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Google / Amazon / Walmart Insurance

Is Wake-Up Call for Independent Agents (continued)

companies we represent with a few clicks of
a mouse 24/7/365 from the comfort of their
home.

How are we going to compete with that?

Independent agents must meet the
challenges from Google, Amazon, Walmart,
and other new insurance distribution
channels in three different areas.

First, we must embrace and develop world
class digital information systems and
technology solutions for communications,
marketing, sales and service. We are
already way behind this technology curve,
and we are still slow to see the need, let
alone embrace the technologies of the future.
We must use social media and other digital
communications to reach consumers. We
must have websites which are not simply

a digital marketing brochure, but allow
consumers to quote, bind and print policies,
make changes, file claims and take care of
business 24/7/365.

The vast majority of independent agents
cannot meet these technology challenges on
their own. The Big I created TrustedChoice.
com to assist our members with some of
these digital marketing challenges, but Big I

member agencies have been slow to embrace

TrustedChoice.com. By joining together as
cobranded TrustedChoice.com agents we can
establish an internet consumer agent portal
that gives us a meaningful presence on line.
ITABL will also help our member agencies by
sending you a check for $250 when you sign
up for a TrustedChoice.com subscription.

Second, we must become more effective
marketing and sales organizations. We
must become more adept at hiring and
developing successful producers. We must
create effective digital marketing strategies
that appeal to consumers wherever they are
in digital time and space. We must never
forget that while providing good customer

service is important...but our primary
purpose is to sell insurance.

Third, we must prove to consumers
that independent agents provide
valuable professional services which
are important...in a world where
insurance is a mouse click away...
we must prove that we are NOT a
commodity. We must differentiate
ourselves as professional advisors who
provide more than just an insurance
policy, but instead provide counsel
and customization and advocacy and
peace of mind.

Independent agents who meet these
challenges and find effective ways to
compete with Google and Amazon and
Walmart have a bright future. But we
must meet these challenges head-on.

HIGH VALUE HOMEOWNERS

WE WRITE IT ALL!!!

Send in your applications for Higher Valued Homes, High
net-worth Clientele, Inland and Coastal Properties, Owner
& Secondary Homes and Luxury Homes.

Contact your local RPS office today!

Patrick Moran,

Director-Local/Regional Client Relations
Patrick Moran@RPSins.com

Phone: 918.293.1838

Wendy Bowen,

Clients Relations Manager
Wendy Bowen@RPSins.com
Phone: 800.256.2171

®
.B
Risk Placement Services, Inc.

Knowledge. Relationships.
Trust and Confidence.



Acquisition Strateqy #3
REAL-TIME/DOWNLOAD

“Real-time answers
for real-time results.”

Sara Richards, Business Technology Analyst

When clients have questions about claims, EMC can
put the answers at your fingertips. The minute you
report a claim online, you'll get a claim number to
track real-time claim activity. It's just one of the many
reasons policyholders Count on EMC®.

count on
ANEMC )
4 Qr_uitgd Choice'
INSURANCE g e s
Jackson Branch: 800.677.1137 | Home Office: Des Moines, 1A www.emcins.com

© Copyright Employers Mutual Casualty Company 2015. All rights reserved.




Would you like 2015 to be the year your insurance agency finally starts showing
up in local search results?

The Complete 2015 Guide to Local SEO for Insurance Agents is the resource that contains
both the activities and tactics your agency should implement to maximize local SEO in 2015.

Local SEO should be a foundational piece of your insurance marketing strategy. The
following guide will help you dominate Local SEO in 2015!

Local SEO for Insurance Agents

Table of Contents:

On-Site Indicators Internal Linking Google Plus / Google Local
Client Reviews Social Media Backlinks

Visitor Behavior Citations Location-based Landing Pages

Mobile Website Additional Resources
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the single deductible endorsement | Bundle
at no additional cost. Then if you
have a single claim involving both
your home and your car, the
deductible on your Progressive
Home Advantage policy is reduced
by the amount of your auto deductible.
So it’s like paying one deductible.
Two great carriers, one unique bundle.
Now that’s Progressive.

\PROGRESSIVE ;
.(}ome ADVANTAG

Learn more today!

Contact your local Progressive
representative for more information.

|
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Report o

The ITIABL Board of
Directors met in New
Orleans on January

16, 2015. All 23 board
members from around
Louisiana attended the
meeting. The board
reviewed the finances,
management and other
routine business of IIABL.

The IIABL Board also
discussed plans for the
2015 Regular Session of
the Louisiana Legislature.
ITIABL has been preparing
to introduce legislation to
require the licensing and
regulation of insurance
consultants, and a bill to

producer of record statute
to surplus lines insurers.

Jeff Albright and David
Tatman discussed these
legislative proposals with
legislators and leadership,
they were advised to lay
low this session and bring
legislation in 2016. The
Legislature faces a bloody

education policy. All the
legislators really want to
do is get home and start
working on reelection.

part of valor...the IIABL

clarify the application of the

However, as IIABL lobbyists

budget battle and fights on

Discretion being the better

Board of Directors decided

to play defense in the 2015
Legislative Session, and
wait until 2016 to bring
legislation.

The board also had

the following strategic
discussions which we

hope will be of interest to
IIABL members. In the

fall of 2013, IIABL did

two extensive member
surveys to determine what
member agencies needed
and wanted from their
association. From those
surveys, the IIABL Board

of Directors developed the
current 2014-2017 Strategic
Plan. In addition to the
normal ongoing operations
of the association, the Plan
calls for IIABL to meet the
following three needs of our
member agencies:

1. Improved access to
markets for small
agents.

2. Resources to help
member agencies
hire and train new
employees.

3. Member involvement,
branding, networking
& communications.

The IIABL Board discussed
current and future efforts to
deliver these benefits to our

members.

Improved access to
markets for small agents.

Access to markets was

the overwhelming need
expressed by a significant
majority of IIABL members
who are smaller agencies
and have difficulty attracting
insurance companies and
meeting minimum premium
volume requirements.
ITABL is working on two
broad initiatives to improve
market access for small
member agents.

First, IIABL will continue our
longstanding work to attract
new market capacity to
Louisiana through our work
on regulatory reforms with
the Louisiana Department
of Insurance, statutory
reforms with the Louisiana
Legislature, and industry
reforms with insurance
companies and wholesale
brokers.

