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The mission of PIA is simple: “To promote, pro-
tect and defend the integrity of our members, 
the value of their profession and the success of 

their businesses.”
Lately there have been new threats requiring PIA 

to act in accordance with our mission.
As this is being written, we still can’t sell flood insur-

ance because of the irresponsibility of Congress. Our federal lawmakers allowed the 
National Flood Insurance Program to expire for the fourth time this year. Renewal 
of the flood program is not controversial, but it has been wrapped up into a bill to 
extend unemployment benefits, which is controversial. 

The National Association of Realtors estimates that for each day Congress delays, 
1,400 sales are tied up. Since the flood insurance program expired, some lenders 
have been willing to accept binders, or promises, to write flood insurance policies 
as soon as Congress reauthorizes the program. But others are refusing to allow deals 
to go through without insurance.

Meanwhile, our members who sell crop insurance are under attack. For the first 
time ever, the USDA is suggesting placing a cap on crop insurance agents’ commis-
sions! The government’s final draft of the Standard Reinsurance Agreement (SRA) 
for crop is proposing another $6 billion in cuts, in addition to the previous $6.4 
billion cut contained in the 2008 Farm Bill.

And if all that weren’t enough, there are those who, once again, are trying to con-
vince everyone that contingent commissions are an inherent conflict-of-interest.

These threats are very real, and that’s why PIA is taking strong action.
Fortunately, our Washington lobbyists can depend on the involvement of PIA 

members. We are conducting grassroots campaigns to get the flood program renewed 
and to fight the proposed crop insurance cuts, asking PIA members to contact 
their elected representatives. And the Business Issues Committee swung into action, 
requesting that Immediate Past President Ken Auerbach pen an article defending 
agents’ rights to receive contingent compensation. The article was published in the 
National Underwriter and will appear in PIA Connection next month.

In August, PIA will continue to put the heat on Congress by conducting our 
fifth annual District Lobbying Day, a part of our month-long, in-district federal 
lobbying during August, PIA Month – Political Involvement and Action month. 

At the same time, we are headed into the home stretch of the 2010 congressional 
elections. The Professional Insurance Agents Political Action Committee (PIAPAC) 
supports candidates that agree with PIA’s positions on key issues. Please consider 
making a donation to PIAPAC at this critical time.

While PIA is working to fight off threats, we are always seeking new ways to 
deliver value to our members. Together with this issue of PIA Connection, you are 
receiving the inaugural 2010 PIA National Agency Marketing Guide. The Guide 
is another part of PIA’s award-winning PIA Branding Program, which has recently 
added Spanish-language radio commercials and print ads to its ever-growing list of 
tools agents can use to increase their agency’s business. And importantly, we don’t 
charge our members extra for the PIA Branding Program — it is yet another benefit 
that all PIA members receive as part of their dues.

Every day, PIA works hard for you. To maximize our collective success, we need 
PIA members everywhere to get involved. There’s so much you can do: Call or write 
your Members of Congress, contribute to PIAPAC, schedule a congressional visit 
during August and attend the Federal Legislative Summit in the spring. And while 
you’re at it, send in your PIA membership renewal early this year!

Make a commitment to yourself to get involved and stay involved. That way, we 
can all make things better for our agencies, for our industry, and for Professional 
Insurance Agents everywhere.

Thank you for being a PIA member!

Jon D. Spalding
President
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By Ted Besesparis

It was just five years ago when the Gulf 
Coast of the United States suffered a 
massive natural disaster. Two monster 

hurricanes hit the coast in rapid succes-
sion. First, Hurricane Katrina devastated 
New Orleans and the southern portions 
of Louisiana and Mississippi. Then just as 
all the water had finally been pumped out 
of New Orleans, another big hurricane, 
Rita, devastated portions of southwest 
Louisiana and eastern Texas.

Now in 2010, a short five years later, 
the Gulf Coast states are suffering from 
another disaster. Only this time, there’s 
nothing natural about it. This disaster is 
all man-made. 

On May 20, an explosion destroyed 

BP’s Deepwater Horizon oil rig in the 
Gulf of Mexico, killing eleven workers 
and causing a massive oil spill, with at 
least tens of thousands of barrels of oil 
leaking into the Gulf every day. As this is 
being written, more than six weeks after 
the explosion, the oil spill continues flow-
ing largely unabated.

Back in 2005, Katrina had a profound 
effect on PIA members in Louisiana. 
While no PIA member lost their life, some 
of their family members were not so for-
tunate. One PIA member walked into the 
PIA Louisiana office in Baton Rouge, seek-
ing help after losing his father. Two other 
PIA members suffered terrible losses. One 
lost his father, the other his mother. Both 
drowned during Katrina when a nursing 
home flooded. Weeks after the storm hit, 

another PIA agent who was finally able to 
go back to what was left of his office in 
New Orleans had to walk by dead bodies 
in the street to get there.

So far, the oil spill of 2010 has not pro-
duced such dramatic losses. But it is impor-
tant to remember that unlike a hurricane, 
which hits quickly and leaves destruction 
in its wake, this oil spill is ongoing. And 
since oil moves slowly (except if it’s pushed 
by a hurricane), we don’t yet know the full 
impact on the Gulf Coast.

After Katrina, Robert Page of Houma, 
Louisiana had to attend the fall 2005 PIA 
National Board of Directors meeting via a 
telephone hookup. “Miss Katrina requires 
our presence here a bit longer,” said Page at 
the time. He would later go on to become 
president of PIA National. Right after the 
storm, Page had the unique experience of 
seeing the sign in front of his damaged 
agency flopping in the wind on the CBS 
Evening News. It was publicity, but not 
the kind anyone would want.

Once again in 2010, Page has a front-
row seat for another disaster.

“The financial impact will be devastat-
ing to our community,” Page said, making 
an initial assessment of the oil spill. “So 
many of our residents work directly in the 
oil industry as well as our fishing industry. 
The state of the health of our Gulf may 
not be known for many years.” 

“Currently all fishing, both recreational 
and commercial, is closed off the coast of 
Terrebonne Parish and more than half 
of Louisiana’s coast is closed,” he added. 
“Without the oil industry and the fisher-
ies, our community will become a ghost 
town and we may never recover.”  

After Katrina struck, Richie Clements 
found his agency and his home both 
underwater. Richie, now PIA of Louisi-
ana’s National Director, had to operate his 
business out of an emergency center 70 
miles away. A PIA member who had lost 
everything, his only concern along with 
his family was helping his insureds and his 
neighbors.

This far into the BP oil spill disaster, 
Clements says “everyone seems to be cau-
tiously optimistic.” Many clients have 
asked how this will affect any claims that 
may arise. 

Another Disaster for Our Gulf Coast States
Five Years After Katrina, the BP Oil Leak Threatens Widespread Damage
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Continued on page 8

The Q4000 rig operates in the Gulf of Mexico at the site of the Deepwater Horizon disaster. 
All of the attempts to halt the flow of oil plugging the leak have failed, although some of the 
oil is being captured. Past PIA National President Robert Page of Houma, Louisiana said the 
impact of the oil will be “devastating.”
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The oil spill from the Deepwater 
Horizon was once just an envi-
ronmental disaster, but as the oil 

continues to wash ashore the oil creates 
an economic disaster, according to Jon D. 
Spalding, president of the National Asso-
ciation of Professional Insurance Agents. 
As a result, he said the insurance industry 
needs to prepare now to answer questions 
from consumers about what’s covered and 
what’s not.

Spalding pointed out that because most 
of the oil that has spilled so far remains 
offshore, the full economic effects have 
yet to be felt.    

“As the oil moves closer inland, there 
are insurance coverage issues that the 
industry needs to consider and address 
before the crude makes landfall,” Spald-
ing said. “All that oil has to end up some-
where, and chances are it’s not simply 
going to float out into the ocean and head 
over to BP’s headquarters in Great Brit-
ain. Just like when hurricanes threaten, 
the Gulf Coast of the United States is 
under an oil watch.”

