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Welcome to 2024!  I pray everyone had a joyful hol-
iday season and some much-needed down time.  As 
we enter a new year, we still face an uphill battle 
with the current market conditions, but fear not, you 
are not alone.  

The YIPS conference was held January 31- February 
2nd in Natchez, MS.  We had an excellent turnout 
with more than 100 participants.  Agents and Car-
riers showed up all gussied up in their best Gatsby 
glam to solve a murder mystery while they shared 
input on the current market conditions.  YIPS hon-
ored and thanked Jason Dimaggio for his service as 
the 2023-2024 president and welcomed Mary Dias 
D’Antonio as the 2024-2025 President.   It is always 
exciting to see young professionals passionate about 
our industry and I look forward to working with them 
this year.  

The keynote speaker was Andy Case with the Mis-
sissippi Department of Insurance.   He shared in-
formation on what makes carriers want to write in 
Mississippi and not in Louisiana.  In his opinion, it 
has a lot to do with regulation.   Mississippi is one 
of the least regulated states and he attributes much 
of their success to this.  He also outlined how bad 
faith penalties impact carriers to a point where it is 
not profitable and is damaging to the consumer and 
catastrophic to carriers.  

It is imperative everyone participants in the grassroot 
efforts for the approaching legislative session.  Con-
sumers, carriers and agents all need to be heard so 
we can begin to fix our state.   We must create a bet-
ter legal environment and reduce frivolous lawsuits 
so we can attract more carriers.  We need stronger 
building codes to help mitigate damage during hur-
ricanes.  Carriers need more flexibility with setting 
rates which would allow them to more accurately 
price policies based on the risk and encourage com-
petition.  

Let’s face it.  Louisiana is a coastal state that we 
all CHOOSE to live in.   We are subject to natural 
disasters that result in catastrophic losses.   That 
will not change.  By nature, we want to protect our 
clients and help them in a time of need.  We need to 
educate our clients about the risk but we also need 
to educate them on the struggles the carriers face 
when doing business here.   And, we definitely need 
to make sure our elected officials understand this as 
well. Be sure to let us know if you know your elect-
ed state representative and/or senator so we can be 
sure to use your connections when we need them 
for important bills. And we need everyone to contact 
their legislator when you are called to through our 
grassroots alerts. There isn’t one thing or even a 
short list of what it will take to fix this crisis but we 
are all in this together. 
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Insurance Challenges Bring 
Opportunities for Growth

I’d like to begin my first Commissioner’s 
Column by thanking readers for the over-
whelming amount of support and encour-
agement I’ve received in the months since 
becoming commissioner-elect last summer. 
When it comes to insurance, there’s clear 
consensus that we need to find a way to 
lower insurance rates for property owners 
in Louisiana.

I look forward to working together on a 
roadmap of solutions that revitalize our 
state’s insurance market. I am excited 
about the opportunities we have at the Lou-
isiana Department of Insurance to usher in 
an “Insurance Renaissance” that makes a 
positive impact in the lives of our state’s 
residents and business owners. 

The challenges we face today provide a 
unique opportunity to build a more stable 
and predictable insurance environment. My 
priority is to make our state a more desira-
ble destination for insurance companies to 
do business while protecting consumers. 

I learned throughout my 20-plus year jour-
ney in the insurance industry that it takes 
everyone to be part of the solution, wheth-
er you are a consumer, insurance company, 
claims adjuster or agent. 

After graduating from Southern Methodist 
University in 1993, I worked as an insur-
ance agent in Shreveport and later helped 
businesses recover from the devasting BP 
oil spill in 2010. I served as chair of the 
Louisiana Committee of 100 for Economic 
Development and as president of Temptan, 
a family-owned investment management 
business in Baton Rouge.

I first learned the value of teamwork from my 
father, Aubrey, who cofounded Amerisafe, 
which is headquartered in my hometown of 
DeRidder and provides specialty workers’ 
compensation insurance in 27 states. My 
father also served as the founding Chair-
man of the Board of the Louisiana Workers’ 
Compensation Corporation (LWCC) for the 
first 23 years of its existence.

During the mid-1980s, my father and his 
business partner saw a need for a work-
ers’ compensation writer in the logging in-
dustry. He identified the problem, brought 
stakeholders together to tackle it and 
developed a plan to fix it. I plan to take a 
similar approach to addressing our state’s 
insurance crises in the homeowners, prop-
erty and auto insurance markets. We will 
identify the issues, bring the right people 
together and create solutions that directly 
address the problems. 

