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Danette Castello,
Zachary

President, PIA of Louisiana

Welcome to SPRING!  We want to thank PIA of
Acadiana for hosting their annual crawfish boil. As
always, it is such a great event and time well spent
catching up with our PIA family & Partners. The
YIPS Casino Night had a great turn out and lots of
lucky players won some terrific prizes. It's great to
see more and more young insurance professionals
getting involved in our industry and joining our PIA
family. Pictures of both of these events will be in the
next issue.

We all look forward to our networking opportunities
and what better place to network than Convention.
This year is super special as we celebrate our 80th
Year! Of course, that means we need to all dig deep
into our closets, visit a thrift store, and gather up all
your 80’s themed attire. Although, | have seen some
80’s attire returning to the clothing aisles here late-
ly. Ladies, I'm not sure you can still find Aqua Net,
but I'm sure there's some super strong hairspray out
there to get your hair high! This event will be TO-
TALLY RAD!

For me, convention is a place where | have been able
to grow as a new agent, become better and stronger
as | gain knowledge about the industry as a producer,
and most importantly, have the support and encour-
agement of my peers to become a principal owner.
Every step of the way, PIA has been there. | have
made connections with company representatives
and gained appointments for markets | was missing
or needing. Sometimes it's sitting across the table
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at dinner or dancing the night away during those

convention days where I've formed some of the best
friendships.

We're getting ready to roll out our new association
database, and it looks like convention will be our first
big reveal for the members, so be on the lookout for
emails to register online. We all know the challenges
with new programs like these, so we ask that you be
patient and help by providing us any feedback. We
may have some hiccups this first time around, but
staff is excited about all that the new system has
to offer, which will include an info hub that allows
you the ability to update your own information, view
any outstanding invoices as well as upload calendar
events and job listings, etc. At the same time, we're
rolling out a new website, which works in conjunc-
tion with the database, so in the long run we're going
to see some exciting improvements to our communi-
cations. Stay tuned!

This year is such an important time for us to all come
together and share what we are seeing out there.
Our new commissioner, Tim Temple, has been hard
at work putting his DOI legislative package through
the process. It is imperative that we support his ef-
forts to improve our regulations and laws that impact
our industry. So, I hope you all mark your calendars
and join us this year in Point Clear at The Grand on
July 13-15. | will make a valiant effort not to fall this
year so | can see you all at the General Session! ik

TOTLALLY Bebl

www.piaoflouisiana.com
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Copyright © 2022 IPFS Corporation®. Al rights reserved. Imperial PFS® is a trade name affiliated with IPFS Corporation® (IPFS®), a premium finance company. Loans remain
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the terms and conditions specifically applicable to use of IPFS’s website and mobile application, as applicable, and IPFS'’s eForms Disclosure and Consent Agreement.
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COMMISSIONERS

COLUMN

Fighting Insurance Fraud in
Louisiana

In recent columns, | outlined significant reg-
ulatory actions | have taken and legislative
reforms I'm supporting that will address
many of the major issues affecting Louisi-
ana’s insurance market.

Another problem we deal with in our state
that requires immediate attention and ef-
fective solutions is insurance fraud. As Lou-
isiana’s insurance regulator, the Louisiana
Department of Insurance (LDI) has a duty to
work diligently with local, state and federal
authorities on the prevention, investigation
and prosecution of insurance fraud.

Let's begin by looking at the impact fraud
has on insurance consumers. According
to the Coalition Against Insurance Fraud,
fraud costs consumers in the United States
a total of $308.6 billion dollars per year.
That's about $1,000 per person. That high
cost defies the myth that committing fraud
only harms big insurance companies. In
fact, the opposite is true — the consumer
ultimately bears the cost.

Since taking office, | have worked with
the experts in the LDI's Office of Insur-

ance Fraud to create a comprehensive plan
to tackle insurance fraud. Beginning this
year, my office will place an emphasis on
expanding the scope of what constitutes
insurance fraud, raising awareness of the
problem, and mobilizing a joint task force
with Louisiana State Police and the Office
of the Attorney General.

| am supporting several pieces of legis-
lation this session that will make the LDI
more effective when it comes to fighting
fraud. House Bill 399 is designed to help the
LDI quantify the problem by allowing us to
monitor the effects of insurance fraud and
better direct our resources to combat it.