Many of the specific questions that 
individual business owners need to under-
stand as to what is covered and what is 
not cannot be definitively answered, 
because this event is unprecedented in 
many respects. In addition, limitations 
and exclusions contained in individual 
insurance policies will affect coverage, and 
judgments regarding individual claims 
will be made by each carrier.

Among the specific coverage issues that 
will need to be addressed are:

•	 Wind	 driven	 oil	 affecting	 homes,	
vehicles and other property. 

•	 Health	effects	on	those	working	in	
the recovery efforts.

•	 Private	 vessels	 operating	 in	 the	
recovery effort being coated with 
layers of oil.

•	 Fish	deemed	not	fit	for	human	con-
sumption due to oil, and the result-
ing losses to individual fishermen.

•	 Businesses	 that	 may	 be	 forced	 to	
shut down, or may have major 
declines in revenues due to can-
celled events or vacations. 

•	 Independent	 BP	 franchise	 owners	
who suffer economic losses from 
consumer boycotts.

Gulf Coast Devastation
“The financial impact will be devas-

tating to our community,” said former 
PIA National President Robert P. Page of 
Houma, Louisiana. “So many of our resi-
dents work directly in the oil industry as 
well as our fishing industry. The state of 
the health of our Gulf may not be known 
for many years. Currently all fishing, both 
recreational and commercial, is closed off 
the coast of Terrebonne Parish and more 
than half of Louisiana’s coast is closed. 
Without the oil industry and the fisher-
ies, our community will become a ghost 
town and we may never recover.”

On June 3, 2010, the Insurance Infor-
mation Institute, an insurance indus-
try group, published a presentation by 
its president Dr. Robert P. Hartwig. Dr. 
Hartwig reviews the insurance issues 
relating to the Deepwater Horizon oil rig 
loss, including the types of coverage that 
might apply and the number of parties 
that might be involved. The liability fac-
tor and legal ramifications are discussed. 
Key observations from Dr. Hartwig’s pre-
sentation include:

•	 The	loss	is	a	major	event	for	the	off-
shore energy insurance and reinsur-
ance market

•	 Estimates	for	industry	insured	losses	
relating to the event are between $1 
billion and $3.5 billion.

•	 Companies	 with	 exposure	 to	 the	
Deepwater Horizon oil rig are 
insured for losses totaling about $1.4 
billion, according to initial reports

•	 Impending	 first-party	 claims	 offer	
more predictability, because busi-
nesses covered by commercial 
property and business interruption 
insurance are often on standardized 
forms published by ISO.

•	 A	lot	of	activity	is	expected	around	
business interruption, but under 
BI policies the suspension of the 
insured’s business operations must 
be caused by direct physical loss or 
damage.

The presentation by Dr. Hartwig also 
noted that history shows when there is a 
large-scale societal problem that requires 
significant funding to solve it, “insurers’ 
policy language faces pressure to become 

more malleable than intended. As a result, 
insurers may find themselves under pres-
sure to pay more than their appropriate 
share.”

Spalding pointed out that the insur-
ance industry, which remained financially 
sound during the recent economic cri-
sis, “is a key component in keeping our 
economy running and commerce flowing 
during difficult times.”

Under intense pressure from President 
Obama, BP agreed on June 16, 2010 to 
set up a $20 billion escrow account to pay 
claims resulting from the ongoing oil spill. 
This fund will be administered by an inde-
pendent third party, Kenneth Feinberg, 
the administration official who oversaw 
compensation for executives at companies 
that received federal bailout funds and 
who also oversaw payments to victims of 
the September 11, 2001 terrorist attacks.

The President made clear that $20 bil-
lion would not cap BP’s total liabilities, 
emphasizing this by declaring that this 
was a federal disaster that was man-made 
by BP’s negligence. A federal commission 
has been formed to both determine the 
scope of legal responsibility BP will be 
assigned under federal criminal and civil 
statutes. When BP advised that it would 
pay “all legitimate claims,” Congress and 
the White House made clear that is a fed-
eral determination, not a determination 
to be made by BP.

By declaring federal domain — the 
right to define and control this issue early 
on — officials were putting everyone on 
notice that all applicable federal and state 
laws would apply, not just the ones that 
the negligent parties would like to argue 
apply.

 Losses either as a direct or indirect 
result of BP’s Deepwater Horizon oil spill 
are man made pollution losses, not losses 
from natural disasters to which insurance 
generally responds. The federal govern-
ment is holding BP primarily responsible 
for all the claims arising from this man-
made pollution event.

One thing is certain: as the oil comes 
ashore or into the food chain, the insur-
ance industry and Professional Insurance 
Agents will help their clients understand 
how their policies may or may not respond 
to the damage done by the oil spill.  

PIA: Insurance Industry Must Address Key Oil Spill 
Questions
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Although the month of August is called a “congressional 
recess,” most Members of Congress will be back in their 
home districts working. That’s why each year, we desig-

nate August as Political Involvement and Advocacy Month — 
PIA Month. PIA’s annual August nationwide in-district lobbying 
is a powerful component of PIA’s year-round legislative advocacy

In August, lawmakers are meeting with their constituents 
individually and at public events such as town hall forums, barbe-
cues and parades. They take this opportunity to meet with their 
constituents who live and work on Main Street, to develop the 
ideas and legislation that are negotiated in the halls of Congress. 
And they are attending to one of their own top priorities: get-
ting re-elected. That’s why there’s no better time or place for PIA 
members to contact their Member of Congress, to express their 
concerns and views about how the legislation they consider in 
Washington will impact their businesses on Main Street.

This year, the issues of concern to PIA members are more criti-
cal than ever.

Because of this, each August PIA asks its members to make 
an effort to engage their elected officials and Congressional can-
didates, to promote the points of view of Professional Insurance 
Agents and to forge relationships with those who will serve them 
in Washington, D.C.

Whether it’s the ongoing implementation of healthcare reform, 
the enduring efforts to federally regulate the insurance industry, 
the continuing lapses in the National Flood Insurance Program, 
or the unveiling of new compensation caps for crop agents, it’s 
essential that your elected officials hear from you. 

August is PIA Month
PIA designates every August as Political Involvement and 

Advocacy Month, highlighted by District Lobbying Day. Your 
Members of Congress will be back home, looking for your input 
and — not so coincidentally — your votes as they run for re-
election. There’s no better time to share your views!

This August, we encourage you to become a more locally and 
politically engaged citizen.

We encourage each PIA member to make a special effort to 
engage their elected officials, to promote PIA’s legislative agenda 
and solidify our relationships with lawmakers who serve in Wash-
ington, D.C.

Becoming more engaged doesn’t have to be time consuming 
and the possibilities are endless. Join your fellow agents around 
the country in becoming more active by making a contribution 
to your national political action committee, PIAPAC, sending a 
pre-written and fully-editable letter to your Member of Congress 
on PIA’s grassroots webpage, or by meeting with your elected offi-
cials on or around District Lobbying Day.

District Lobbying Day is August 17th 
District Lobbying Day will be the focal point of PIA mem-

bers’ visits to their Members of Congress in their district offices. 
The goal is to get as many PIA members as possible to schedule 
appointments on or around August 17th to have a conversation 
with their elected officials or staff members in their offices. More-
over, this can serve as an opportunity to invite your representa-
tives to your office, to see the ins and outs of running a successful 
independent insurance agency. This is your chance to talk about 
a few issues that concern you as an independent agent and small 
businessperson. If you’re further inclined to get involved in their 
re-election campaign, this is a great time to let the candidate 
know that you are a supporter and want to help.

August 17th isn’t the only day in August to schedule your lob-
bying – it’s simply PIA’s “target date.” The point is, just do it.

