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The Louisiana Legislature has an 
infamous reputation for its colorful 
politics, but by all accounts, the 
2015 Regular Session of the 
Louisiana Legislature promises 
to be the strangest in anyone’s 
memory.  

With regard to insurance 
legislation, the 2015 session has 
the lowest bill count and the least 
number of controversial bills in 
many, many years.  The Senate 
Insurance Committee has 10 
bills, and the House Insurance 
Committee has 19 bills, for a grand 
total of 29 insurance bills.  When 
you add in building code, tort, 
public safety, and other business 
related bills that might be of 
interest to independent agents, 
IIABL is monitoring 60 total bills.  
To put this in perspective, we 
normally track 200-300 bills each 
session.  Weird!

A few years ago, in the wake of 
Hurricanes Katrina and Rita, we 
were fighting for our lives in the 
Louisiana Legislature as legislators 
reacted to the horror stories 
of their constituents.  Why the 
historic reduction in insurance 
legislation this year?  A number of 

factors have come together, and it is 
just like Christmas!  

Although Louisiana insurance rates 
are still high, especially personal 
automobile and homeowners 
rates, the market has improved 
dramatically.  We may not have A+ 
rated national insurance companies 
writing new business in our state, 
but specialty, highly reinsured, 
homeowners companies have 
created adequate market capacity 
and even created some competition.  
The personal automobile market 
is very expensive, and the market 
has tightened, but it is still readily 
available.  The surplus lines market 
has filled the void for commercial 
property, commercial casualty is 
holding steady, and the workers 
compensation market is still 
competitive.  Insurance markets 
are pretty good, legislators are 
not hearing complaints from their 
constituents, so the insurance 
industry is no longer the bull’s-eye 
target in the legislature.

Another factor is that this is an 
election year.  Legislators do 
not want to deal with a lot of 
controversial bills that make people 
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angry…they just want to 
go home and work on their 
campaigns to get reelected.  
IIABL had planned on 
introducing several bills 
this year, but legislators 
asked that we not bring 
any legislation unless it was 
absolutely necessary.  In 
that spirit, we decided to 
lay low this year and play 
defense.

Finally, the budget problems 
facing the legislature 
this year really are so 
monumental that legislators 
need to spend all their time 
trying to address the $1.2 
Billion deficit, and they do 
not want to be distracted 
by other issues, including 

consensus that health 
care and higher education 
has been cut to the bone, 
and just can’t take the 
cuts necessary to balance 
this budget deficit.  So, 
what happens when the 
unstoppable force meets the 
immovable object?  We are 
going to find out in the next 
60 days. 

Important Insurance 
Bills of the 2015 
Legislative Session can 
be found on page 4.

insurance.  They have 
kicked the state budget can 
down the road as far as they 
can in recent years.  There 
are no more government 
services to privatize, there 
are no more funds to raid, 
there are no more rabbits 
to pull out of the budget 
hat.  The budget problems 
are greatly complicated 
by Governor Jindal’s 
presidential aspirations 
and pledge not to raise 
taxes.  Statutory and 
constitutional protections 
prevent widespread budget 
cuts across most of state 
government, leaving health 
care and higher education 
as the only places to 
cut.  There is a growing 
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IIABL Benefits March Madness

Thanks to all of you that submitted your sweet 16 
brackets for the IIABL Benefits March Madness.  We 
are pleased to announce the following winners: 
 
1st place and winner of a $100.00 gift card is 
Teri Jackson with Woodard, Walker & Mullin in 
Minden. 
 
2nd place and winner of a $50.00 gift card is 
Paul Owen with John Hendry Insurance in 
Zachary. 
 
3rd place and winner of a $25.00 gift card 
is Debra Landry with Perkins & McKenzie 
Insurance in Baton Rouge.

The winning IIABL benefits are: 
 
Champion Benefit – Advocacy 
Although there were several submissions with 
Advocacy as the Champion Benefit, it was Teri’s 
testimonial that crowned her the victor. 
 
Teri’s testimonial:  “I chose advocacy because 
without those who stand up for our industry the 
rest of the contenders on this list fall apart.”  Well 
said Teri!!! 
 
Visit the Advocacy section of the IIABL website for 
information on:

Louisiana Legislature
•	 Frequently Requested Stat-

utes

•	 Legislative Summaries

•	 Legislative Information

•	 Grassroots System

•	 IIABL PAC

•	 Louisiana Legislature

Louisiana Department of 
Insurance

•	 LDI Regulations

•	 LDI Producer Licensing Portal

•	 LDI Surplus Lines White Lists

Insurance Industry Affairs 

Congress
•	 Federal Issues

•	 InsurPac

Congratulations to the 
Duke Blue Devils on their 
NCAA title and to the IIABL 
Advocay Benefit - two great 
champions!!