We are also taking steps to fine tune our
regulatory framework. House Bill 651
amends the definition of “fraudulent insur-
ance act” in unfair or deceptive trade prac-
tices law to mirror the definition found in
insurance fraud law. It also clearly defines
the LDI's authority to investigate and take
regulatory action against bad actors who
intentionally submit fraudulent information
during a claim.

It's vital for the LDI to work effectively
with other state agencies to combat fraud.
House Bill 790 would strengthen our joint
task force with State Police and the AG's

Commissioner of Insurance
Louisiana Department of
Insurace

public@Idi.state.la.us

office by repealing the sunset for the Insur-
ance Fraud Investigation Unit. Passage of
this bill would allow the task force to con-
tinue investigating and prosecuting insur-
ance fraud where we find it and show the
insurance industry that Louisiana is taking
serious steps to address the foundational
problems in our market.

State agencies can do a lot to fight fraud,
but we can't do it alone. | need your help
to educate policyholders about insurance
fraud crime and the financial impacts relat-
ed to it. Industry leaders, agents and advo-
cates are essential to an effective plan of
action, and | value your insight and recom-
mendations as we develop new strategies
to combat insurance Fraud in Louisiana. mie

P ‘ Louisiana
[f®’; D tment o
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B Industry >

&% Consumers >

Insurance Fraud

Report Insurance
Fraud

Louisiana Automobile
Theft and Insurance
Fraud Prevention
Authority (LATIFPA)

& Contact Us

Division of Insurance
Fraud

Home Online Services

Insurance Fraud

Insurance fraud is the willful abuse of an insurance policy for financial gain.
Fraud is an intentional act and is illegal. It includes any deliberate deception
perpetrated against an insurance company and any deliberate deception
committed by an insurance company or its representatives.

The Office of Insurance Fraud investigates all instances of alleged or suspected
fraud committed by or upon insurance agents, brokers and companies. The
office assists local, state and federal authorities in fraud investigations, as
necessary, and cooperates with industry associations and organizations in the
investigation and prevention of fraud.

News Releases

Connect Subscribe Contact Us

Learn more about
Insurance Fraud

www.piaoflouisiana.com
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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:




Just a couple of items to pass on about
flood insurance that you probably have
already seen, but thought it was worth
reminding/passing on. First, regarding the
NFIP Program - on March 22, Congress
again avoided a partial government shut-
down after reaching a last-minute deal to
fund the federal government through the
remainder of the 2024 fiscal year. Included
in the agreement, known as a “minibus,"
was an extension of the National Flood
Insurance Program (NFIP). The NFIP will
now be funded through September 30,
2024.

This extension marks the 30th short-term
extension of the NFIP since its last five-year
reauthorization expired in 2017. In advance
of that deadline, the 115th Congress was
unable to agree on NFIP reforms, leading
to a seemingly endless string of short-term
extensions.

PASSING IT ON!

By Jody M. Boudreaux, CAE, CIC, CISR

PIA will continue to work with lawmakers
to bolster support for a long-term reauthor-
ization of the NFIP with necessary reforms.

FEMA recently announced its intent to
begin enforcing a requirement that every
National Flood Insurance Program (NFIP)
policy—both new and renewing—include
both an agent and an agency National Pro-
ducer Number (NPN). The announcement
came via Bulletin W-23005 and applies to
all NFIP policies with an effective date af-
ter January 1, 2024.

Five states—lowa, Rhode Island, Tennes-
see, Vermont, and Wisconsin—do not re-
quire domiciliary agencies to obtain busi-
ness entity (BE) licenses and thus do not
require them to have agency NPNs. The five
insurance departments offer optional BE li-
censes, but none require them. As a result,
agencies domiciled in those states are less
likely to have an agency NPN, particularly
if they are not engaged in the sale, solici-
tation, or negotiation of insurance policies
outside their home states.

PIA members selling NFIP policies in the
affected states are encouraged to:

1. Reach out to your Write-Your-Own (WYO)
partner(s) to ensure that their systems are
able to accommodate both types of NPNs
2. Ask your WYO partner(s) how they are
handling policies in states where agency
NPNs are not required

3. Contact your domiciliary insurance de-
partment to begin the process of obtaining
a BE license/agency NPN

According to FEMA, this year, NFIP policies
without agency NPNs will not be invalidat-
ed or non-renewed. However, we cannot
predict when FEMA will begin enforcing
this requirement. Plus, agencies requesting
BE licenses for the first time are likely in-
undating regulators in the affected states,
which may lead to a slowdown in those
states’ issuance of BE licenses. mie

The National Flood Insurance
Program provides insurance to help
reduce the socio-economic impact
of floods.