If the prospect of walking into your Congressman or Senator’s 
office and discussing issues of federal legislation seems daunting, 
don’t be worried. PIA will provide you with support through the 
PIA National website, www.PIANET.com. There you’ll learn 
how to go about setting up an appointment and what to say 
once you’re there. We’ll provide you with issue papers and tips for 
making the most of your visit.

For those who are unable to schedule an in-person visit, PIA 
National’s Online Grassroots Action Center will be pre-loaded 
with a message you can send to your elected officials showing 
your support for issues of paramount concern to professional 
independent insurance agents.

Get Started Now!
Take the first step and log on to PIA National’s website at 

www.PIANET.com or go directly to the District Lobbying Day/
PIA Month web page at http://www.pianet.com/Grassroots/
DLD. There you’ll information the issues to cover and how to 
prepare for your meeting. Be sure to check the website often as it 
will be regularly updated with the most up-to-date information.

Have a question? Contact Mike Becker, PIA National’s director 
of federal affairs, at mikebe@pianet.org or (703) 518-1365.  

PIA Month Brings “Capitol Hill to Your Backyard” 
in August
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August 17, 2010
The goal is to get as many PIA 
members as possible to schedule 
appointments on or around August 
17th to have a conversation with 
their elected officials or staff 
members in their district offices.

District Lobbying Day
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“No insured losses have been reported, 
yet,” he said. “Everyone is talking about 
the spill. It is consuming all our elected 
officials’ efforts. People are concerned 
about whether seafood products are safe, 
they’re asking ‘Will it harm me in 20 
years?’ One of the oldest oyster houses 
in New Orleans is not open for the first 
time in 140 years because they can’t get 
the product. The fishing communities 
are getting some relief right now with the 
clean-up — but what will happen when 
the press and cameras leave? Will these 
generations of harvesters from the sea 
continue?”

The six-month moratorium on deep 
water drilling is going to have the big-
gest financial impact right now,” Cle-
ments said. “To me, it is a knee-jerk reac-
tion. Do we stop all planes from flying if 
there is a crash?  No, we check the same 
type of planes and put them back in ser-
vice as they are inspected. We should do 
the same with the oil rigs. They should 
be inspected so that it is less likely there 
would be another explosion.”

“Many people in the economic chain 
will be out of business,” Clements said. 
“The oil company, the rig worker, the 
material supplier, the delivery person, 
the crew boat operators, boat builders 
and repair people, the dry cleaner that 
cleans work clothes and worst of all, the 
insurance agent who protects these assets 
are all at risk. Payrolls and receipts will 
be lower, making audits lower, affecting 
commissions. I’m afraid that the ripple 
effect through the entire economy will be 
staggering.”

Claims Questions
On June 4, 2010, PIA National Presi-

dent Jon Spalding went public with a 
question about the oil spill that, until 
then, had only been whispered around the 
industry: “What about claims?”

With the southeastern United States 
facing the largest man-made economic 
and environmental disaster in our nation’s 
history, Spalding pointed out that the 
insurance industry needs to prepare now 
to answer questions from consumers 

about what’s covered and what’s not.
Claims questions are now front-and-

center. Claims will be coming in from 
local, state, and federal governments, as 
well as individuals and businesses being 
adversely affected.  When insurance cus-
tomers have needs and questions, they 
come to their agents for answers, and 
agents must be able to respond. The PIA 
National Business Issues Committee 
(BIC) has initiated an outreach to car-

riers and insurance forms organizations 
such as ISO, urging them to activate their 
instructions to their insurance producers 
before the onslaught of claims begins.

In the end, whether a particular insur-
ance policy will or will not respond, and 
if so how, is the sole responsibility of the 
insurer. The immediate need is for agents 
to have accurate information from their 
carriers, so they can help to answer the 
questions that they will receive from their 

Charter boat captain 
Chet Hebert and his wife 
Joanne Hebert listen to 
Lafitte Mayor Tim Kerner 
speak at an open house 
for information and assis-
tance with the BP claims 
process, for those who are 
economically impacted by 
the Deepwater Horizon oil 
spill in Lafitte, La., Tuesday, 
June 22, 2010. (AP Photo/
Gerald Herbert)

BP Director of Claims Darryl Willis, standing at center, talks with adjusters at the BP Claims 
Center in Bayou La Batre, Ala., Tuesday, June 22, 2010. Willis encouraged all who may have 
a claim to submit it at one of their claim centers. (AP Photo/Dave Martin)

BP Oil Spill Devastates Gulf Coast States, 
Continued from page 3



clients who will want it know, above all, 
“Am I covered?”

The new wrinkle in this disaster is the 
issue of claims being paid by BP. 

Under intense pressure from President 
Obama, BP agreed on June 16, 2010 to 
set up a $20 billion escrow account to 
pay claims resulting from the ongoing 
oil spill. This fund will be administered 
by an independent third party, Kenneth 
Feinberg, the administration official who 
oversaw compensation for executives at 
companies that received federal bailout 
funds and who also oversaw payments to 
victims of the September 11, 2001 terror-
ist attacks.

The president emphasized that $20 bil-
lion would not cap BP’s total liabilities.

The federal government made clear that 
its insurance programs are at best limited 
in scope, if they apply, and don’t necessar-
ily cover all losses suffered from this event. 
The head of claims for the National Flood 
Insurance Program (NFIP), Jim Sadler, 
issued a memo saying damage from hur-
ricane-driven oil will be covered as long 
as there is an official declaration of flood-
ing conditions, and residents can prove 
a flood occurred under standard flood 
policy definitions.

Meanwhile oyster harvesters in Louisi-
ana were advised by the U.S. Department 
of Agriculture’s Risk Management Agency 
that federal crop insurance won’t cover oil 
damage.

Dr. Carol Jordan, eminent scholar of 
risk management and insurance at Troy 
University, says traditional insurance 
policies for dwellings, homeowners, con-
dominiums, and mobile homes all “spe-
cifically exclude the cleanup of pollution,” 
and that homeowners affected by the BP 
oil spill may be left with few options but 
to seek eligibility for a Superfund cleanup 
or pursue BP with claims. 

“Things like this (the BP oil spill) will 
have such a large effect on so many people 
that companies couldn’t charge people 
enough in their premiums to cover those 
loses,” Jordan said. “The claims would be 
astronomical. The only thing people can 
do is get a lawyer, state their claims and 
submit them to BP.”

The PIA National Business Issues 
Committee advised in a June 18 memo 
that losses either as a direct or indirect 
result of BP’s Deepwater Horizon oil spill 
are man-made pollution losses, not losses 
from natural disasters to which insurance 
generally responds. The federal govern-
ment is holding BP primarily responsible. 
Ultimately, what’s covered and what is not 
covered will be determined by each car-
rier’s individual decision on each claim.

“We’re All in Peril”
Not to minimize the threat from the 

oil spill, it is still important to keep things 
in perspective. In 2005 after Hurricanes 
Katrina and Rita, there were predictions 
that New Orleans and the surrounding 
areas would never recover, never come 
back. Some people even said that the 
damaged areas should be abandoned. But 
giving up is not a part of America’s char-
acter. Americans are, if anything, resilient. 
The strong business leadership of local 
communities combined with the selfless 
charity of people across the country com-
bined to lead a recovery. And Professional 
Insurance Agents played their part.

While some areas still bear scars, Ala-
bama, Texas, Mississippi and Louisiana 
have all experienced a remarkable recov-
ery. Or, to put it another way, it’s always 
darkest before the dawn.

Still, the fact remains that the residents 
of America’s Gulf Coast are now having to 
cope with another disaster.

Former PIA member Charlie Melan-
con has been spending a lot of time criss-
crossing southernmost Louisiana, doing 
what he can do. Melancon is a member of 
Congress, representing the district that is 
closest to the Deepwater Horizon and all 
that oil spewing out.