A dozen insurers that wrote policies in Lou-
isiana have gone insolvent over the past 
couple of years, and several more have in-
dicated they are not going to do business 
in our state any longer. We must work hard 
to attract companies by cultivating a pred-
icable, stable and healthy regulatory envi-
ronment. 

Our state’s hurricane risk and coastal ex-
posure will always be factors that insurers 
consider when determining where to write 
insurance, but until we address some of the 
fundamental challenges facing our state, 
affordability and availability will continue 
to frustrate Louisiana consumers. With the 
right reforms, we can begin stabilizing our 
market immediately.

Though we can’t control the weather or the 
global factors increasing the cost of capital 
for insurance investment, we can still im-
prove our regulatory and legal environment 

while focusing on mitigation to reduce our 
actual risk.

By attracting more insurance companies 
to our state, we will help lower insurance 
rates to provide a better quality of life for 
every Louisiana resident. As we approach 
the legislative session, I look forward to 
working with Governor Jeff Landry, our 
friends at the legislature, consumers, the 
industry and stakeholders like you to re-
build Louisiana’s insurance market. 

COMMISSIONER'S
COLUMN

Commissioner of Insurance 
Louisiana Department of 

Insurace
public@ldi.state.la.us

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

Find out more details 
on advertising in 
The Agent’s Voice 
by calling the PIA office 
at 1-800-349-3434.
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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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The Federal Emergency Management 
Agency (FEMA) recently began requiring 
every new and renewing National Flood 
Insurance Program (NFIP) policy to include 
both an agent and an agency National Pro-
ducer Number (NPN). The announcement 
was made in FEMA’s Bulletin W-23005, 
and this change is applicable to all NFIP 
policies with a policy-effective date on or 
after January 1, 2024.

In October, FEMA representatives assured 
PIA staff that, at least in 2024, NFIP pol-
icies would not be invalidated or non-re-
newed because an NPN was missing. How-
ever, FEMA could always change its plans 
to begin comprehensive enforcement of 

this requirement. PIA urges its flood agents 
who have not already done so to reach out 
to their Write-Your-Own (WYO) partners to 
ensure that their systems are able to ac-
commodate both agent and agency NPNs 
and, when necessary, to learn how WYOs 
are handling independent agencies that 
do not have agency NPNs. PIA is working 
with FEMA and the National Association of 
Insurance Commissioners (NAIC) to ensure 
that independent agencies without NPNs 
are given a chance to obtain agency NPNs 
before FEMA concludes that they are non-
compliant.

PIA will continue to pass information from 
FEMA out to our members and solicit feed-
back from them about their experiences 
with FEMA and the NFIP.

Also, PIA’s 2024 National Policy priorities 
have been released. Again they focus on 

topics such as Flood Insurance, Crop Insur-
ance, Tax issues, Cannabis Safe Harbor, 
and the Repeal/Reform of the FIO office. If 
you want to know more details on any of 
these, please go to PIA National’s Advoca-
cy page of their site at www.pianational.
org. 

On the local level, we’re gearing up to what 
could possibly be one of the most exciting 
Legislative Sessions. With a new Governor, 
Insurance Commissioner and several new 
legislators, we’re hopeful that we can fi-
nally get some legislation passed that will 
make our state more appealing to insurance 
companies. We NEED you to help us out. 
We’ll be calling on you to not only do reg-
ular grassroots with your legislators, but to 
spread the message to all your consumers 
to help with our grassroots efforts. More to 
come, so be sure to be on the lookout and 
be prepared to ACT! 

PASSING IT ON!
By Jody M. Boudreaux, CAE, CIC, CISR
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A few days ago, I was watching an Ed My-
lett interview featuring Ryan Serhant, a 
highly successful real estate agent in New 
York City. According to Ryan, a key factor in 
his success is reaching out to 15 new peo-
ple daily. This resonated with a conversa-
tion I had two months ago with Rick Finger-
man, a local financial planner, who shared 
a similar strategy. He recounted the story 
of a very successful insurance agent who 
attributed his success to talking to three 
new people seven days a week about what 
he did for a living. He said it didn't matter 
if they were at the supermarket or he met 
them at church, the key was to talk to three 
new people a day.
 