O © X © in &

Contact FEMA
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BRINGING MORE VALUE
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clients for unexpected property damage events and
improve overall readiness before disaster strikes:

@ Pre-Loss Planning @ Restoration
@ Disaster Recovery (@ Reconstruction

800.622.6433 * FIRSTONSITE.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.
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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. 1 GI I ,I I,

A Division of Valley National Bank®
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LATEST FROM THE PIA ADVOCACY BLOG

FIO Reform Bill Passes House Commit-
tee with PIA’s Full Support

On April 17, the House Financial Services
Committee passed the Insurance Data Pro-
tection Act, which was introduced by Rep.
Scott Fitzgerald (R-WI) with PIA’s strong
support, by a vote of 28-22. This legisla-
tion will meaningfully reform the Federal
Insurance Office (FIO), an unnecessary fed-
eral bureaucracy created by the 2010 Dodd-
Frank Wall Street Reform and Consumer
Protection Act.

The Insurance Data Protection Act would
repeal the FIO Director's subpoena and
enforcement powers. Its subpoena pow-
er is the FIO's most powerful tool, and its
elimination will help to counteract the FIO's
ever-expanding authority. The bill would re-
quire the FIO to coordinate any of its data
collection efforts with state insurance
regulators and consult publicly available

sources of the data being sought. These
provisions are designed to limit unneces-
sary data inquiries and prevent duplicative
efforts across the federal and state regula-
tory landscapes, particularly in the context
of work typically undertaken by the Nation-
al Association of Insurance Commissioners
(NAIC).

The bill would also set forth confidentiali-
ty procedures and disclosure requirements
governing the way data, once collected
from insurance carriers, could be used by

financial regulators. Finally, it would pro-
tect consumers by limiting the sharing of
non-publicly available data with or by the
FIO and other federal agencies and state
insurance regulators. In essence, this bill
would reset the balance of power between
the FIO and state insurance regulators.

PIA has worked closely with Rep. Fitzger-
ald’s office to build support for the con-
gressman’s bill ahead of the markup. PIA
will continue to encourage the bills pas-
sage into law.

CPIA

AGENCIES
2-6-24
3-5-24
4-2-24
8-6-24

9-4-24

2024 CLASS SCHEDULE

1-9-24 ADVANCED WEBINAR - E&O LOSS CONTROL FOR

CPIA-1 WEBINAR

CPIA-2 WEBINAR

CPIA-3 WEBINAR

ADVANCED WEBINAR - AGENTS GUIDE TO
UNDERSTANDING & MITIGATING CYBER EXPOSURES
CPIA-1 WEBINAR
10-8-24 CPIA-2 WEBINAR
11-5-24 CPIA-3 WEBINAR

WWW.PIAOFLOUISIANA.COM
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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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CODE: PIA OF LOUISIANA



Follow These Basics to Ensure Sales Success

By John Chapin

John Wooden, perhaps the best college
basketball coach ever, used to start each
season by showing players how to properly
put on their socks and sneakers as a mis-
take here could ‘domino-effect’ its way all
the way to lost games. Vince Lombardi, the
great Green Bay Packers coach, once said
that foothall basically comes down to two
things: blocking on offense and tackling
on defense, and those great Packer teams
spent 80% of their time practicing those
two basics. Red Auerbach, who coached
the Boston Celtics to eight consecutive
championships, is known for having play-
ers practice basic shots like layups and
free-throws over and over and over again.
Wooden, Lombardi, Auerbach, and all oth-
er great coaches have always known that
mastery of the basics was the best way
to ensure success. The best teams, com-
panies, and individuals in any field of en-
deavor have always been really good at the
basics. Selling is no exception to this. Here
are basics to get great at if you want to be
great in sales.

The 5 Basics to Sales Success

Basic #1: Plan your work and work your
plan.

You have to start every day with a plan. To
come up with your daily plan, start with
your annual sales goal and work back-
wards. Based upon the size of your average
sale, how many sales do you have to make
to hit your annual goal? Based upon your
closing percentage, how many proposals
do you need to present to get that number
of sales? Based upon your prospects to pro-
posals ratio, how many prospects do you
need to present that number of proposals?
Finally, how many contacts, initial and fol-
low-up, are necessary to get that number of
prospects? Now break these down to annu-
al, monthly, weekly, and finally, daily goals.
Once you have those goals, formulate a
plan to make them happen. Finally, execute
the plan. Once this plan is developed, you
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need grit and determination to stick to it
daily. Evaluate where you are at the end of
each day and adjust where necessary.