“Our culture is threatened. Our coastal 
economy is threatened. And everything 
that I know and love is at risk,” said 
Melancon. 

“I, like you, am just feeling so helpless 
that there’s a hole out there,” Melancon 
says to a crowd at a packed meeting at the 
First Baptist Church of Grand Isle, Loui-
siana. “Until we get that hole stopped, 
we’re all in peril.”  
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Raises Insurance Coverage Questions
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At Paul Davis Restoration, the trust you put in us every day is fundamental 
because we recognize that the work we do reflects on you. Your customers are 
treated as our own, so you’ll know they are always taken care of. And we work 
with adjusters with a commitment to ensure a smooth process throughout every 
loss, every time.
 
Why do 20,000 agents trust their policyholders to us?
Because the difference is not in what we say, but in how we perform.

Paul Davis 
and Trust
Many people say things.  
Few people deliver.
Everybody says “Trust us”  
– but can you?

1-800-722-1818
pdrestoration.com

MiTigaTion   |   REconsTRucTion   |   Loss conTainMEnT   |   REsidEnTiaL   |   coMMERciaL



FEMA is in the process of a nation-
wide flood zone remapping project 
that may affect your customers, 

and can also offer you an opportunity to 
expand your book of business. PIA’s flood 
partner, The Hartford, understands that 
the current remapping may pose some 
challenges to you in keeping your current 
policyholders informed and prepared for 
zoning changes. They are ready to assist 
their PIA flood agents in understanding 
the process and in making this transition 
easy and profitable for you.

The Hartford has produced a web-
based toolkit to help PIA/Hartford flood 
agents:

•	 Understand	the	remapping	process	
and timeline

•	 Answer	 your	 clients’	 questions	
about remapping

•	 Protect	 your	 clients	 from	unneces-
sary extra costs

•	 Protect	 yourself	 from	 additional	
E&O exposure

•	 Communicate	 with	 your	 clients	
about remapping in their commu-
nity

•	 Reach	 out	 to	 prospects	 to	 expand	
your flood business

•	 Find	 current	 remapping	 informa-
tion

•	 Work	through	conversion	processes
In the tool kit you will find information 

to guide you as well as information you 
can provide to your clients. Agents who 
are enrolled in the PIA/Hartford flood 
program may access The Hartford’s web-
based toolkit (aka the “2010 Remapping 
Navigator”) at www.hartfordfloodonline.
com. For more information about the PIA/
Hartford flood program, please visit PIA 
National’s website at www.pianet.com/ 
floodinsuranceprogram or contact Karen 
Piacenta of The Hartford at (860) 757-
1984 or karen.piacenta@thehartford.com. 

What is FEMA’s Remapping 
Project?

The FEMA Remapping project (also 
called Map Modernization) is a multi-
year initiative that will update flood zone 
maps in over 20,000 communities across 
the country. To accomplish the effort, 
FEMA is working closely with association 
and private sector partners.

As a result, FEMA will be producing 
detailed, digital flood hazard maps known 
as Digital Flood Insurance Rate Maps, or 
D-FIRMS. These updated maps will: 

•	 Help	 NFIP	 communities	 manage	
flood risks and disaster recovery 
more efficiently

•	 Provide	accurate	information	for	resi-
dents, business owners and other key 
stakeholders to make choices regard-
ing personal and financial protection

Why Is It Being Done?
Remapping is being initiated in rec-

ognition that flood risks can change over 
time, altering floodplain boundaries. 
Those boundaries can change shape due 
to changes in dams or levees, surface ero-
sion and other natural forces. In addition, 
land use and development may change 
water flow and drainage patterns.

How Does It Affect Me and 
My Clients?

With remapping of flood zones, 
risk designations change, and so do the 
opportunities for loss. That means some 
of your policyholders may be remapped 
into either lower risk zones, or higher risk 
zones, and that they may need to be con-
verted to different rate structures for their 
flood insurance. The following is a snap-
shot of how this works.

Remapped to a Higher Risk 
Flood Zone

When your client is remapped to a 
higher risk zone and holds a mortgage, 
the lender will require mandatory flood 
insurance. This requirement applies to 
all federally-regulated lenders as well as 
government sponsored enterprises such 
as Freddie Mac and Fannie Mae. You will 
want to try to avoid forced placement by 
being proactive in securing coverage ahead 

PIA’s Flood Partner, The Hartford, Can Help You 
Navigate FEMA’s Flood Remapping Project
Retain Your Flood Clients and Build Your Business
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PIA National President 
Jon Spalding; Keith 
Savino, PIA National’s 

representative to ACORD; 
and Leonard C. Brevik, Execu-
tive Vice President & CEO of 
PIA National participated in a 
video forum during the recent 
ACORD/ Life Office Man-
agement System Association 
(LOMA) Insurance Systems 
Forum held May 24-26 in Las 
Vegas. The interview with PIA 
was conducted by ACORD 
President & CEO Gregory A. 
Maciag.

ACORD — the Associa-
tion for Cooperative Opera-
tions Research and Develop-
ment — is a global standards 
development organization 
serving the insurance industry 
and related financial services 
industries. It was founded by 
agents and brokers 40 years 

ago, including PIA. 
“The biggest thing that 

ACORD gives us is the stan-
dardization that’s necessary to 
provide the information that 
agents need,” said Spalding. 
“It’s necessary for the carriers 
to get consistent information 
so that they can then price the 
account accordingly. From a 
personal perspective, it’s the 
ease of doing business with the 
carriers that we have appoint-
ments with.”

PIA National ACORD 
representative Keith Savino, 
who also serves on the board 
of ACORD, said he is proud-
est of his involvement in the 
ACORD User Group Infor-
mation Exchange (AUGIE). 
“Understanding how we can 
do business better to solve 
that three-legged stool issue, 
which is the agents, the carri-
ers and the vendors. Getting 
us all on the same page at the 
same time — to prioritize 
those things we need to do in 
the business to better service 
our clients, because at the end 
of the day it’s about the poli-
cyholder, and it always has 
been — And that’s the focal 
point of PIA and Main Street 
agents, taking care of the poli-
cyholder.”

“What ACORD has done 
is to bring everybody together 
to reach a standard that every-
body can agree on, and that’s 
not always an easy process,” 
said Brevik.

“We heard in the AUGIE 
survey results today that we 
[agents] save an hour per 
employee per day through 
ACORD’s real-time interface 
capabilities,” Spalding said. 
“To an independent agency 
owner, that’s a huge number.” 
He added that realtime stan-
dards provide a competitive 
advantage. “For example, on 

first notice of loss, if I’m using 
real-time and my competitor 
is not, my client gets in the 
loop that much quicker in the 
claims process and gets their 
claim settled, we look like the 
hero.”

Brevik said what ACORD 
has accomplished is to suc-
cessfully combine insight 
with foresight and hindsight, 
approaching the need for 
seamless processing in a man-

ner that encourages coopera-
tion on standards among the 
many players in the insurance 
industry. “PIA agents on a 
daily basis, particularly in the 
coastal markets, are always 
looking for new markets and 
new market opportunities. 
Without these standards, 
those markets are not going to 
exist.” He added that ACORD 
has taken its mission beyond 
the shores of the United States. 

PIA’s Spalding, Savino, Brevik Speak on  Standards at ACORD Forum

“What ACORD 
has done 
is to bring 
everybody 
together 
to reach a 
standard that 
everybody 
can agree on, 
and that’s not 
always an easy 
process.”

PIA National 
Executive Vice 
President &  
CEO Leonard  
C. Brevik.