Second, IIABL is exploring
ways to help small agents
gain access to insurance
company contracts and
meet minimum volume
requirements by bringing
agencies together in new
and creative ways. This



is a significant challenge,
and the IIABL Board is
discussing and exploring

a variety of different
options to try to help small
agents gain access to more
markets.

Resources to help
member agencies hire
and train new employees

Developing adequate
staff talent has been a
challenge for independent
agents for many years,
but the problem is growing
worse as the Baby Boom
generation starts to retire.
Our members identified
this as their second most
important need in our
survey. We estimate that
half of the current agency
workforce will retire in the
next 10 years. Replacing

and growing the next
generation of talent is a
significant challenge.

To assist our members,
ITIABL has developed the
ITABL Agency Resource
Guide which provides
valuable information on
how to recruit, hire and
train new employees. We
also provide the Caliper
Profile to help agency
managers make good hiring
decisions. Last year, IIABL
added the WAHVE CSR
Leasing Program which a
number of IIABL member
agencies are using with
great success to help them
with temporary or long
term staffing challenges.

The IIABL Board discussed
the recent development of
the Louisiana Insurance

THE INDEPENDENT

CNA IS PROUD TO SUPPORT

INSURANCE AGENTS AND
EROKERS OF LOUISIANA.

Academy which trained and
graduated 11 new people
at Delgado Community
College in New Orleans in
the Accredited Customer
Service Representative
(ACSR) Program. This
first program was very
successful, but the board
discussed at length how the
program could be improved
and developed at other
community colleges around
the state. The challenges
of operating the Louisiana
Insurance Academy
statewide are daunting, but
the IIABL Board is exploring
ways to try to help train
new talent for ITIABL
members around the state.

Member involvement,
branding, networking &
communications

continued on page 22
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e State-of-the-art technology
* Instant online quotes
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Where are Potential E&O Claims Lurking in your Agency?

On the average 1 in 12 agencies
will report a potential E&O incident
to their E&O carrier in a given
year. You talk with agency owners
that over the years may have
never experienced an E&O claim
and you hear them say with an

air of confidence in their voice,

“it will never happen to me.” I'm
sorry to say but even the best

run agencies in the country with
the most thorough and consistent
agency procedures can be involved
in an E&O claim. Itis, however,
your agency practices and proce-
dures that can extricate you from
a claim or mitigate its impact

with a solid defense. Looking at
common errors we see in the Big
“I” Professional Liability Program,
the largest writer of agents E&O in
the country, can help you discover
some potential E&O claims lurking
within your agency.

In most cases in order for there

to be an E&O claim brought
against an agent there must be
an uncovered loss for which the
client or a third party suffered
damages generated from a breach
of the agents duties. So, the
leading E&O claim made against
agents is for “failure to procure”
coverage. When there is an
uncovered claim often times the
agents E&O carrier becomes the
insurance backstop. A more recent
trend is that even if the clients
claim is paid by the primary carrier,
that carrier is turning around and
suing the agency for damages the
carrier incurred from the agent’s
negligent error. On a macro

level, “failure to procure” types

of claims can be broken down in
two different but very interrelated

categories: knowledge and procedural based
errors. In general, knowledge- based errors
occur because of inadequate staff training or
familiarity with the coverage being offered or
an inability to appropriately analyze the risk
exposures to be insured. Procedural based
errors on the other hand are those that are
generated from a lack of timely action or
follow-up. Avoiding both knowledge-based and
procedural types of errors should be the overall
goal for the E&O risk management of the
agency. A few high level things your agency
can do to create a solid foundation within the
agency for avoiding E&O claims are:

1. Understand your state’s specific standard
of care.

2. Hire qualified employees and provide
adequate training.

3. Implement employee education programs
(both agency E&O and coverage lines in
general).

| AmTrusted

to provide my insureds with the best coverage.

The best agents in the industry recommend
the superior small-business insurance
coverage available only from AmTrust,

the 6th largest workers’ compensation
insurance provider in the nation.

R I_
AmTrust North America :
P Connect with us

An AmTrust Financial Company

A.M. Best rating of “A” n u m
(Excellent) FSC “XI” Your Success is Our Policy.®



Where are Potential E&O Claims Lurking in your Agency? (Continued)

4.  Implement and
monitor an agency
workflow procedures
manual. Periodically
allow comments from
staff on enhancements to
the workflow process.

5.  Use exposure
analysis checklists
on new business and
renewal accounts.

6. Thoroughly
document your client file
with offers and declina-
tions of coverage and
other vital client dialog
that would provide a
defense in the event of a
claim.

7.  Have an on-going
dialog with agency staff

throughout the year
about the importance of
avoiding E&O claims.

Now, let’s take a look at
the general demographics
of the claims made against
agents. Agency producers
are the ones in the agency
most frequently named in
E&O claims, followed by
CSR's. This is not surpris-
ing because they are the
ones who most frequent-
ly touch accounts. E&O
claims are most frequently
made on new business
transactions and com-
mercial lines policies drive
both claims frequency

and severity. Commercial
general liability is the
most common underlying

G
IRAY nsursnce company
INSURING YOUR LARGE CASUALTY RISKS

WWW.GRAYINSCO.COM - 504-888-T730

coverage in which claims
are made.

Below are the most
common types of E&O
claims made against
agents. These examples
can provide your agency
with direction on where
you may find existing E&O
claims lurking, just waiting
to rear their ugly head,
and where to focus on pre-
venting new ones.

1. Failing to
recommend a specific
coverage type or
adequate limits - This

is the most frequent
claim made against
agencies and these types
of errors can be con-
sidered both knowledge

continued on page 10




and procedural based
errors. Producers need to
be aware of the potential
for these types of E&O
claims.

Risk management
prevention tip: Using
risk analysis checklists
and questionnaires can
help uncover areas of
exposure to the client.
This is an excellent op-
portunity to increase
revenue for the agency by
offering needed products
to your customer. Also,
let the client select the
limits but do offer higher
limits to avoid the claim
of offering inadequate
limits. E&O claims revolve
around documentation so
make sure the client file

includes solid documenta-
tion including offerings
and declinations of
coverage and higher limits.
Review the policy when

it comes in to make sure
that the policy is reflective
of the information included
in the proposal. In those
states where the policy-
holder has duty to read
their policy it is especially
important to deliver the
policy in a timely fashion
as this could be a defense
strategy in a claim.

