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

W

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

www.piaoflouisiana.com
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Ryan Daul,
Gretna

President, PIA of Louisiana

Well Friends, this is the end. My last “real” article.
(There will be one more article, but it's just a recap
of the convention and | basically get a ghost writer.
THANKS JODY!).

This is it. Pretty soon you will have completely dif-
ferent president’s articles to skip past. However, the
picture next to the article will definitely be prettier.
And after 17 years there will be a new picture next
to the Commissioner’s Column pretty soon as well.
Thank you to Commissioner Donelon for all of your
service. It's not an easy job and | think that's made
evident by the fact that there is currently only one
guy (brave/crazy) enough to run for it. (I like these
articles to be interactive, so feel free to circle the
word that you think best describes Tim Temple in the
previous sentence.)

You didnt think you'd get through something without
seeing or hearing Tim's name, did you? That guy is
everywhere right now. If he becomes Commissioner,
I'm sure he'll do a great job, but based on his ubiquity
| think he would make a great cat adjuster.

QUICK TIME OUT FOR A $1,000,000 IDEA: Animal
Chiropractor!

Well.. .scratch that, | just looked it up and here is
what Zip recruiter tells me:

“As of Jun 16, 2023, the average annual pay for
a Veterinary Chiropractic in the United States is
$61,479 a year.”

I'm not sure if any of you picked up on it, but if you go
back and read all of my articles you will notice that
they were written in iambic pentameter. Basically,
non-rhyming and therefore worthless poetry.

Fine, I'm lying about the prior articles being written
that way. But since they arent readily available,
who's going to go back and actually look?

As a matter of fact, | should probably just copy and
paste one of my first articles below. I'm not sure that
much has changed over the course of 10 months. PIA
worked its posterior off in the last legislative session
and had some huge wins, which basically means we
beat bills that would have killed our industry. There
is more to the PIA than just the legislative stuff, but
as we say in New Orleans, that's where the rubber
meets the pothole.

Outside of the legislative efforts, PIA has done just
about everything that it can do to make sure the
members have the best experience possible while
working in this industry. PIA fosters camaraderie,
commiseration, counsel and probably a lot of other
words that don't begin with “C".

The July nugget — Alien Abduction Insurance is real
and has been sold since 1987. Apparently there have
been two claims paid out as well.

Let us know if you've ever sold Alien Abduction in-
surance. Based on recent whistleblower testimony
this field of insurance might be. . .taking off...soon.

Thank you for letting me fill up this page for a year
and for allowing me to represent the PIA as Presi-
dent. | think I've made it pretty obvious that the PIA

staff can make anyone look good!

Nothing but love for you guys! mie

www.piaoflouisiana.com
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Industry-Leading Technology One Digital Platform

LESS DOING, MORE DONE.
THAT'S THE POWER OF
ONE.
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LYLE LeJEUNE,CIC, CPIA | Senior Sales Executive | 504.228.6152 | lyle.lejeune@ipfs.com

Copyright © 2022 IPFS Corporation®. Al rights reserved. Imperial PFS® is a trade name affiliated with IPFS Corporation® (IPFS®), a premium finance company. Loans remain
subject to acceptance by IPFS in its sole discretion; issuance of a quote does not constitute an offer to lend. IPFS’s down payment processing service is provided as a
convenience only and is subject to prior agreement to IPFS’s terms and conditions. Our electronic payment processing service provider may charge a technology fee where

allowed by law. Access to products and services described herein may be subject to change and are subject to IPFS's standard terms and conditions in all respects, including
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

After concluding the 2023 Legislative Ses-
sion, | am pleased to report that we have
made significant progress to strengthen
Louisiana’s housing stock and stahilize our
property insurance market.

| worked closely with Senate Insurance
Committee Chair Kirk Talbot and House
Insurance Committee Chair Mike Huval to
pass a series of measures that not only
address the affordability and availability
of property insurance but also makes our
market more attractive for insurance com-
panies to do business.

One part of our plan is well underway. Ear-
lier this year, we worked closely with state
leaders, including Governor Edwards, Sen-
ate President Page Cortez, House Speaker
Clay Schexnayder and others during a spe-
cial session to fund the $45 million Insure
Louisiana Incentive Program which pro-
vides matching grants to insurance compa-
nies that agree to write at least half of their
new business in south Louisiana.

