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has received an“A” 
rating for the 12th 
consecutive year

LWCC has provided workers’ compensation insurance to Louisiana’s employers for more than 
20 years. We have lowered overall rates by over 52% and returned more than $231 million in 
dividends to qualifying policyholders. Now, for the 12th consecutive year, we’ve received an “A” 
(Excellent) Financial Strength Rating from A.M. Best Company—a testament to our ability to 
meet ongoing policy, claims, and contract obligations. LWCC is the standard of excellence in 
workers’ compensation.

www.lwcc.com

LWCC 
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President’s
Message

BE A PROFESSIONAL 

As Jody recently mentioned, 
one of our members  com-

mented that they enjoyed being 
affiliated with an organization 
that had the word “professional” in its 
title.  What gives us the right to call our-
selves professional insurance agents?  I 
submit to you that it is the level of, and 
the continuation of our education that 
we obtain that makes us a professional 
in our field.  To be an independent agent 
means that we have the freedom to 
shop many carriers and markets to find 
the best value for our in-
sureds.  To call ourselves 
professional insurance 
agents we must contin-
ue to educate ourselves 
in the dynamic field of 
insurance.

PIA helps us achieve a level of profes-
sionalism by offering us many edu-
cational opportunities.  We all must 
meet the requirements set forth by our 
Department of Insurance to maintain 
our license.  PIA is regularly offering 
continuing education classes for this 
purpose. Your local chapters also offer 
these classes. To set ourselves apart 
in our field we must strive to not only 
do what is required of us, but to  obtain 
a higher level of education through the 
various professional designations that 
are available.

Last week I attended our CISR confer-
ment ceremony at our Baton Rouge 
chapter luncheon and recognized many 
fine insurance women who received 
their CISR designation.  They were all 
proud of their accomplishment.  Each 
will wear their pin to show they have 
distinguished themselves in their field 
by reaching a little higher and achieving 
this distinction.  

President,
PIA of Louisiana

      

Darryl Frank CPIA, Metairie

PIA began another 
program last year 
to offer our mem-
bers the opportuni-

ty to earn their CPIA designation.  This is 
a three day classroom curriculum that 
focuses on insurance sales and market-
ing and includes methods that agency 
owners use in their offices.  I found it 
very informative and I am proud to have 
completed the program and earned my 
CPIA designation.  I attended the cer-
emony in Dallas held by the AIMS Soci-

ety and met many excellent 
insurance professionals. I 
brought back a few sales 
ideas that I have imple-
mented in my office, not to 
mention a good insurance 
joke that I shared with 
many of you at convention.

Obviously there are many other desig-
nations including the CIC, CPCU, CLU, 
and many others.  I encourage all of you 
to take advantage of the opportunities 
that are available to further your insur-
ance career and education.  As we all 
know in this business, there is always 
more to learn and we are always striving 
to be the best we can be to better serve 
our insureds.  

PIA offers all the tools you need to ad-
vance your knowledge and obtain the 
education needed to grow your agency.  
Take up the challenge, earn your des-
ignation, and be proud to be called a 
“Professional Insurance Agent”. 
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• Service descriptions 
• Online payment links 
• Contact info, contact form 

and location map 
• Up to 15 pages 
• Agency blog 
• Insurance information videos 
• Custom QR Codes 
• Links to social media and 

review sites to build your 
online reputation 

• Online quote forms 
• Agency staff photos and 

individual contact info 
• Optimized for mobile devices 

 

Premium Insurance Agency Website 
$35/month, $99 setup fee 

Elite Insurance Agency Website 
$60/month, $99 setup fee 

Web Marketing Service 
$495 setup, $100/month 

• Create agency business listings for visibility 
with more than 10 of the biggest listing 
and social media sites: 
 Facebook Business Page 
 Twitter for Business Account 
 Google Places Listing 
 Bing Listing 
 Yahoo Listing 
 Yelp! Business Listing 
 CitySearch Listing 
 …and more! 

• Independent Agency blog for inclusion in 
your agency website 
 Professional content added regularly 
 Make your site interesting to customers, 

potential customers, and search 
engines 

• Inclusion as preferred agent in our online 
directory listing of local agents 

• Basic monthly analysis of online presence 
• Setup and monitoring of Google Ad Word 

campaigns based on a budget you specify 
 

Web Consultant Service 
$1995 setup, $250/month 

Includes all the features of the Web 
Marketing Service, PLUS SO MUCH MORE: 
 
 Elite Website included with Instant 

Auto Quote (where available) 
 Weekly updates of Social media sites 
 Includes Google Adwords campaign 

(no additional click charges) 
 Monthly email blast to your customers 

upon request 
 Monitoring of online reviews to protect 

your reputation 
 Detailed monthly analysis of online 

presence 
 Preferred placement on our directory 

listing site of local agents 
 Monthly action plan to increase traffic 

and sales 

• Includes all the features of the 
Premium Insurance Agency 
Website, PLUS: 

 
• Up to 30 pages of content 
• Custom design services for     

a unique look 
• Custom submission forms     

for your preferred lines 
• Online chat 
• Insurance Glossary 
• Multi-location interactive 

maps 
• Regular changes by our staff 

upon request 
• Optimized for mobile devices 
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Commissioner’s Column
By James J. Donelon

Since I last addressed the topic of 
navigators as they relate to the federal 
Health Insurance Marketplace in May, 
there have been numerous develop-
ments both at the state and federal lev-
els. In this column I’d like to bring you up 
to date on the Health Insurance Market-
place (also referred to as “exchange”) 
created by the Affordable Care Act (ACA) 
and the role that you as 
producers play, as well 
as the role of naviga-
tors. 

