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First month in and boy it has been a busy one.   PIA 
National had their annual meeting in Naples, Fl in 
late September. Jody, our Louisiana National Direc-
tor Al Pappalardo, and I were able to attend. We met 
with other leaders to discuss current market con-
ditions, share ideas on technology and how it will 
enhance our industry and watched our next National 
President, Richard A. “Rich” Savino be installed.  It 
was nice getting to meet with industry leaders and 
find out more about all the benefits PIA has to offer 
its members. There are so many tools on the web-
site: www.pianational.org. Members gain access 
to markets, agency management tools, Advocacy, 
Education and more. I encourage all members to visit 
the site and let your membership work for you!

On a state level, we feel your pain.  Our lack of car-
riers and capacity with those still here with us is 
affecting all of us. Trying to meet contract require-
ments, keeping our employees, finding new ones, 
and just daily operations are taking a toll. The Board 
has met and continues to have committee meetings 
to be your voice. The Industry Affairs committee is 
working on outlining priorities to approach prospec-
tive companies while also communicating with ex-
isting carriers to find out what it will take to gain ca-
pacity and “open up”.  We don’t have a magic wand 
and we can’t make new appointments happen, but 
we are working to find out what they need.  

Part of this process has been working alongside 
Insurance Commissioner-elect Tim Temple. I feel 
encouraged by how much Tim has responded to our 
request for meetings, sharing his perspective on the 
market, and wanting to hear what we have to say.  
We held a very successful fundraising event on Oc-

tober 11th for Tim.  Although he ran unopposed, he 
has hit the ground running and is already doing work 
for us. He has spent countless hours in meetings with 
constituents, company owners, the existing DOI and 
its staff to prepare for when he steps into his role 
as Commissioner.  We look forward to continuing to 
work with him and his staff.  If you were unable to 
make the event and would like to contribute, please 
scan the QR code below.  

When I began this journey with PIA several years ago, 
I had no idea it would turn into a board position much 
less President. My personal growth as an agent, a 
community leader, a principal owner has had many 
ups and downs (some even really hard trips) but it 
has pushed me into doors I would have left closed, 
and now I look forward to opening them.  
Here’s to next month….   
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Private Flood Insurance Gains Momen-
tum After Risk Rating 2.0

Louisiana residents are no strangers to nat-
ural disasters. Every year we face the threat 
of hurricanes, tornadoes and floods that 
can cause hundreds of millions of dollars in 
property damage across the state. 

Though insurance can provide some finan-
cial protection against storm damage, it 
is important for consumers and agents to 
work together and ensure policyholders 
have the coverages that fit their needs.
Floods are the most common and destruc-
tive natural disaster in the nation, accord-
ing to the National Association of Insurance 
Commissioners (NAIC). Ninety percent of 
all natural disasters involve flooding, and 
every state has experienced floods or flash 
floods in the past five years.

Flood insurance is the best way for Amer-
icans to protect themselves from losses 
caused by flooding. Because it doesn’t take 
a named storm in Louisiana to produce hor-
rific water damage, the availability and af-
fordability of flood insurance is vital to our 
state.

Louisiana leads the nation in participation 
in the FEMA-sponsored National Flood In-
surance Program (NFIP). In fact, over 10% 
of NFIP policies written nationally come 
from our state alone. As of April 30, 2023, 
there were almost 445,000 residential NFIP 
policies in force statewide, which is about 
22.6% of all Louisiana residences.

The NFIP’s pricing for flood insurance used 
to be based upon whether a risk is in a spe-
cial flood hazard zone and the likelihood of 
that zone to experience a 100-year flood 
event, which was determined by things like 
levee protection, pumping capacity, lot ele-
vation, etc. Unfortunately, the NFIP’s new 

Risk Rating 2.0 methodology is upending 
this important lifeline for those who need it 
most. Over 80% of Louisiana NFIP policies 
are expected to experience price increases 
under the revised rating system. 

The Risk Rating 2.0 program began April 1, 
2022, for renewal policies and took effect 
in October 2021 for new policies. Instead 
of using flood zone maps as in the past, 
Risk Rating 2.0 looks at each property indi-
vidually to set its rates. The expected rate 
increases could easily price Louisianans 
out of their homes and make those homes 
harder to market.

Thousands of property owners are still 
grappling with the significant expense of 
rebuilding after four major hurricanes rav-
aged our state in 2020 and 2021. There is 
also a great risk that many homeowners 
will be forced to drop flood coverage al-
together and be left with no protection in 
a state filled with rivers, flash floods and 
coastal exposure. 