The program currently has eight partici-
pants that collectively applied for $42 mil-
lion in funding. To earn that money, these
insurers must write a total of nearly $170
million in new premium and stay on it for at
least five years. House Appropriations Chair
Zee Zeringue authored legislation this past
session to appropriate an additional $10
million to the program, which means we
have a total of about $13 million in grant
funding to offer insurers in an upcoming
second application period for the program.

We have received the first report from the
companies participating in the program,
and it is a strong sign the program is work-
ing as intended. The eight companies col-
lectively wrote about $40 million in new
premiums through April, including taking on
thousands of policies from United Property

6

Insurance Company (UPC) that would have
otherwise been written by the Louisiana
Citizens Property Insurance Corporation
(Citizens) after UPC failed earlier this year.
We will continue to monitor the program
moving forward. In the meantime, | encour-
age Louisiana residents looking for a new
policy to shop around at least once a month
until they find a policy.

The centerpiece of our legislative package
this session is the Louisiana Fortify Homes
Program which allows residents to apply for
grants to repair or replace their roofs using
more robust building methods that meet
or exceed the FORTIFIED home standards
of the Insurance Institute for Business and
Home Safety (IBHS).

Although homeowners will need to meet
some eligibility requirements and pay for
permits, inspections and similar fees, the
grants will provide them with up to $10,000
toward the total cost of replacing their roof
to the FORTIFIED standard.

Though the Fortify Program was created
last year, it was not funded. | am pleased
the program received overwhelming bipar-
tisan support and $30 million in funding this
session. In the meantime, the LDI has been
working on the infrastructure needed to ad-
minister the program. My staff are working
with contractors and evaluators who are
certified to work with FORTIFIED roofs to
make sure they can hit the ground running
when the program opens later this year.

| believe the Fortify Program will not only
help homeowners prevent storm damage it
will also potentially reduce property insur-
ance costs for the entire state in the long
run.

These measures are not the only insur-
ance-related legislation that passed this
session. Other notable bills that passed

Commissioner of Insurance
Louisiana Department of
Insurnace

public@Idi.state.la.us

with our support include Senate Bill 96
which immunizes Louisiana Citizens from
bad faith penalties and class action law-
suits for untimely payment of claims. Prior
to this, Louisiana Citizens was held to the
same bad faith timelines and penalties as
any other insurer, but Citizens is not like
any other insurer being the state-created
insurer of last resort backed by all of the
policyholders in Louisiana.

We also supported House Bill 183 which
prohibits persons providing services for
the restoration, inspection, or protection
of a property from receiving a policyhold-
er's right of action or right to insurance
proceeds in exchange for services. Senate
Bill 156 prevents insurers from including
language in their policies that prohibit a
policyholder from hiring a public adjuster
except for commercial policies written by
a surplus lines insurer. Senate Bill 143 will
help prevent future insurance failures by
prohibiting former officers and directors of
insurers that became insolvent from serving
as an officer or director of an insurer doing
business in Louisiana. There is an exception
for officers or directors whose acts or omis-
sions did not contribute to the insolvency.

Continued on page 15

www.piaoflouisiana.com
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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

JUNE 2023



As an agency member, did you know your
PIA membership not only includes the state
and local chapter dues, but also member-
ship in the National PIA? While we consider
ourselves one PIA, it is important to know
that we each provide different benefits, so
be sure that you're not missing out on all
that your membership offers. PIA Nation-
al does an excellent job representing our
agents on the national level as well as they
offer unique member benefits, too. If you
haven't been to their website in a while,
be sure to do so and make yourself familiar
with all the different programs and services
they have available to you as a member. Go
to www.pianational.org. There really is so
much good stuff — be sure to take advan-
tage of all that your membership offers at
all three levels — national, state and local.

After conducting a comprehensive evalu-
ation and considering various factors im-
pacting the association, the national board
of directors has determined that a $50 in-
crease in membership dues is necessary,
effective October 1, 2023. | can attest that
PIA National has not had a dues increase
in 20+ years. This decision was not taken
lightly, and it is based on the association’s

PASSING IT ON!

By Jody M. Boudreaux, CAE, CIC, CISR

mission to support its four pillars — Inform,
Educate, Advocate, Protect.