Note: Your primary objective is to hit these
goals, your secondary objective should be
to exceed these goals.

Basic #2: Spend more time on your most
important tasks.

The three activities you should be spend-
ing the majority of your time on during the
workday are: prospecting, presenting, and
closing. That's it. Everything else should be
delegated or done during off-hours. Now |
realize the world isn't perfect and things
will come up that you need to handle. At
the same time, if you're focused on these
three activities and adamant that you will
do as much of them during the workday,
avoiding procrastination and other time
wasters, you'll find it will do wonders for
your business.

Remember: sales IS a numbers game. Yes,
relationships and quality are important but
to have the relationships and the quality
you first have to be talking to lots of peo-
ple. It's simple, the more people you talk to,
the more business you will do. As an expert
networker once said, “If you get your face
out there enough, you'll eventually run into
someone who needs you or knows some-
one who needs you. Even a broken clock is
right twice a day.”

Note: Put a large sign in your work area,
and also place one in your car if your out-
side sales, that says, “Am | doing my most
important sales activities right now?” If
you're on your way to the gym at 5 a.m.
and the answer is 'no’, that's fine, but if it's
Wednesday at 10 a.m. and you're sitting
in your office cleaning your desk, that's a
problem.

Basic #3: Get back to personal communica-
tion and build relationships.

Today we have a plethora of technological
devices at our disposal and there can be
a tendency to use them too much. In-per-
son communication has been replaced hy
e-mails, text messages, video conferenc-
ing, and sometimes, little or no communica-
tion at all. Focus on making more in-person
visits to customers to say “hello”, drop off
the proposal instead of mailing or e-mail-
ing it, and follow up in-person instead of
trading voice messages, texts, or e-mails.
Also, send hand-written thank-you notes,
birthday cards, holiday cards, and anniver-
sary cards on the anniversary date of the
day you started doing business with some-
one. Your objective is to have more person-
al contact at a time when your competitors
are calling less and being less personal.

At the end of the day, it's all about peo-
ple and relationships. You have to connect
with people on a personal level, stay in
communication, and continue to build the
relationship.

Basic #4: Get better at selling.

The better you are at selling, the more ef-
ficiently and effectively you'll waork, your
life will also be easier and more enjoyable.
The fastest way to get better at selling is to
one: make sales a study, and two: do what
the top salespeople do.

Continued on page 18
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NATIONAL
GENERAL.

an Allstate'company

Solutions for all types
of policyholders

National General, an Allstate company is proud to offer a wide range
of products that allow you to tailor coverage to your customers’ needs.
You will enjoy the flexibility of our products, the ability to add optional
coverages and our money-saving discounts.

In Louisiana, we offer a variety of solutions including auto, recreational
vehicle, as well as home and package products.

For more information or to get appointed, contact:

Greg Thompson Ramsey Vaughn

Market Sales Consultant Territory Sales Manager
(601) 946-8683 (504) 312-3220
greg.thompson@allstate.com ramsey.vaughn@ngic.com

Samantha Bloodworth Matt Hebert

Market Sales Consultant Territory Sales Manager
(318) 316-1482 (337) 207-4401
samantha.bloodworth@allstate.com matt.hebert@ngic.com

Don’t forget to visit our booth at the PIA of LA annual convention in July!

© 2024 National General, an Allstate company. All Rights Reserved.

APRIL 2023




A NP\ /ﬂ/\ S :

| &W Rewge Crawtich ﬁm/

www.piaoflouisiana.com




APRIL 2023

1752 CLuB

LSU BASEBALL TAILGATE
THANK YOU TO OUR SPONSORS:

TIGER: PINCH HITTER:
CO Direct
SafePoint Insurance

HOME RUN:
Accentus Insurance Group
. . . BATTER UP:
gile Premium Finance
AMWINS

YN

-

&



Follow These Basics to Ensure Sales
Success Continued from page 14

Become a student of selling, be a sponge,
read, listen to, and watch anything you
can on the subject of selling in the form of
books, audios, videos, classes, courses and
the like. Next, find the top salespeople in
your company, your industry, and in other
industries. Call them on the phone, e-mail
them, or otherwise get in touch with them
and ask them what makes them successful.
It's simple, success leaves clues. You don't
want to reinvent the wheel and you don't
have to, simply find out what makes the
top salespeople the top salespeople and
do what they do and you will get the same
results. If they have books, audios, or other
programs, invest in them and go through
them thoroughly.