Seventeen states and 
the District of Colum-
bia are running their 
own Health Insurance 
Marketplaces and 34 states, including 
Louisiana, will have a Federally-facili-
tated Health Insurance Marketplace, 
all of which will be open to individuals, 
families and businesses. Plans available 
will vary in coverage with four “metal” 
levels offered. There is an individual 
Marketplace for consumers, as well as a 
Small Business Health Options Program 
(SHOP) for small businesses to purchase 
health insurance for their employees.

Producers will play a vital role in educat-
ing consumers about the Marketplace, 
helping them compare plans by price, 
coverage and geographic areas, and 
helping to estimate whether they are eli-
gible for federal subsidies based on the 
information provided by the consumer. 
Most importantly, producers can also 

help consumers enroll in 
coverage. The Centers for 
Medicare & Medicaid Ser-
vices (CMS) anticipates 
that producers will also 
play a critical role in help-
ing qualified employers and employees 
enroll in coverage through the SHOPs.

In Louisiana, all pro-
ducers participating in 
the Marketplace must 
register with CMS so 
that they may assist 
consumers with market-
place coverage. To find 
more on registration re-
quirements, as well as 

training and exams, you can go to “Infor-
mation on the Health Insurance Market-
place for Producers/Agents” found on 
the Louisiana Department of Insurance 
website at www.ldi.state.la.us/Market-
placeTraining.html. A webpage with re-
sources for consumers can be found by 
going to www.ldi.state.la.us/HealthCar-
eReform.html.  

The U.S. Department of Health and Hu-
man Services (HHS) has signed agree-
ments with insurance plans to be sold 
on the federal Individual Marketplace. 
Plans were submitted to HHS by Hu-
mana, Coventry, Blue Cross Blue Shield, 
Vantage and the Louisiana Health Coop-
erative for the Individual Marketplace. 
Twelve companies have also applied to 
offer pediatric dental plans. Blue Cross 
Blue Shield, Vantage and Louisiana 
Health Cooperative are participating on 
the SHOP Marketplace.  

The SHOP Marketplace is open to em-
ployers with 50 or fewer full-time-equiv-
alent employees. SHOP is optional and 
if employers plan to use SHOP they 
must offer coverage to all full-time em-
ployees – generally those working 30 or 
more hours per week on average. A busi-
ness may qualify for the Small Business 
Health Care Tax Credit if it has fewer 
than 25 full-time equivalent employees 
making an average of about $50,000 a 
year or less. Beginning in 2014, at least 

70 percent of the em-
ployer’s full-time em-
ployees must enroll 
in the SHOP plan for 
the small business 
to qualify for the tax 
credit and the busi-

ness must pay at least 50 percent of 
its full-time employees’ premium costs. 
Also beginning in 2014 the tax credit 
is worth up to 50 percent of the em-
ployer’s contribution toward employees’ 
premium costs and it is available only for 
plans purchased through the SHOP Mar-
ketplace. To find out if a company quali-
fies for the Small Business Health Care 
Tax Credit, you can visit www.IRS.gov or 
consult with a tax advisor.

Open enrollment for the Health Insur-
ance Marketplace begins on October 1, 
2013 and closes on March 31, 2014. 
Plans purchased through the Market-
place can take effect on or after Janu-
ary 1, 2014. After open enrollment ends, 
individuals may not be able to purchase 
health insurance through the Health In-
surance Marketplace until the next an-
nual enrollment period (unless they ex-
perience a qualifying event). 

The U.S. Department of Health and 
Human Services’ website at www.
healthcare.gov is the official source of 
information on the Health Insurance 
Marketplace. Another helpful website is 
the Center for Consumer Information & 
Insurance Oversight’s (CCIIO) Resources 
for Agents and Brokers in the Health 
Insurance Marketplace found at www.
cms.gov/CCIIO.

Navigators

Navigators will serve as in-person re-
sources for individuals who want ad-
ditional assistance in shopping for and 
enrolling in a health insurance plan. On 
August 15, HHS announced 105 naviga-
tor grants totaling $67 million. Four Loui-
siana organizations - Southwest 

Continued on page 23

Commissioner of Insurance
      

Louisiana Department of 
Insurance

            

public@ldi.state.la.us

Contact the 
Louisiana 

Department of 
Insurance at

www.ldi.state.la.us

 or call 
1-800-259-5300

Update on health Care Marketplaces 
and Navigators 
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Passing It On!
By Jody M. Boudreaux, CAE, CIC, CISR

This month’s benefit of the month 
is education…in case you couldn’t 

tell. We’ve highlighted our schedule 
for our 2014 CISR & CPIA classes. If 
you’ve ever thought about getting a 
designation before, maybe 2014 is 
your year. You can get the breakdown 
of our classes on our website at www.
piaoflouisiana.com by clicking the Edu-
cation tab.

We also offer financial assistance for 
members who want to get that profes-
sional designation. The PIA Scholarship 
awards at least four $250 
scholarships each year. 
I say at least, because 
the committee has been 
known to be generous and 
offer six! The deadline just 
passed for this year, but 
keep it in mind for the fu-
ture. Check this out on the website as 
well. You can download the application 
and start planning your submission for 
2014!