1st and 2nd Runner-Up 
Benefit winners on page 7

http://www.iiabl.com/Advocacy/Pages/default.aspx
http://www.iiabl.com/Advocacy/Pages/default.aspx
http://www.iiabl.com/Advocacy/Pages/LALegislature/Statutes/default.aspx
http://www.iiabl.com/Advocacy/Pages/LALegislature/Statutes/default.aspx
http://www.iiabl.com/Advocacy/Pages/LALegislature/Summaries/default.aspx
http://www.iiabl.com/Advocacy/Pages/LALegislature/Information/default.aspx
http://www.iiabl.com/Advocacy/Pages/LALegislature/Grassroots/default.aspx
http://www.iiabl.com/Advocacy/Pages/LALegislature/PAC/default.aspx
http://www.iiabl.com/Advocacy/Pages/LALegislature/Legislature/default.aspx
http://www.iiabl.com/Advocacy/Pages/LADeptIns/Regulations/default.aspx
http://www.iiabl.com/Advocacy/Pages/LADeptIns/Licensing/default.aspx
http://www.iiabl.com/Advocacy/Pages/LADeptIns/SurplusLines/default.aspx
http://www.iiabl.com/Advocacy/Pages/IndAffairs/default.aspx
http://www.iiabl.com/Advocacy/Pages/Congress/FedIssues/default.aspx
http://www.iiabl.com/Advocacy/Pages/Congress/PAC.aspx
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1st Runner-Up Benefit – Education
 
The Education section of the IIABL website takes a diverse approach which includes: 
 
Continuing Education
Online Education
IIABL Resources Guide
Online Prelicensing Education
CSR Boot Camp
New Producer License
Renew Producer License

2nd Runner-Up Benefit – Ask Mike

Ask Mike is IIABL’s very own version of Ask An Expert.  IIABL Director of Education 
Mike Edwards, CPCU, AAI is available to answer your technical questions. The Ask 
Mike column is a monthly feature in the Louisiana Agent Newsletter.  These columns 
are based on IIABL member & associate member questions that Mike has received, 
researched and answered.  It is an excellent resource with both commercial & personal 
lines subjects. 
An archive of all of the Ask Mike articles dating back to 2004 can be found on the IIABL 
website, Ask Mike Index 2015.
If you have a question for Mike you can either send an email, medwards65@aol.com or 
give him a call at 678.513-4390.

IIABL Benefits March Madness (continued)

http://www.iiabl.com/Education/Pages/Resources/default.aspx
http://www.iiabl.com/Education/Pages/CESeminars/default.aspx
http://www.iiabl.com/Education/Pages/OnlineEd/default.aspx
http://www.iiabl.com/Education/Pages/Resources/default.aspx
http://www.iiabl.com/Education/Pages/prelicensing/default.aspx
http://www.iiabl.com/Education/Pages/BootCamp/default.aspx
http://www.iiabl.com/Education/Pages/NewProducer/default.aspx
http://www.iiabl.com/Education/Pages/RenewProducer/default.aspx
http://www.iiabl.com/Information/Pages/InsuranceInfo/AskMike/default.aspx
http://www.iiabl.com/Information/SiteAssets/Ask%20Mike%20Index_2015.pdf
mailto:medwards65@aol.com
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The IIABL Board of 
Directors met at the 
Shreveport Hilton on March 
20, 2015.  The meeting 
started with comments from 
Insurance Commissioner 
Jim Donelon.  The 
Commissioner highlighted 
some of the improvements 
in the Louisiana insurance 
market in recent years, 
outlined some of the 
current initiatives of the 
Department of Insurance, 
and discussed some of his 
legislative proposals for the 
2015 Session.

IIABL President Mickey 
Bennett reported to the 
board that the IIABL 
Executive Committee 
had recently met with 

March IIABL Board of Driectors Meeting

believes that places the 
responsibility to verify, 
retain and provide a copy of 
the completed UM Selection 
Form to the policyholder 
on the insurance company, 
not on the insurance agent.  
The Commissioner is 
considering our request and 
will respond in the coming 
weeks.

IIABL President Mickey 
Bennett also reported to the 
board that Commissioner 
Donelon had recently issued 
a Draft LDI Bulletin on 
Producer Compensation.  
The proposed bulletin 
clarifies that supplemental 
benefit insurance products 
may be sold with variable 
negotiated commissions.  

Commissioner Donelon 
and asked him to issue 
a Bulletin to automobile 
insurers requiring them to 
verify, retain and provide 
uninsured motorist selection 
forms to policyholders as 
part of the policy based on 
IIABL’s reading of current 
law.  The IIABL Executive 
Committee explained to 
Commissioner Donelon 
that many automobile 
insurers have delegated 
all responsibility for UM 
Selection Forms to agents 
and then hold agents 
legally liable for any 
deficiencies in those forms.  
The UM statute clearly 
makes a completed UM 
Selection Form a part of 
the auto policy, and IIABL 

continued on page 27 
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Fireman’s Fund Personal Insurance Transition to ACE
By Aimee Fawns, Director, Big “I” Markets

Fireman’s Fund sold their 
renewal rights to ACE Group 
on April 1, 2015. With the 
sale finalized we’re able to 
communicate how this will 
impact our Big “I” Markets 
policies. Please read in its 
entirety below, paying close 
attention to the information 
and any links embedded. 
If you have any questions 
please contact me at 
Aimee.Fawns@iiaba.net or 
Nancy Doherty at Nancy.
Doherty@iiaba.net.  
 
Throughout this transition 
we are striving to ensure 
that your experience, 
and that of your clients, 
continues as seamlessly 
as possible. A key part of 
this is providing you with 
the information you need 

to keep your customers 
informed about what’s 
happening.  
 
