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Unlike other workers’ comp providers, LCI is a Louisiana business that understands how Louisiana businesses 

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

of your business. So when you need us most we won’t show up with a giant ice ax. 985-612-1230 :: lciwc.com 

BEWARE
THE

UNAWARE
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This has truly been an unprecedented presidential 
term.  The 2020 vision theme of planning and seeing 
the future has turned into a weekly looking forward 
concept.  The PIA staff and your board was planning 
for the annual convention under the premise that 
Louisiana would not return to more stringent condi-
tions, nor that there would be a major change in in-
fection rates. This was a tough position for the board 
and staff. First and foremost, we wanted to provide 
the members an opportunity to spend a safe, more 
normal retreat at the Grand Hotel with their family, 
friends and business associates at the end of July.
 
On June 1st, the board passed a motion to go for-
ward with planning for the state convention. It re-
quired a 2/3 favorable vote verses a simple majority. 
The basis of this motion was dependent upon zero 
negative changes from the status quo at that time, as 
well as continued improvement prior to the event. It 
was imperative that PIA could comfortably host this 
event with solid support.  The vote passed. 

Two weeks later, Governor John Bel Edwards an-
nounced that the State of Louisiana will stay under 
Phase Two on June 22nd for an additional 28 days. 
Four weeks later on June 30th, Governor Kay Ivey of 
Alabama extended their Safer at Home Order to ex-
pire now on July 31st, 2020. 

In addition, the State of Alabama and specifically, 
Baldwin County, which is where the convention is 
located, are now considered hot spots with new out-
breaks and confirmed cases.

The Executive Committee convened on Tuesday June 
30th, along with our Executive Director, and studied 
the situation from an interpretive, logistical, financial 
and personal standpoint.  With heavy hearts and with 
a clear conscience, the decision to cancel the event 
was made by the full board in accordance with the 
motion we had agreed to at the beginning of June.

It was a hard decision, but it is the right one.  There 
are too many unknowns given the governments are 
moving on short intervals and the unpredictability of 
the virus.  We could not wait any longer to sign our 
new contract with The Grand, which came with some 
big commitments. They were great about working 
with us through these times, and we look forward to 
returning there in 2021.  

There is good news though!  Our budget will be tough 
to meet, however, the Paycheck Protection Program 
is doing its job in our case.  It will soften the blow 
of canceling the convention significantly.  We also 
are following the lead of some other PIA associations 
and will plan an event for the agents and vendors in 
the Fall, assuming there is improvement which we 
feel good about.  One more item is that if you want to 
still go to The Grand, they have agreed to extend the 
room rates for a short time. You should have received 
an email about this.

We all look forward to the future with optimism for 
our families, heath, industry and association.  Here 
is to visiting with you soon, but not too close…  
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Customers Aren’t the Only People 
You’re Competing For

It’s often said that an insurance agency’s 
most important assets are the ones that 
show up for work every day. And while 
employees can make all the difference in 
your agency’s success, it’s important to 
note that they have lots of choices when it 
comes to their career. That’s why the PIA 
Partnership, PIA’s national carrier council, 
has created Winning@Talent.

Winning@Talent is a 3-part toolkit 
created specifically to help agencies 
understand how to best recruit in 
today’s talent marketplace, while 
enhancing the employee experience 
so that employees want to stay.

Part 1, Are You Ready to Recruit?, 
focuses on helping agencies assess their 
employer brand so they can see their 
agency the way prospective employees 
see their agency.

Part 2, Sourcing, Recruiting and 
Hiring, focuses on sourcing potential 

hiring prospects, recruiting them into your 
agency and ultimately hiring them.

Part 3, Retaining Your Best Employees, 
focuses on how you can retain your best 
employees.

Get started Winning@Talent today at 
www.winningattalent.com.

Winning@Talent is brought to you by The 
PIA Partnership, a joint effort of leading 
insurance companies and PIA. Thank you 
to the members of The PIA Partnership: 
Encompass Insurance, Erie Insurance, 
Liberty Mutual Insurance, MetLife Auto 
& Home, National General Insurance, 
Progressive Insurance, Selective Insurance 
Group, State Auto Insurance Companies, 
The Hanover Insurance Group and West 
Bend Mutual Insurance Company.

PIA Member Benefits: IdealTraits 
Hiring Tool  

Many independent insurance agencies 
struggle to find top talent. PIA has part-
nered with IdealTraits to help solve this 
problem. 