In addition to regular classroom set-
tings, we also offer online classes. 
First, you can get your CISR designa-
tion entirely online if that’s the way 
you prefer to learn. Now, I will warn you 
that some find it a bit more challeng-
ing this way, so don’t be discouraged if 
you have a difficult time with the test. 
You can always return to the classroom 
setting if needed. You can also receive 
general continuing education credits 
this way, which is always great if you’re 
in a pinch to get your credits fast. It’s a 
great alternative for getting your flood 
and ethics credits needed with each 
renewal period. Check both of these 
out by going to our website!

We have a write-up on page 13 on our 
in-house classes. Don’t forget about 
this option for any personalized class-
es you might want us to do. We can co-
ordinate CISR or CPIA classes this way 

or you can choose 
any topic you’d like 
your employees to 
learn more about…
just let us know and 
we’ll find the right 
speaker for you! 

I figured I’d also take this opportunity 
to “educate” you on the continuing 
education & license renewal process. 
Most of you have already gone through 
it as 2014 was the P&C renewal year, 

but I still get questions 
from time to time about 
this process. 

First, I want to make sure 
that you all know that 
you can obtain 4 hours 
of continuing educa-

tion credit just by attending your local 
chapter meetings. If you attend 75% 
of the chapter meetings over a two (2) 
year P&C renewal period, you qualify 
for these hours. Also, if you serve on 
a committee, chapter, state or YIPs 
Board, you automatically get this cred-
it. This provides just one more benefit 
to being active in PIA!

Regarding the license re-
newal, I just want to re-
mind members that you 
only need to submit CE 
credits during the P&C re-
newal period if you have a 
dual license. You also only 
need 24 hours for both li-

censes and the hours can come from 
any area of study – P&C or L&H. 

You also may obtain these hours any 
way you like – live, correspondence, 
online or carryover. This is a change 
they made with the other changes in 
conjunction with the birth month re-
newal conversion.

For other frequently asked questions 
about this process, please refer once 
again to our Education tab of the web-
site at www.piaoflouisiana.com. 

Lastly, in the area of education, we 
want to remind you to think of PIA as an 
extension of your staff. Let us be your 
research resource. Whether you have a 
question about your renewal process, 
Citizens, some new law that passed, or 
even just some business-related issue, 
let us do the research for you. We are 
here to serve you! 

Executive Vice President,
      

PIA of Louisiana
            

jody@piaoflouisiana.com

Save the Date! 
PiA of LouisiAnA’s 

71st AnnuAL 
Convention

July   19-22 , 2014
Marriott grand Hotel

Point Clear, AL
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PIA Errors & Omissions
By Curtis M. Pearsall, CPCU, AIAF, CPIA

Wouldn’t it be nice to have “mulligans” in E&O?   

In the world of golf, the subject of 
“mulligans” often comes up before a 
group starts to play. A mulligan is a 
“do-over.” If a golfer hits a bad shot, 
he or she can call a mulligan and hit 
the shot over. The premise is that the 
second shot will be better than the 
first, and the first shot won’t count.

Wouldn’t it be nice to have mulligans 
in errors and omis-
sions? After an E&O 
claim is made, the 
producer or customer 
service representative 
could get a mulligan – 
a “do-over” – to fix things, say, if there 
is no documentation or the documen-
tation is not at the level it should be. 
If a producer misspoke as to how cov-
erage would apply, he or she could 
go back, correct themselves and all 
would be forgiven. This would result 
in fewer E&O claims and fewer dollars 
paid out on those claims made.

A claim example
The following claim scenario took 
place a number of years ago: 

A bar owner did not have liability in-
surance, but was required by a new 
landlord to secure GL coverage. The 
bar owner spoke with one of the bar’s 
patrons, who happened to be a cus-
tomer service representative at a lo-
cal agency. The CSR indicated that the 
agency would provide the bar owner 
with a proposal. The proposal was pro-
vided and coverage was purchased. 
There was no documentation in the 
agency file/management system as 
to the exact nature and content of the 
discussion.

After a big party at the bar, 
a patron hit a car, killing 
the driver, who was presi-
dent of the senior class 
at the local high school. 
When the bar owner was 
served with a lawsuit, it was brought 
to the agency. During a discussion 
with the agency, the bar owner was 
advised that the policy did not cover 

liquor liability claims. 
The bar owner then 
filed suit against the 
agency.

During the trial, the 
CSR admitted, “I can’t 

document everything. If I did, I would 
never get any work done.” She testi-
fied that she personally delivered the 
policy when she stopped one night 
on her way home to have a couple of 
beers. She said she explained to the 
bar owner about the protection afford-
ed by the GL policy and that liquor lia-
bility claims would not be covered. The 
producer claimed to have explained 
this, too. Again, there were no notes 
in the system reflecting the personal 
delivery of the policy or the discussion 
that subsequently developed.

In turn, the bar owner testified that: 1) 
he was not a sophisticated insurance 
buyer and 2) he definitely would have 
bought coverage for liquor liability had 
he known that the GL policy did not 
provide it. His comments were some-
thing to the effect of “I have a bar, so 
why wouldn’t I buy coverage for liquor 
claims?”

It is what it is
In all probability, the bar owner knew 
he did not have coverage for liquor 
claims, but with nothing document-

ed, the legal system 
found the agent lia-
ble and a settlement 
was reached.

Do you think the pro-
ducer and CSR wish they had a couple 
of mulligans to fix some areas after the 
claim was made against them? With-
out a doubt – but that’s not the way 
it works. When an E&O claim is made 
against an agency, the file “is what it 
is.” While it is acceptable for an agent 
to organize the file, at no time should 
an agent add or delete anything from 
it. No “do-overs!”