As new information is 
received or develops we’ll 
communicate via Two for 
Tuesday as well as in the 
Product News and Updates 
area on the login screen of 
www.bigimarkets.com and 
the Affluent Program - New 
Business product page in 
the personal lines menu 
once you log in to www.
bigimarkets.com.  
 
New Business  
As of April 1, 2015 
Fireman’s Fund is no longer 
accepting new business. 
This includes new home 
purchases that are unable 
to be endorsed on an 

existing Fireman’s Fund 
policy for any number of 
reasons. If we are unable to 
process your endorsement 
request we will notify 
you via your insured’s 
quote detail. An ACORD 
application will be required 
to submit the risk to ACE.  
 
If you have a new business 
quote that was issued prior 
to 4/1/15 with an effective 
date less than 30 days in 
the future, it will remain 
eligible to be written as is 
with Fireman’s Fund. We 
are unable to modify the 
quote, but can issue the 
policy and then process 
endorsements to amend 
coverage. 
 
 

mailto:Aimee.Fawns@iiaba.net
mailto:Nancy.Doherty@iiaba.net
mailto:Nancy.Doherty@iiaba.net
http://www.mmsend66.com/link.cfm?r=160982924&sid=72386500&m=9810226&u=IIABA&j=27038388&s=http://www.bigimarkets.com/
http://www.mmsend66.com/link.cfm?r=160982924&sid=72386500&m=9810226&u=IIABA&j=27038388&s=http://www.bigimarkets.com/
http://www.mmsend66.com/link.cfm?r=160982924&sid=72386500&m=9810226&u=IIABA&j=27038388&s=http://www.bigimarkets.com/
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continued on page 12

Fireman’s Fund Personal Insurance Transition to ACE (continued)
 

coverages and credits 
as much as possible. 
They will also 
combine all policies 
sharing the same 
effective date into 
one package. If there 
are other policies for 
the insured with a 
later effective date 
the conversion team 
will not pick that 
up. However, Big “I” 
Markets will add it 
to the renewal quote 
at, and only at, the 
request of the sub-
producing agency. 

o The ACE conversion 
team will release 
the quote to Big “I” 
Markets. We will pull 
the quote from ACE’s 

system and post in 
your client’s quote 
detail as soon as it’s 
available to us. Your 
agency will have 
about 10 days to 
review the quote for 
missing coverages, 
premium questions, 
add additional 
locations, etc. 

o It is your agency’s 
responsibility to 
review the account 
and compare with 
the Fireman’s Fund 
expiring policy(ies). 
Big “I” Markets 
does not have the 
relationship with 
your insured and 
therefore is not 
in a position to 

Renewals  
Coverage for existing 
Fireman’s Fund 
policyholders will continue 
until their policies are non-
renewed at expiration in 
accordance with state law. 
We expect this process to 
begin with policies expiring 
in the third quarter of this 
year in most states, at 
which time ACE is expected 
to make offers of coverage 
to most Fireman’s Fund 
policyholders.  
 
The renewal conversion 
process with Big “I” Markets 
will go as follows: 

o ACE conversion 
team will enter the 
Fireman’s Fund policy 
into their system 
to quote, matching 
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make sure the ACE 
renewal offer is 
accurate to your 
insured’s exposure 
and expiring 
coverage. 

o Please communicate 
any questions or 
change requests via 
your client’s Quote 
Detail on www.
bigimarkets.com. 
No requests will be 
accepted outside of 
the Big “I” Markets 
system. 

o About 45 days prior to 
the expiration date the 
renewal offer will be 
locked down and sent 
to the insured with 
a letter about ACE. 

Fireman’s Fund Personal Insurance Transition to ACE (continued)
 

specific account, state, and 
line of business for a faster 
response.  
 
Claims & Risk Services 
 
The claim reporting 
procedures remain the 
same; you can continue to 
use Fireman’s Fund claim 
reporting options, including 
online, telephone (888 
FIREHAT), and fax contact 
numbers found on www.
bigimarkets.com. You may 
also contact ACE’s claims 
team by phone: (800) 945-
7461 or by email: prsfirst_
reports@acegroup.com. 
Please be assured these 
numbers will not change 
throughout the transition, 
and either method will 
direct your claim to the 
appropriate claims team.  
 
Legal Notifications to 
Policyholders
  
As required by law in 
certain states, Fireman’s 
Fund has begun sending 
notifications to policyholders 
that Fireman’s Fund is 
withdrawing from all 
personal lines insurance 
business in those states. 
They sent the first 
notification of this type 
on March 13, 2015 to 
policyholders in New Jersey. 
Going forward, we’ll notify 
you in advance of when 
these messages are being 
sent in each state so you’re 
prepared for any questions 
your customers might have. 

A copy of that letter 
will be provided as 
soon as ACE makes it 
available to us. 

o Changes after the 
renewal offer is 
sent to the insured 
will require an 
endorsement to the 
policy. 