2. Failure to provide
timely notice of a claim

to the carrier — This is a
procedural driven error
that would seem to be
easily addressed within the
workflow procedures of

Stability. Longevity.
ir! S Y

the agency.

Risk management pre-
vention tip: First, don't
affirm or deny coverage,
that is the carrier’s job.
Second, clients need to un-
derstand the process they
should follow if a claim
occurs. During the policy
delivery process, reference
the provisions within

the policy that should be
followed should a claim
occur. If the policyholder
is responsible for reporting
claims directly to the
carrier let them know that
and document your file. If
claims are submitted to the
agency, endeavor to submit
them to the carrier within

a predetermined timeframe
and set a reminder in

22
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Where are Potential E&O Claims Lurking in your Agency? (continued)

the agency management
system to follow-up with
the carrier to be sure it

is being taken care of.

The client file should be
documented accordingly.
Finally, be sure to put on
notice any carriers who
might provide a defense
or coverage. This is espe-
cially important in areas of
liability and where excess
coverage may be involved.

3. Failure to process ap-
plications in an accurate
or timely manner -
Commonly seen, this is an
error more procedural in
nature.

Risk management
prevention tip:
Communications between

TO-PLACE
WILCOX

RNS &

U
CONQUER
THE
HARD-

the agency team respon-
sible for the new business
process is key with these
types of claims. The
person gathering the client
information for the appli-
cation, in most cases the
producer, needs to com-
municate effectively with
the person entering the
information and marketing
it to the carriers, the CSR.
The agency procedures
manual needs to outline
the process and make
certain that an appropriate
system for follow-up is in
place. Also, if the applica-
tion can not be processed
then confirm in writing

to the insured any time
and notify them of the
required information to
proceed.

N

[4

New Orleans, Louisiana | 504.838.9941
toll free 800.442.8621 | fax 504.834.3615
neworleans.burnsandwilcox.com

4.  Failure to duplicate
coverage upon renewal -
This error is another that
straddles the line of proce-
dural and knowledge based
errors. It can involve not
only the renewal within
your agency but also when
an account is taken over
via Agent of Record (AOR).

Risk management pre-
vention tip: Don't get
complacent in the renewal
process. Offering additional
coverages and cross selling
products upon renewal is an
excellent way to counteract
the most common claims
against agents of failure to
offer coverage. For accounts
taken over on AOR look

at these in the same way
you would new business

continued on page 12
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accounts including using risk
analysis exposure checklist.

5. Failure to make policy
changes requested by

the client - In the claims
that we see producers are
often involved in these
types of claims in a process
that should more likely

be handled by the CSR.
Improper implementation or
following of workflow pro-
cedures are the causes of
these types of errors.

Risk management
prevention tip: Policy
changes come in three
shapes and sizes: increas-
ing, reducing, or modifying
coverage. The key ingredi-
ent to avoiding these types
of policy change errors lies
in the follow-up process to

be certain that changes are
made in a timely fashion
and do not fall through

the cracks. Policy changes
should be confirmed in
writing and only accepted
from the named insured.

If the insured asked for

a reduction in coverage,
advise them of the con-
sequences and document
the file accordingly. Finally,
make sure that when adding
additional insureds to the
policy you confirm this with
the company. We often see
CSR’s attempting to add
additional insureds to the
policy via a certificate of
insurance which can lead
to the failure to procure
coverage claim.

Many of the above common
E&O claims can be prevented

com for additional

Visit us at www.maisoni
inf ion on how to b

Products :
HO3 (homeowner)
Flood Program
Mobile Home
DP3 (dwelling)
Coming Soon :

DP3 (dwelling wind and hail only)

Competitive rates *** Writing business throughout Louisiana

@ Demotech, Inc.

an agent.
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by having a knowledgeable
agency staff that constantly
follows agency workflow
procedures. As an agency
principal, monitoring
compliance of agency
procedures is paramount

to uncovering E&O claims
that may be lurking in your
agency. The most important
element to any E&O claim

is documentation. So many
E&O claims are “he said, she
said” situations. Your agency
may have acted appropriately
but if you did not document
your actions using invariable
practices you will lose in
court.

This article is written as
value-added service of the
Risk Management department
of the Big "I” Professional
Liability Program.

Encompass
'.l

[
the EncompassCna Policy

that protects property,
auto and more.

with the unigua
featuras your custornars want,

you can count
on for the service and simplicity
that maka your
job easiar.

Find oul mora at encompas sinouranoe. o om.




MARKETING

REIMBURSEMENT
PROGRAM 2

There has never been a better time to co-brand and promote your agency with Trusted Choice.
Our three tiers of reimbursement can help offset your advertising costs. You have the freedom
to apply for any or all of the reimbursement options.

UP TO Receive up to $750 for advertising
e $750 locally online.

TIER Receive up to $750 for using the

9 UP TO Freedom Campaign advertising materials.

$750

Receive 50% of the invoice amount, up to $750 total.

Receive up to $100 for co-branding your
promotional items and/or your website
$1 00 vusing the Trusted Choice logo.

Receive 50% of the invoice amount, up to $100 total.

potENTIALOF  An agency that takes advantage of all

$1’600 3 tiers can be reimbursed a maximum
of $1,600 in 2015 per agency location.

For Tiers 1 & 2 contact: Ecer el & contast:

Jo Buckley ~ Kiescha Cherry
(703)706-5412 (703)706-5443
joanne.buckley@iiaba.net kiescha.cherry@iiaba.net

(it siisy
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CORNER

COMMISSIONER'S

I am grateful
the House
and Senate
agreed with
our various
insurance
concerns
and we look
forward to
working with
members

of Congress
once again
this year to
preserve the
authority

of state
regulators
to protect
consumers.

014 marked another
busy year for federal
insurance legislation with
Congress going down
to the wire with several
critical insurance bills
during the last week

of the 113th Congress.
One of the most widely
reported issues has
been the renewal of the
national Terrorism Risk
Insurance Act, commonly
referred to as TRIA.
This program expired
on December 31 when
the U.S. Senate failed
to concur with House
amendments to the
Senate bill. Fortunately,
the new Congress took
up TRIA as one of their
first orders of business
upon returning to
Washington in January
and swiftly passed the
bill.