So what does this essentially mean? It 
means that when agency staff – pro-
ducers, customer service representa-
tives, accounting folks, receptionist, 
etc. – performs a particular task, if 
that task should be documented, it 
gets documented. Imagine the impact 
on the judge and the jury when the 
CSR in the above claim admitted she 
did not document the discussion and 
that there were other files and discus-
sions that weren’t documented. 

Clearly, the odds of an agency prevail-
ing in an E&O matter are strength-
ened when documentation in the file 
is handled promptly, professionally 
and accurately. The odds are also en-
hanced significantly when the file 
reflects documentation back to the 
customer, memorializing the various 
conversations and decisions. 

Agencies and their staff must be ex-
tremely serious about this and make 
every effort to have a culture and com-
mitment that tolerates nothing but 
the best. Using an audit process is a 
great vehicle for ensuring that agency 
expectations are met because, in the 
world of agents’ E&O, unfortunately, 
there are no mulligans. 

Special Consultant
Utica Nat’l E&O Program

Utica Mutual Insurance Co.
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Customer Service/Claims: 
888.671.AHIC (2442)
www.accesshomeinsurance.com

Disaster.

Access Home Insurance Company is a 
Louisiana-domiciled admitted carrier.  

When a loss takes place, policyholders need answers. They need an insurance company with the 
experience and knowledge to help them through the tough times. They need Access Home.

Although we are relatively new,  Access Home is owned and operated by insurance professionals with over 
100 years combined experience in property catastrophe insurance.  

We understand what it takes to get policyholders back on their feet as quickly as possible.  And, our 
responses to Hurricane Isaac in 2012 and a major hailstorm (New Orleans West Bank) in 2013 show we 
perform at a superior level.

When disaster strikes… Access Home is the key to your recovery.

Experience. Knowledge. Performance.

INSURANCE

AccessFullPageAd3image.indd   1 10/3/13   8:02 AM
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190 New Camellia Blvd.  n  Covington, LA 70433-7812 
Ph: 985.892.7428  n  Toll Free: 800.256.2171  n  Fax: 985.892.4282  n  www.RPSins.comCOVINGTON

We are Happy to Announce that
RPS First Premium will soon be

RPS Covington!

RPS
Covington

April Carter
acarter@hullco.com

504-872-3288
Fax: 866-449-8184

Dave LeBlanc
dleblanc@hullco.com

504-613-5365
Fax:  866-310-3169

Dru Garland
dgarland@hullco.com

504-613-5364
Fax:  866-831-8758

JV Franks
jfranks@hullco.com

504-613-5367
Fax:  866-823-5337

Chad Harrington
charrington@hullco.com

504-613-5368
Fax:  855-439-7437
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Small Office Tenant Package
Auto Physical Damage
Commercial Property

General Liability
Inland Marine

Cargo
And More!!!And More!!! PO Drawer 887

Ruston, La 71273

1-800-661-7905
Fax: 318-768-3025

FOREST INSURANCE FACILITIES
Commercial Wholesale Brokerage

Specializing in:
• Property, Casualty, Inland Marine
• Umbrellas and Packages

PHONE: (504) 831-8040

131 Airline Drive, Suite 300, Metairie, LA 70001-6266
P.O. Box 7635, Metairie, LA 70010-7635

FAX: (504) 831-4499

Wayne Forest Jr.

Stacy JohnsonCourtney Donato

Wayne Forest Matthew Forest

Taylor Johnson

RUSTON, LA • TOLL FREE: 1-800-372-4827 • FAX: 318-255-9477 or 318-255-9422
Southern States General Agency

Personal Lines
• Comprehensive Mobile Home Program
• Dwelling Fire Program

• General Liability
• Property
• Garage Liability
• Commercial Automobile
• Poultry & Swine Program
• Farm & Ranch
• Logging
• Builder's Risk
• Boiler & Machinery
• Equipment Breakdown

Commercial Lines

• American Alternative Insurance Corporation – A
• American Reliable Insurance Company – A
• Arch Insurance Company – A-
• Argonaut Midwest Insurance Company – A
• Colony Insurance Company – A
• Hallmark Specialty Insurance Company – A-
• Hartford Steam Boiler – A+
• Maxum Indemnity Company – A-
• The Republic Group* – A-
• Voyager Indemnity – A
* The Rating is applicable to each company of The Republic Group

Representing these  fine companies:
Ratings: A(Excellent) A-(Excellent) A+ (Superior)

"The Standard
For Service"

Welcome NeW 
members!

Bouvier Insurance 
Consultants
Larose, LA

 
Dave Brennan Insurance Inc.

Hammond, LA
 

herbert-Wiltz Insurance 
Services

New Orleans, LA
 

SageSure Insurance 
Managers
Kenner, LA

 
Southern National 

Financial Corporation
Houston, TX
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PROFESSIONAL  
INSURANCE AGENTS  

OF LOUISIANA 

           Earn your 
CPIA Designation 

 
The Certified Professional Insurance Agent (CPIA) is first‐of‐its kind, hands‐on, how‐to training. To 
earn the designation, candidates are required to participate  in a series of three, one‐day Insurance 
Success Seminars. These  seminars are designed  to enhance  the ability of producers,  sales  support 
staff  and  company  personnel  to  efficiently  create  and  distribute  effective  insurance  programs.  
Throughout each section of the seminars tips for preventing Errors & Omissions are highlighted & 
discussed. Participants leave each class with ideas that will produce sales results immediately. 
 