Commission & Policy 
Administration 
 
Commission rates will be 
paid in accordance with the 
agreements of the carrier 
who is writing the coverage. 
As commission rates vary 
based on the state and line 
of business please contact 
us with specific questions. 
Be sure to advise the 

http://www.mmsend66.com/link.cfm?r=160982924&sid=72386500&m=9810226&u=IIABA&j=27038388&s=http://www.bigimarkets.com/
http://www.mmsend66.com/link.cfm?r=160982924&sid=72386500&m=9810226&u=IIABA&j=27038388&s=http://www.bigimarkets.com/
http://www.mmsend66.com/link.cfm?r=160982924&sid=72386501&m=9810226&u=IIABA&j=27038388&s=https://www.firemansfund.com/home/policyholders/claim_center/claim-center/index.html
http://www.bigimarkets.com
http://www.bigimarkets.com
mailto:prsfirst_reports@acegroup.com
mailto:prsfirst_reports@acegroup.com
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Fireman’s Fund Personal Insurance Transition to ACE (continued)
 

iiaba.net or 703-706-5389 
to explore this option. 
 
About ACE 
 
With operations in 54 
countries, $36 billion in 
capital, and ratings of AA 
from Standard & Poor’s 
and A++ from A.M. Best, 
ACE is one of the largest 
and strongest insurance 
companies in the world.

policy(ies). A sample policy 
of ACE’s Platinum Portfolio is 
available upon request. 
 
Have a Fireman’s Fund 
direct appointment but 
will not become an ACE 
appointed agent?
  
Big “I” Markets is very 
experienced in moving 
books of business from 
agents who have lost their 
appointments, rolling nearly 
$1MM in premium from 
Fireman’s Fund terminated 
agents last year alone. 
We will offer the same 
opportunity to Fireman’s 
Fund directly appointed 
agents who will not become 
an ACE directly appointed 
agent. Please contact Nancy 
Doherty at nancy.doherty@

Note, one renewal notice 
will be sent for each policy 
number the insured has 
with Fireman’s Fund. Please 
watch Two for Tuesday and 
the pages on Big “I” Markets 
for this information.  
 
Additional Information
  
Please click here to view the 
Fireman’s Fund Conversion: 
Frequently Asked Questions 
- 1st Edition. Again, please 
pay close attention to future 
editions of Two for Tuesday, 
the login page of www.
bigimarkets.com and the 
Affluent Program product 
page once you log in to 
www.bigimarkets.com.  
 
Though Big “I” Markets will 
make every effort to post 
all renewal quotes to your 
insured’s quote detail, we 
highly recommend running 
an expiration report in 
your agency’s agency 
management system and 
follow it closely. If a renewal 
offer hasn’t been posted 
within 55 days of the 
expiration date please post 
a message asking for the 
status. It is very important 
to remember as the sub-
producer of the policy your 
agency is responsible for 
the complete review and 
interpretation of coverages 
offered and/or missing. 
Big “I” Markets cannot and 
will not be responsible for 
the thorough review and 
comparison of your insured’s 
Fireman’s Fund and/or ACE 

mailto:Nancy.Doherty@iiaba.net
mailto:Nancy.Doherty@iiaba.net
http://www.mmsend66.com/link.cfm?r=160982924&sid=72386502&m=9810226&u=IIABA&j=27038388&s=http://www.independentagent.com/SiteAssets/TFT/Ads/AdDocs/FFaffluentFAQ.pdf
http://www.mmsend66.com/link.cfm?r=160982924&sid=72386500&m=9810226&u=IIABA&j=27038388&s=http://www.bigimarkets.com/
http://www.mmsend66.com/link.cfm?r=160982924&sid=72386500&m=9810226&u=IIABA&j=27038388&s=http://www.bigimarkets.com/
http://www.mmsend66.com/link.cfm?r=160982924&sid=72386500&m=9810226&u=IIABA&j=27038388&s=http://www.bigimarkets.com/
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IIABL Gives Back 
Trusted Choice® Bowling Event Benefitting Make A Wish

Gold Sponsors
 
Dwight W. Andrus Insurance 
Financial Assurance, LLC 
IIABL 
Moreman, Moore & Co 
Regions Insurance

Silver Sponsors
 
Continental Insurance 
Services 
EMC Insurance Companies 
LA Workers Compensation 
Corp 
Progressive 
Selective Insurance

Bronze Sponsor
Bourg Insurance Agency 
Daul Insurance Agency 
Forest Insurance Facilities 
Gilsbar, Inc. 
Homebuilders SIF 
Imperial PFS 
KBK Insurance Group 
Lensing, Lensing, 
Cunningham & Hager 
Southwest Risk 
Stonetrust Commercial 
Insurance 
Thomson, Smith Leach 
Insurance 
Wright Flood

2015 marks the 3rd year that IIABL members & associate members from around the state 
participated in this fun bowling event fundraiser.  This year IIABL will donate $26,350.00 
to the local Make A Wish organization.  Three wishes will now come true because of the 
contributions from IIABL members & associate members. 