In the wake of Risk Rating 2.0, some proper-
ty owners are turning to the private market 
for their flood insurance coverage. Accord-
ing to the NAIC, NFIP policies have been 
slightly decreasing while private flood pol-
icies have steadily climbed during the past 
five years. 

In 2018, the U.S. had over 372,000 private 
residential and commercial flood insurance 
policies worth about $404 million in direct 
written premium. In 2022, the number of 
policies nearly doubled to 641,000 with 
$1.3 billion in direct written premium. 
In Louisiana, private residential and com-
mercial flood policies have increased from 
6,632 in 2018 to 10,657 in 2022. Louisiana 
had 40 private flood insurers in 2018, and 
that number increased to 55 in 2022.

In 2016, my office began receiving annual 
statements from insurers for the first time 
in 2016 that provide us with information on 
the amount of private flood policies written 
in Louisiana. Previously, insurers reported 
the combined total of federal and private 
flood insurance.

The 2021 Louisiana Legislature expanded 
our regulatory authority over private res-
idential flood insurance. As with all rates 
that are subject to the regulatory authority 
of the Department of Insurance, these rates 
must not be excessive, inadequate or un-
fairly discriminatory and must be actuarially 
justified.

It’s good to see so much growth in the 
private flood market, but I will continue to 
work diligently with our representatives 
at the local and national levels to increase 
transparency in the Risk Rating 2.0 meth-
odology so that Louisianans can get the in-
formation they need to make informed de-
cisions about their flood insurance needs. 

COMMISSIONER'S
COLUMN

Commissioner of Insurance 
Louisiana Department of 

Insurnace
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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I want to thank all of you that supported 
our fundraiser this month for Tim Temple. 
President Danette Castello writes about it 
in her article as well, but please refer to 
page 12-13 for pics. We are excited to be 
working with Tim as he prepares for his in-
auguration in January.

As part of our Strategic Planning Task Force 
efforts, your PIA staff has put together a 
presentation highlighting member benefits 
and we’re going on the road to give these 
presentations. We already spoke to our 
Northshore chapter at their meeting this 
month. We’ll be making plans to do the 
same with all our other chapters as their 
schedules permit. 

Also, I want to use this article this month to 
highlight some things going on at PIA Na-
tional as we just got back last month from 
meeting with National staff and our coun-
terparts around the country. 

First, since we’ve returned from these 
meetings, the House and Senate passed an 
NFIP extension, but only til November 17. 
PIA Advocacy is a one-stop shop for inde-

pendent insurance agents to get timely up-
dates on what's happening on Capitol Hill 
and on state and federal regulatory issues. 
You can visit the blog anytime at https://
piaadvocacy.com/. 
  
For complete directions on how to sub-
scribe as well as what were some recent 
posts, see below:
  
Follow the PIA Advocacy blog:
1. Visit the blog at, https://piaadvocacy.
com/

2. On the right-hand side, you'll see, "Fol-
low Us Via Email!"

3. Simply enter your email address in the 
text box and click on the "Follow" button.

4. You will receive an email confirmation 
with a link that you must click to confirm 
your desire to follow the blog. Click the link 
to confirm.

5. You're all set! Now you will receive an 
email each time a new post is added to the 
blog. 

Recent posts include:
• NFIP Lapse and Federal Government 
Shutdown Possible at Week's End

• GAO Report on Risk Rating 2.0 Validates 
PIA Agent Concerns

• Bill to Remove FIO's Subpoena Power In-
troduced

• PIA Joins Letter in Support of the Protect-
ing Small Business Information Act

PIA also recently revised and updated sev-
eral of its older consumer-friendly issue 
papers, and will be continuing to reissue 
the existing catalogue of one-pagers in the 
upcoming months. All new and refreshed 
issue papers can be viewed and download-
ed on the website at www.pianational.
com. If you need help with your log-in and 
password, just contact us at the PIA office 
at 800-349-3434 or email at info@piaoflou-
isiana.com. 

If you’re not able to attend a local chap-
ter to learn more about member benefits 
or maybe you just don’t want to wait until 
then, please feel free to call our office an-
ytime and we’ll walk you through all that 
PIA has to offers. There really is so much – 
be sure you’re taking advantage of all that 
your membership offers! 

PASSING IT ON!
By Jody M. Boudreaux, CAE, CIC, CISR
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Sales success can be broken down to an 
almost mathematical equation that works 
every time. There is a direct correlation be-
tween work and results when it comes to 
sales success. If you do the proper amount 
of work in three key areas, you pretty much 
guarantee sales success. If you don’t do the 
proper amount of work in those three areas, 
you will struggle and may fail completely. 
 