PIA and ACORD On the Air: PIA National participates in a video 
interview during the ACORD/LOMA Insurance Systems Forum held 
May 24-26 in Las Vegas. (From left to right) ACORD President & CEO 
Gregory A Maciag; PIA National Executive Vice President & CEO 
Leonard C. Brevik; PIA National ACORD representative Keith Savino; 
PIA National President Jon D. Spalding. 
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“The whole methodology 
that you’ve approached this 
to export your expertise and 
American standards to the rest 
of the world is a significant 
achievement for ACORD and 
for the agents,” he said.

ACORD, NIPR, PIA
ACORD has entered into 

a memorandum of under-
standing with the National 
Insurance Producer Registry 
(NIPR). NIPR was created 
by the National Association 
of Insurance Commissioners 
(NAIC) to help streamline the 
agent licensing process. PIA 

National supports the initia-
tives of NIPR and serves on 
its board of directors. 

“Agent licensing is a key 
strategic initiative of the PIA 
National board,” said Brevik. 
“By having the key standards 
put in place, by ACORD 
working with NIPR, and with 
PIA assisting in the effort, 
we can preserve a huge com-
ponent of state regulation of 
insurance and have agents 
licensing at the state level 
where it belongs. This involves 
both the politics of changing 
legislation, which we’re work-
ing on with the state legisla-
tures, but it also has a huge 
technology component where 
ACORD’s involvement is 
critical.”

“What ACORD is doing 
in this area will have a phe-
nomenal daily desktop ben-

efit for PIA members and all 
independent agents across the 
country,” Brevik said.

“You’ve just articulated 
the benefit of a partnership 
between a standards organi-
zation and a trade association 
and how it fits hand-in-glove,” 
said ACORD President & 
CEO Gregory A. Maciag.

“Our ‘secret sauce’ is agents 
and brokers,” Maciag said. 
“Agents and brokers founded 
ACORD 40 years ago this 
year, because they were sitting 
at the crossroads of all that data 
going back and forth among 
the trading partners and real-
ized [that] cooperation was 
the only way to do it. After 40 
years, agents are still intimately 
involved in what we do. They 
take a leadership role in what 
we do. We couldn’t have done 
it without you.”  

Apple co-founder Steve Wozniak (right) with Len Brevik at ACORD/
LOMA forum in Las Vegas. Mr. Wozniak is wearing a helmet because 
he rode his Segway through the ACORD trade show.

ACORD President and CEO 
Gregory A. Maciag

www.pianet.com

PIA’s Spalding, Savino, Brevik Speak on  Standards at ACORD Forum



WHAT ARE YOU 
WAITING FOR?

Schedule a FREE Virtual Presentation by visiting 
ASTONISHRESULTS.COM or calling 1-888-821-4506.

SYSTEM FEATURES (PARTIAL LIST)

• Virtual Insurance Office 
• Virtual Profit Center
• Over 500 multimedia  
 campaigns
• Automated email marketing
• Automated call  
 broadcasting
• Automated direct mail

• Social Network Marketing
• Organic SEO
• Premium SEM
• Sales Training
• Consulting
• Automated newsletters
• Text message marketing

• Everything you need to GROW your agency!

CORE FACTS
• 14 years of digital marketing excellence
• Real-time integration with your agency management 
 system
• The only CMS Platform built for insurance SEO
• Industry leading email deliverability
• Proven results, often imitated, but NEVER duplicated
• The only COMPLETE insurance digital marketing 
 system in the world

INTERNET PROFIT WARNING:
Using Astonish Results daily has been proven to dramatically increase leads, sales, profit, and customer loyalty. Agencies across the country are using  

the Astonish system to sell more premium, make more money, and have more fun. Take the 180-Second Tour at AstonishResults.com to discover how you can leverage  
the Internet to grow your agency.

“Astonish Results is the best 
business decision I have ever 
made – period!”

- Ken Petersen, CEO of Encharter Insurance  
www.encharter.com

Ken Petersen has:
 • Increased commercial lines • Made more money
 • Increased personal lines • Had more fun! 
 • Increased retention

THE GREATEST DIGITAL MARKETING 
SYSTEM IN THE WORLD!
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The attack ads have commenced, and if you are like many 
Ameri-cans across the country, you’ve seen more of them 
in the past few months than you’d prefer to see in a life-

time, especially if you live in Florida, Nevada, Arkansas, or any 
state with a highly competitive primary race. You may have even 
received a phone call or two from candidates or their volunteers 
asking you for your support. Yes, primary season is in full swing, 
and the 2010 mid-term elections are right around the corner. 

As of late June, approximately half of all primary elections 
have been held across the country, with voters deciding key races 
in California, South Carolina, Nevada, and elsewhere. 

The political mood across the county has been “anti-incum-
bent” or “throw the bums out” regardless of political party. No 
longer will key committee assignments or “pork barrel” (money 
desig-nated in appropriation bills for certain pet projects back in 
Member’s states and districts) be enough to automatically return 
officeholders to Washington.

 Two current Members of Congress who were caught in the 
anti-incumbent wave are Pennsylvania Senator Arlen Specter and 
Alabama Congressman Parker Griffith. Both members switched 
their political parties in an attempt to save their political careers. 
This daring move ended up backfiring on both.

Senator Specter, who served as a moderate Republican for over 
44 years in Congress, switched parties in 2009 when Democrats 
had a powerful majority and the mood of the country was over-
whelmingly pro-Democrat. A year later, with President Obama 
and Congressional Democrats having dropped significantly in 
approval polling, Specter lost the Democratic primary to Con-
gressman Joe Sestak. Rep. Griffith, who switched from Demo-
crat to Republican in the middle of his first term in Congress, 
was defeated in the Republican primary.

While this has made many current Members of Congress, 
both Democrats and Republicans, very nervous, a fresh wave of 
idealistic candidates has been given the opportunity to win in 
what were impossible odds just a year and a half ago. 

One such example is the highly publicized Nevada Senato-
rial race involving incumbent Democratic Senator and Majority 
Leader Harry Reid. Senator Reid is fighting for his political life 
against Sharron Angle, a teacher and former Nevada Assembly-
woman who is endorsed by the Tea Party movement. A virtual 
nobody just one year ago, Angle won Nevada’s highly contested 
GOP primary in May. She may now take down arguably the 
most powerful man in the United States Senate in November. 

Many candidates in this year’s primary field have diverse 
backgrounds, and come from a variety of previous careers. 
From the former CEO of World Wide Wrestling Entertainment 
(Connecticut GOP Senatorial candidate Linda McMahon), to 
a former UPS delivery truck driver and state representative 
(Democratic can-didate for Michigan’s first congressional dis-
trict, Gary McDowell), the candidate field is broad.

One of the most interesting candidates this year hails from 
Charleston, South Carolina. Timothy (Tim) Scott, a member 
of South Carolina’s House of Representatives, made history 

on June 22nd by becoming the first African American to win a 
Republican primary in South Carolina since Reconstruction. He 
is almost certainly favored to win the general election in Novem-
ber, as his district, South Carolina’s first congressional district, 
is overwhelmingly conservative. Mr. Scott has a background in 
insurance, and owns an insurance agency in Charleston. 

Elections 2010 – Heading Into the Final Stretch
PIAPAC Prepares Final Push for November

www.pianet.com

The political mood across the 
country has been “anti-incumbent 

or “throw the bums out” 
regardless of party affiliation.

We’ve got you covered

Sometimes, 
it’s what’s underneath 
that counts

®

Experienced Agents
PIA agents have been providing
agents’ umbrella coverage
longer than anyone else.
We can craft a policy — or a 
combination of policies — to
cover you, while leaving your
wallet in one piece.

E&O Options
PIA has access to numerous E&O
programs, so we can offer you a choice of
underlying E&O coverage. Combine this
with our agents’ umbrella’s excess E&O
coverage, and you can get more coverage
— and more value — for your money.