Pictured above is Rex the recipient of one of the 2014 wishes we were able to grant.  Rex 
and his family were able to attend the Baton Rouge bowling event.  Rex suffers from an 
unspecified disease of the spinal cord. This causes diseases of the nervous system and 
senses organs. It was a special night to be with Rex and his family.  Their appreciation to 
the IIABL membership for granting Rex’s wish to go to Disney World made this a special 
night. 
We would like to thank the following Agencies, Companies & Brokers for your sponsorship 
contributions: 
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The legislative session is 
underway in Baton Rouge 
and budget matters top 
the agenda. Facing a $1.6 
billion budget shortfall in 
the coming fiscal year, 
lawmakers will grapple 
with ways to find revenue 
and minimize the impact 
of cuts. The Louisiana 
Department of Insurance 
(LDI) is facing a cut of $5 
million in the next fiscal 
year in addition to a $1.4 
million mid-year cut in 
this fiscal year. Because 
it is a fiscal session, the 
LDI legislative package 
is limited to just over a 
dozen bills and includes 

COMMISSIONER JIM DONELON

Department of Insurance Proposed Legislation

CO
M

M
IS

SI
O

N
ER

’S
 CORNER

measures that address 
property and casualty 
issues that are not 
only of importance 
in Louisiana, but hot 
button issues nationally.

The rapid expansion of 
transportation network 
companies (TNCs) such 
as Uber and Lyft raises 
many issues about 
insurance coverage 
for TNCs and their 
drivers. A TNC arranges 
transportation for a fee 
using a digital network 
usually accessed 
through a smartphone 
application (app). The 

TNC terms of service 
generally indicate 
that the TNC does not 
provide transportation, 
but rather a service 
connecting passengers 
in need of a ride with 
drivers using their own 
vehicles. 

TNCs operate in dozens 
of cities, including New 
Orleans, Baton Rouge 
and Lafayette. With such 
rapid growth, questions 
over potential coverage 
gaps have emerged 
because TNC drivers use 
their personal cars and 
do not have commercial 

I encourage 
you to become 
involved in 
the legislative 
process by 
logging into the 
Legislature’s 
website at www.
legis.la.gov. 

16

http://www.legis.la.gov
http://www.legis.la.gov
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auto insurance. Personal 
auto policies generally 
have a livery exclusion and 
auto insurers have been 
concerned about potential 
losses from the additional 
exposure.
 
Our proposed legislation, 
SB 172, The Transportation 
Network Company Motor 
Vehicle Responsibility 
Law, establishes insurance 
guidelines for ridesharing 
companies and their drivers. 
The bill’s provisions include 
required coverage in what 
the rideshare industry refers 
to as “Period 1” when the 
driver has the app turned 
on but has not yet been 
matched with a passenger. 
While the bill’s required 
coverage was initially 
25/50/25, the measure 
is being amended to 
reflect a recently released 

that the passenger occupies 
the vehicle (Period 3).

The transportation network 
company insurance for 
Periods 1, 2, and 3 may 
be provided by the driver, 
the TNC, or a combination 
of both. Regardless of any 
insurance carried by a 
driver, a TNC must maintain 
at all times a policy of 
insurance that would 
assume responsibility for 
payment of a claim from the 
first dollar in the event a 
driver’s insurance failed or 
did not cover the required 
minimum limits. Nothing in 
the bill preempts municipal 
or parochial regulation of 
ridesharing. Other states 
enacting similar legislation 
include California, Colorado, 
Illinois, Virginia, and Utah 
as well as the District of 
Columbia (D.C.) Similar 

compromise bill that 
mandates primary insurance 
coverage of 50/100/25 
during Period 1. The 
compromise model bill has 
the support of the American 
Insurance Association (AIA), 
the Property and Casualty 
Insurers Association of 
America (PCIAA), several 
major insurers as well as 
Uber and Lyft.

A driver matched with a 
passenger is in Period 2 
and must be covered by a 
$1 million policy for death/
personal injury/property 
damage; also uninsured/
underinsured motorist 
coverage in the amount of 
$1 million. This coverage is 
in place from the time that 
the match is made to the 
time that the passenger is 
picked up (Period 2) and 
continues during the time 

continued on page 18
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legislation is being considered in Florida, South 
Carolina, Georgia, Oklahoma, Tennessee, Missouri 
and other states.

Another proposed measure that the LDI is 
supporting addresses the use of OEM or original 
equipment manufacturer safety parts in vehicle 
repairs. The proposed legislation, HB 337, 
prohibits the use of aftermarket, non-original 
equipment manufacturer parts when they affect 
the safe operation of a vehicle. The legislation 
also prohibits an insurer from specifying the use 
of non-OEM parts in the repair of a vehicle – and 
prohibits a repair facility from using non-OEM 
parts to repair a vehicle – unless the consumer is 
advised in writing before the repair takes place. 
Current law prohibits an insurer from specifying 
the use of non-OEM aftermarket crash parts 
(which are metal or plastic parts which generally 
constitute the exterior of a vehicle) without first 
notifying the policyholder. HB 337 also states 
that in the event that only non-OEM aftermarket 
parts are available, the insurer must provide the 
customer a disclosure letting them know that OEM 
parts were not commercially available.

A third proposed P&C bill, SB 195, would 
implement the Louisiana Property Insurance 
Mediation Program. The program would provide 
a non-adversarial alternative dispute resolution 
procedure that would help avoid a potentially 
expensive and time-consuming adversarial 
process before litigation. Following Hurricanes 
Katrina and Rita, Louisiana implemented a 
successful mediation program that was designed 
to serve as a non-adversarial alternative to 
litigation. Of the more than 12,000 claimants that 
sought mediation, 80 percent were settled prior to 
or during the mediation session. 

