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The past several months we have all done the best 
we can to support our clients, maintain our books of 
business and travel the tricky roads of what has been 
labeled “Louisiana Insurance Crisis”.  The reasons 
for the insurance crisis are complicated and multifac-
eted with no simple fix.    

Our PIA of Louisiana Governmental Affairs Commit-
tee has been busy at work, reviewing many legis-
lative instruments that will impact our industry as 
set forth this 2024 Regular Legislative Session.  Our 
Commissioner has a package that will address the 
state’s legislative, regulatory & litigation environ-
ment.   Some of the bills we have opposed in the 
past are being looked at from many different angles 
and it is imperative that a common ground is found 
that will allow carriers to remain and come to our 
state to write policies.  PIA is supportive of Com-
missioner Tim Temple's Insurance Reform Package, 
which includes a number of bills designed together 
to improve the insurance industry in our state.  This 
year we must come together and let our voices be 
heard.   Below is a link to find your representative.  

https://www.legis.la.gov/legis/FindMyLegisla-
tors.aspx

When the bills we support make it through commit-
tee and to the floor, we will send out emails request-
ing you to contact your legislators.   They respond 
better to personal messages from their constituents 
and need to hear from YOU!   I encourage you to edu-
cate your clients.    The media has a way of only print-
ing articles that paint our industry in a bad light and 
hammer on the insurance carriers.  If we take time 
to explain the struggles we have faced and what the 
carriers are facing, it only helps us to better serve 
our clients.  The Commissioner, along with agents 
and carriers, are working diligently to make it better.   
There is no quick fix and no guarantee that any one 
thing will reduce rates but we must try to find com-
mon ground and support the process.  

As we watch the sleepy trees come alive with color, 
we also hope our industry will gain new companies 
and begin to thrive once again.   We are grateful for 
those who have remained in Louisiana and are put-
ting in time and effort to help fix this crisis.  With 
the Easter holiday weekend approaching, I wish you 
all peace and happiness.  I personally can’t wait to 
watch my grandchildren hunt for eggs and run around 
laughing.  Maybe, just maybe, we will enjoy some 
crawfish but whatever we eat, I’m just thankful it will 
be enjoyed with friends and family.  
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An Insurance Renaissance in 
Louisiana

Since I took office earlier this year, the Loui-
siana Department of Insurance has enacted 
significant regulatory changes aimed at fos-
tering a more stable insurance marketplace 
in our state. Now that we have entered the 
2024 Legislative Session, I am taking the 
next step by supporting reforms that will 
attract insurance companies to Louisiana 
and provide competition that benefits our 
consumers. 

Insurance is increasingly unavailable and 
unaffordable here because we are strug-
gling to compete with other states for the 
investment dollars of insurers and reinsur-
ers. We must show insurance companies 
that doing business in Louisiana is at least 
as worthwhile as doing business in states 
like Texas, Mississippi, Alabama and Flori-
da. As it stands now, Louisiana is an outlier 
in all the wrong ways. 

Though hurricane exposure will always be a 
factor insurance companies consider when 
determining where to write policies, we 
can create an environment that positively 
impacts the affordability and availability of 
insurance by supporting reforms that stimu-
late our market. 

The property reform legislation I am sup-
porting this year is tailored to making the 
claims process more transparent so insur-
ers can pay claims quickly while reducing 
the number of lawsuits filed against insur-
ers operating in good faith. Claimants who 
have been mistreated by their insurer de-
serve to be fairly compensated through the 
legal process, but I believe litigation should 
not substitute for the ordinary process of 
adjusting claims.
We also aim to amend the “three-year 
rule,” which prohibits insurers from drop-

ping policyholders if they had been with 
the insurer for three or more years, so that 
it does not apply to new policies and is 
phased out over time for existing policies. 
Louisiana is the only state that so drastical-
ly prohibits insurers from making changes 
to ensure they are effectively managing 
their risk. The three-year rule is a major de-
terrent for insurers considering Louisiana, 
and eliminating it indicates that we are se-
rious about reshaping our market. 