Renewal of TRIA will
contribute to stability
in the commercial
insurance market and
business sector for

the next six years by
lowering investment
risk and concerns over
terrorist attacks on
commercial locations.
The federal backstop is
now designed to help
reimburse businesses
for catastrophic losses
above $200 million (up

from $100 million). The
measure also increases
the percentage that
insurers must pay above
that threshold from 15
percent to 20 percent.
Failing to renew TRIA
would have impacted
not only the insurance
industry but also the
real estate, mortgage
lending, construction
and other markets,
nationally. Another
market area that would
have been severely
impacted by the
expiration of TRIA is
workers compensation.
We could see a reduction
in underwriters’
willingness to write
workers comp insurance
in large metropolitan
areas thought to be
terrorism targets.
Workers’ compensation
writers are forbidden

by law from excluding
terrorism coverage in
their policies, so they
would be forced to drop
coverage in areas where
risks are unacceptable.
The legislation also
creates the new
National Association of
Registered Agents and
Brokers (NARAB II)
which aims to streamline
the licensing process for
non-resident insurance

COMMISSIONER JIM DONELON

Insurance Legislation on Capitol Hill
Year in Review

producers. A 13-member
board of insurance
commissioners and
industry leaders will be
established to develop
guidelines for national
licensing. Producers will
not be required to get
licensed through NARAB
and non-residents may
still obtain their licenses
state-by-state.

We also had good news
in 2014 with some relief
from the drastic flood
insurance rate increases
of Biggert-Waters of
2012 with the passage
of the Homeowner Flood
Insurance Affordability
Act. The bill’s provision
that restores subsidized
flood insurance rates

is critical in keeping
Louisiana’s economy
moving in flood-prone
areas. The Act removes
time-of-sale increases
for homeowners

and businesses who
acquired an NFIP-
insured property after
July 6, 2012 (the

date of enactment of
Biggert-Waters) and
enables them to pay
the same rates as the
previous owners of

the property. It also
restores grandfathering
meaning that homes and
businesses that were



built to NFIP standards
will not be subjected to
higher premiums as a
result of FEMA remapping.
For properties that are
non-grandfathered, when
updated flood maps result
in increased risk premium,
flood insurance rates will
continue to increase, but
increases will not be as
large or as fast as they
would have been under
Biggert-Waters. Increases
will be phased in over a
five-year period at a rate
of up to 18 percent per
year beginning on April

1 for new and renewal
policies. The bill ensures
the financial stability of the
National Flood Insurance
Program (NFIP) while
providing property owners
with continued protection.
Another significant topic
for 2014 is the ongoing

implementation of the
Affordable Care Act,

or Obamacare. Many
components of the law are
now effective with a few
left for implementation in
2015. As a result of the
law, we have seen more
people obtaining health
insurance but at higher
premiums in Louisiana.
Open enrollment for the
2015 plan year, whether
on or off the marketplace,
runs through February 15.
Beginning with the 2014
federal tax filings due

in April, we will see the
impact of penalties for non-
participation for the first
year which will be even
higher for 2015 and 2016.
A critical Obamacare

case will be heard by the
Supreme Court with oral
arguments in March and

a final decision expected

by the end of June. The
plaintiffs in King v. Burwell
challenge the authority

of the Internal Revenue
Service to grant tax

credits for health coverage
purchased through
insurance exchanges run
by the federal government.
The issue is how much
discretion the IRS and
administration have to
interpret the meaning of an
exchange “established by
the state.” With 36 states,
including Louisiana, opting
not to run exchanges, a
decision supporting the
specific wording with no
latitude for interpretation
will strike at the heart of
the program which has the
goal of providing affordable
health insurance through
tax subsidies for those with
qualifying incomes.

The subject of state-based

\ SIFz
RKERS' | (ol (504) 454-2277 orematl Irastfquote@ira org fora quote today.

Your hospitality clients
deserve the best,
don't they?

Place them with the LRA SIF
for Workers' Comp.
Attractive Commissions :: Competitive Rates

In House Claims Management
Complimentary 5afety Services :: 32+ Year Record of Success




COMMISSIONER JIM DONELON

Insurance Legislation on Capitol Hill

insurance regulation versus
federal regulation is always
a topic brewing at the
nation’s capital. During
2014, a debate arose over
Section 171 of the Dodd-
Frank Act, which contained
an ambiguity that
subjected insurers’ capital
standards requirements

to the same generally
accepted accounting
principles used in banking.
The Federal Reserve Board,
most lawmakers and the
insurance industry agreed
this was not intended.
They agreed that when
determining insurance
industry capital standards,
reliance should remain

on statutory accounting
principles used by state
regulators. This was
corrected in the Insurance
Capital Standards
Clarification Act, which
was passed just before the
Congressional Christmas
break. Signed by President
Obama on December 18,
the bill prevents the use
of bank-centered capital
standards for insurance
companies subject to
federal oversight under
Dodd-Frank.

The National

Association of Insurance
Commissioners (NAIC)
meets with congressional
representatives throughout

Year in Review (continued)

the year to push back
against such encroaching
regulatory issues. The
NAIC also rallies support
for state-based insurance
regulation where the many
needs of individuals may
be better addressed. I

am grateful the House
and Senate agreed with
our various insurance
concerns and we look
forward to working with
members of Congress
once again this year to
preserve the authority of
state regulators to protect
consumers.

WS

CA LICENSE NO. 0622580

WESTERN SECURITY SURPLUS
INSURANCE BROKERS, INC.

+ TX LICENSE NO. 15210

OUR EXCLUSIVE

BAR & RESTAURANT
PROGRAM

LEARN MORE. CONTACT
Ron Klimek (972) 702-0500 ext. 203 + rklimek@wssib.com
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Imperial PFS, the leader in premium | )

financing, continues to focus on the
success of our agency partners.

The relationships we have developed with our agency partners are a
critical element in the way we do business. These relationships have
enabled Imperial PFS to continually develop and improve programs
and services.Customer focus is why we operate a nationwide network
of local offices, each shaped by the region it serves. We look forward
to your continued partnership with Imperial PFS and providing you the
most comprehensive benefits in the industry.

mPERIAL
QPrs
THE NATURAL CHOICE.®

Imperial PFS is the
endorsed premium

finance provider for
the IIABL!

Jamie Renton Brooke Alleman ipfs.com
504.616.4931 504-218-6488 marketing @ipfs.com
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Count on us at the time of greatest need.

Property and liability insurance you can count on from
a company with a long track record of success in being here
for property owners in their time of greatest need.

Financially stable and proven through 16 separate hurricanes
and tropical storms. Products that work for agents and
policyholders. Prompt and fair claims service. Ease of doing
business. Competitive pricing.