How can IdealTraits help with your 
hiring needs?  If you use IdealTraits, you 
can streamline the hiring process to save 
time. As a PIA member, you can use this 

hiring tool to find top candidates quickly, 
send mass emails to candidates, and 
increase the number of applications.

What is it? IdealTraits is a platform tool 
that helps insurance agencies hire top per-
forming sales and service staff. The tool 
helps with sourcing, recruiting, and hiring 
processes. If you are having trouble finding 
top talent, or you would like to improve 
your hiring strategy, IdealTraits may be the 
best solution for you. IdealTraits’ new PIA 
program ensures PIA members can use this 
comprehensive tool to hire top performers 
for their agencies. 

The features of this program include: 

• Post jobs for free on numerous online 
platforms
• Track applicants in one place
• Pre-screen candidates to predict job 
performance 
• Identify the right candidate and hire

Want to learn more? 
Visit www.idealtraits.com/pia.

Or

Attend a short webinar about PIA’s 
program with IdealTraits (recording 

available to all attendees).  

PASSING IT ON!
By Jody M. Boudreaux, CAE, CIC, CISR
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Now that we’re once again getting open 
for business, this raises the question of 
what we’ll be talking about with customers. 
Millions of Americans remain unemployed, 
more are still on furlough, while others are 
underemployed. Countless businesses are on 
the brink and others are going over the edge. 
Too many families will remain in the grasp of 
financial hardship for months, some for years. 

And then there’s coping with upended lives, 
dashed dreams, sleepless nights, endless 
worries, mind-boggling stress, as well as the 
painful after effects of social isolation. In such 
circumstances, who would dare minimize, let 
alone turn a blind eye, to the realities of life 
for so many?

If this picture is even close to accurate of 
where we find ourselves today, then talking 
with people can be a helpful task, one that 
deserves to be near the top of the list of 
our priorities. What’s needed isn’t difficult 
to accomplish. It’s simply giving people an 
opportunity to talk about what’s important to 
them, to share their thoughts, feelings, and, 
yes, their fears. We may be resilient, but all of 
us can benefit from support and understanding.

Even though being helpful is rather simple, 
not many of us find it easy to speak about 
much other than sports, the weather, or the 
boss’s limitations. This is where professional 
salespeople can come into the picture to play 
a role. Unfortunately, as it turns out, those in 
sales, are both an undervalued and underused 
business resource.

When it comes to connecting with people, 
few others are better prepared than are 
salespeople for engaging others in helpful 
and sympathetic conversations. Before rolling 

your eyes and passing this off as another crazy 
idea, consider the following:

• Except for those in sales, there are few 
among us who are trained and skilled listeners, 
who know how to put others at ease. This is 
how they earn their living.

• Salespeople know how easy it is to turn off 
customers by talking themselves right out of 
a sale.

• They are astute at asking questions that give 
customers permission to express themselves.

• Although they can be accused of being 
overly zealous and pushy, experience has 
taught those in sales the value of patience.

• Because their antennae are always up, 
they’re sensitive to a person’s feelings. By 
coming on too strong or inappropriately, they 
know they will drive prospects away.

• They recognize that customer connection 
and intimacy are at the heart of selling.

• They know that telling a good story is one 
of the best ways to engaging customers. At 
the same time, they learned not to talk about 
themselves.

• Salespeople also know why it’s important 
to slow down and remain silent so customers 
have time to think.

But this is not all. To their credit salespeople 
don’t wallow in pessimism. When something 
goes wrong–and it always does, they dust 
themselves off and make another call. Even on 
the darkest day, they are (thankfully) upbeat 
and optimistic. The salesperson’s cup is more 
than half full.

All of this adds up to one conclusion. Those in 
sales are an incredibly valuable resource for 
doing good at a time when many are isolated 
and alone in one way or another and long for 
someone to notice them, whether it’s in the 
course of the day, around the neighborhood, 
at work or anywhere else, including making a 
sale.

This suggests that there are always 
opportunities if you seek them out, even in 
trying times. And this is certainly one of them. 
Even though you may be preoccupied with 
your own issues, it can also be that there 
are customers who need to know you are 
concerned about them and their well-being.

Expecting anyone to change the world is 
certainly asking too much. Even so, as a 
salesperson, you can demonstrate your 
commitment to helping customers by putting 
your skills to work beyond closing sales. 
You can make a difference by engaging your 
customers in such a way that enhances your 
relationship with them. It may not change the 
world, but it will help make it better for them 
and help your business thrive.