Other bills I’m supporting would modernize 
the rate and form-filing process by replac-
ing our prior approval system with a more 
streamlined file-and-use approach, and 
would provide guidelines for the appraisal 
process to better protect all parties that use 
it as an alternative to litigation. 

We will continue to strengthen the Louisi-
ana Fortify Homes Program by eliminating 
its sunset date this session and identifying 
a long-term funding source in next year’s 
fiscal session. The commitment to strength-
ening the resiliency of our homes and busi-
nesses is a long-term project that is vital to 
securing Louisiana’s future and the safety 
of our residents.

In addition to property insurance reform, I 
am supporting several proposals that will 
reign in our sky-high personal and commer-
cial auto rates. Louisiana’s claims-to-liti-
gation ratio and bodily injury statistics are 
worst in the nation, and it’s clearly prevent-
ing insurers from doing more business in 
Louisiana. 

I’m supporting legislation that would ad-
dress those problems, including bills that 
add transparency to third party litigation 
financing, repeal direct action and put Lou-
isiana in line with 47 other states, disclose 
what plaintiffs actually paid for medical 
expenses instead of only what they were 

billed, and extend the prescription period to 
two years. 

The Louisiana Department of Insurance is a 
consumer protection agency, and that mis-
sion will not waver on my watch. Howev-
er, it is also my job to create a competitive 
and stable insurance marketplace that will 
stimulate availability, access and afforda-
bility. As Commissioner of Insurance, I will 
not support any regulatory or legislative 
change unless I believe it will ultimately 
benefit the consumer.

I am confident that Louisiana’s best days 
are ahead and excited to make a positive 
impact on the lives of our state’s residents 
and business owners. The governor and our 
legislative leaders have been very support-
ive of insurance reform, and we are work-
ing together to ensure we take advantage 
of the opportunity to make a real difference. 
Please join me in this effort by contacting 
your legislators and speaking up at the 
Capitol this session in support of insurance 
reform. 

COMMISSIONER'S
COLUMN

Commissioner of Insurance 
Louisiana Department of 

Insurace
public@ldi.state.la.us
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We help you win.

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: 

We help you win.

Somebody has to 
come in second.
Make sure
it’s not you.
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Pass on our Grassroots Messages 
to your Insureds! We are well into this 
year’s Regular Legislative Session, and as 
I write this article, Staff Member Natalie 
Cooper and Governmental Affairs Com-
mittee Chair Clyde Bohne are in between 
the House Insurance and Senate Insurance 
Committee meetings this morning, advo-
cating for change! We’ve already sent out 
our first grassroots alert as bills on helping 
to create quicker rate filing (HB 613 and SB 
295) and fair claims processing  (SB 323) 
have passed out of committees and are 
headed to the floor. And hopefully by print, 
they will have gone further along in the 
process. Commissioner Tim Temple writes 
about his Insurance Reform Legislative 
Package in his article this month, which 
he has worked with our group and others 
to develop to bring about much needed 
change in order for us to begin to attract 
companies to our state. As we’ve written 
you and said during our Virtual Town Hall 

meeting prior to the start of this Session, 
we need your help! Please do NOT think 
someone else will send that message to 
your legislator! And, also don’t just think if 
you send it, that’s enough this time around. 
Rather, before that next insured calls, 
emails or comes in your office to complain 
how high their insurance premiums are, 
write them to encourage them to contact 
their legislator as well! Our voice must be 
louder this time around!

Becoming an Insurance Influencer is 
Easier Than It May Look 
On social media, there are fashion influ-
encers, travel influencers, food influencers. 
But what about an insurance influencer? It 
isn’t as far-fetched as it seems. Insurance 
is complicated – and consumers could use 
practical advice on coverage and someone 
to answer their basic questions. The hard-
est part is just building a presence. But so-
cial media is a great tool to get in front of 
potential customers – and the best part is 
that it is free.