During my three-plus decades in the sales 
industry, I’ve observed many examples of 
the importance of what Ryan and Rick em-
phasized. The idea of salespeople going 
out and talking to lots of people about what 
they do remains a timeless and crucial el-
ement of sales success; it was effective 
from the inception of sales, continues to 
yield results today, and will endure as long 
as selling exists.
 
For another example of the importance of 
contacting lots of strangers about who we 
are and what we do, we can go all the way 
back to 1940 when Albert E. N. Gray wrote 
The Common Denominator of Success. Al-
bert was an official of the Prudential Insur-
ance Company of America where he was in 
charge of supervising life insurance agents 
in their sales efforts. In this role, he thought 
it would be helpful if he could determine 
the differences between the successful 
and the unsuccessful agents so he could 
better direct all of them toward success. 
What he discovered was that the common 
denominator of success was the fact that 
every individual who has ever been suc-
cessful formed the habit of doing things 
that failures don’t like to do. And what are 
the things that failures don’t like to do? 
They are the same things that successful 

people don’t like to do. Specifically related 
to life-insurance salespeople, he said, “We 
don’t like to call on people who don’t want 
to see us and talk to them about something 
they don’t want to talk about.” Those who 
failed gave into this dislike and avoided 
making calls while successful agents were 
able to push through this barrier and get 
themselves to make the number of calls 
necessary for success. 
 
In a more recent example, I was reading 
an article about billionaire John Paul De-
Joria, the co-founder of two billion-dollar 
companies: hair products brand Paul Mitch-
ell and tequila company Patron Spirits. To 
summarize the article, he talks about all 
the rejection he faced growing up selling 
encyclopedias and shampoo door-to-door 
and then later in life building the haircare 
and tequila companies. He said that deal-
ing with rejection is a tough but necessary 
skill if you want to be successful. That in 
order to make it, you need to deal with the 
rejection so you can knock on enough doors 
to get enough people to listen to you.
 
In all these examples, the key was to talk 
to lots of new people about who you are 
and what you do. The popular saying, "If 
you build a better mousetrap, the world will 
beat a path to your door," carries a crucial 
caveat—awareness is key because while 
having a better mousetrap is great, if no 
one knows about it, they won’t be beating 
a path to your door. Another saying is that 
‘people need to know, like, and trust you 
before they do business with you.’ This is 
true but the first part is the most important 
with a slight twist, ‘people need to know of 
you and what you do for a living’. If enough 
people know you exist and what you do for 
a living, you’ll have plenty that contact you 
when they need what you have. From that 
point they’ll determine whether they like 
and trust you. If they do, you’ll have plenty 
of business. So, if you’re not a nice person 
or trustworthy, you want to work on that but 

assuming you’re generally likeable, honest, 
and have integrity, focus on the first part: 
making sure plenty of people know you ex-
ist and what you do for a living. 
 
Sales is a contact sport; it is a numbers 
game. In my 36-plus years in sales, liter-
ally every time I’ve seen someone fail it’s 
because they didn’t contact enough people 
to get enough leads to make enough sales. 
Sales is about people and relationships and 
in order to get the number of relationships 
we need to make the necessary sales and 
be successful, we have to contact lots of 
people. Even a blind pig finds corn, if you 
talk to enough people, you’ll eventually 
bump into someone who says, “I need what 
you have” or, “I know someone who needs 
what you have.” Now go contact some 
people and let them know you’re on planet 
Earth and how you might be able to help 
them.
 

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

Sales is a Contact Sport
By John Chapin
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National General joined the Allstate family in early 2021, bringing a 
rich history of providing customers with reliable, quality protection that 
goes back to 1920. Today, National General has partnerships with over 
40,000 independent agencies and insures nearly 6 million homes and autos.

We continue our legacy of providing excellent service and personalized 
support when it matters most, which enables us to help get our customers’ 
lives back to normal. 

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

Who is National General,
an Allstate company?

Home and Package Products: Auto and RV Products:

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

Insurance solutions for your customers
National General, an Allstate company offers a variety of solutions in Louisiana 
including auto, recreational vehicle, as well as home and package products. 