Inform: As a PIA member, you are always
in the loop. Our wide array of information
resources keep you informed on subjects of
key concern to independent agents and the
agency distribution system. PIA National
Newsline, PIA Connection, the PIA website
and Advocacy blog ensure that you're in the
know, while your support helps position
PIA as an authoritative go-to source for the
industry.

Educate: PIA is investing in profession-
al development programming to support
the growing needs of our members. With
the Certified Professional Insurance Agent
(CPIA) designation now part of PIA, invest-
ment into the educational offering will en-
hance the content of the program.

Advocate: PIA advocates for its members
in Washington, DC and in state capitals
across the country. Just this year alone,
PIA is advocating to make the current 20
percent tax deduction available to some
passthrough entities — like insurance agen-
cies — permanent; to reinstate an inflation
adjustment for crop agents; to secure a
long term reauthorization of the National
Flood Insurance Program; and to protect
state insurance regulation by advocating
for repeal of the Federal Insurance Office

PIA MEMBER BENEFITS

ST,

2
%
4""{ lﬁ

(FIO). You can receive regular updates by
subscribing to the PIA Advocacy Blog at
www.PIAAdvocacy.com.

Protect: Throughout the year, PIA routinely
introduces new programs to enhance your
membership experience, protect your role in
the industry, and increase your success as
an independent agent. With more exciting
programs planned for 2024, this year PIA
rolled out: Winning@Customer Retention;
Winning@Cybersecurity Defense; PIA Pro-
peller, a surety bond solution; PIA Breeze, a
top-rated disability solution. There are also
a wide range of ongoing programs, such as
the highly successful PIA Flood Insurance
Program with The Hartford that pays higher
commissions to PIA participants.

The dues increase Is necessary to sustain
the long-term success of your association
and the professional growth of its mem-
bers. PIA values your membership and is
committed to providing you with the nec-
essary member experience to thrive as an
independent agent.

We commit to you that your dues dollars
are a well-spent investment. In fact, we've
laid that out for you on the Value of PIA
Membership flyer on page 9, the opposite
page of this article. We appreciate your
support through membership. Please let me
know if you have any questions. Bi

www.piaoflouisiana.com



Good Business Decisions Help An Agency

Succeed and Secure Its Future.

PIA membership gives you access to resources, products, and services designed to make it easy
for you to run your business—not only day-to-day but with strategic planning for the future.

Business-building tools - Numerous tools to build your business and
grow from Breeze Disability Insurance to PIA Market Access to marketing support,
and more!

Agency Management Tools - Manage with efficiency and provide
your staff resources with Ascend payments, the PIA 401(k), hiring tools,
the PIA Blueprint for Agency Success, and more.

Advocacy = PIA's daily vigilance ensures that the needs of independent agents are
being prioritized by policymakers as they consider issues surrounding crop insurance,
flood insurance, the use of noncompete agreements, consumer privacy, the state-based
insurance regulatory system, and much more.

PIA members can

Education - Ample opportunities to eam designations and stay current with EARN

CE and licensing requirements. $1 ’000+

+
o
(=
D
(Lo
N
4
§>

PER MONTH
more in commissions
PIA Member Exclusives! - Access to PIA Connection magazine, when they write
the PIA Advocacy Blog, tools from The PIA Partnership, discounts, community business with
and networking opportunities, and more! PIA Market Access,

PIA’s flood program
with The Hartford,

T PIA Cyber Insurance,
Credibility - PIA covers the insurance industry through articles and commentary and Breeze Disability

to make sure the views of independent agents are accurately represented. Insurance.*

The above is a snapshot of the many PIA member benefits available through a PIA membership to help you save money,
maximize commissions, and grow your agency.

TO TAKE ADVANTAGE OF YOUR

MEMBER BENEFITS

visit: www.pianational.org

*The availability and effectiveness of any of the named programs depend on each agent’s individual circumstances. Many features, including applicable state law and regulation, may cause individual results to differ from those
of this hypothetical PIA member, and these results are not necessarily indicative of future commission earnings. Results will vary by agent, location, regional market variations, and other factors. This example is for informational,
illustrative, and educational purposes only. Members or prospective members should not assume their commissions will equal or exceed those in the example shown above. The specific products listed in the example may not
be available to all PIA members and do not represent all PIA products. The market for and availability of each product may vary among and even within states.
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Are you offering MEDICARE in YOUR agency?

With an estimated 80 million Americans turning 65 in the next
20 years, we need your help...and you need OURS!