The three Insurance Success Seminars are: 
 
CPIA 1 ‐ Position for Success 
Course Objectives: During this program, participants are encouraged to focus on internal/external factors 
affecting the development of effective business plans. Factors discussed include a review of the state of 
the insurance marketplace; analysis of competitive pressures; necessary insurance carrier underwriting 
criteria; and consumer expectations and understanding. 

CPIA 2 - Implement for Success  
Course Objectives: During this session, participants will be provided with specific tools for  analyzing 
consumer needs; will learn to utilize risk identification techniques to gather pertinent information; will 
develop skills necessary to assimilate information gathered into a customized protection program; and 
will participate in exercises designed to promote effective delivery of proven solutions. 

CPIA 3 ‐ Sustain Success  
Course Objectives: This program focuses on fulfilling the implied promises contained in the insuring 
agreement. Students will review methods of providing evidence of insurance coverage; will    discuss poli‐
cies and procedures for controlling E&O including policy review and delivery, endorsements, claims proc‐
essing, and handling of client complaints.  This course includes a review of Professional Expectations; the 
Law of Agency, and Legal and Ethical Standards. 
 
PIA of Louisiana is the only provider in the state to offer this groundbreaking designation. This is perfect 
for producers and CSR’s working in your agency!  

 
 

 

 

• No Test Required 
• Sales Based ideas that count for 

CE credit 
• E&O Highlights in every class 
 

Seminar Fees (Per Seminar):
PIA Member: $150.00 
Non-PIA Member: $175.00 
For more information  or to 
schedule a class, please contact: 
Coleen Brooks 
coleen@piaoflouisiana.com
1-800-349-3434
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• Cost Effective: Eliminate travel-related expenses, reduce time spent away 
from the office.  

• CE Credits: Courses approved for Louisiana Continuing Education
Requirements.

• Convenient:  Conducted at the facility of your choice. 

• Consistent: Your entire staff learns the same comprehensive information.  

• Variety: Available programs  include  CISR, CPIA , Ethics or Flood classes. 

• Hassle-free: PIA takes care of all the details - from faculty travel to course 
books and supplies. 

Want PIA of Louisiana to bring the nation’s top insurance training  
programs right to your office? 

For more information about PIA’s education programs  
Please contact Coleen Brooks @ (800) 349-3434    or    Coleen@piaoflouisiana.com

PIA of Louisiana 

2014 CPIA SCHEDULE 
(Tentative)

Spring Series – Classes held in Lake Charles and Covington areas 
CPIA-1  February 2014 Position For Success 
CPIA-2 March 2014  Implement For Success 
CPIA-3  April 2014  Sustain Success

Fall Series – Classes to be held in Lafayette and New Orleans areas 
CPIA-1    September 2014 Position For Success 
CPIA-2 October 2014 Implement For Success 
CPIA-3 November 2014 Sustain Success 

For more information or to register for a class, please contact 
Coleen Brooks at 225-766-7770 or coleen@piaoflouisiana.com
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PIA of Louisiana 

2014 CISR SCHEDULE 

Personal Residential    Commercial Property
February   4:  Shreveport    March 18:  New Orleans 
February   5:  Lafayette    March 19:  Baton Rouge 
February 11:  Baton Rouge   March 25:  Shreveport 
February 12:  New Orleans   March 26:  Lafayette 

Personal Lines Misc.     Commercial Casualty-1
April   8:  Shreveport    May   7:   Lafayette 
April   9:  Lafayette    May   8:   Shreveport
April 10:  Baton Rouge    May 13:   New Orleans 
April 11:  New Orleans    May 14:   Baton Rouge

William T. Hold      Commercial Casualty-2   
June   3:  Shreveport    August 19:  Lafayette   
June   4:  Lafayette     August 20:  Baton Rouge 
June   5:  New Orleans    August 21:  New Orleans

August 28:  Shreveport

Dynamics of Service     Personal Auto
September 10: Baton Rouge   October   8:  New Orleans 
September 11: Lafayette    October   9:  Baton Rouge 
September 12: Shreveport   October 15:  Shreveport 
        October 16:  Lafayette 

Elm. of  Risk  Management
April:          Baton Rouge
May:           Shreveport 
October:      Lafayette
November:  New Orleans

Facilities: 
Shreveport- Homewood Suites 5485 Financial Plaza; Shreveport, LA 71129
Lafayette- Hilton Garden Inn- 2350 W. Congress St.; Lafayette, LA 70506 
Baton Rouge- Hyatt Place Baton Rouge- 6080 Bluebonnet Blvd.; Baton Rouge, LA 70809 
New Orleans- Hilton N.O. Airport- 901 Airline Hwy.; Kenner, LA 70062 

Register Online at WWW.PIAOFLOUISIANA.COM
Please contact Coleen Brooks at PIA of Louisiana if you have any questions. 

225-766-7770 or coleen@piaoflouisiana.com
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Whatever your plans this weekend, we’re ready to join you.  
Servicing more than 2500 businesses across 63 parishes is no small 
feat. And we know that you agents are working just as hard. So however 
you choose to relax this weekend, we’ll be right there with you.

lciwc.com  ::  985-612-1230

 

Partner News

Louisiana Gov. Bobby Jindal has ap-
pointed LUBA Workers’ Comp CEO Da-
vid Bondy to the Louisiana Educational 
Television Authority as an at-large 
member.