The PIA/Penn National Insurance agents’
umbrella offers:
� Excess limits on a following-form 

basis for E&O
� Business operations: Auto, Liability
� Optional personal umbrella coverage
� Optional EPL

For details, contact your local PIA affiliate or PIA National at 800.742.6900 x 348
or visit the PIA Main Street Store at www.PIANET.com
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It is common to hear corporate execu-
tives and business leaders complain 
about excessive regulation, but what 

does the public think? 
A new Harris Poll finds that among 

those who favor change, many more peo-
ple support stricter rather than less strict 
regulation of business.

The one exception: a plurality of the 
public thinks that while big businesses 
should be regulated more, Main Street 
businesses should be regulated less.

Overall, a 40% plurality of the pub-
lic favors more strict regulation and only 
19% would prefer less strict regulation 
(with 27% wanting neither more nor less 
strict regulation and 14% saying they are 
not at all sure).

However, a 64% to 11% majority favor 
more strict regulation of big business while 
a 45% to 14% plurality favors less strict 
regulation of small business. The 70% or 
more of adults who favor stricter regula-
tion of food safety, pharmaceutical safety 
and executive pay and bonuses compares 
with only 40% who favor more price regu-
lation and 41% who want more regulation 

of profits.
These are some of the findings of a 

Harris Poll survey of 2,503 U.S. adults 
surveyed online between May 10 and 17, 
2010 by Harris Interactive.

A Vote for Main Street
“This poll shows that people place far 

more trust in small businesses than in 
larger businesses,” said PIA National Presi-
dent Jon D. Spalding. “It is heartening 
to see that the public recognizes that the 
regulatory burdens placed on small busi-
nesses need to be lessened. When it comes 
to choosing who they trust, Americans are 
increasingly casting their votes in favor of 
Main Street.”

The strongest support for stricter regu-
lation relates to food safety (73%), execu-
tive pay and bonuses (70%), the safety of 
pharmaceuticals (70%), banks and finan-
cial services (69%), air and water pollu-
tion (68%), consumer product safety 
(67%), and environmental safety (66%).  
Majorities also support more strict regu-
lation of advertising claims (65%), big 
business (64%), and health and safety in 

the workplace (54%).
Across the board, support for regula-

tion is much stronger among Democrats 
than Republicans, with Independents in 
the middle.  However, even majorities of 
Republicans favor more strict regulation 
of food safety (64%), executive compensa-
tion (57%), pharmaceutical safety (61%), 
banks and financial services (56%), air 
and water pollution (52%), consumer 
product safety (56%), and advertising 
claims (56%).

This Harris Poll also looked at attitudes 
toward the regulation of business among 
those who describe themselves as “Tea 
Party supporters” (38% of adults) and, 
among supporters, those who describe 
themselves as “Tea Party members” (10% 
of all adults).  The attitudes of Tea Party 
supporters are very similar to those of 
Republicans (not very surprising because 
many of them are the same people).

Self-styled Tea Party members are more 
strongly opposed to business regulation.  
A 48% to 21% plurality (but not a major-
ity) favors less strict regulation in general.  
However, majorities even of Tea Party 
members favor stricter regulation of food 
safety (61%), executive pay and bonuses 
(52%), pharmaceutical safety (59%), con-
sumer product safety (54%), and advertis-
ing claims (61%).

Overall, the poll finds that the regula-
tion of business enjoys much public sup-
port. Not only does a 2-to-1 plurality of 
all adults favor more strict regulation; 
majorities, or substantial pluralities, favor 
stricter regulation of twelve of the thirteen 
items listed.  

The one exception — and it is an 
important one — is that a 3-to-1 plurality 
(45% to 14%) favors less strict regulation 
of small business.

“This is a resounding victory for Main 
Street businesses and Main Street values,” 
said Spalding. “When times are tough, 
people want to do business with people 
in their communities who they know and 
trust. America’s professional insurance 
agents have been doing business on Main 
Street for many decades. That’s why our 
motto is, “Local Agents Serving Main 
Street America.”  

Poll: Americans Want Main Street Businesses 
Regulated Less

WWW.AGENCYIDEAS.COM  •  1-800-724-1435

A HEADS-UP FOR GROWTH-MINDED AGENTS 
 

Sell and retain more P&C with Alan Shulman ‘s Agency Ideas®. 
Do everything below and more at 4 www.agencyideas.com. 
 

Join thousands of agents who subscribe to Agency Ideas® newsletter.   
It’s packed with contemporary and creative sales ideas plus supporting 
tools to help you grow.  Download a free sample.  See all the benefits. 
 

Explore over 200 sales tools for producers and CSRs at Agency Ideas® 
Instant Download Store.  Includes sales letters, content for social media, 
cross-selling tools and much more.  (www.agencyideas.com/instant). 
 

Enjoy our new P&C comic strip: The Comic Adventures of Ernest Agent™. 

Agency Ideas®

SALES & MARKETING IDEAS FOR P&C PROFESSIONALS
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The United States Department of Agriculture’s Risk Man-
agement Agency (RMA) has released a third version of the 
Standard Reinsurance Agreement (SRA) last month and it 

included significant cuts to the Federal Crop Insurance Program 
and imposes compensation caps on agents.

The SRA allows the participating crop insurance companies 
to transfer a portion of their risk to the USDA. Additionally, it 
lays out the conditions under which the federal government will 
provide subsidies on certain contracts sold by the crop insurance 
company on the contract.

The new SRA caps agent commission at 80% of the admin-
istrative and operating subsidy (A&O) payments and restricts 
additional forms of compensation including profit sharing pro-
grams. This is the first time that RMA has ever directly regulated 
agent compensation. PIA remains opposed to this move and any 
precedent that this sets in the market.

Furthermore, it will introduce an additional $6 billion in cuts 
to the program. The $6 billion in cuts are being made, accord-
ing to the USDA, to improve risk management and conservation 
programs and to reduce the national debt.  These cuts are in addi-
tion to the $6.4 billion in cuts that the 2008 Farm Bill made to 
the program, many of which have yet to be implemented. The 
program will likely face additional cuts in the upcoming 2012 
Farm Bill.

“Cuts of this magnitude, as proposed in the final SRA, are a 
threat to our nation’s farm safety net, all in the middle of one of 
America’s worst economic recessions,” said Dan Weber, Chair of 
the PIA National Crop Insurance Working Group. “This is espe-
cially true when you consider that the 2008 Farm Bill cut $6.4 
billion from the crop insurance program. The additional $6 bil-
lion in cuts undermines the future of this risk management tool 
and the ability of insurance agents to sell it.”

Agents to Bear the Brunt
National Crop Insurance Services (NCIS), the Overland Park, 

Kansas-based organization representing crop insurance companies, 
initially expressed frustration but then appeared to acquiesce. 

“We negotiated this contract in good faith with the USDA 
[United States Department of Agriculture] and we are frustrated 
that our concerns for the financial stability of this 30-year pro-
gram were not adequately addressed,” said Bob Parkerson, presi-
dent of NCIS, in an initial statement.

“Now we have to figure out how an additional $6 billion 
decrease will not seriously undermine the industry’s ability to 
effectively deliver this program,” said Parkerson. “Unfortunately, 
USDA seems to have lost sight that this program is in place to 
provide a sound financial risk management tool for America’s 
farmers and ranchers.” 

The industry is also disappointed that USDA used a “final” 
draft to introduce significant terms that did not appear in the first 
and second drafts, which apparently USDA plans to implement 
without full industry review and negotiation.

After a meeting between the USDA and crop insurers in June, 
Parkerson appeared to change his tune and was quoted by  Agri-

culture Online as saying that the industry has no choice but to 
accept the $6 billion cut in federal reimbursements for adminis-
trative costs over the next 10 years, if certain technical issues can 
be worked out.

Parkerson said he doesn’t know exactly how the industry will 
adapt to the cuts but it’s likely to result in lower commissions for 
the independent agents who sell coverage to farmers, especially in 
the most profitable Midwestern states. There, commissions have 
been a little above 20 percent. Under the new agreement, they 
can’t average more than 14.5 percent nationally.