John Graham of GrahamComm is a 
marketing and sales strategy consultant 
and business writer. He is the creator of 

“Magnet Marketing,” and publishes a free 
monthly eBulletin, “No Nonsense Marketing 

& Sales Ideas.” Contact him at jgraham@
grahamcomm.com, 617-774-9759 or 

johnrgraham.com.  

   

Helping Customers Navigate Pandemis Emotional Challenges
By John Graham
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Good news, LARS is 
officially making his 
comeback. Stay tuned as 
he brings back our online 
Artisan Contractor rater 
at the beginning of July.

Visit gotolane.com to
learn more about our
products and packages!

LARS is back online!

gotolane.com | (504) 467-3123
questions@gotolane.com
3421 N. Causeway Blvd. Suite 800 | Metairie, LA #GoToLane

LARS is back online!

From the title, you might think this article 
is about networking on the golf course and 
having a successful business. It’s not. It 
actually refers to something I heard Phil 
Mickelson say on a recent podcast by Ed 
Mylett. Ed asked Phil the difference between 
the top golfers in the world that play on the 
PGA Tour week in and week out, and those 
that never quite make it. They’re good enough 
to still be pros and they do ‘okay’, but they 
never break into that top 130 or so that you 
constantly see on the Tour. Phil told a quick 
story. He said that a golfer, similar to the 
caliber Ed was talking about, told Phil he was 
having trouble with short putts and asked for 
his advice. Phil, who had a similar problem at 
one point in his career, relayed some advice 
he had gotten from one of his mentors years 
earlier. He said, “Go out and hit 100 putts in 
a row from about three feet. They have to be 
100 straight putts. If you miss one, you have 
to start over.” On the podcast Phil mentioned 
that when he did it, it took him two days to 
hit the 100 straight. In fact, in one attempt 
he hit 99 in a row and missed the last one, 
so he had to start over. Luckily for him, he 
hit the 100 in a row on his next attempt. But 
you know if he hadn’t, he would have kept 
going. Phil said he ran into the golfer he had 
given the advice to a couple weeks later and 
asked how it went with the 100 putts in a 
row. The golfer said something along the 
lines of, “Well, I managed to get to about 50 
straight, but that was it.” And, of course, Phil 
said he doesn’t see him on the tour. On the 
podcast Phil also talked about visualization 
and some other factors, but that “100 putt” 
example gives an idea as to the dedication 
and hard work necessary for top achievement 
in anything you do. I suggest you watch the 
podcast on Youtube.

Coincidentally, the podcast also tied in with 
a book I recently read: It Takes What It Takes 
by Trevor Moawad. In his book, one of the 
concepts Trevor talks about is the concept 
that if you want to be successful you really 
don’t have a choice when it comes to certain 
behaviors. For example, the great players 
know they don’t have a choice as to whether 

or not they can go out drinking at night. 
They don’t have a choice about what kind of 
foods they eat or how much work they put in. 
They don’t have a choice when it comes to 
anything that will lead to their success and 
give them that edge. The mediocre and poor 
players treat the same decisions as if they 
have a choice and typically, they make the 
wrong one. They go out into the wee hours, 
eat whatever they feel like eating, and they 
usually only do the work that they’re required 
to do by coaches and others, and don’t put 

in any extra work. Using Phil’s example, Phil 
knew he had to follow through on the advice 
of his mentor to hit 100 3-foot putts in a row. 
It wasn’t a choice, it was a requirement. The 
guy who Phil gave the advice to treated it like 
a choice, and that’s why he’s not among the 
best. 

Trevor goes on to say, “A habit has no 
way of hiding in sports. Good or bad. The 
film will be watched. You will be graded.            
Continued On Page 17

100 Putts to Sales Success - It Takes What It Takes
By John Chapin
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PARTNER NEWS
The LWCC Foundation Awards $500,000 
in Grants to Support Frontline Healthcare 
Workers

The LWCC Foundation announced today it has 
awarded $500,000 to 24 hospitals and hospital 
foundations across the state to support 
COVID-19 frontline healthcare workers. The 
grants make up the second phase of the 
foundation’s Louisiana Well Again: COVID-19 
Response Package, a $1.1 million, three-phase 
grants and gifts package dedicated to helping 
Louisiana respond to and recover from the 
pandemic. 