UPC Insurance. Keeping the promise since 1999.

U PCQ 5 iEEEP WWW.LpCinsurance.com

INSURANCE | Promisa BOO.8B&61.4370




Upcoming
Young Agents Events

March 19, 2015

Young Agents CE & Cocktails

Shreveport

Commissioner Donelon for CE presentation
Sam’s Town Hotel & Casino

Young Agents CE & Mixer

March 27, 2015
Young Agents Crawfish Boil
Lakeside Daiquiri Baton Rouge

Gulfst

and Casualty
Insurance Company

am

Sounp PROTECTION FOR THE UINEXPECTED"

Proudly serving the Gulf
Coast since 2005!

www.gulfstream-ins.com

UNDERWRITING &z OVERDELIVERING.

MEET OUR MANAGER OF

BRENT ACALDO
UNDERWRITING MANAGER

At LCTA Workers’ Comp, overdelivering means going above \ |

and beyond for you. That's why we offer competitive commission k f
incentives for new policies written. For more details, contact Brent ,,K'\; F L.J;\\
at 225-242-4405 or bacaldo@lctacomp.com. e A

ILGTA 9181 Interline Ave | Baton Rouge, LA 70809 | 225.344.8080 | 800.349.3440

Ictacomp.com




Agent-Broker Profitability Reaches record 21% for 2014

Agent- Agent-broker profitability = and 2012. measure agency value
Broker reached 21 percent for . The fastest growing  creation.
e iil3Y 2014 in the Reagan segment of business was
Reaches Consulting Organic once again commercial “The agent/broker world
Record Growth and Profitability lines, with an organic grew in profitability for
21% for (OGP) survey, a new growth rate of 7.0 the fifth straight year
2014 record for the survey that  percent. Group benefits -- while sustaining
began in 2008. grew at a 5.7 percent positive revenue growth
clip. for a third straight
That median profitability . The median Rule year,” commented Kevin
Survey for EBITDA (earnings of 20 score was 16.9, up Stipe, president of
Measures before interest, taxes, from 16.5 in the prior Reagan Consulting, a
Large & depreciation and year. management consulting
Mid-Size amortization) for 2014 and merger-and-
Private was up appreciably from The Rule of 20 is the acquisition advisory
ICIL R 8 19.3 percentin 2013 and  sum of an agency’s firm for the insurance
VG 18.4 percent in 2012, organic growth rate and distribution system.
Firms according to the survey. one-half of its EBITDA “These two metrics
margin; if the sum drive valuation, largely
Reagan Consulting’s study equals or exceeds 20, an determine operating
also found: agency is driving strong health, and are
. Median organic shareholder returns. imperative to a firm’s
growth for 2014 was 6.2 Reagan Consulting ability to successfully
percent, matching 2013 uses the Rule of 20 to perpetuate.”

*
‘ REPUBLIC
GROUP™

WHERE RELATIONSHIPS MATTER

TP




Reagan Consulting has conducted
its quarterly survey of agency
growth and profitability since
2008, using confidential
submissions from approximately
140 mid-size and large agencies
and brokerage firms. Roughly
- 200x  half of the industry's 100 largest
firms participated in the most
recent survey. Median revenue of
the firms completing the survey

Q4 Organic Growth & Profitability: 2009-2014

6.0% -

17.5%

4.0% 16.6%

i % js more than $17 million, making
_— Y it the industry's preeminent
w survey of mid-size and large
200 wox  privately held brokers.
2009 2010 2011 2012 2013 2014
REROmc GOl SEEEMIDA Mt Brokers surveyed forecast a
EBITDA: Earnings Before Interest, Taxes, Depreciation & Amortization median organic growth rate
Source: Reagan Consulting Organic Growth and Profitability Survey of 6.0 percent in 2015, the
(www. ReaganConsulting.com) fourth consecutive year for a

forecast in that range. Brokers
are projecting a "pullback" in
profitability for 2015 to 20.0
percent, Stipe reported.

‘We know that our success depends on prowiding ezemplany
service to hard working independent insurance agents
like you. That's why we offer 24-hour turm amound on
complete submissions for a wide wariety of businesses.
Qur congenial, informed, and responsive LCI Underwriters
will even consider 1099 employees, as we always have.
ANl this from a ‘Workers' Compensation prowider that
continues to offer consistent, competitiie pricing for
both new and renewal business, despite changing market
conditions. 5o whether you're throwing a line or just

roasting 2 few marshmallows this weskend, we're with you.

LClege

lciwc.com 35 SAG-612-1230 WOREERS COMP




Member involvement and
communications with

our members are the
cornerstones of IIABL. The
problem is that everyone is
so busy and so overwhelmed
with activities and
communications that it is
difficult to stay connected.

In an effort to remain
relevant to our members,
ITABL will conduct periodic
“Town Hall Meetings” in
various locations around
the state and IIABL Board
Members will also conduct
periodic “Lunch & Learn
Programs” where members
will be able to tell board
members how IIABL can best
serve them.

MEMO

< ai AS LA f:es (21 h
LQ&\ SO U (o]
% use

biv\dihs authori 53 for:

- Commercial ‘Proparbj & Packages -
[]

-  General Liabiiiky

= Commercial Aubo

Rating g bihdihg ohline:

= Artisan Contractors '\
Ex

= Special Events Q—MQ::“SL'VE
ety

Professional packages:
Architects g Engineers
Recfrui&mehb & Staffing Agencies
Assisted Living Facilities
CosmekoLogisEs
Home Healbh
Adult Daycare
Hosyice

'Phjsich Tkempis&s Suite 800

Www.lane-assoccom

- Scott Lang
scolt@lane-assoc.';};’mcpcu
3421 N. Causeway

Metairie, A 700
3 02
FOffice: (504) 46731 55
ax: (504) 467-3155

The Big I on a national and
state level continue to try to
help our member agencies
compete against GEICO,
State Farm, Farm Bureau,
etc. by promoting the value
of our TRUSTED insurance
advisor independent
agents with a CHOICE

of markets through our
consumer brand.. TRUSTED
CHOICE. In addition, we
have provided a consumer
agent internet portal for
member agents at www.
TrustedChoice.com. IIABL
continues to help members
who want to subscribe to
www. TrustedChoice.com by
sending new subscribers a
check for $250 when they
sign up, which is half of the

NS

Real Growth o Delivereq™

CALL:

cost to subscribe.