LETA operates a network of six Loui-
siana public broadcasting television 
stations in Alexandria, Baton Rouge, 
Lafayette, Lake Charles, Monroe and 
Shreveport. Known as Louisiana Pub-
lic Broadcasting, the network offers 
educational, informational and cultural 
programs. 
 
Bondy is the founder and CEO of LUBA 
Workers’ Comp. Based in Baton Rouge, 
La., LUBA provides coverage in Louisi-
ana, Arkansas and Mississippi through 
select, local independent insurance 
agencies. Specializing in workers’ 
comp for more than two decades, LUBA 
offers superior service and complete 
claims services. For more information, 
visit www.lubawc.com.

Bondy Appointed to LA 
Educational TV Board

Richie Clements Installed As PIA National President-Elect
We’d like to congratulate one of our very own, Richie Cle-
ments for being installed as PIA National’s President-elect. 
The new national officers of the National Association of Pro-
fessional Insurance Agents (PIA) were installed during the 
group’s September 22, 2013, Board of Directors meeting 
held in Las Vegas, Nevada. Each of the officers will serve 
one-year terms that began on October 1, 2013 and runs 
through September 30, 2014.
 

As of October 1, 2013, John G. Lee, CIC, CPIA, LUTCF, of 
Fredericksburg, Virginia becomes President; Richard A. 
Clements, CIC, of Chalmette, Louisiana becomes Presi-
dent-elect; Robert W. Hansen, Jr., CPIA, LUTCF, of Omaha, 
Nebraska becomes Vice President/Treasurer; Gary W. 
Blackwell, Jr., CPCU, of Corinth, Maine becomes Secretary/
Assistant Treasurer; and Andrew C. Harris, CIC, CPCU, CRM, 
ARM, AIS, of Colts Neck, New Jersey becomes Immediate 
Past President. 
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PIA of Louisiana’s 2013 CISR Conferment Ceremony
PIA of Louisiana honored those who earned the CISR desig-
nation over the past 12 months by inviting them to a CISR 
Conferment Ceremony held at Oak Lodge in October.

In order to obtain the CISR designation, a participant must 
complete 5 of the 9 offered CISR courses and success-
fully pass a test at the end of each class. Of the 51 new 
Louisiana designees, 19 of them were in attendance at 
the luncheon. Receiving their CISR pin from The National 

Alliance’s Academic Director, Michael Kersgard, CIC, CLU, 
were: Amanda Carawan, Mallori Champagne, Lori Cusima-
no, Lauren Eiserloh, Michelle Ellis, Tiffany Fruchtnicht, Julee 
Graham, Shannon Knight, Katie Liljeberg, Andrea Mansur, 
Melanie Michael, Robbin Parsons, Margot Reinhard, Gloria 
Riggin, Ericka Schnebelen, Stacy Scott, Sheryl Spann, Eliza-
beth Stone, and Renee Walker.

Congratulations to all the New CISR’s.

PIA of Louisiana’s Outstanding Customer Service 
Representative of the Year Named

Each year PIA of Louisiana along with The National Alliance solicit nomi-
nees for the Outstanding Customer Service Representative of the Year. 
Established in 1991, it is the highest honor for outstanding CSR’s. State 
winners receive a framed certificate of recognition, a cash award, and 
become a finalist in the national competition.

The National Alliance’s Academic Director, Michael Kersgard, CIC, CLU 
was on hand to honor Ms. Stacey Booth, CIC, CISR, AIS, AINS with Eustis 
Insurance as the 2013 Outstanding Customer Service Representative 
of the Year for Louisiana. Stacey has been in the insurance industry for 
17 years. She is a Supervisor and Account Manager of Personal Lines at 
Eustis Insurance in Mandeville, La. She earned her CISR designation in 
2007 and her CIC designation in 2010. 

We congratulate Stacey and wish her luck on the national competition.
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service as unique as a two dollar bill sm

We finance.                   Insureds benefit.                   You profit.

Contact us today for details.

 Lucy Lindsey
832-350-2079

Lindsey@capitalpremium.net www.capitalpremium.net

We are Capital Premium Financing, proud Sponsor, Supporter,
and endorsed Partner of PIA of Louisiana.

With exclusive profit sharing programs and service options, financing insurance
premiums has never been so easy or so profitable.  Our unique approach puts

.

If we havent met, let us introduce ourselves
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There when things get ugly.
(Especially on bad hair days.)

Sometimes, things get hairy. All you need is creative underwriting 
or help with a complex claim, stat. 

Imperial’s customer-focused response gets you through those 
tough spots fast with experience and impeccable service that’s 
all about you. Because when you look good, we look good too. 

And as an industry leader, Imperial is committed to doing things 
the right way first.

The Imperial lion has always symbolized strength. Rediscover the 
new Imperial and unleash your agency’s most beautiful roar. 

ImperialFire.com  •  800-960-7777
Insuring peace of mind through Auto, Property & Flood.
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Four Sales Truths to Set You Free
by John Chapin

If you’re going to be successful in sales over the 
long haul, there are four concepts you need to 
fully accept and buy into. Missing any one of 
these will either prevent you from getting off 
the ground at all, or, if you do get off the ground, 
missing one of these will sabotage your long-
term success and happiness.
 