"Our vision is to make Louisiana home to the 
healthiest and safest workforce in America,” 
said John Hawie, LWCC Foundation Board 
Chair. “Right now, a sector of this workforce 
is being challenged in unprecedented ways 
while trying to make Louisiana citizens safe 
and healthy, and we're honored to help them 
continue to fight this important battle.”

With medical supplies running low at many 
hospitals, even as the number of COVID-19 
cases continues to spike in areas statewide, 
some grants recipients will use their awards 
to purchase much-needed PPE and additional 
supplies. Others will allocate the funds to 
support critical childcare for frontline hospital 
workers — everyone from nurses volunteering 
their time to medical residents to staff making 
minimum wage. And some healthcare centers 
will use the grants to buy iPads that enable 

isolated patients to connect with their loved 
ones; provide groceries to those working long 
shifts or facing food insecurity; or offer mental 
health services to workers struggling with the 
emotional toll of treating so many severely ill 
patients, as well as the fears they face around 
contracting the disease and bringing it home 
to their families.

“COVID-19 has placed unprecedented forms of 
stress on the healthcare system," said Kendra 
Harris, MD MSc, Tulane University School 
of Medicine. “Frontline providers— from 
doctors to nurses to essential personnel like 
custodians — had to worry about securing 
adequate personal protective equipment. The 
workforce had to grapple with a childcare 
crisis of epic proportions with schools and 
daycares shutting abruptly. Additionally, many 
industries are shedding jobs. It is through 
the help of community partners, such as the 
LWCC Foundation, that we were able to rise 
and meet this challenge. And although we are 
through the first surge, we all must prepare for 
what the fall and winter hold.”

These awards conclude Phase 2 of the LWCC 
Foundation’s Louisiana Well Again: COVID-19 
Response Package. Phase 1 entailed the 
distribution of a $100,000 gift to Feeding 
Louisiana, a nonprofit organization that 
supports food banks across the state. Phase 
3 will see another $500,000 in grant money 
awarded, this time to fund initiatives focused 
on long-term solutions to improve the health, 

wellness, and safety of Louisiana workers, and 
will begin once there is greater clarity on the 
impact of COVID-19 on Louisiana’s workforce.

Please visit louisianaloyal.com for more 
information on the LWCC Foundation, the 
Louisiana Well Again: COVID-19 Response 
Package, and LWCC’s overall vision for 
elevating Louisiana.

The LWCC Foundation

The LWCC Foundation is a private foundation 
created by LWCC to formalize the company’s 
commitment to its vision of being a 
catalyst to elevate Louisiana’s position 
in America. Our mission is to inspire and 
create transformational change in Louisiana 
businesses and workers by partnering with 
nonprofits focused on health, wellness, 
and safety. Today, the best way we can be 
true to our mission and purpose is to help 
fight COVID-19. We have repurposed the 
foundation’s resources through the Louisiana 
Well Again: COVID-19 Response Package, a 
$1.1 million commitment to help Louisiana 
respond to and recover from COVID-19 in three 
phases. Information about the foundation 
and Louisiana Well Again can be found at 
louisianaloyal.com/foundation.   



JUNE 2020  15



16  www.piaof lou is iana.com



JUNE 2020  17

Blaine LeBlanc
bleblanc@hullco.com

504-830-7353

100 Putts to Sale Success - It Takes What It Takes 
Continued From Page 13.

Your competency is forced on you. You 
can’t hide behind ignorance. You can’t say 
“I didn’t know”, because the team also has 
video of the coach telling you the thing you 
were supposed to know. And… if you think 
you’re hiding behind ignorance in your non-
sports job, you’re not. You may not have a 
‘tell-the-truth Monday’ with video in your 
office, but that doesn’t make the reality any 
different. It takes what it takes in every walk 
of life. In your relationships—it takes what 
it takes. With your health—it takes what 
it takes. To get promoted—it takes what it 
takes. Average people become average by 
doing average [sh*t]. It takes a specific set 
of behaviors (or lack of them) to be average. 
No one is born that way. People can behave 
themselves into mediocrity. They can also 
behave themselves out of it… This isn’t 
about an outcome… It’s about creating the 
opportunity to win by behaving like people 
who win.”  Rarely do I recommend a book, 
but I recommend this one, again, it’s called: It 
Takes What It Takes by Trevor Moawad. 