Let’s start with the key to sales success 
which is: Talking to enough of the right 
people the right way. If you talk to enough 
of the right people, in other words, people 
who want and need your product now, have 
the means to invest in it, and have the abil-
ity make a buying decision, and you talk to 
them the right way, meaning you say the 
right things, you’ll make the sales you need 
to make. In order for that to happen you 
have to put the proper amount of work into 
three key areas, one: number of contacts, 
two: sales skills, and three: product and in-
dustry knowledge. 
 
While all these areas are important, the 
first one, number of contacts, is the most 
important. If you read my articles with any 
regularity or you’ve heard me speak, you’ve 
undoubtedly heard me say 99.9% of the 
time when someone fails in sales, they fail 
due to a lack of activity; they didn’t make 
enough contacts to get enough leads, to 
make enough sales, the other .1% of the 
time someone fails in sales, they got hit 
by a bus. Literally in my 36 years in sales, 
every time I’ve seen someone fail in sales 
it’s been a failure of usually all three of 
the activities we’re talking about here, but 
it’s always, and primarily this first one, not 
making enough contacts. Another saying 
of mine is ‘even a blind pig finds corn’, in 
other words, if you’re out calling on enough 
people, you’ll eventually bump into some-
one who says, “I need what you have” or, “I 
know someone who needs what you have.” 
Bottom line on area number one is: you’ve 
got to make enough contacts, to get to 

enough people, to ultimately make enough 
sales.
 
The second area, sales skills, is the second 
most important. The reason the number of 
contacts is more important than sales skills 
is because someone with the greatest sales 
skills in the world who doesn’t call on any-
one, or very few people, will almost always 
make fewer sales than someone with aver-
age or bad sales skills calling on hundreds 
of people. When it comes to sales skills you 
have to do enough work in this area so that 
you know exactly what to say in each and 
every sales situation. You must then com-
mit all that knowledge to memory so that 
the responses flow smoothly and easily on 
sales calls. 

It’s simple, provided a salesperson can 
get through the gatekeeper to the decision 
maker, get and keep the decision mak-
er’s attention, say what they need to say 
to set an appointment, effectively qualify 
the prospect, find wants, needs, desires, 
and problems, tailor that into an effective 
presentation and quote, answer any ques-
tions, overcome any objections, close the 
sale, keep the sale closed, and go on and 
build the long-term relationship, they’re go-
ing to make some sales. These sales skills 
coupled with area number one, the proper 
amount of contacts, will lead to a good 
amount of sales. 
 
Finally, we have the third area, which is 
knowing your industry and your product 
or service. This is the third most impor-
tant area. The reason it’s the third most 
important is because if you’re not calling 
on enough people and when you do call 
on people, you don’t know what to say, all 
the technical knowledge in the world won’t 
bail you out. That said, if you are making 
enough calls and you have the sales skills 
necessary, then you add that to strong 
technical skills, in other words, knowing 
your industry and product well and specif-

ically why people should absolutely buy 
your product, your company, and you, now 
you’ll be unstoppable. 
 
If you are at least average in intelligence 
and people skills, your sales success will 
be virtually guaranteed by working hard, 
correctly, and enough in the three areas 
mentioned above. The biggest mistake I 
see salespeople make is that they avoid 
this work as much as possible. They look 
for shortcuts and ways to game the system. 
While it’s one thing to work smart, and 
you should do that, the goal of their short 
cuts is to avoid the work necessary for suc-
cess while at the same time avoiding any 
discomfort that comes from rejection and 
putting themselves out there in the world. 
Avoiding the work I’ve outlined here leads 
to failure, doing this work leads to success. 
Sales is like jiu jitsu, playing hockey, or 
anything else you want to get great at in 
life, you have to do the drills and put in the 
hours to get the results. You’ve got to do 
the necessary work to be successful.
 
John Chapin is a motivational sales speak-
er, coach, and trainer. For his free eBook: 
30 Ideas to Double Sales and monthly ar-
ticle, or to have him speak at your next 
event, go to www.completeselling.com 
John has over 35 years of sales and sales 
management experience as a number one 
sales rep and is the author of the 2010 sales 
book of the year: Sales Encyclopedia (Axi-
om Book Awards). You can reprint provid-
ed you keep contact information in place. 
E-mail: johnchapin@completeselling.com.