TURN KEY
MEDIGARE

SOLUTIONS

Don’t let your customers take care of this important need over
the phone or with a stranger...Let TURNKEY MEDICARE
SOLUTIONS help your agency provide this valuable service to
your customers

Offering Medicare products adds VALUE to YOUR agency:

Excellent Commissions
Lifetime Renewals — 100% vested immediately
Increased Persistency
New Referral Opportunities
Low Servicing Requirements

Call 318.629.3777 ext 104 or go online to
www.turnkeymedicaresolutions.com to find out more

JUNE 2023




PIA OF LOUISIANA'S ANNUAL CONVENTION

AGENDA

SATURDAY, July 22nd
Noon - 1:00 p.m.
Noon - 7:00 p.m.

1:00 p.m. - 5:00 p.m.
3:00 p.m. - 6:00 p.m.
6:00 p.m. - 7:30 p.m.
7:30 p.m. - 10:00 p.m.
10:00 p.m. - 1:00 a.m.

e
{X]

p—
il

SUNDAY, July 23rd
7:30 a.m. - 8:00 a.m.
9:00 a.m. - 4:00 p.m.
9:00 a.m. - 5:00 p.m.
10:00 a.m. - Noon
12:30 p.m. - 2:00 p.m.
2:00 p.m. - 5:00 p.m.
2:00 p.m. -5:00 p.m.
5:00 p.m. - 7:30 p.m.
10:00 p.m. - 1:00 a.m.

MONDAY, July 24th
8:00 a.m. - 9:00 a.m.
8:00 a.m. - 4:00 p.m.
8:00 a.m. - 2:00 p.m.
10:00 a.m. - Noon
10:00 a.m. - Noon.
Noon - 1:00 p.m.
Noon - 1:30 p.m.
1:00 p.m. - 3:00 p.m.
4:00 p.m. - 6:00 p.m.
7:00 p.m. - 9:00 p.m.
10:00 p.m. - 1:00 a.m.

JULY 22-24, 2023

Board Lunch

Gathering Room Open

Board Meeting

Registration

Welcome Back Reception
Company Dinners (on your own)
YIP Hospitality (Adults Only)

YIPs Yoga

Registration

Gathering Room Open

General Session (2 hrs CE) (Adults Only)
Awards Lunch w/Board Installation (Adults)
Exhibit Set Up

Ethics CE (3 Hrs. CE)

Exhibit Hall Reception & Prize Drawing
Dance Party (Adults Only)

Fun Run

Registration Desk
Gathering Room Open
CE Seminar: (2 Hrs. CE)
YIP Board Meeting

Free Time/Lunch on Own
Past Presidents’ Lunch (Private Event)
CE Seminar: (2 Hrs. CE)
YIP Pool Party (Adults Only)
Family Event
YIP Hospitality (Adults Only)



Why LESS work is THE WAY ‘to Sales Success™?

By John Chapin

The above title “Why LESS work is THE
WAY" showed up in my e-mail box from
a sales speaker and trainer in another at-
tempt to make a ton of money with an on-
line course. | see this far too often. Another
example of telling salespeople what they
want to hear instead of what they need to
hear. The average salesperson is desperate
to significantly increase sales while at the
same time avoiding calling on strangers
and facing rejection. Look, unless you have
tens of thousands of dollars to spend on
online advertising, or you can afford to hire
a bunch of good appointment setters, the
only way you're going to ramp up your sales
is through the tried-and-true method that
works every time.

The biggest issue | see with unsuccessful
salespeople is that they aren't willing to
do the work. Specifically, they aren’t will-
ing to go out and make the calls and face
the amount of rejection they need to face
in order to have a successful business.
The most popular phrase | hear from these
people is, “I believe in working smart, not
hard.” Obviously, you want to work smart
when and where you can. I'm not talking
about hard work and grinding it out without
any thought. After all, you can work really
hard running as fast as you can looking for
a sunrise, but if you're running west, it isn't
going to happen. Be smart, but first, be will-
ing to work hard.