Four Ideas to Take Control of your Sales Career
 
1) It’s not about chasing the sale.
Almost everything you chase runs away, and 
you probably don’t want any part of the things 
that don’t run away. It’s recently been proven 
that even Great White Sharks will swim in the 
other direction if you swim at them and most 
prospects are far more timid than your average 
shark. 
 
Instead of chasing the sale, work on the connec-
tion and the relationship. Your objective here is 
to make it all about the other person. And by 
the way, there is no new relationship selling, 
it’s always been about relationships. The best 
salespeople, the ones who have had success-
ful careers over the long haul, have not burnt 
out, and have led happy, fulfilling lives both per-
sonally and professionally, have always focused 
on doing what’s right for the other person. That 
said, are there some sale-chasers out there 
who have experienced some success? Yes, but 
it usually comes at the expense of other areas 
such as: their character, their reputation and 
their personal life. I’m also guessing they aren’t 
people you like or admire on a personal level. 
So in order to have a long, happy, successful 
sales career, take care of people and relation-
ships and instead of having to chase sales, the 
sales will chase you.
 
2) You have to be completely accountable.
You need to have several levels of accountability 
in place to ensure you do what you need to do 
in order to be successful. The most important 
is accountability to yourself. That said, even the 
strongest and most self-disciplined among us 
will allow ourselves to falter from time to time, 
so it’s important to have a second and perhaps 
even third layer of accountability. Your second 
level consists of people you work with and other 
professionals, this group includes: managers 
and bosses, coaches and mentors, mastermind 
groups, and, in some cases, may even include 
your peers. The third level of accountability in-
cludes friends, family, and other acquaintanc-
es. All that said, ultimately the buck stops with 
you. Even with other people checking on you, 
it’s possible to cut corners, lie, and otherwise 
fudge things in your favor. You’ve got to push 
yourself and be willing to do whatever it takes 
to hold your feet to the fire even if that includes 
devices such as trap contracts and large fines.

3) You’ve got to be brutally 
     honest with yourself.
You have to see yourself, and your sales career, 
warts and all. If you don’t have the sales you 
need, the prospects you need, and the overall 

results you want, it’s probably your fault. Own 
it and do something about it. This doesn’t 
mean you have to beat yourself up to the point 
where you feel so badly about yourself that you 
can’t perform. At the same time, you need to 
get enough leverage on yourself that you push 
yourself to get the job done every day. There’s 
a happy-medium and balance here, but I find 
that most people are not half as tough on them-
selves as they need to be. Most people will skirt 
responsibility and point the finger elsewhere 
when it comes to reasons for their failure. Ac-
cept responsibility, grab the bull by the horns, 
and get to work. Success or failure is complete-
ly up to you.

4) You have to get organized and 
     get control of your time.
Getting organized and getting control of your 
time begins with goals and a plan. Decide what 
your business goals are for the year and then 
break them down to monthly, weekly, and daily 
activity. 

 Organize, clean up, and set up your work area, 
files, computer, calendar, and other tools and 
then get to work. This doesn’t have to be com-
plicated but it does take hard work and self-dis-
cipline to stick to your plan and do what must 
be done every day. 
 
When you’re at work, work. And when you’re 
working, make sure it’s on the items that will 
give you the most return on your time, effort 
and energy. You should be working on the 20% 
of items that give you 80% of your results, all 
other items should be delegated or eliminated. 
In sales, most of your time should be spent 
prospecting, presenting and closing. Continue 
to improve your organization and time manage-
ment until you are spending 80-90%, or more, 
of your time in these three key areas and then 
put checks and balances in place to keep your-
self at that level. 
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www.LRA.org

IT’S 
ABOUT 
TIME

to save 
your 
clients 
money.

THE LRA SIF  PROVIDES:
· NEW! Class code rate reductions, effective Jan. 1, 2014
· WE handle all claims, NOT a third party
· Generous agent commission structure
· $100M in dividends returned to members

Let us provide a free comparison quote. Call (504) 454-2277 or e-mail lrasifquote@lra.org.
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A new logo for

a new era.

Upon our acquisition

by National Indemnity

Company/Berkshire Hathaway

in October of 2012, a new and

improved GUARD emerged. A year later,

we are pleased to introduce a new logo that

better reflects our ENHANCED GUARD BRAND. As

you can see, we highlight the immense resources available

to us through our ultimate parent as we continue climbing to the

top of our industry . . . while retaining reminders of the steps behind

us – an assurance that the best of our old values still remain.

Join us as we reach new heights: visit www.guard.com/apply

Berkshire Hathaway GUARD Insurance Companies are rated A+ (“SUPERIOR”) by A.M. Best Company and

specialize in small- to mid-sized accounts – featuring Workers' Compensation coverage in 35 states and

complementary Businessowner's Policy (BOP), Umbrella, and Commercial Auto products in select jurisdictions.

GUARD
BERKSHIRE HATHAWAY

INSURANCE

COMPANIES

Continued from page 6
(Commissioner’s Column) 

Louisiana Area Health Education Center, 
Southern United Neighborhoods, Capital 
Area Agency on Aging, District II, Inc. and 
Martin Luther King Health Center, Inc. – 
were awarded a total of $1.767 million in 
grant funding. 

The Louisiana Department of Insurance 
(LDI) has completed the rulemaking process 
required to create registration and regula-
tion procedures for navigators in Louisiana. 
We issued Regulation 101 for this purpose 
on July 20. Regulation 101 is aligned with 
federal law and prohibits navigators from en-
gaging in any activities that would require a 
health and accident producer license. It pro-
hibits navigators from offering advice, rec-
ommendations or any form of endorsement 
of a particular health benefit plan or health 
and accident insurance product. Regulation 
101 also requires navigators to register with 
the LDI. In addition, reports that navigators 
submit to CMS must also be submitted to 
the LDI. The regulation also calls for navi-
gators to submit evidence of completion of 
HHS’s required training to LDI as part of the 
registration process. 