How to Guarantee Success in Sales                                     
By John Chapin
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AROUND THE STATE
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Tim Temple Fundraiser

Baton Rouge Chapter
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1.6 million U.S. insurance agents can 
breathe a little easier this morning, thanks 
to a recent survey by GetSure, a leading on-
line insurance agency.

"AI is coming to Insurance distribution and 
has the potential to do wonders for the cus-
tomer experience," said Rikin Shah, Found-
er & CEO of GetSure. "Getting this right, 
however, will require an open dialogue 
with consumers, and that's exactly why we 
ran this survey."

The survey measured 1,000 Americans' 
views about working with an AI insurance 
agent, and revealed that:

• Only 9% of respondents were "very com-
fortable" with the idea of an AI insurance 
agent while a staggering 70% did not feel 
comfortable
• Even with the promise of discounted 
rates, 55% of respondents still preferred a 
human agent over an AI agent.
"That's a strong statement," added Shah. 

"Consumers are telling us loud and clear 
that you couldn't pay them to work with an 
AI."

When asked why they were reluctant to 
work with an AI-powered insurance agent, 
respondents cited the following as their top 
three worries:

• Inaccurate recommendations (59%)
• Job loss for humans (53%)
• Misuse of personal information (43%)

In one of its most surprising findings, the 
survey found that, despite their distrust, 
Americans seem to have accepted that AI 
will be the future face of the Insurance in-
dustry. A whopping 68% expect that with-
in 20 years, the majority of U.S. insurance 
agents will be AI.

"We understand the concerns and reser-
vations consumers have about AI in insur-
ance," said Shah. "And we're committed 
to maintaining an open dialogue with our 

customers, listening to their feedback, and 
continuously improving our products."

GetSure is set to launch its first set of 
AI-enhanced tools in early 2024, which fo-
cuses on improving efficiency and the con-
sumer experience during the life insurance 
application phase.

For more details on the survey, please 
visit GetSure.org. 

About GetSure:
GetSure is an online insurance agency 
that offers Americans the tools and trans-
parency they need to make informed pur-
chasing decisions. GetSure sells term and 
whole life insurance to Americans ages 50+ 
through partnerships with 18 companies, 
including Mutual of Omaha, Transameri-
ca, Aetna, Gerber Life, and AIG.  GetSure 
is licensed in all 50 states (plus D.C.), is a 
member of the U.S. Chamber of Commerce, 
and holds an A+ rating from the Better 
Business Bureau.

Americans Strongly Opposed to AI Insurance Agents, Survey Finds                                 
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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

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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Richard A. “Rich” Savino, CIC, CPIA, was 
installed as President of the National Associ-
ation of Professional Insurance Agents during 
the organization’s September 20, 2023 board of 
directors meeting held in Naples, Florida. 

“As professional insurance agents, many of us 
are facing new challenges. These challenges 
will have to be faced not just by us, but by our 
carrier partners, our clients, and our communi-
ties,” Savino said, adding that increasing natu-
ral disasters and extreme weather events are 
making insurance placements more difficult. 
However some states like Florida, Louisiana 
and California are certainly experiencing the 
pain.”

Savino is a Principal/Managing Partner of 
Broadfield Insurance, headquartered in War-
wick, New York, with affiliated offices around 
the nation. Founded in 1864, Broadfield Insur-
ance is a part of PCF Insurance Services, a top 
20 U.S. insurance brokerage firm, which ac-
quired the agency in 2019. Savino’s personal 
book of business is niched in the construction 
industry and related trades.  

Savino has been active in the insurance industry 
for more than four decades. He was President 
of the Professional Insurance Agents New York 
(PIANY) from 2010—2011, currently serves on 
its board of directors, and has represented PIA-
NY on the national board of PIA.

Savino’s stint as President of the national PIA 
follows that of his brother and business part-
ner at Broadfield Insurance, Keith Savino. A 
top industry leader and advocate on insurance 
technology issues for independent agents for 
decades, Keith was President of PIA National 
from 2017—2018. 

“To my knowledge, this is the first time in PIA 
history that two brothers will have served in 
this capacity as president,” said Savino. “Some 
have referred to us jokingly as the Savino Dy-
nasty; however this not only proves our ded-
ication but our willingness to give back to an 
industry that has given so much to us.

“PIA will continue our commitment to working 
with our carrier partners, and has started new 
engagements with insurtech firms,” Savino 
said. “We lobby to protect what is best for 
not only our clients but agents as a whole. We 
work tirelessly to ensure that the Independent 
Agency system stays relevant and continues to 
be the number one source of insurance policy 

procurement.