“A big part of the reduction is going to happen with the agent 
workforce,” said Keith Collins, former USDA Chief Economist 
and now a consultant with NCIS.

PIA Says ‘No’
In response to the SRA, PIA issued a call to members and asked 

them to utilize PIA’s Online Grassroots System to send a pre-
written, fully-editable letter to the elected officials in Washington, 
D.C. The response was incredibly high and urged Members of 
Congress to contact the White House and USDA to tell them that 
the final draft was unacceptable.

“It’s not fair to expect crop agents to bear the brunt of these 
proposed reductions. Crop agents are not going to roll over and 
be railroaded on this,” Weber said. PIA will continue to work to 
have this changed.  

PIA Opposes Drastic Cuts in Crop Insurance
“Final” Draft of SRA Could Lead to Commission Caps, Cuts 

www.pianet.com

HARTFORD FLOOD
NOW AVAILABLE TO PIA MEMBERS

Easy Enrollment. 
Competitive Commissions. 

Exceptional Service.

Contact Trumbull:
Karen Piacenta, Flood Program Director

888.410.2963  x71984
Learn more at

www.pianet.com/floodinsuranceprogram

Managed by
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At the request of several Members 
of Congress, the Federal Trade 
Commission (FTC) is further 

delaying enforcement of the “Red Flags” 
Rule through December 31, 2010, while 
Congress considers legislation that would 
affect the scope of entities covered by the 
Rule. 

What are Red Flag rules? Red Flag 
Rules are designed to strengthen busi-
nesses’ anti-ID theft compliance. More 
specifically, they require creating system 
responses that flag the caretaker of data-
bases when “unusual” access attempts or 
activity patterns arise in your data activi-
ties.

Under the rules, financial institutions 
and “creditors” are required to develop 
programs that identify relevant patterns, 
practices, and specific activities that are 
“red flags” for possible identity theft.

Do Red Flag rules apply to insurance? 
Insurance is not included — but there are 
some important gray areas in which it is 
possible that PIA member agencies could 
be expected to comply with the general 
business practice requirements of Red 
Flag. The PIA National Business Issues 
Committee (BIC) has reviewed this issue 

at the request of PIA members. 
If you are acting in an insurance capac-

ity, you already have state privacy laws 
with which you must comply. These 
expectations have been expressed in insur-
ance common law in one way or another 
since the 1960’s. So these regulations, in 
a way, just underscore and provide more 
specific regulatory direction to what the 
courts would expect.

Only businesses that engage in spe-
cific types of activity or business practices 
need to comply with the requirements of 
the Red Flag rules. Businesses that main-
tain covered accounts or act as creditors 
are those that will need to create a writ-
ten identity theft prevention program 
to detect, prevent, and mitigate identity 
theft.

Grey Areas
Nonetheless, there can be additional 

activities and services provided by PIA 
agencies that may also be defined as gen-
eral commercial business practices (and 
not per se the conducting of the business 
of insurance). In addition to having these 
areas comply with insurance law, these 
practices then may also fall under the 

FTC’s Red Flag rules compliance — if 
they ever move forward.  

An example of a possible grey area is 
when PIA members engage insurance pre-
mium financing. This generally does not 
include accepting credit cards as payment 
for insurance premiums. 

PIA believes this grey area is less so 
when using a bona fide insurance pre-
mium financing company. This means the 
entity meets the state insurance code defi-
nition, is licensed/authorized and subject 
to state DOI oversight as an insurance 
premium finance company. PIA member 
agencies should verify that the insurance 
compliance status of any premium finance 
companies that you use.

The FTC has been besieged by nega-
tive reactions on this issue, both from 
the industries that might be affected and, 
ironically, other federal agencies. Busi-
nesses are justifiably concerned about the 
cost of compliance. Meanwhile, other fed-
eral agencies see the FTC as overreaching, 
trying to regulate the entities that these 
other federal entities otherwise oversee. In 
short, it’s a turf war. Congress is consider-
ing amending and further defining these 
red flag rules, mainly to narrow their 

FTC Delays Enforcement of “Red Flag” Rules Again

For information about the rates, fees, other costs and benefits associated with the use of this Rewards Card, or to apply, call the toll free number above, visit the Web site listed above or write to P.O. 
Box 15020, Wilmington, DE 19850.
◆ Terms apply to program features and credit card account benefits. For more information about the program, visit bankofamerica.com/worldpoints. Details accompany new account materials.

This credit card program is issued and administered by FIA Card Services, N.A. The WorldPoints program is managed in part by independent third parties, including a travel agency registered to do business in California (Reg. No.2036509-50); Ohio (Reg. No. 
87890286); Washington (6011237430) and other states, as required. MasterCard is a registered trademark of MasterCard International Incorporated, and is used by the issuer pursuant to license. WorldPoints, the WorldPoints design and Platinum Plus are 
registered trademarks of FIA Card Services, N.A. Bank of America and the Bank of America logo are registered trademarks of Bank of America Corporation. All other company product names and logos are the property of others and their use does not imply 
endorsement of, or an association with, the WorldPoints program. WP.MCV.0908

© 2010 Bank of America Corporation AR96896-110909 AD-01-09-0012.C.WP.NT.0109

Mention Priority Code VAAETA. You can also visit www.newcardonline.com and 

enter Priority Code VAAETA.

To apply, call toll-free 1.866.438.6262

Get something back for your everyday purchases. Use 

your National Association of Professional Insurance 

Agents Platinum Plus® MasterCard® credit card with WorldPoints® rewards, and you’ll 

earn points you can redeem for cash, travel, merchandise, even unique adventures.◆

Rewards for the things you buy anyway. You also have the chance to show your support for 

National Association of Professional Insurance Agents every time you present your card.
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Make everyday purchases count.

Continued on page 19
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National Association of Professional Insurance Agents
400 N. Washington St. • Alexandria, VA 22314-2353
(703) 836-9340 (phone) • (703) 836-1279 (fax)
www.PIANET.com • piabrandingprogram@pianet.org

“Local Agents Serving Main Street America SM” collectively describes the membership of the 
National Association of Professional Insurance Agents and it’s affiliate associations. It bears 
no relation to The Main Street America Group, also known as MSA Group, or its subsidiary 
companies.

Spanish Ads for PIA Members
It just got a whole lot easier for PIA members to market to Spanish speaking insurance buyers. That’s because PIA has released a series of 
Spanish advertisements that are available free of charge to all PIA members. These are the latest addition to the PIA Branding Program, 
Local Agents Serving Main Street America.SM

PIA also has a series of English print and radio ads and, coming soon, PIA members will be able to download Spanish  
print ads as well. All of PIA’s ads include space for your agency ID.

To hear PIA’s new Spanish radio ads for yourself, or to download any of our ad files, simply visit the PIA Branding  
Program at www.pianet.com/piabrandingprogram.

scope. Lawmakers have been under pres-
sure from groups wanting an exemption, 
such as attorneys.

The PIA National Business Issues 
Committee has been tracking this issue 
since 2007, providing PIA Leaders and 
members with periodic updates and guid-
ance. In the year since this issue was last 
on the front burner, the FTC has had to 
recast their rules to clarify that it defers to 
the other regulatory agencies. The revised 
rules also better define what’s covered and 
not covered. As BIC reads it, insurance is 
still not covered. But there are situations 
in which agencies — depending on exactly 

what they do — may be covered in part. 
Bear in mind, too that the FTC operates 
under a specific prohibition passed by 
Congress in 1979 that the FTC does not 
oversee the business of insurance, or those 
engaging in it.

The FTC has created such a mess of 
this that Congress ordered it to withdraw 
the rules until Congress can figure out 
what is going on. In addition, the new 
consumer financial protection agency that 
is in the financial services reform bill that 
Congress is finalizing presents new con-
flicts with the FTC in this area that will 
need to be worked out.  