Daniel Seong, founder of Great Park Insur-
ance in California, has been able to grow 

his agency from scratch into a multi-million 
dollar enterprise – all with the help of so-
cial media. He has an active presence on 
all major platforms including TikTok and In-
stagram and talks about all things from life 
and food to personal finance and insurance. 
His agency is also top-rated on Yelp. 
Daniel advises that all agencies can build 
up a social media following with a little 
time. He suggests that agencies post con-
tent everyday for 100 days straight. This 
not only gets you into a rhythm but also 
helps you understand what types of posts 
work well for your audience. 
And for those who think that coming up 
with content would take too much time – 
the posts don’t have to be intricate. Daniel 
explains that a simple picture of agency 
employees in the office is easy to do and 
engaging for customers. 

Daniel spoke with The PIA Partnership’s 
Thinking Bigger about how he has used so-
cial media to take his agency to the next 
level. You can check out his conversation 
here: www.piathinkingbigger.com 

PASSING IT ON!
By Jody M. Boudreaux, CAE, CIC, CISR
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PIA Opposes Two Damaging Federal 
Rules

PIA recently joined letters to oppose two 
harmful federal rules proposed by the De-
partment of Labor (DOL). The first rule, titled 
“Defining and Delimiting the Exemptions 
for Executive, Administrative, Professional, 
Outside Sales, and Computer Employees,” 
would change overtime regulations under 
the Fair Labor Standards Act (FLSA), and 
harm employers and employees alike. The 
second rule sets the enforcement stand-
ard DOL will use for determining whether 
a worker is an employee or independent 
contractor.

Overtime Rule

If finalized, DOL’s Proposed Rule will sub-
stantially and negatively impact both the 
private and public sectors, as well as the 
workers they employ and the communities 

they serve. DOL’s rule would force the re-
classification of millions of employees from 
salaried to hourly workers. This change 
means these employees could lose access 
to vital benefits, opportunities for career 
advancement, and accommodating work 
arrangements. These consequences will be 
disproportionally felt by entry level work-
ers, especially those in rural areas.  

PIA supports the Overtime Pay Flexibili-
ty Act (H.R.7367), introduced by Rep. Eric 
Burlison (R-MO), which would protect 
workers, employers, and the economy from 
this ill-advised regulation while preserving 
DOL’s authority to make future adjustments 
to the overtime rules as appropriate.
 
Independent Contractor Rule

The new rule will replace the current work-
er classification rule (the “2021 rule”). The 
2021 rule established a guidance stand-

ard based on a review of decades of legal 
precedent which found that courts had con-
sistently relied on two core factors when 
deciding worker classification issues under 
the FLSA. DOL’s new rule will abandon the 
two core factors of the 2021 rule and in-
stead rely on any of six different factors to 
determine employee status—an approach 
that inserts subjectivity and uncertainty 
into worker classifications. The new rule 
will result in confusion and invite frivolous 
litigation that could have a dangerous ef-
fect on independent work opportunities. 
This will be particularly problematic for 
small businesses that rely on independent 
contractors.

PIA supports H.J. Res 116 and S.J. Res 
63, Congressional Review Act resolutions 
which will nullify DOL’s confusing and 
harmful rule.

LATEST FROM THE PIA ADVOCACY BLOG
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Introducing
Custom360

National General, an Allstate company, is pleased to introduce our 
new product offering, Custom360, in Louisiana. 

Custom360 is designed with flexibility in mind, so policyholders can 
tailor protection that best suits their lifestyle. Whether they are looking 
for basic coverage, or more robust protection, Custom360 can meet 
their needs.

Don’t forget about our other products such as Value Personal Auto, 
Advantage Personal Auto and Recreational Vehicle.