Those eligible for the proposed program would be 
residential and commercial residential property 
policyholders who have a claim of at least $1,000. 
As with the program implemented following 
Hurricane Katrina, the insurer would bear the 
costs of the mediation. If the bill is approved, the 
LDI will develop guidelines for the qualification 

and selection of mediators and 
criteria for the conduct of mediation 
conferences.

The LDI is also supporting a handful 
of measures that impact surplus 
lines insurance. HB 259 repeals my 
authority to enter the Nonadmitted 
Insurance Multi-State Agreement 
(NIMA) or other surplus lines tax-
sharing compacts or agreements 
with other states. In addition to 
withdrawing from NIMA, the bill 
would lower the surplus lines tax 
rate from 5 percent to 4.85 percent 
and expand the tax base to include 
premium allocated to other states 
who tax our share of exposure on 
a policy covering risks in Louisiana 
to achieve revenue neutrality. 
Withdrawal from NIMA would also 
eliminate the clearinghouse fees paid 

COMMISSIONER JIM DONELON
 (continued) 

continued on page 21
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to the Florida Surplus Lines 
Service Office by Louisiana 
policyholders. 

HB 214 would provide for the 
creation of “domestic surplus 
lines insurers” that would 
be able to sell surplus lines 
insurance in Louisiana while 
being a domestic insurer. 
Currently, Louisiana does not 
allow for this. A surplus lines 
insurer is either an approved 
or eligible unauthorized 
insurer (pursuant to R.S. 
22:435 and 436.) By 
definition an unauthorized 
insurer does not hold a 
certificate of authority from 
this state, so under current 
law a domestic insurer 
may not sell in Louisiana 

on a surplus lines basis—
basically, free from rate 
and form regulation and 
guaranty fund participation. 

“Domestic surplus lines 
insurers” would sell surplus 
lines insurance in the state 
of domicile—Louisiana—and 
would not sell authorized 
or “admitted” insurance in 
this state. The idea was 
pioneered in Illinois in the 
1990s and it has also been 
adopted in Oklahoma, 
Arkansas, Montana, North 
Dakota, New Hampshire, 
New Jersey and Delaware. 

As always additional 
proposed insurance 
legislation will be moving 

through the session that 
may impact you and your 
business in some way. I 
encourage you to become 
involved in the legislative 
process by logging into 
the Legislature’s website 
at www.legis.la.gov. You 
can also connect with the 
LDI on Social Media by 
following us on Twitter @
LAInsuranceDept for updates 
on the status of LDI bills. 

COMMISSIONER JIM DONELON
 (continued) 

http://www.legis.la.gov
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Q.  I’d like your thoughts 
on how to write a 
condominium unit which 
is owned by an LLC.  I 
occasionally see homes 
and condo units held 
in a Personal Trust, but 
this is the first one I’ve 
seen where a home or 
condo unit is owned by 
an LLC.  I don’t have all 
the information on this 
account yet, so I haven’t 
approached any markets 
as of now.  While I’m 
waiting on the remaining 
underwriting information to 
come in, I wanted to get an 
idea of how to handle this.  
For example, would this 
type of exposure be written 
with an HO-6 Unit–Owners 
Form, or with a Dwelling 
Form?  Is there a Dwelling 
Form equivalent of the HO-
6?

A.  I think this is going to 
be one of those proverbial 
“round peg-square hole” 
situations, which seem to 
pop up now and then.  As 
a colleague of mine often 
says, “Writing an insurance 
account is like opening 
a box of Cracker Jacks – 
there’s a surprise in every 
box.” 

I think the Dwelling 
Program will be the most 
likely way you end up 
writing this condo unit 
owned by a Limited Liability 
Company (LLC), so here 
are some key points that I 
hope will help.

The coverage forms.  
Condo units are generally 

Subject: Condo Unit 
Owned by an LLC

Ask Mike
?

IIABL Director of Education, 
Mike Edwards is available to 
answer technical questions 

from IIABL members. To 
submit a technical question, 

contact 
Mike Edwards, CPCU, AAI, at 
medwards65@aol.com or call 

(678) 513-4390. 
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written with either the 
Basic Form DP 00 01 
(DWG-1 LA), or the Broad 
Form DP 00 02 (DWG-2 
LA).  The Special Form 
DP 00 03 (DWG-3 LA) is 
not customarily used on 
condos, but I’ve been told 
that some markets use that 
form for condos.

Endorsements.  
Keeping in mind that the 
Dwelling Program is not 
an indivisible package 
of coverages like the 
Homeowners Program, 
each coverage part 
(Coverage A, B, C, D, and 
E) of the Dwelling Program 
can be written separately. 

Building items .  In lieu 
of writing Coverage A, 
which does not adequately 
describe the types 
of building property 

appropriate to the 
condominium exposure, 
the Unit-Owners Coverage 
DP 17 66 or DP 1767 
(DWG-E278 LA) is used. 

Personal Property.  If 
coverage for personal 
property is desired, a 
specific limit of coverage is 
shown in the Declarations.

