reauthorize the National Flood Insurance Program (NFIP)
PIA supports a long-term reauthorization of the NFIP that recognizes the key role agents play in
— delivering the program to consumers.

Create Cannabis Safe Harbor for Agents

8 PIA supports legislation to protect independent agents, brokers, and insurers against federal
criminal prosecution and civil liability for those who engage in the business of insurance with
cannabis-related enterprises in states that have legalized cannabis.

-I-I Make Tax Relief for Passthrough Entities (S Corporations)

Permanent
PIA supports making the tax deductions currently available to some independent insurance
agencies that organize as passthrough entities permanent.

Defend the State Insurance Regulatory System

14 PIA supports a modern, state-based insurance regulatory system and opposes federal laws and
regulations that threaten it. As such, PIA supports the repeal of the Federal Insurance Office
(FIO).

'|l7 Protect Crop Insurance
PIA opposes cuts to crop insurance in the appropriations process and supports the vital role that
independent agents play in the delivery of crop insurance.

Additional Issues of Importance

20 PIA is busy with countless issues in 2021 and beyond, including insurance data security;

—_— defending the employment classification of independent agents; and the implementation of the
National Association of Registered Agents and Brokers (NARAB).
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Homeowners | Dwelling Fire | Condo | Renters| Flood
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ﬂome-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

B

21



WE KNOW
HOSPITALITY!

WE'RE THE BEST CHOICE
FOR YOUR HOSPITALITY GLIENTS.

* LOGAL GLAIMS
HANDLING

o GREAT COMMISSIONS

* GOMPETITIVE RATES

* BEST-IN-GLASS
CUSTOMER SERVIGE

‘ LRA SIF§' For a quote, contact us at
WORKERS' (504) 454-2277 or

COMPENSATION lrasifquote@lra.org.




National General 2)

Auto, Home & Health Insurance

We're ready to be your top
ﬁ “ ™ choice multi-line carrier.

ook to us for your personal auto, RV,
homeowners and flood insurance needs.

aa

www.NatGenAgency.com

©2021 National General Insurance, an Allstate company. All Rights Reserved.
Eligibility, coverages and discounts may vary by state. Underwritten by member companies of National General Insurance.

2021_0323_AHH_PubAd_PIALA_AgentsVoice_Ad
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504-736-0472

Our priority is to understand your business,
in order to best serve your customers.

Sales Success Really Boils Down to
These Two Things... Continued from Page
18

Also, this step takes some time. Unlike Step 1,
where you can simply better manage your 168
hours a week and make more calls, acquiring
improved sales skills isn't a light switch you
can simply turn on. While you can double
your sales calls this week, doubling your
sales skills takes weeks to months of hard
work. Going a step beyond that, becoming the
absolute best you can be takes years and is an
ongoing, never-ending process of learning and
improving. This is why 98% of salespeople
dont do the latter, and 80% don't even put in
the initial weeks and months. Yes, this step
takes self-discipline, patience, and stick-to-
itiveness even at the weeks-to-months level,
but if you can get yourself to hunker down with
some really good content for a few months,
the increased sales will be well worth it.

Note: Don't be a perfectionist. Don't wait
the few months to improve your sales skills
before you start making lots of calls; start
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making lots of calls right away.

Improving sales skills starts with having really
good sales content: what to say and do and
when to say and do it. Next, you need to
practice, role-play, and otherwise become
highly skilled with that really-good material.
Finally, before, during and after learning
your new sales skills, you need to go out
and use that new content on lots of potential
customers.

Once you combine Steps 1 and 2, the magic
happens. Increased calls alone lead to
increased sales, but with Step 2 in place you'll
also be a lot more effective on those calls
which leads to even more sales.

Of the two steps, making lots of sales calls is
the most important. Because while you can
make sales doing number one without number
two, you can't make sales doing number two
without number one. You can have the best
sales skills in the world, but if you don't talk
to anyone, you won't sell anything. So, at
the very least, you want to make more sales
calls, hopefully significantly more. The next

level would be the same number of sales calls
you're making now, assuming it's well above
zero, with vastly improved sales skills. The
highest level is many more sales calls coupled
with much better sales skills.

John Chapin is a motivational sales
speaker, coach, and trainer. For his
free eBook: 30 Ideas to Double Sales
and monthly article, or to have him
speak at your next event, go to www.
completeselling.com John has over 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: johnchapin@
completeselling.com. Mk

www.piaoflouisiana.com



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
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MEMBER BENEFIT INFOCUS

Liten Up!
By B.D Hicks
If you want to change minds about
insurance, it starts here. By the time that
they're toddlers, if's too latel
Maternity
Ward
Copyright, 2018
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E & 0 Insurance

At PIA, we're not just E&Q professionals;
we're independent agents just like you. We
understand your needs and we know the
marketplace. We have access to multiple
markets, with differing appetites, so chances
are we can find the coverage and price that's
right for you.

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

To get a quote, contact Natalie Cooper at
the PIA office by calling 1-800-349-3434 or
emailing Natalie@piaoflouisiana.com. If
your E&QO is not up for renewal right now,
then just be sure to let Natalie know your
ex-date and she can contact you as your
renewal gets close to shop it for you! miK

Find out more details
on advertising in

The Agent's Voice

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

Protect your agency from bad hires and high
turnover with The Omnia® ASSESSMENT.

YOUR HIRING INSURANCE

In just 15 minutes or less, Omnia’s online employee assessment tool takes
the guesswork out of hiring, promotion, and employee engagement.

How Can Behavioral Assessments

Help Your Agency?

f- - Discover if your producers can really sell.
- Learn if a CSR will fit in with your team.

- Compare job candidates with top staff.

- Uncover management challenges.

- Maximize your employees’ potential.

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

GET 1 FREE
== ASSESSMENT

Keather Snyder

813.280.3026
KSnyder@OmniaGroup.com

mhnia

Your People. Discover, Engage. Evolve.

Omnia is a PIA
Member Benefit

800.525.7117 | www.OmniaGroup.com

www.piaoflouisiana.com



Count on us.

PICK AN INSURANCE PARTNER YOU CAN DEPEND ON

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

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

OF LOUISIANA

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

Together, we are

LOUISIANA
LOYAL
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U.S. Postage
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Baton Rouge, LA
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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’ I ‘ l‘ <
comp. LWCC remains dedicated to helping both our agents and our state thrive, and

together we will continue to better Louisiana one business and one worker at a time.

Learn more about our commitment to both our agent partners and our state at

LOUISIANA LOYAL