A public hearing on Regulation 101 was 
held on August 28 and the deadline for com-
ments to be submitted was August 30. Three 

substantive comments were made regard-
ing Regulation 101.  One was that LDI add 
training requirements for navigators in addi-
tion to those required by the feds. In the first 
year of operation of the navigator program, 
there will not be additional training beyond 
that required by CMS.  However, additional 
training can be required by the Legislature 
in the future. 

A second comment was in the form of the 
question, “Does each individual navigator 
register with the LDI?” In response to that 
comment, the LDI makes clear that only the 
grantee will be required to complete the reg-
istration form. Each grantee will be required 
to maintain an accurate and up-to-date list 
of individuals serving as navigators on be-
half of the navigator grantee. The navigator 
grantee must file that list with the LDI. 

A third suggestion was that all three types 
of reporting required at the federal level also 
be filed with the Department of Insurance 
within 10 days of filing with the appropriate 
federal office. We plan to make this revision, 
thereby creating uniformity in the reporting 
requirements. 

An oversight hearing of the Joint Louisiana 
House of Representatives and Senate Insur-
ance Committee was held on September 17 
and approved Regulation 101. Our plans are 
to publish the final rule on navigators in the 

October 20, 2013 Louisiana Register. 
A third role in addition to producers and navi-
gators is allowed in the Health Insurance 
Marketplace. If an organization is a commu-
nity health center or other health care pro-
vider, hospital, a non-federal governmental 
or non-profit social service agency and would 
like to help by training staff to assist people 
applying for coverage through the Market-
place, they can apply to be a Certified appli-
cation counselor (CAC) organization through 
the CMS website.

We appreciate the support and valuable sug-
gestions of producers regarding navigator 
regulation and I recognize the incredible ef-
fort taking place to gear up for the extensive 
market changes taking effect in 2014. As I 
meet with my fellow state insurance regula-
tors I have heard of the undertaking each of 
the states is going through to get up and run-
ning with their own version of this federally-
mandated program. Even though HHS will 
implement the Marketplace in Louisiana, 
both the LDI and Louisiana Department of 
Health and Hospitals are expecting a large 
number of requests for information on the 
law and its ramifications for individuals. We 
are grateful for your hard work and efforts to 
educate yourselves on the extensive chang-
es coming to health care and I look forward 
to continuing to work together for the benefit 
of our health insurance consumers. 
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Grow your 
physician business.

Looking to cultivate new business from your physician 

clients or even attract new ones? Offer professional liability 

coverage. Doctors are required to carry it, plus The 

Physicians’ Trust is one of Louisiana’s most trusted providers. 

Get your commissions growing by contacting Kathy Terry at 

225-368-3828 or kathyterry@thephysicianstrust.com.

ThePhysic iansTrust.com

4646 Sherwood Common Blvd.  |  Baton Rouge,  LA 70816
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Member Benefit in Focus

Coming to Louisiana Soon — 
New PIA Member Benefit Offers

Chance to Reduce Agency MVR Expenses

If the high cost of running motor vehicle reports (MVRs) is a problem in your 
agency, PIA might be able to help. PIA has entered into an exclusive partner-
ship with Drivers History to offer DocIT™, a web-based, proprietary database 
of driver violation data that is available to agents at a fraction of the cost of a 
typical MVR. 

DocIT contains traffic and criminal traffic violation information on drivers 
sourced directly from court records (not the MVR). This information can be 
used to prequalify all applicants, or can be used as a prescreen in front of your 
MVR ordering process to point you to the small percentage of drivers who will 
actually have ratable activity. 

PIA members can access DocIT’s traffic violation information for as little as 
75¢ per transaction.* Compare that to the price of an MVR! 

DocIT is currently available in AK, CT, FL, IL, MD, MN, NJ, ND, OH, OK, PA, SC, 
VA, WI and WY, with plans to be available in AZ and OR before the end of 2013. 
More states to follow in 2014. 

DocIT is available exclusively to PIA members. 

Learn More: 
To learn more about the practical applications of DocIT in your agency, or to 
register for a free informational webinar, please visit PIA National’s DocIT web-
page at www.pianet.com/docit.



Congratulations to these 6 Louisiana independent agents who’ve  
qualified for the Progressive Signature Agent® program*.

These agenTs have made Their marK

The Signature Agent program recognizes and rewards agents for selling an average of at least one preferred 
Progressive personal auto policy per week.

This elite group will receive higher commissions, unlimited CE courses and enhanced marketing support 
from the Progressive agency brand team.

More commission. More rewards. More reasons to prefer Progressive.

To find out how you can become a Progressive Signature Agent, contact your account sales representative. 

They join these 49 agents who have already earned Signature Agent status.

©2012 Progressive Casualty Insurance Company and its affiliates, Mayfield Village, Ohio.  09A00214.AP2.LA (08/12)
*The Signature Agent Program is not available in all states. For a list of states where it is available, contact your Progressive
account sales representative. The Signature Agent Program is only available to agents. We define a preferred auto policy as
one in which the named insured: Is a homeowner, has continuous insurance with no lapses, and has a good driving record.
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