Note: The two most effective ways to in-
crease sales are one: making more pros-
pecting calls, and two: getting better at
selling.

Basic #5: Work smart and hard.

The first four basics above are all great
ways to work smarter. Some other ways
to work smart: look for ways to work more
effectively and efficiently; organize your
workplace, put systems and processes in
place, and learn to manage your time well.

In addition to working smart, hard work will
add to your success. The most successful
people in any field are the hardest work-
ers. Hard work is particularly important in
the beginning of your sales career and in
tough times. At these times, you may have
to make more calls and work more hours
to make up for inexperience or to overcome
the obstacles created by a tough economy
or other industry disruption. Hard work also
comes into play regarding your attitude,
motivation, and in simply getting done
what needs to get done when it needs to
get done. Hard work makes up for a lot of
mistakes and will bail you out of almost an-
ything. If you're willing to work extremely
hard and you combine that with working
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smart, you'll have a combination that’s
tough to beat and your sales success will
be all but guaranteed.

Subscribe to my YouTube for great sales
tips. Video: tip for business and life suc-
cess: Hard work - key sales success trait
- YouTube

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 36
years of sales and sales management
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 pro-
vided you keep contact information in
place. E-mail: johnchapin@complete-
selling.com.

John Chapin is a #1 Sales Rep w 36+
years’ experience, author of Sales En-
cyclopedia the 2010 sales book of the
year (Axiom Book Awards), also the
largest sales book on the planet (678
pages).

508-243-7359
www.completeselling.com

<

PROFESSIONAL
INSURANCE

OF LOUISIANA
Northwest Chapter

Proud Rhodium Sponsor

LANE &

ASSOCIATES, INC.

Ensure Your Artisan Contractors
are Spring-Ready

Specialized Coverage
Over 60 trades, from HVAC to Site Clean-Up

Competitive Rates
Premiums start at just $350

Quick Quotes
Rates in under 20 minutes, including
comprehensive benefits

www.piaoflouisiana.com



Main Street
Property Business

SafePoint

| ;i‘ '

- ol
s'peklai for'h'\ prcMer'tS} coverage i cI dlngi
‘ 'busmess classes | N :

=

PROPERTY LIMITS ELIGIBILITY CRIME DEDUCTIBLE
Wind available including No distance to coast Employee Theft AOP Options: $1,000,
all coastal counties requirement. ............................................... $2,500, $5,000' $-| 0’000
Limits 0 . 31 0’000’000 ............ l.l .................. .............. Money and Securities and $25’000
er Iocatlon i hlgher A Constructlon 44444444444444444444444444444444444444 . .............. o o
ber : : classes eligible with Forgery and Alteration Wind & Hail Options:
limits available with o ; 0 no o o )
Underwriting approval wind mcludmg coastal 1%, 2%, 3%, 5%, and 10%
.............................................. properties Robbery and Safe
Business InCome Burglary
.......... Older properties with
Equipment Breakdown .
............................................... renovations or updates to
Outdoor Property the roof, HVAC systems,
et e O PEACE
Property Coverage Protection OF MIND
Extension Endorsement Class 1-8 eligible STARTS
Earthquake 9410 refsr 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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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



PIA Expresses Concerns Following Release of DOL Overtime Rule

PIA expressed continuing concerns fol-
lowing the release on April 23 of the U.S.
Department of Labor's (DOL's) final rule
governing worker eligibility for overtime in
accordance with the Fair Labor Standards
Act (FLSA).

“The overtime rule revisions place an in-
creased burden on America’s small busi-
nesses, which form the engine that powers
our economy,” said Lauren G. Pachman,
Esqg., PIA's Counsel and Director of Reg-
ulatory Affairs. “We should be making
business operations easier by decreasing
regulations and reducing costs, not adding
to them. PIA expects the DOL's action will
dramatically and negatively affect busi-
nesses, the workers they hire, and the con-
sumers they serve.”