At the last board meeting,
the IIABL Board also
approved a $75,000 digital
advertising program which
will buy over 20,000,000
website banner ads in 2015
promoting independent
insurance agents. The ads
will only appear to Louisiana
consumers when they

visit various websites, and
will direct them to www.
TrustedChoice.com where
they can search and find
our local IIABL member
agencies.

The next IIABL Board meeting
will be held on March 20, 2015
in Shreveport.

INSURANCE

FOR MORE INFORMATION,
(888) 758-5072 | AMERISAFE.COM



http://www.TrustedChoice.com
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TURE AGENT

THESE AGENTS HAVE MADE THEIR MARK

Congratulations to these 6 Louisiana independent agents who've

All Premier Insurance Agency
Denham Springs

Arnold Insurance Group

Bent

Belle {t

A Victory Agency, Inc.
Bogalusa

Bubrig Insurance Agency

1556

qualified for the Progressive Signature Agent” program®*,

Jones Insurance Services

X

Raymond M. Fandel Jr. Ins. Agency

e Charle

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

A Victory Insurance Agency
Mandevile

ABC Agency Network
Houma

ABC Agency Network
Alexandria

ABC Insurance Agency

Lalayetie

Action Insurance, Inc,
Lafayette

Advanced Insurance Solutions
Hammond

Alliance Insurance Agency
Metairie

Baton Rouge Insurance Agency
Baton flouge

Beard Insurance
Baton Rouge

Beasley-Keith, Inc.
Bossier City

Boswell Insurance
Shrevepont

Bourg Insurance
Donaldswormdlle

The Signature Agent program recognize

Castello Agency

Zachary

Community Financial
Manroe

Curtis Insurance Agency
Laka Charles

Cypress insurance
Hammoend

David Cordell Insurance
Batan Rauge

DCG

Opelousas

DIW Insurance Agency
New |beria

Eagan Insurance Agency
Metairee

Emery James LTD

Hammond
First Federal Insurance/
Community Financial

Lake Charkes

Gary Losey Insurance
Batan Reuge

Gendusa Insurance Agency
Hammond

A

Progressive personal auto policy per week

Glenn Dean Insurance Agency
Dendder

Grant C. Bennett Insurance
Shdell

Harlan Insurance Agency
Alexandna

Insurance Network of LA
Balon Rouge

Insurance Unlimited

Lake Charles

John Kelly Dabdoub
Mandeville

Kyle Thomas Insurance Agency

Shreveport

Liggio Insurance Agency
Latayette

Market Insurance
(Ln'.'uﬂ;q '

Moore-Jenkins
Bogaisa

Moore-Jenkins
Frankkntor

Page & Sons Insurance
Houms

Pam Price Insurance, Inc,

jena

Quality Plus, Inc.
Lafayette

Riverlands Insurance Services
Luling

Semon Insurance Agency
Shrevepart

Shaver Robichaux Agency

Thitodaux

Thomsan, Smith & Leach
Larayelts

Tibbetts Insurance Services, LLC
Baton fouge

Total Insurance of Watson, Inc
Denham Springs

Toups Insurance Agency
Th 1%

TWFG Insurance Services
Lake Charles

TWFG Insurance Services
Mandeyite

Walpole Insurance Agency
Bossiar City

Whitney Insurance Agency
New Orleans

s and rewards agents for selling an average of at least one preferred

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

More cammission. More rewards. More reasons to prefer Progressive

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

SN PRUGRESE




Q. I am currently working
on a quote for a small
commercial account,

and have uncovered an
exposure that I'd like
your opinion on. The
business is a hobby

shop, with two locations.
When I drove into their
parking lot yesterday, I
noticed a large, double-
axle cargo trailer, painted
with stunning graphics
highlighting some of the
hobbies they specialize in.
When I asked the owner
about the trailer, he said
he owns it in his personal
name. And since he is

a radio-controlled (RC)
aircraft enthusiast, he
pulls it to all the events he
attends, figuring it would
be good advertising.

The hobby shop owns no
autos, and carries no hired/
non-owned coverage in
their CGL. He said his
current agent told him
that when he is pulling the
trailer, his PAP provides
coverage for him as well
as the hobby shop. Is this
correct, and do you think
this is sufficient? I'm not
sure it is, but I can’t put
my finger on exactly what
the gap might be.

A. First, a tip of my hat

to you for noticing the
trailer, and inquiring about
it. Some producers have
gotten into the unfortunate
habit of simply quoting
against the incumbent
agent’s current or renewal
quote, with little or no

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.

Subject: Personally-
owned trailer painted
with company logo and
parked in company’s
parking lot.

thought to really examining
the risk. I prefer your
approach, of first getting
the big picture about the
risk.

For the following discussion
about the trailer, assume
Jack Smith is the owner of
Happy Jack’s Hobby Shack,
Inc. He owns a double-axle
cargo trailer in his personal
name, which is painted
with graphic designs and
logo of his hobby shop.
Jack has a Personal Auto
Policy, Homeowners Policy,
and his hobby shop has

a Commercial General
Liability Policy (CGL).

The hobby shop owns to
automobiles. Excerpts

and related commentary
are based on ISO forms.
Proprietary forms may be
different.

Coverage under Jack’s
PAP.

Here are pertinent excerpts
from Jack’s PAP:
PP 00 01 01 05
Part A - Liability
Coverage

B. "Insured” as used
in this Part means:

1. You or any “fam-
ily member” for the
ownership, mainte-
nance or use of any
auto or "“trailer”.

2. Any person using
"vour covered auto”.

3. For “your covered
auto”, any person or
organization but only
with respect to legal
responsibility for acts
or omissions of a per-
son for whom cover-
age is afforded under
this Part.

Comments:

(1) Under B.1., Jack is an
insured for the ownership,
maintenance or use of

the trailer. This applies
whether or not the trailer is
declared. But for physical
damage coverage, the
trailer must added by
endorsement.

(2) The hobby shop in an
insured under B.3., for their
vicarious liability arising
out of Jack’s “your covered
auto,” (the definition of YCA
includes owned trailers).
(3) Whether or not the
hobby shop could be

legally liable for an injury
arising out of the trailer


mailto:medwards65@aol.com

owned by Jack depends

on the situation. But in
cases where there was

a connection (nexus)
established in court
between the trailer and the
hobby shop, clearly the
hobby shop would be an
insured in Jack’s PAP.