“Three words that really matter to me are 
support, dedication, and vision,” said Savino. 
“While I can control vision and dedication, one 
thing I can’t control is support. I’m very bless-
ed – I don’t have just one family, I have three 
families. I have my immediate family, I have my 
PCF Insurance family and I have my PIA family.

“I have to thank my PCF family,” he said during 
the reception. “I’m very fortunate to have sever-
al of our leaders from PCF here, not only to sup-
port me, but to show support of PIA. I think that 
speaks volumes about what PCF is all about.” 

A New PIA National President Installed 
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#GoToLane
gotolane.com | (504) 467-3123
questions@gotolane.com

Tract Home Contractors?
We've Got Them Covered!

Tract home contractors have a fair share of risks and 
uncertainties. That’s where comprehensive insurance 

coverage comes into play.

Email an ACORD application, contractors supplement and 
a copy of the contract requirements to your underwriter.

• GL and Excess Liability Available

• Broad/Comprehensive Coverage

• Tailored Forms for the Unique Needs of 
Tract Home Contractors

Proud Rhodium Sponsor
Learn More
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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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- Discover if your producers can really sell.
- Learn if a CSR will �t in with your team.
- Compare job candidates with top sta�.
- Uncover management challenges.
- Maximize your employees’ potential.

How Can Behavioral Assessments 
Help Your Agency?

800.525.7117  | www.OmniaGroup.com 

CALL TODAY!
GET 1 FREE 

ASSESSMENT
with initial package

 purchaseBe sure to mention that you’re a PIA member!

Keather Snyder
813.280.3026  |  KSnyder@OmniaGroup.com

Omnia is a PIA 
Member Benefit

The Omnia   behavioral assessment tool, takes the 
guesswork out of hiring, promotion, and 

employee engagement. 

Protect your agency from 
bad hires and high turnover 

with The Omnia ASSESSMENT.
 

Your hiring insurance. 

Complete in 15 mins or less!
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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

Whether you’re new to PIA or need a re-
fresher about how to maximize your mem-
bership, this member benefits overview 
is for you. PIA offers a wide range of pro-
grams and products to help your agency 
succeed, grow, and save money. 
  
Join PIA for this informative webinar on 
the fourth Friday of the month at 2 PM ET 
to learn more about the PIA member bene-
fits and programs available to you and your 
staff. 

During the webinar, you'll learn about: 
• Special PIA member commissions
• Business-building tools
• Insurance products
• Agency management tools
• Tools from The PIA Partnership

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 reg-
ister 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!   

Good Business Decisions Help An Agency  
Succeed and Secure Its Future.

PIA  MEMBERS 
EARN 
MORE

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. 

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

PIA members can 

EARN 
$1,000+  

PER MONTH  
more in commissions  

when they write 
business with  

PIA Market Access, 
PIA’s flood program 
with The Hartford, 

PIA Cyber Insurance, 
and Breeze Disability 

Insurance.*

*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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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.

Education - Ample opportunities to earn designations and stay current with 
CE and licensing requirements.

PIA Member Exclusives! - Access to PIA Connection magazine,  
the PIA Advocacy Blog, tools from The PIA Partnership, discounts, community  
and networking opportunities, and more!

Credibility - PIA covers the insurance industry through articles and commentary 
to make sure the views of independent agents are accurately represented.

$5,200+

$9,000+

$1,000+

$300+

$11,000+

$$$
PRICELESS
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*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 
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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.

Education - Ample opportunities to earn designations and stay current with 
CE and licensing requirements.

PIA Member Exclusives! - Access to PIA Connection magazine,  
the PIA Advocacy Blog, tools from The PIA Partnership, discounts, community  
and networking opportunities, and more!

Credibility - PIA covers the insurance industry through articles and commentary 
to make sure the views of independent agents are accurately represented.

$5,200+

$9,000+

$1,000+

$300+

$11,000+
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Good Business Decisions Help An Agency  
Succeed and Secure Its Future.

PIA  MEMBERS 
EARN 
MORE

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. 

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

PIA members can 
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$1,000+  

PER MONTH  
more in commissions  

when they write 
business with  

PIA Market Access, 
PIA’s flood program 
with The Hartford, 

PIA Cyber Insurance, 
and Breeze Disability 

Insurance.*

*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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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.

Education - Ample opportunities to earn designations and stay current with 
CE and licensing requirements.

PIA Member Exclusives! - Access to PIA Connection magazine,  
the PIA Advocacy Blog, tools from The PIA Partnership, discounts, community  
and networking opportunities, and more!

Credibility - PIA covers the insurance industry through articles and commentary 
to make sure the views of independent agents are accurately represented.
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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