For more information or to get appointed, contact:

IntroducingIntroducingIntroducingIntroducing
Custom360Custom360Custom360Custom360

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

®

Custom360: Value/Advantage Personal Auto:

Greg Thompson
Market Sales Consultant 
(601) 946-8683
greg.thompson@allstate.com

Ramsey Vaughn
Territory Sales Manager
(504) 312-3220
ramsey.vaughn@ngic.com

Samantha Bloodworth
Market Sales Consultant 
(318) 316-1482 
samantha.bloodworth@allstate.com

Matt Hebert
Territory Sales Manager
(337) 207-4401
matt.hebert@ngic.com
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Every sports team practices. Not just the 
pros. College, high school, pee-wee, shoot 
I remember my Pony League baseball team 
practicing when I was five years old. Add to 
this the fact that many, if not most, profes-
sionals practice. Would you want a heart 
surgeon who hasn’t practiced on cadav-
ers, and in many other ways, shapes, and 
forms, doing open-heart surgery on you? 
Of course not. Actually, in that case, you’d 
hope that they not only had tons of practice 
before their first surgery and between the 
others, but you’d also hope that they got 
lots of game experience too.
 
As a salesperson, practice can have a sig-
nificant, positive impact on sales numbers. 
In an article a few years back I referenced 
an old sales book: Secrets of Closing Sales 
by Charles B. Roth. In the book he talked 
about a group of salespeople in Detroit 
who roleplayed various sales situations 
with each other and their manager. In a 
year they increased their sales by 100%. 
He then talked about another group in NYC 
that used this idea of roleplaying and in-
creased sales by 150%. Finally, he cited 
several examples of individual salespeople 
who increased their sales by as much as 
400% using this idea.
 
I’ve had the same results in my sales career 
and with the individuals and companies I’ve 
worked with as a trainer. As a brand-new 
stockbroker, I remember walking around 
with a large tape recorder recording the 
top brokers in the office. I recorded their 
cold calls, presentations, answers to objec-
tions, closes, and everything else that they 
said to prospects and clients. Sure enough, 
when I started saying the same things, the 
same way, in the same situations, I start-
ed to get similar results until I too was one 
of the top brokers. With clients, I find the 
most effective word tracks for all sales 
situations, and then have the salespeople 
practice these until they are embedded in 
their subconscious and come out of their 

mouths as automatic responses. The re-
sult? Sales go up almost immediately and 
skyrocket long term.
 
All that considered, why do the majority of 
salespeople not practice? In my experience, 
it happens for one or more of three reasons. 
First, they haven’t been properly trained. In 
other words, no one ever taught them the 
process or required them to practice, and 
the thought never occurred to them. Sec-
ond, many salespeople are simply lazy, and 
practice is extra work. Finally, the third 
reason salespeople don’t practice it that 
they’d rather sound inept in front of the 
prospect, who is a stranger, than in front 
of their peers. It’s true. If they come off 
as a blathering idiot in front of a prospect, 
that’s okay because they don’t ever have to 
see or talk to that person ever again if they 
don’t want to. On the other hand, if they trip 
over their tongue and look bad in front of 
their peers, they have to see those people 
again, also, the ridicule is likely to be worse 
than in front of a prospect. A prospect is 
much less likely to laugh out loud or make 
fun of you than your peers. And while most 
of the time peers making fun of you isn’t 
the case, most salespeople believe it will 
be and they imagine it will be much worse 
than it is. Bottom line, no one wants to be 
embarrassed in front of their tribe or made 
to feel singled out or less than.
 
90% of the time when I begin roleplaying 
with even veteran salespeople, and I give 
them a standard objection they’ve been 
getting since their third week in the busi-
ness, the first sound out of their mouth is 
usually ‘ahhhh,’ followed by some off-the-
cuff, made-up response. The lack of prac-
tice is immediately and painfully obvious. 
If you want to be a great salesperson, you 
simply must practice. Ideally, practice will 
be with other salespeople and your man-
ager, but it can also be with your spouse, 
one of your kids, your dog, in the mirror by 
yourself, or in the car driving. And while 

you’ll get the most constructive feedback in 
front of your peers and manager, the most 
important piece is that you practice the 
right things, in any way you can, until they 
become second nature. If you correctly and 
consistently practice all the sales situations 
you’re going to run into during the day, this 
one exercise alone will have a significant, 
positive impact on your sales numbers.
 