The title of the book also reminds me of a 
conversation I once had with a business 
owner about some young salespeople he had 
recently hired. He was frustrated because 
they weren’t making much progress. To make 
a long story bearable, even though they were 
brand new to the industry and fairly new 
to sales, they were only working about 45 
hours a week. I told him, “Look, in order to 
be successful, they’re going to have to put in 
about 70 hours a week.” 

To which he responded, “You can’t expect 
this generation to put in that many hours.”   

“Well, they basically have two or more full-
time jobs between learning the industry, 
learning the sales profession, and learning 
how your company does things. How many 
hours do you think they should put in?”   

“Hm, I guess you’re right, probably around 70, 
but you can’t expect that.”     

“It sounds like the reason you’re frustrated 
with their progress is because you’re 
expecting 70-hour results in 45 hours. You 
have one of two options: either adjust their 

expectations and require them to put in 
more time, effort, and energy, or, adjust your 
expectations to what you should expect for 
an investment of 45 hours by a newbie. Oh, 
and you’ll want to adjust their pay too if you 
go the second route.”  

He kept them around for a couple more years, 
really didn’t change anything, and they both 
failed, and he wasted a ton of money. 

Overall sales success is pretty simple, it’s 
not advanced math at MIT, calculus, or even 
algebra. It’s simple addition and subtraction. 
Once you have the right person, there are 
several key activities that determine success 
or failure. People either do those things and 
succeed, or they don’t and they fail. It takes 
what it takes.  

John Chapin is a motivational sales speaker and 
trainer. For his free 5-steps to Sales Success Report 

and monthly article, or to have him speak at your next 
event, go to: www.completeselling.com  John has over 
32 years of sales experience as a number one sales rep 

and is the author of the 2010 sales book of the year: 
Sales Encyclopedia (Axiom Book Awards). You can 

reprint provided you keep contact information in place. 

E-mail: johnchapin@completeselling.com.    
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PIA Member Reimbursement Program Expands

PIA now has two programs to help PIA 
members get back to business in the wake of 
the global COVID-19 pandemic. PIA members 
may participate in both, getting separate 
reimbursements for each. 

Marketing Program:

The original reimbursement program provides 
a $250 reimbursement for purchases made 
through the PIA DMV: PIA's Direct Marketing 
Vault or PIA Design & Print Services. 

Partnership Program:

PIA'snew reimbursement program provides 
up to a $250 reimbursement for purchases 
through the PIA Partnership's Agency 
Journey Mapping (perpetuation planning) and 

Winning@Talent (agency hiring) programs. 

Full details are available online: PIA Marketing 
and Communications Reimbursement Program. 

Thank you! These programs are made 
available to PIA members through generous 
donations from the following PIA Partnership 
carriers: National General Insurance, 
Progressive Insurance, State Auto Insurance 
Companies and West Bend Mutual Insurance 
Company. PIA thanks these companies for 
their support of professional insurance agents. 

When requesting your $250 marketing 
reimbursement (PIA National A1 members 
only), please provide the following information 
from PIA National's membership database to 
expedite your request. 

PIA National Member Type: 

PIA National Member ID: 

Member Name: 

Agency Name: 

Mailing Address:  

Phone Number: 
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WINNING@TALENT
Your guide to hiring, motivating and retaining employees.

WinningAtTalent.com

Winning@Talent is brought to you by The PIA Partnership – PIA’s national carrier council. Partnership companies include:

Our 3-part toolkit helps agencies understand how best to 

recruit great talent and enhance the employee experience 

so they stay.  We trust you’ll find this content very useful 

and another example of the value of our Partnership.  
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 If you are having trouble finding top 
talent, or you would like to improve 
your hiring strategy, IdealTraits may 
be the best solution for you. IdealTraits 
is the go-to hiring tool for insurance 
agencies across America. Their new 
PIA program ensures PIA members can 
use this comprehensive tool to hire top 
performers for their agencies.

Step 1 - Post Jobs:  Build the best job 
postings with versatile templates for 
ZipRecruiter, Google for Jobs, Indeed, 
Glassdoor, and 100+ job boards. 

Step 2 - Applicant Tracking: View 
resumes, comment, rate, organize, and 
move your candidates through hiring stages.

Step 3 - Send Pre-Hire Assessments: 
Pre-screen candidates to predict job 
performance.

Step 4 - Identify and Hire: Use 
assessment results to identify strengths and 
weaknesses and hire the best candidate.  

Get started with IdealTraits today at 

www.idealtraits.com/pia.   

MEMBER BENEFIT IN FOCUS

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 
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