(4) However, if the hobby
shop had no other coverage
available, the hobby shop
and Jack would have to
share the liability limits on
his PAP. And that portends
a possible limits gap.
Hobby shop’s exposures
arising from Jack’s
trailer.

I can foresee several
situations that pose an
exposure for the hobby
shop.

(1) While the trailer is
parked in the parking lot,

Ask Mike

continued

an injury could arise if

it rolled down an incline
and struck someone (or
their vehicle), or if kids
were climbing on it and

fell off, etc. I think the
plaintiff would argue that
by allowing the trailer to be
parked in its parking lot,
the hobby shop has some
responsibility for the safety
of the public.

(2) Since Jack takes the
trailer to weekend events
where RC airplanes are
being flown, and the hobby
shop sells such items, plus
the fact that the hobby
shop’s logo is painted on
the trailer, I think a person
injured by the trailer would
likely bring the hobby shop

WORKERS’ COMP
YOU NEED
FOR THE INJURIES
YOU DON’T.

STONETRUST

COMMERCIAL INSURANCE COMPANY

Injuries happen. We'll take care of it when they do.
800.311.0997  stonetrustinsurance.com

into a lawsuit.

(3) Itis possible that Jack
has the maintenance work
on the trailer paid for by
the hobby shop. Therefore,
any accident which occurs
while the trailer is being
towed, due to faulty
maintenance, could bring
the hobby shop into a
lawsuit.

(4) I'm not an attorney,
but it seems to me that
plastering the hobby shop’s
logo all over the trailer

just paints a target on the
hobby shop. That might be
a factor in any lawsuit.

Therefore, a quick review
of the coverage for the
trailer in the CGL would

be important. (Coverage
for the trailer under the
ISO Businessowners Policy
(BOP) is the same as in the

continued on page 26




CGL.)
CG 000104 13
Section I
Coverage A -
Bodily Injury and
Property Damage
2. Exclusions

g. Aircraft, Auto Or
Watercraft

“"Bodily injury”
“property damage”
arising out of the
ownership, mainte-
nance, use or en-
trustment to others

of any aircraft, “"auto”

or watercraft owned
or operated by or
rented or loaned to

any insured. Use in-
cludes operation and
“loading or unload-

”

ing”.

Ask Mike

continued

Section II - Who Is
An Insured

2. Each of the fol-
lowing is also an in-
sured:

wz,

a. Your “"employees”,
but only for acts
within the scope of
their employment by
you or while perform-
ing duties related to
the conduct of your
business.

Section V -
Definitions

2. "Auto” means:
a. A land motor
vehicle, trailer or

semitrailer designed
for travel on public

peace of mind.

*- Liability coverage associated with these features excluded.

roads, including any
attached machinery
or equipment

Comments:

(1) A traileris included
in the definition of “auto”
(Section V. above).

(2) Exclusion 2.g.
(Section I above) could
apply to any of the three
scenarios described above.
Consider this excerpted
version of the exclusion:
“Bodily injury or property
damage arising out of the
ownership, maintenance
or use of a trailer which
is owned by an insured.”
One key to this is that in
the CGL, employees are
insureds (see Section II
above), and thus the trailer
is owned by “an insured.”
One could also argue that
in some situations, the

Access Home Insurance separates itself from other insurance
companies with innovative residential insurance options.

We offer coverage for homeowners with any dog breed
(including Pit Bull), saddle animals or other exotic pets,
homeowners who own trampolines, pools with diving
boards or slides, and homes with unfenced pools, hot tubs or
bodies of water on the premises.* We also will write homes
on upto 15 acres.

Have a 90 day lapse in coverage? No problem, Access Home
Insurance can help. And to make life even simpler, we offer
policyholders online bill pay.

Access Home Insurance is your key to coverage options and

Access Home Insurance is an admitted insurance carrier.
We are owned and operated by insurance professionals
with over 100 years combined experience in property and
catastrophe insurance.

Experience. Knowledge. Performance.

ACCESS
WHOME

INSURANCE

Contact us today at 888.671.AHIC (2442).
www.accesshomeinsurance.com




hobby shop is “using” the
trailer, especially when
Jack takes it to RC airplane
events.

(3) This exposure is
essentially a hired &
non-owned auto (H/

NO) exposure, and is
solvable with the H/NO
endorsement.

Other possible
exposures for Jack and
the hobby shop.

Jack’s interest in RC
airplanes, to the point

of owning a large trailer
painted with the company’s
logo, suggests that several
related exposures need to
be examined, from both
Jack’s perspective, as

well as the hobby shop’s
exposures.

For example, radio

Ask Mike

continued

controlled aircraft can

be very large. I've seen
pictures and videos from
RC hobbyists’ website of
huge airplanes, one of
which was a 4-engine, B-17
WWII bomber with a 19-

ft. wingspan. In addition,
hobby rocketry is very
popular, with surprisingly
large rockets. One website
showed a picture of a 500
Ib. rocket that flew 50 miles
high. And the record is
reportedly held by a hobby
rocket launched in Nevada
that went 72 miles high.

But the real excitement
now is drones. Add
cameras, and the fun
begins! Post certain videos
onto your website, and

you’'re probably looking at
a lawsuit! For hobbyists,
these airplanes, rockets
and drones are fun. For
us insurance nerds, they
are just something else to
worry about. But from a
liability standpoint, the ISO
Homeowners Policy seems
to provide broad coverage,
due to the exception to the
aircraft exclusion.

HO 000305 11

Section II -

Exclusions

C. "Aircraft

Liability.”

This policy does

not cover “aircraft

liability”.

For the purpose

of this definition,

Aircraft means any

contrivance used or

designed for flight

except model or

continued on page 28

Workers' Comp
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hobby aircraft not used
or designed to carry
people or cargo

Comments:

(1) While these RC airplanes,
rockets and drones are
“model or hobby aircraft,”
and therefore exempt

from the “Aircraft Liability”
exclusion, one concern is

the issue of what falls within
the meaning of “cargo.”
Drones, in particular, seem
universally equipped with
cameras, which raises the
issue of a distinction between
“cargo” and normal operating
equipment.

(2) Some proprietary
Homeowners Policies do

not include an exception for
hobby aircraft in their liability
exclusion.

(3) Cameras on drones
introduce the possibility of

“invasion of privacy” lawsuits,

Ask Mike

continued

and the unendorsed ISO
Homeowners Policy only
applies to bodily injury and
property damage.