For more information or to get appointed, contact:
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As an encore to last year’s successful convention, the Young Insurance Professionals held its conference in Natchez, Mississippi again this year 
and it was the perfect setting for its Gatsby theme, “A Little YIPs Conference Never Killed Nobody”. The 2024 conference was held at The Natchez 

Grand Hotel & Suites from February 1 – 2, 2024.

CE Sessions & Networking

At this year’s conference, YIPs started off nice and easy with education and networking. The conference events were streamlined to best maximize 
attendees’ time out of the office. The two-day conference concluded on Friday afternoon with the YIPs Annual Business Meeting. 

YIPs members and guests honed in on their skills with six hours of continued education sessions. We want to thank our speakers, Natalie 
Cooper of PIA of Louisiana and Beaux Pilgrim of ia Blueprint. We also want to thank Andy Case, Director of Consumer Services for 

the Mississippie Department of Insurance, who addressed members at our Annual Membership Meeting. 

YIPS CONFERENCE NEVER KILLED NOBODY
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This year’s conference showcased 19 exhibitors. It offered a great networking opportunity between agents and company reps.  Booths were setup 
as small high tops to keep an intimate networking ambiance. 

Exhibit Hall
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Downtown Event
The YIPs Conference Attendees had fun with this year’s theme as they worked together to solve a Murder Mystery at Frankie’s on Main.



JAN/FEB 2023  15

To close the festivities, the new Board members were sworn in and we heard from our outgoing President Jason Dimaggio and incoming President 
Mary Dias. We thank them both for their time and commitment to our great association. And, we also expressed our gratitude to our retiring Board 
members, Immediate Past President Eric Vocke, Chad Harrington and Sarah Spears. We look forward to another great year and we hope you join 

us in 2024!  

Congratulations to the 2024 YIPs  Officers & Board of Directors
President Mary Dias

Dan Burghardt Insurance (Metairie)
President-Elect Baylie Babin

Imperial PFS (Metairie)
Secretary/Treasurer Jessica Miller

Arthur J. Gallagher Risk Management Services (Baton Rouge)
Immediate Past President Jason Dimaggio

AFCO Direct (Slidell)

Bryson Belaire  - Hull & Company (New Orleans)
Tristin Clements  - CRC Group (Metairie) 

Jared Denais - Renew Insurance & Financial Services (Lafayette) 
Nick Farley - Pappalardo Insurance Agency (Mandeville)

Britt Grieme - AMWINS (New Orleans)
Stacey Stiel - Stiel Insurance Service of Morgan City
Russ Vegas - Vegas Insurance Agency ( Baton Rouge)

Thanks to all our Conference Exhibitors:
Accentus Insurance Group

AFCO Direct
Agile Premium Finance

AMERISAFE
AMWINS

Berkshire Hathaway GUARD Insurance Comp.

First Onsite
HomeBuilders SIF

IPFS
Jencap Group

LCI Workers’ Comp
Lightspeed Restoration

LRA Workers’ Comp

SageSure
Turnkey Medicare Solutions

USG Insurance Services
Water Removal Pros

Thanks to all our Conference Sponsors:
Accentus Insurance Group

AFCO Direct
Agile Premium Finance

Allied Trust Insurance Company
AMWINS

Bankers Insurance Group
Cotton GDS

CRC Group
First Insurance Funding

Forest Insurance Facilities, Inc.
Gulf States Insurance Company

IPFS
Jencap Group

Lane & Associates, Inc.
LCI Workers’ Comp

LRA Workers’ Comp
LWCC

National General, an Allstate Company
Progressive

SafePoint Insurance Company
Stonetrust Insurance

Wright Flood

General Session & Farewell

Retiring Board Members
<-Chad Harrington and Sarah Spears ->
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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
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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

PIA DMV: PIA’s Direct Marketing 
Vault. A one-stop shop for direct mail and 
digital advertising services. Customizable 
postcard templates are available to use 
with the USPS Every Door Direct Mail 
Program and Targeted Direct Mail. Double 
your impact with add-on digital advertising 
services. pianational.org/piadmv

To learn more about this member bene-
fit and/or how to register, refer to www.
pianational.com. . If you are not a current 
PIA member, we encourage you to attend 
to learn about what PIA has to offer. To 
learn how to register for these webinars, 
please contact your PIA staff at 800-349-
3434. .

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!   

For More Information, 
Please Contact the PIA Office.

800.349.3434 or 
coleen@piaoflouisiana.com
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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