Perils.  If the Broad Form 
DP 00 02 (DWG-2 LA) 
is used, the perils which 
apply to building items 
and personal property 
are the 16 Named Perils.  
Attachment of DP 04 65 
(DWG-E279 LA) Special 
Coverage endorsement 
provides “open perils” 
(often referred to as “all-
risk”) coverage for unit 
owners building items (as 
described in the DP 17 66 
or DP 1767 (DWG-E278 LA) 
endorsement).  If Coverage 
C is provided, that property 
is still subject to Named 
Perils.

Loss of rents and/or 
additional living expenses.  
A limit of insurance for 
either of these coverages 
must be scheduled on the 
policy.

Loss assessment – 
Property.  In the event 
of a property assessment 
by the condo association, 
coverage can be provided 
with endorsement DP 04 
63 (DWG-E280 LA) Loss 
Assessment Property 
Coverage.  A limit of loss 
assessment coverage must 
be scheduled on the policy.

mailto:medwards65@aol.com
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Liability/Medical Payments.  
Endorsement DL 24 01 
Personal Liability provides 
coverage similar to Section 
II of the Homeowners 
Policy.  The DP 24 03 
Personal Liability Schedule 
is also added, as a way to 
show the limits of insurance 
and other information.

Loss assessment – Liability.  
In the event of a liability 
assessment by the condo 
association, coverage 
can be provided with 
endorsement DL 24 14 
Loss Assessment Liability 
Coverage.  A limit of loss 
assessment coverage must 
be scheduled on the policy.

Case study example 
#1.  Assume Jack and Jill 

Smith (husband and wife), 
after consultation with their 
accountant and attorney, 
form JJS, LLC, in order to 
purchase a condo unit on 
the lake. The condo will be 
their primary residence, 
and neither they, nor 
the LLC, own any other 
residential locations.   In 
My Perfect Insurance 
World (MPIW), here is how 
coverage would be written.

Named insured.  The 
named insured would be 
JJS,LLC.  I’m an insurance 
nerd and not an attorney, 
but it is my understanding 
that the LLC is the sole 
owner of the condo unit, 

and therefore, should be 
the only named insured.  
What coverage does 
that give Jack and Jill 
personally?  Very little, 
but in MPIW, business 
interests and personal 
interests should be written 
separately, as much as 
possible.  Therefore, the 
LLC, and Jack & Jill, would 
each have their own 
insurance.

The LLC needs adequate 
coverage on the building 
items, any personal 
property owned by the LLC, 
property loss assessment, 
premises liability 
coverage, and liability loss 
assessment.

Jack and Jill could get 
their personal exposures 

continued on page 24
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covered with an HO-4.  
Their exposures arising out 
their legal relationship with, 
or ownership of, JJS, LLC, 
would need to be handled 
with commercial insurance, 
in my view.  

For example, JJS, LLC 
should have a CGL or BOP 
in place, even if it is the 
named insured on the 
Dwelling Form, since the 
LLC potentially has other 
exposures.  Under an ISO 
CGL or BOP, “members” of 
an LLC (Jack and Jill) are 
insureds “with respect to 
the conduct of your (JJS, 
LLC) business.” 

Variations.  Some insurers 
write the Dwelling Policy 
in the name of the LLC 
and at least one (or more) 

Insured.  I’m OK with the 
latter.

Case study example #2.  
Assume that the condo is 
not Jack and Jill’s primary 
residence.  Under any 
variation using the Dwelling 
Program (see above), I 
would want Jack and Jill to 
extend as much coverage 
as possible (property 
and liability) from the 
Homeowners Policy on their 
primary residence.

One potential gap is 
Additional Living Expense 
(ALE).   Under the ISO 
Homeowners Policy, ALE 
applies if there is covered 
damage to the “residence 
premises,” which is their 
main residence, and not 
the condo.  ISO offers no 

Ask Mike
continued
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of the members of the 
LLC, especially where the 
LLC is made up of family 
members, and there is no 
active business exposure.  
In MPIW, that’s OK, but I 
would still prefer that Jack 
and Jill purchase an HO-
4, which will provide them 
with far better coverages 
and options than relying 
solely on a Dwelling Form.

Other insurers will issue an 
HO-6, which is specifically 
designed for the condo 
exposure.  Some will name 
the LLC as the named 
insured, while others name 
Jack and Jill as named 
insureds, and then list 
the LLC as an Additional 
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Ask Mike
continued

option to extend ALE to 
apply to another residence.

Under the Dwelling Form, 
coverage for ALE can be 
purchased.   However, 
if the named insured is 
the LLC only, I’m not 
sure that Jack and Jill 
would have any coverage, 
since ALE applies to “any 
necessary increase in living 
expenses incurred by you 
so that your household 
can maintain its normal 
standard of living.”  In the 
Dwelling and Homeowners 
Forms, “you” is defined 
as the named insured and 
resident spouse. 

For this and other potential 
gaps, I think Jack and Jill 
should purchase an HO-4.

Case study example 
#3.  In addition to the 
condo at the lake, JJS, 
LLC owns two other condo 
units in another part of 
the state, all 3 of which 
are rented full time.  In 
addition, JJS, LLC owns 
550 acres of timber, plus 4 
residential lots available for 
development.

Needless to say, this is 
a commercial exposure.  
Assuming the underwriter 
is aware of the extent of 
the LLC’s holdings, the 
insurer might still write the 
property coverage for the 
condo on the lake with a 
Dwelling Form, but would 
in all likelihood not provide 

any liability coverage.