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 34 
years of sales experience as a number 
one sales rep and is the author of the 
2010 sales book of the year: Sales En-
cyclopedia (Axiom Book Awards). You 
can reprint provided you keep contact 
information in place. E-mail: johnchap-

in@completeselling.com.

Latest YouTube Video – tip for busi-
ness and life success: Hard work - key 

sales success trait - YouTube 
#1 Sales Rep w 36+ years’ experience, 
author of Sales Encyclopedia 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

Significantly Increase Sales by Practicing
By John Chapin
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The PIA 401(k) Plan provides what em-
ployees want and what independent 
agents need to deliver it, in an efficient 
and cost-effective way.  As an independent 
agent:

You want a retirement plan for your agency 
that: 
• is easy to administer.
• minimalizes fiduciary responsibility. 
• is low-fee and low-cost. 

The PIA 401(k) Plan has you covered per-
forming over 90% of administrative tasks 
and becoming your retirement department 
support team – allowing you to focus of 
what you do best – selling insurance. 

The plan offers: 

1. Easier to Administer 401(k) Plans
With The PIA 401(k) Plan, employers out-
source the functions and liability of the 
retirement plan administration. PIA 401(k) 
becomes each employer’s retirement solu-
tion, support team in action, and account-

ability. It eliminates a majority of a plan’s 
administration burden, allowing you to fo-
cus on your business.

2. Compliant 401(k) Plans
Employers are faced with a voluminous 
number of regulations, documentation, 
record keeping, and tasks that come from 
both DOL and IRS requirements. The PIA 
401(k) Plan takes on the oversight and ex-
ecution of the tasks required to keep each 
plan compliant.

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

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

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

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

Register for the April 16 2 PM ET webinar 
to learn more about the current retire-
ment landscape and important updates 
like state mandates and SECURE 2.0 here: 
https://attendee.gotowebinar.com/regis-
ter/4166952693945034080

Non-member register here to learn more: 
https://attendee.gotowebinar.com/regis-
ter/4166952693945034080?source=pros-
pect

 401(k) PLAN?

Is your agency 
ready for a better

© Copyright 2022 National Association of Professional Insurance Agents 

PIA 401(k) Retirement Plan is a turn-key, 
low-cost solution for agency owners and 
their employees.

•  outsources functions to third parties  
for less fiduciary strain  
on the company

• lower cost

•  payroll integrations  
and year-end data

•  less error

L E A R N  M O R E  AT

pianational.org/401k
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AROUND THE STATE

1752  Club Annual Meeting
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Results from the 2024 PC360/PIA Independent 
Insurance Agent Survey

Roughly eight out of 10 of today’s insur-
ance producers are “very satisfied” with 
their work, despite challenging carrier re-
lations, depressed sales and renewals, and 
agency succession concerns, according to 
our analysis of preliminary results of the 
2024 PC360/PIA Independent Insurance 
Agent Survey. Initial takes: 
  
Earnings continue to increase 
Once again, the survey responses indicate 
that as measured by overall agency produc-
tion and overall gross income, increasing 
growth continues year-to-year. In 2024, 
29.0% of respondents reported that over 
the past 12 months, their overall insurance 
production increased by more than 10%. 
That compares with last year when 25.82 
percent reported a greater than 10% in-
crease. 
  
Regarding gross agency earnings, there 

was also a continued increase in growth. In 
2024, a total of  31.3% of agencies report-
ed an increase in gross earnings of greater 
than 10%, up from 25.68% in the previous 
year. These figures indicate robust growth 
continues in the independent agency distri-
bution system. 
  
Insurance is a people business 
If there is one truism applicable to inde-
pendent insurance agencies, it is that they 
are in a people business built on relation-
ships. This was affirmed in no uncertain 
terms by the survey.  Asked “How does your 
agency differentiate itself from direct com-
petition?”, the responses were clear. 
  
The list was led by Relationships, cited 
by  89.7% -- almost unanimous! That 
was followed by service (81.9%), exper-
tise (73.0%), advice (67.3%). Fewer listed 
choice and coverage, while rates – in other 

words, price – brought up the rear with only 
14.4%. 
  