The problem is, most people’s version of
working smart is coming up with ways to
avoid making sales calls either face-to-face
or via the phone, or both. They try to cheat
the system, by finding a shortcut or magic
bullet versus following the one sure way
that works. Many hide behind spam e-mail
or only do prospecting in networking groups
where they see the same people over and
over again, most of whom are looking for
business themselves, so they don’t even
hear you when you're talking about your
business. These salespeople spend years

JUNE 2023

searching for the secret to significantly
increase sales while avoiding rejection.
They spend hours upon hours chasing the
less-work-more-sales lies, going down the
rabbit hole, and even after all those hours,
and wasted money on courses, they contin-
ue to mire in mediocrity either not hitting
quota or barely hitting it. They just scrape
by, bouncing from sales job to sales job,
continuing to think, ‘I know there’s an eas-
ier way, a way to make a bunch of sales
without doing all the work of making calls,
talking to strangers, and facing rejection.’
Ten, fifteen, twenty years later, they find
themselves still chasing the secret when
there never was any secret. This is not the
smart way, it is not the shortest distance
between where they are now and great
sales success, it is the long way, the hard
way, because these shortcuts, these magic
bullets, these secrets don't work. Mean-
while, these people are scraping by and
struggling instead of living a great life cre-
ated by selling the right way. The answer
is and always was right there the whole
time, the only problem is that the answer
requires hard work and the average human
does not like hard work.

Rudy Ruettiger, who they made the movie
Rudy after, said that people aren't afraid
of the hard work, they're afraid that the
hard work won't pay off. While | absolutely
agree with that, | think he gives the aver-
age to poor salesperson too much credit.
The average or poor salesperson won't do
the hard work even if they do know it will
pay off because they're lazy. These are the
same people who think sales is a 9-5 job
Monday through Friday that should still pay
a minimum of six figures.

So, what is the tried-and-true method,
the non-secretive, direct route to sales
success? Primarily it's going out and mak-
ing the calls. Lots and lots of calls. Initial
calls, follow-up calls, follow-up e-mails,
follow-up physical letters and packages,

making anywhere from eight to 13 contacts
with leads, and sometimes more. In addi-
tion, it's learning the sales skills, learning
the industry, learning your product and
your competitors’ product, working on your
unique selling proposition, and taking the
time to develop yourself personally and
professionally. Then of course, there’s also
the hard work involved in building relation-
ships, not only with your prospects and cli-
ents, but also with the people at your com-
pany, and other support people outside of
your company whether it's other companies
that support your business, or the person at
the post office, or Federal Express, or the
catering company. Finding out about them,
who they are and what they are interest-
ed in. Sending out the cards and thank-you
notes, sending items of interest, and do-
ing the other things necessary to build the
personal relationship and stand out. Going
above and beyond, being super-responsive,
and doing more than people expect.

The biggest roadblock to hard work for
these people seems to be motivation. Look,
as the saying goes, “Sales is the highest
paying hard work and the lowest paying
easy work.” Your focus should be on the
‘highest paying hard work’ piece of this. If
you work hard and refuse to quit, your hard
work will pay off but you have to work hard
on the right things, those that | mentioned
above. Bottom line, you should be prospect-
ing, presenting, and closing 80% of your
prime time. Successful selling comes down
to talking to enough of the right people the
right way. Start by working hard by making
the calls and learning how to sell. Set some
goals around what you want for yourself
and the people in your life, what kind of a
difference you want to make in the world,
what you want your legacy to be, and what
you want people to say about you when
you're gone. Okay, now get to work.

Continued on page 15



Do you want
& to see your business
in The Agent's Voice?
N e RRERS Find out more details
on aavertising in
Goodeau hn:nl:mgﬁg ALg:ncy, LLC The Agent’s Voice
by calling the PIA office

Synergy Adjusting Corporation
fSricans 0 / at 1-800-349:3434,

cyber risks xe:

EVER.
Is your agency at risk?

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

Winning@CyberSecurity Defense is a
customized 4 step program
to make your agency and its customers
more secure and stronger.

pianational.org /cybersecurity

© Copyright 2022 National Association of Professional Insurance Agents

14 www.piaoflouisiana.com



Commissioner Column continued from
page 6

House Bill 281 expands the scope of the
Louisiana Automobile Theft and Insurance
Fraud Prevention Authority to include fraud
related to property insurance, workers'
compensation insurance, health insurance
and other forms of fraud affecting the busi-
ness of insurance.

| encourage you to visit legis.la.gov for more
information on these and other insurance
bills considered during the 2023 Legislative
Session. mik

Why Less Work is the Way to "Sales
Success" continued from page 13

John Chapin is a motivational sales speak-
er, 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 35 years of sales and sales manage-

ment experience as a number one sales rep  Awards). You can reprint provided you
and is the author of the 2010 sales book of  keep contact information in place. E-mail:
the year: Sales Encyclopedia (Axiom Book  johnchapin@completeselling.com. mie

How Can Behavioral Assessments

Help Your Agency?

t - Discover if your producers can really sell.
Y\ - 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

813.280.3024
KSnyder@OmniaGroup.com

mnia

Your People. Discover. Engage. Evolve.