Getting the Big Picture.  
All of the examples 
above are from real 
situations.  Therefore, 
my first recommendation 
would be to get a clear 
understanding of all the 
holdings of the LLC.  In 
addition, the underwriter 
will probably want to know 
the members, or at least 
their relationship (family or 
not, for example).  From 
an E&O standpoint (but 
not speaking as an E&O 
attorney myself), I’m not 
sure you have a duty to 
track down all the potential 
tentacles of JJS, LLC’s 
holdings and operations, 
if they only ask you to 
insure this single condo 
unit.  However, that duty 

continued on page 26
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might change, if the agency 
is found to have a “special 
relationship” with Jack and 
Jill, which has developed 
from handling their insurance 
for years, including which you 
provided both coverage and 
advice

But E&O aside, I think 
it would be a part of the 
agency’s professional 
(and pragmatic) business 
practice to obtain a good 
understanding of each and 
every account that is written.

Additional information.  
Here are links to some 
articles on the IIABA’s Virtual 
University which I think you 
will find informative.

Ask Mike
continued
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“Insuring Rental Dwellings”
“Insuring Homes Owned by 
LLCs”
“HO Policies Are NOT for 
Corporations”
“Insuring Personal Trusts”
“Personal Trusts and the HO 
Policy”
“Another Look at Personal 
Trusts”

These materials are 
intended for educational 
purposes only and should 
not be relied upon as legal 
advice. Please consult a 
qualified attorney for legal 
advice.

Ask Mike is IIABL’s very own 
version of Ask An Expert.  
IIABL Director of Education 
Mike Edwards, CPCU, AAI 
is available to answer your 
technical questions. The Ask 
Mike column is a monthly 
feature in the Louisiana 
Agent Newsletter.  These 
columns are based on 
IIABL member & associate 
member questions that Mike 
has received, researched 
and answered.  It is an 
excellent resource with both 
commercial & personal lines 
subjects. 

An archive of all of the Ask 
Mike articles dating back to 
2004 can be found on the 
IIABL website, Ask Mike 
Index 2015.

http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Others/FacultyRentalDwgs.aspx
http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Insureds/FacultyLLCs.aspx
http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Insureds/FacultyLLCs.aspx
http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Insureds/FacultyCorporations.aspx
http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Insureds/FacultyCorporations.aspx
http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Insureds/FacultyTrusts.aspx
http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Insureds/ThompsonTrusts.aspx
http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Insureds/ThompsonTrusts.aspx
http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Insureds/EdwardsTrusts.aspx
http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Insureds/EdwardsTrusts.aspx
http://www.iiabl.com/Information/SiteAssets/Ask%20Mike%20Index_2015.pdf
http://www.iiabl.com/Information/SiteAssets/Ask%20Mike%20Index_2015.pdf
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review and discussion, the board approved the 
budget for next year.
         
IIABL Immediate Past President, Parke Ellis, 
gave the IIABL board a report for future 
officers and board members from the IIABL 
Nominating Committee.

IIABL Legislative Chairman, Brenda Case, 
gave a report on the 2015 IIABL Legislative 
Agenda.  IIABL had originally intended 
to introduce several bills during the 2015 
Legislative Session.  After consulting with 
numerous legislators, it became evident that 
the legislature is so focused on the enormous 
budget problems, that they have little appetite 
for dealing with other legislation unless it is 
urgent and important.  After further reflection, 
the IIABL Board decided to defer action on any 
insurance legislation until next year.  IIABL 
is anticipating a quiet legislative session with 
regard to insurance issues.

IIABL has no objections to this proposed 
bulletin.

      
Finally President Bennett reported to 
the board that LDI has drafted a revised 
Bulletin on rebating and valued added 
services which substantially revises 
previous bulletins and allows insurance 
producers to provide a wide range of 
value added services if those services are 
provided to the general public as well as 
customers.  This draft bulletin is designed 
to address the new model of insurance 
marketing represented by Zenefits and 
other health insurance providers who 
provide a wide range of internet based 
human resources in conjunction with 
their sales of health insurance.  IIABL 
has very serious reservations about this 
draft bulletin and the potential impact on 
consumers and insurance agents.  After 
a thorough discussion, the IIABL Board 
decided to send an email to Commissioner 
Donelon expressing our concerns about the 
proposed bulletin.  IIABL has submitted a 
detailed analysis of the proposed bulletin 
Commissioner Donelon and are waiting 
to hear back on the final version of this 
Bulletin. 

Independent Agents Service Corporation 
President, Jeff Mohr, updated the board 
on efforts to find ways to provide personal 
automobile and homeowners markets to 
small member agencies.  A significant 
majority of IIABL members have made 
it clear that they need better access to 
markets and want IIABL to assist them in 
this area.  IASC and IIABL are exploring 
ways to assist members with better access 
to markets.
                            
IIABL Secretary-Treasurer, Richard Jenkins 
and IIABL CEO, Jeff Albright, reviewed the 
proposed 2015-2016 IIABL Budget and 
highlighted the significant changes in the 
budget from last year.  After a thorough 

March IIABL Board of Directors Meeting
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