(4) The ISO CGL makes

has no exception for hobby
aircraft in Exclusion 2.g.
(above). Some CGL markets
have already begun offering
drone coverage. ISO recently
filed new endorsements

for CGL and Commercial
Umbrellas, dealing with
drones (ISO uses the term
“unmanned aircraft”). The
forms have an edition date of
June 2015.

(5) Physical damage for
Jack’s trailer can be added to
his PAP with endorsement PP
03 07 Trailer/Camper Body
Coverage.

(6) If the graphics on Jack’s
trailer are of sufficient value

Now In Louisiana!

Looking for Hard to Place Coverage?

For more information, please contact:

that insuring them would be
appropriate, coverage can

be provided by endorsement
PP 03 18 Excess Customizing
Equipment Coverage.

(7) Although you indicated
that you were quoting on the
commercial insurance, since
you’'ve already inquired about
the trailer, you might ask
Jack if his PAP has those two
endorsements. If not, offer
to quote his PAP coverage, or
at least get the X-date!

For reference:

Drones and the Homeowners
Policy

Drones and the CGL Policy
The CGL and Trailers

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.

985.590.0806 cwilson@midman.com midlandsmgt.com

MIDLANDS

Beyond Coverage



http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Liability-Exclusions/SanbornDronesPL.aspx
http://www.independentagent.com/Education/VU/Insurance/Personal-Lines/Homeowners/Liability-Exclusions/SanbornDronesPL.aspx
http://www.independentagent.com/Education/VU/Insurance/Commercial-Lines/CGL/Exclusions/SanbornDronesCL.aspx
http://www.independentagent.com/Search/Pages/Results.aspx?k=trailers
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LOUISIANA
- CALENDAR OF EVENTS
The Trusted Choice®
Feb 24, 2015 E&O Risk Management (approved for 6 hrs CE 9am - 4pm
and 3 hrs Ethics) Instructer: Ted Kinney Monroe
Feb 25, 2015 E&O Risk Management (approved for 6 hrs CE 9am - 4pm
and 3 hrs Ethics) Instructor: Ted Kinney Lafayette
Feb 26, 2015 E&O Risk Management (approved for 6 hrs CE 9am - 4pm
and 3 hrs Ethics) Instructor: Ted Kinney Baton Rouge
Feb 27, 2015 E&O Risk Management (approved for 6 hrs CE 9am - 4pm

and 3 hrs Ethics) Instructor: Ted Kinney

New Orleans

Education Conference & Trade Show

Crowne Plaza

March 11, 2015

Instructor: Chris Burand Baton Rouge

March 17, 2015 | Elood Seminar (filed for 3 hrs CE) Bossier City
8am - 1lam

March 17, 2015 | Elood Seminar (filed for 3 hrs CE) Monroe
2pm - 5pm

March 18, 2015 | Flood Seminar (filed for 3 hrs CE) Lafayette
ipm - 4pm

March 19, 2015 | Young Agents CE & Mixer Shreveport

March 19, 2015 | Elood Seminar (filed for 3 hrs CE) Metairie
8am - 1llam

March 19, 2015 | Hood Seminar (filed for 3 hrs CE) Covington
2pm - 5pm

March 20, 2015 | Hood Seminar (filed for 3 hrs CE) Baton Rouge
9am - 12pm

March 27, 2015 | Young Agents Crawfish Boil

4pm - 7pm

Baton Rouge
Lakeside Daiquiris

“"PATRI OT

MATIOMAL INSZURANCE QROUP

A PERFECT FIT
FOR YOUR BUSINESS

E .II'I'.\,:'-\.._'_:"'\"'\. ||:I::|'\-
FOREST INSURANCE FACILITIES [ . L

Commercial Wholesale Brokerage Facilities
Specializing in: ¢ Property, Casualty, Inland Marine
¢ Umbrellas and Packages
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Wayne Forest Kate DiMartino

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

PHONE: (504) 831-8040 FAX: (504) 831-4499
www.forestinsurance.com

Wayne Forest Jr. Courtney Donato  Taylor Johnson
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Flood

BRONZE PARTNERS

AMERISAFE AMERICAS INSURANCE AMTRUST GROUP
ASI BANKERS INSURANCE CNA INSURANCE
EMC INSURANCE ENCOMPASS INSURANCE FOREST INSURANCE
GULFSTREAM P&C HOMEBUILDERS SIF LANE & ASSOCIATES
LUBA WORKERS’ COMP MAISON INSURANCE MARKEL FIRST COMP

PATRIOT NATIONAL INS RPS COVINGTON SUMMIT CONSULTING




February 2015

ITIABL 2014-2015
BOARD OF DIRECTORS & OFFICERS

Mickey Bennett
President
Bennett Seymour Insurance, Inc., Monroe

David Dethloff
President-Elect
Dethloff & Associates, Shreveport

Richard D. Jenkins

Secretary/Treasurer

Moore & Jenkins Insurance Agency, Inc.,
Franklinton

H. Lee Schilling, Jr.
State National Director
Schilling & Reid Insurance Agency, Amite

Parke Ellis
Past President
Gillis, Ellis & Baker, Inc., New Orleans

John L. Beckmann, III
J Everett Eaves, New Orleans

Byram H. Carpenter, III
Moreman, Moore & Company, Shreveport

Brenda Case
Lowry-Dunham, Case & Vivien, Slidell

Morris Funderburg
Reeves, Coon & Funderburg, Monroe

Ross Henry
Henry Insurance Service, Inc., Baton Rouge

Bret Hughes
Hughes Insurance Services, Inc., Gonzales

Harry Kelleher, II1
Harry Kelleher & Company, Inc., Harahan

Philip McInnis
McInnis Insurance Agency, Inc., Minden

Philip McMahon
Paul’s Agency, L.L.C., Morgan City

Joseph A. O’Connor, III
The O’Connor Insurance Group, Metairie

Paul Owen
John Hendry Insurance Agency, Baton Rouge

Martin Perret
Quality Plus, Lafayette

David T. Perry
Arthur J. Gallagher Risk Management Services,
Baton Rouge

Neil Record
Record Agency, Inc., Clinton

Robert Riviere
Riviere Insurance Agency, Thibodaux

Armond Schwing
Schwing Insurance Agency, Inc., New Iberia

Michael D. Scriber
Scriber Insurance Services, Ruston

Donelson P. Stiel
David H. Stiel, Jr. Agency, Franklin