The rule will become effective on July 1,
2024 and will be implemented in two phas-

es for both categories of affected workers:
minimum wage earners and “highly com-
pensated employees” (HCEs). Phase 1 is
scheduled to begin on July 1, 2024; Phase
2 is planned for January 1, 2025. The fi-
nal rule also establishes a new system
by which future threshold updates will be
made automatically.

DOL's rule change could force the reclassi-
fication of millions of employees from sal-
aried to hourly workers and result in fewer
opportunities for advancement. Because
the revision is likely to increase the pool
of hourly wage workers eligible for over-
time pay, it could prompt many employers
to eliminate benefits and advancement
opportunities for workers who have his-
torically been classified as “exempt,” to
allow employers to avoid having to extend
those benefits to their newly enlarged pool
of exempt workers. The DOL's rule change

will likely cost employers more money and
make it more difficult to hire and retain
workers.

“PIA expressed its opposition to the pro-
posed overtime rule revisions throughout
the review process, and our many concerns
were not addressed by the DOL,” said Pach-
man. “PIA will continue to support efforts
to delay the effective date of the final rule
and discourage the DOL from implementing
it.” Read PIA’s blog post on the DOL over-
time rule.

“‘Hull

/ & 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

JV Franks
jfranks@hullco.com
504-613-5367

Dave LeBlanc
dleblanc@hullco.com
504-613-5365

Chad Harrington

504-613-5368

charrington@hullco.com

Rob Jones
rjones@hullco.com
504-830-7344

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

breeze. +

The #1 Multi-Carrier

Platform for Agents

Disability Insurance Sales

Unlock a new revenue channel and start growing your

business today with our suite of top-rated digital income

protection products — including long-term disability,

short-term disability, and critical illness insurance.

Get contracted at pianational.org/breeze

PIA
MEMBERS
GET MORE!
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ACORD requires all users of ACORD Forms,
including independent agents, to obtain an
ACORD Forms End User License, regard-
less of how the forms are accessed. Inde-
pendent agencies that are not participants
in an eligible ACORD Forms program must
typically purchase a paid End User License.
However, PIA is happy to announce that
we have entered into an agreement with
ACORD that allows eligible PIA-member
agencies to execute their annual license
for free, or to participate in ACORD’s Ad-
vantage Plus Program at a reduced rate.

1. Program 1: For PIA members who
access ACORD Forms through an
entity licensed to redistribute them,
like most agency management systems
(AMSs) or the AVYST eForms Wizard,
members whose gross revenue is under
$50 million can obtain a complimentary
annual EULA. Using Program 1, each year,
when an eligible agency executes a EULA,

the agency is granted a complimentary
annual authorization to use ACORD forms.
Eligible agencies participating in this pro-
gram must execute a EULA every year to
receive another annual complimentary use
license.

2. Program 2: For PIA members whose
gross revenue is under $1 million and
who prefer to access forms directly
through ACORD, PIA membership enti-
tles eligible agencies to a $20 discount on
ACORD'’s Advantage Plus Program.

Next Steps For PIA Members:

Contact PIA to get started.

Visit ACORD's website to claim your com-
plimentary ACORD forms EULA or to use
your discount to purchase ACORD's Ad-
vantage Plus Program.

Step-by-step instructions in the Program
Detail tab. pi

ACORD

PROGRAM BENEFITS

* Enhanced speed of Form search and download
* Improved Forms search accuracy

* Ability to filter and sort on all results fields

* Ability to download multiple Forms at once

ADVANTAGE PLUS PROGRAM

Membership & Participation > Programs & Offerings > Advantage Plus Program

The ACORD Advantage Plus Forms Subscription provides agents and brokers with access to ACORD
Forms and resources which increase efficiency and ease compliance. This program is designed for small
agents and brokers to access individual ACORD Forms for use in your agency or brokerage licensed
location. Please note: To redistribute ACORD Forms, you must instead license ACORD eForms.

When you become an ACORD Advantage Plus subscriber, you gain access to ACORD Forms, which
include enhanced fillable and static forms and ACORD Form Instruction Guides (FIGs). Advantage Plus
participants also receive Forms Notification emails to keep current on changes to ACORD Forms. Forms

can be downloaded via the ACORD Forms Portal, which provides the following benefits to subscribers

SIGNIN JOIN ‘

FEATURED CONT
e®e
H > 1
oY
CY )

Who Is ACORD?

ACORD Member Report

7

www.piaoflouisiana.com



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.