Use of various technologies 
Agents indicated they were open to using 
new technology (49%) but many (41%) ex-
pressed caution, saying it depends on the 
technology. 
  
As for Artificial Intelligence (AI), agents 
most often cited data management, mar-
keting communication and the compiling 
of reports as functions that benefit most 
from AI in the agency environment. Fewer 
thought that about customer service, sales 
or managing claims. These responses indi-
cate that more agents see AI as appropri-
ate for traditional back-office functions, as 
opposed to client-facing tasks. 
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gotolane.com

Proud Rhodium Sponsor

WHY
CHOOSE LANE?

EXPERIENCED
UNDERWRITERS

QUICK
TURNAROUND

CUSTOMER
SERVICE

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

Winning@CyberSecurity Defense is a 
customized 4 step program  

to make your agency and its customers  
more secure and stronger. 

pianational.org/cybersecurity

The answer is yes—everyone is at risk. 
The best defense is a strong offense.

Is your agency at risk?
cyber risks THAN 

EVER.

There are more

© Copyright 2022 National Association of Professional Insurance Agents 

Brought to you by PIA and The PIA Partnership



MARCH 2023  19

PROPERTY LIMITS ELIGIBILITY CRIME DEDUCTIBLE

Main Street 
Property Business

We offer special form property coverage including 
wind for main street business classes.sst st ur ure be beee  etmmmmr rooffddndnni .ssesesesssaalaclccs s

Wind available including
all coastal counties

Limits up to $10,000,000 
per location - higher
limits available with

Underwriting approval

Business Income

Equipment Breakdown

Outdoor Property

Exterior Signs

Property Coverage 
Extension Endorsement

Earthquake

Ordinance & Law
may be available

No distance to coast 
requirement.

All construction
classes eligible with

wind including coastal 
properties

Older properties with 
renovations or updates to 
the roof, HVAC systems, 
electrical and plumbing 

Protection
Class 1-8 eligible

9 & 10 refer to
underwriting

Employee Theft

Money and Securities

Forgery and Alteration

Robbery and Safe 
Burglary

AOP Options: $1,000, 
$2,500, $5,000, $10,000 

and $25,000

Wind & Hail Options: 
1%, 2%, 3%, 5%, and 10%

SafePoint Commercial  •  PO BOX  16647  •  Tampa, FL 33687  •  P: 844-722-9985  •  F: 813-540-8548  •  commercial@safepointins.com  •  SafePointIns.com

with above average levels 
of policyholder surplus and 
local presence, SafePoint has 
the resources to protect your 
client’s most important assets.

PEACE
OF MIND
STARTS

HERE
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RATED A-
EXCELLENT

To us, it means being there 
every step of the way. 
At Stonetrust, we value 
relationships and work 
hard to be a great partner 
for our agents—and that 
makes all the difference. 
Consider Stonetrust as your 
“first choice” for workers’ 
compensation coverage.

WHAT DOES 
RELIABILITY 
MEAN TO YOU?
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For more information email 
Coleen@PIAofLouisiana.com

or call Coleen Brooks at the 
PIA office at 225-766-7770
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The #1 Multi-Carrier  

Disability Insurance Sales  

Platform for Agents

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

The #1 Multi-Carrier  

Disability Insurance Sales  

Platform for Agents

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

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. 

The #1 Multi-Carrier  

Disability Insurance Sales  

Platform for Agents

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

The #1 Multi-Carrier  

Disability Insurance Sales  

Platform for Agents

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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WORKERS’

COMP 
COVERAGE.

DON’T FALL FOR MEDIOCRE

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

C A LL US TODAY TO GE T S TA R TED
Keith Summer s: (225) 394-9 223   |   Jay Jodah: (98 5) 789-3 8 32

info@l ciwc.com
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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.

                          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.

Alan Adams 
Tower Division Supervisor at 

LRC Wireless, an LWCC 
Policyholder since 2016