TURN KEY
MEDI&ARE

SOLUTIONS ’

Are you offering MEDICARE in YOUR agency?

Don’t let your customers take care of this important need over
the phone or with a stranger...Let TURNKEY MEDICARE
SOLUTIONS help your agency provide this valuable service to
your customers

Call 318.629.3777 x 104 today to find out more

JUNE 2023



Eilky

FOREST INSURANCE FACILITIES

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

SHull

/ & Company

Metairie, Lou13|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 Rob Jones
jfranks@hullco.com dleblanc@hullco.com charrington@hullco.com  rjones@hullco.com
504-613-5367 504-613-5365 504-613-5368 504-830-7344

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

16 www.piaoflouisiana.com



504-736-0472

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

DRIVEN BY INNOVATION, CONVENIENCE AND SERVICE

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

RO 1 Ll

-

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 GILE

A Division of Valley National Bank®

JUNE 2023
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nlimited S
YIPs Teams with Dale Carnegie to offer its own

Professional Sales & Customer Service Series
Live Online Training, In-the-Moment Coaching & Customizable Learning Certificates for Your Employees

Dale Carnegie Unlimited equips teams with our virtual instructor-led skill development library through a convenient subscription
with flexible course schedule.

There are seven levels of Live Online Subscriptions with Dale Carnegie Unlimited, each offering certificate paths designed to
equip your employees with relevant skills that align with critical professional development needs.

YIPs has teamed with Dale Carnegie to offer you two of these seven at an incredible discounted rate, which makes up the YIPs/
Dale Carnegie Professional Series. You pay only $325 for these two levels: Sales Essentials Certificate and Customer
Ser-vice Essentials Certificate. And as an extra bonus, you also receive 10 hours of CE credit toward your insurance license
re-newal when you complete the Customer Service Essentials module.

CLICK ON THE LINKED COURSE TITLES BELOW FOR A COURSE DESCRIPTION

Sales Essentials Certificate

Appeal to Buyer Motives to Close More Sales 1 hr Webinar
Cross and Up Selling 3 hr Webinar
Compelling Sales Presentations 3 hr Webinar
How to Cold Call and Build New Customers 3 hr Webinar
Negotiations—a Human Relations Approach 2 hr Webinar
Present to Persuade 1 hr Webinar

Total 13 hours

Customer Service Essentials Certificate—CE approved for 10 hours

Attitude for Service 3 hr Webinar
Manage Customer Expectations 3 hr Webinar
QOutstanding Customer Service 1 hr Webinar
Transforming Customer Complaints into Opportunities 3 hr Webinar

Total 10 hours

Once you register for this YIPs/Dale Carnegie Professional Series, you have one year to complete the course. You register for
each webinar at a time that is convenient for you. There are many, many options for days and times to register for each of these.
And, you can also review different instructors to choose the one that seems to interest you most.

Register Now!

Registration: $325
ATTENDEE INFORMATION

Mr./Ms.: First Name: Last Name:
Agency/Company Name:
Email Address: Phone Number:

PAYMENT INFORMATION

o Visa Card #: Expiration Date: Cwv:
o MasterCard

o AMEX

o Check Payable to YIPs

Name on Card:
Billing Address:
City, State: Zip Code:

Signature:

Questions: Contact Jody Boudreaux at 225-766-7770 or jody@piaoflouisiana.com

www.piaoflouisiana.com



Main Street
Property Business

SafePoint

2 We"of

PROPERTY LIMITS ELIGIBILITY CRIME DEDUCTIBLE
Wind available including No distance to coast Employee Theft AOP Options: $1,000,
all coastal counties requirement. JE $2,500, $5,000, $10,000
Limits up to $10,000000 “ ------------------ o Money and Securities and $25,000
or Iocatlon i hlgher A Constructlon ...................................... . .............. e e
ber . : classes eligible with Forgery and Alteration Wind & Hail Options:
limits available with e . o nor mor 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,
Exterior Signs | cleetrealand plumbing PEACE ibove average eve
Property Coverage Protection OF MIND |~ 7" ASENCe
Extension Endorsement Class 1-8 eligible STARTS
Earthquake gl refe_r 0 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

JUNE 2023 19



Online Education Youchers

= e
ZE R o OUNTS

GENERAL for PIA MEMBERS
You could save

on each class!

Save your Agency or Company time and money by pre-purchasing
PIR education vouchers for your employees!

For more information, please contact the PIA office.
800-349-3434
Coleen@ PlRofLouisiana.com

www.piaoflouisiana.com



. . Need ideas to help promote your
Gl‘aphlc Design O N E S T O P business and save money, we can help!

Design for Printing

or for Social Media S H () P '
@

Digital Printing
Business Cards,
Brochures, Fliers, Pads,
Booklets and more

Wide Format
N P:umlers Decals, J@p EA S T Whitney East [ Facenook
and more PRI[NTI[NG ® 225-315-1014 @) eastprinting@cox.net

We offer a complete suite of printing services with quick turnaround times and delivery.

Once you take the time to find out
what we're all about, we're confident
you'll like what you see!

How Will You Find Top Talent for

ERCCN | LANER

ASSOCIATES, INC.

IdealTraits can help with your hiring needs.

If you are having trouble finding top talent, or you
would like to improve your hiring strategy,

|dealTraits may be the best solution for you. .
|dealTraits is the go-to hiring tool for insurance Ready To Take the We Offer'
agencies across America. Their new PIA program H 2 . T
ensures PIA members can use this Plunge Thls Summer' IGeneraI Llablllty
comprehensive tool to hire top performers for nsurance
their agencies. Don't miss out on the opportunity to . Builders Risk
Want to learn more? Visit idealtraits.com/pia. expand your business and provide Insurance
i IdealTraits .i : valuable protection to swimming - Professional Liability
in partnership with: Insurance

PROFESSIONAL pool construction contractors.

INSURANCE
AGENTS )
* Inland Marine

Contact your underwriter at Lane & InstiranEe

Associates today to learn more
about our specialized insurance Visit our Website!
Post jobs solutions and how we can support

for free on numerous your agency in tapping into this
online platforms .
lucrative market. Let us help you

dive into success together!
Track applicants

in one place ‘ “
)

°

Pre-screen

candidates to predict
job performance

PROFESSIONAL
INSURANCE
OF LOUISIANA
Nortlnwest Chaptee
Proud Rhodium Sponsor
Identify the

right candidate
and hire

JUNE 2023 21



MEMBER BENEFIT INFOCUS

Unlock a new revenue channel and start growing your

breeze. +

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

INDEX OF
ADVERIISERS

AFCO o 7
Agile Premium Finance ..., 17
Allied Trust ..o, Inside Front Cover
Emergency Restoration ............cccccoovvevieivecnnnn 17
Forest Insurance Facilities ..., 16

Hull & Company, Louisiana ........................ 16
Imperial PES ..o 5
Lane & ASSOCIAtES  ..oocvoieeieiieiece, 21
LCl Workers Comp ..........ovvveerveeeereeeecereeese, 23
LWCC oo, Back Cover
SafePoint Insurance ..., 19
TUN KBY oo 11,15

22

Winning at Customer Retention

Customer retention is the core of any
agency'’s success. Demonstrating the val-
ue of working with an agency is key.

That's where Winning@Customer Reten-
tion comes in. It's a new program from
the PIA Partnership. It's designed to help
agencies improve customer service and
retention. We've pulled together resourc-
es to help you track client retention rates,
segment, and communicate with your cus-
tomers.

To check out this member bengfit, please
go to www.pianational.org. If you need
any assistance in accessing this informa-
tion, please call PIA of Louisiana staff at
800.349.3434 or email info@piaoflouisi-
ana.com. miK

{propeller

We are Surety:

pianational.org/propeller

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

JUNE 2023




riK

PROFESSIONAL

INSURANCE

AGENTS

OF LOUISIANA

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

Together, we are

LOYAL

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’
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

PRSRT STD
U.S. Postage
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Baton Rouge, LA
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LOUISIANA LOYAL