Congress Forces “Red Flag” Rules 
Delay
Continued from page 18
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of the remapping effective date. Your cli-
ent may also be able to take advantage of a 
lower rate through grandfathering. 

Remapped to a Lower Risk 
Zone

In this case it is important for your cli-
ent to understand that the risk of flood-
ing is reduced, but not eliminated. And, 
they may be eligible for reduced insur-
ance rates, and may receive a refund. 
Their lender may no longer require them 
to carry flood insurance, but it is in their 
best interest to convert their existing pol-
icy to a Preferred Risk Policy to maintain 
coverage if they are eligible.

Remapping Calendar 
Timeline

You should be proactive in seeking 
out information about your community 
remapping process since you will not nec-
essarily be notified that it is taking place. 
It is possible that your community has 
already completed the remapping process.

Important dates for you to be aware of, 
and to begin to take action, are:

•	 Final	Community	Meeting
•	 Letter	 of	 Final	 Determination,	

issued at the beginning of the 
6-month adoption period

•	 Date	of	Effective	Flood	Map
For actual key remapping dates in your 

area, log on to www.FloodSmart.gov. The 
timeline on page 11 will give you a better 
idea of key events during the remapping 
process.

The PIA/Hartford Flood 
Program

The Hartford is dedicated to provid-
ing agents with extraordinary customer 
service and value. The Hartford Flood 
program offers an easy enrollment process 
and extremely competitive commissions. 
Through our national flood insurance ser-
vice center, we offer the most advanced 
Internet services available.

Through a partnership with PIA, PIA 
members in all 50 states, the District 

of Columbia and Puerto Rico have the 
opportunity to offer their customers flood 
insurance through one of two plan offer-
ings: The Hartford’s Standard program 
or the Flood Solutions program. The 
Standard program includes a web-based 
application process with the agency doing 
the customer service administration 
with Internet and live customer service 
support. The Flood Solutions program 
includes a streamlined application process 
with The Hartford’s Flood Insurance Pro-
cessing Center doing most of the work. 
Flood Solutions simplifies the writing of 
flood insurance for the agency.

For more information about the PIA/
Hartford flood program, please visit PIA 
National’s website at www.pianet.com/
floodinsuranceprogram or contact Karen 
Piacenta of The Hartford at (860) 757-1984 
or karen.piacenta@thehartford.com.   

Navigate FEMA’s Flood Remapping Project
Continued from page 11

Easy online entry      Single billing for multiple state licenses      Paper-free transactions

Completing the Licensing Puzzle

With over 1,000,000 license 
transactions processed annually, 
NIPR is the recognized leader in 
electronic producer licensing

To see how easy the process can be, 
visit www.nipr.com

Here is what you’ll get with the

NIPR electronic applications:



As an insurance professional, you not only know the terms 
found in a typical insurance policy, you’ve studied them. 
That’s not the case for many of your clients. That’s why 

agency web sites available through PIA/Emerald include a glos-
sary of many common insurance terms. It’s just one of many use-
ful features that is standard in all PIA/Emerald agency web sites. 
It’s a great complement to the many other educational resources 
that are also included with our service.

Is your agency web site a valuable educational resource to your 
clients and prospects? It could be very easily. Just visit PIA and 
Emerald at www.bestagencywebsites.com to see our online glos-
sary and other educational tools that will provide value to your 
clients and prospects.

Have a question? Please call Emerald at 1-800-233-2834 and 
tell them PIA sent you to receive the preferred PIA pricing.  
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Getting to Know PIA’s Agency Websites: An Online 
Glossary for Your Clients

YOU CAN DOUBLE 
THE SIZE OF YOUR 
AGENCY IN 3 YEARS

To schedule a tour, call us today at 1-888-821-4506.

Representing “A” rated admitted Safeco/Liberty Mutual 
to provide the health and �tness industry with General 
Liability, Property, Workers Compensation, Umbrella, 
Bond, EPLI, Sexual and Child Abuse, Child Care, Business, 
Auto, and so much more.

Phone: 800-844-0536 www.sportsfitness.com askus@sportsfitness.com

Sport & Fitness 
Insurance 

PIA Connection Marketplace rates: $95/issue for 10 issues; $120/issue for 5 issues. To learn more and get a contract, 
or to inquire about display advertising, please contact Alexi Papandon at alexipa@pianet.org or 703-518-1353.

AU Ziplow-July08  revised

PIA SERVICES GROUP
INSURANCE FUND

www.piatrust.com
(800) 336-4759

Help Build Your Family’s Financial 
Future with PIA Trust 

Insurance Plans

Insurance Plans Designed with PIA Members in Mind

Dental l Term Life l LTD l STD 
Business Overhead Expense 

AD&D l Hospital Indemnity

PIA SERVICES GROUP 
INSURANCE FUND

SPECIALTY PERSONAL LINES
• RV Insurance
• Manufactured Homes
• Mexico Auto Insurance

www.SpecialtyInsOnline.com
SOLUTIONS FOR CARRIERS & AGENTS TO ENTER THESE 

GROWING BABY BOOMER & HISPANIC MARKETS.

1-888-467-4639

“Build your book of business!”
“We set the appointments, you write the policies!” 

WE GENERATE COMMERCIAL LINES AND 
GROUP MEDICAL LEADS & APPOINTMENTS 
Pay as you go! Pay only for results. Face to face 

appointments with qualified prospects.

Call Mike Today!  (866) 222-9191
www.signaturemktg.net  •  mikep@signaturemktg.net

Your Ad Here.
When PIA members are looking for solutions to their problems,  

make sure you’re in the right place at the right time.  
Make sure you’re in the PIA Connection Marketplace!

Managing Certificates of Insurance 
for Your Clients?

CertificateHandler provides agents and 
brokers a fully web-hosted, low-cost, 
turn-key solution to support automated 
certificate of insurance tracking.
Learn more and visit 
www.jwsoftware.com/
certificatehandler today!

Simple approach to selling total protection
Unique Package Policy

One Bill | One Premium | 
One Renewal Date
Find out more, visit

www.encompassinsurance.com/newagents.asp

OTO5441A_0110_Layout 1  1/22/10  7:43 AM  Page 1

Surety Bonding • Treasury Listed •  Rated A by A.M. Best 
Licensed Nationwide • Fax: 860.229.1111

233 Main Street, New Britain, CT 06050-2350

acstarins.com

S U R E T Y  F O R  A N  I M P E R F E C T  W O R L D

ACS9129-PIAad_2.5x1.5.indd   1 12/9/09   4:18:53 PM
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Another interesting trend among 
this year’s Congressional candidates is 
the unusually large number of females 
vying for public office. These women are 
run-ning in, and winning, their party’s 
pri-maries, especially within the GOP. 
In California, former Hewlett-Packard 
CEO Carly Fiorina recently won the 
GOP’s senatorial primary, and will chal-
lenge Democratic Senator Barbara Boxer 
in the general election this fall. Women 
held 94 seats in the 111th Congress (77 
in the House, 17 in the Senate), and that 
num-ber could very well be much higher 
in the 112th Congress. 

PIAPAC Eyes the Ballot Box
PIA has one goal: to help ensure that 

whoever wins in November supports 
Main Street insurance agents like you. 
That is why PIA’s Political Action Com-
mittee, PIAPAC, is so important to our 
association. PIAPAC works to ensure that 
pro-business, pro-insurance candidates 
are elected to office. It helps guarantee 
that our nation’s lawmakers promote 
poli-cies that benefit independent agents 
and their businesses. 

PIAPAC is always seeking to increase 
PAC participation from our member-
ship, particularly from among our affili-
ates’ Board of Directors. To draw more 
attention to the Chairman’s Challenge, 
this August is being designated as Chair-
man’s Challenge Month, in conjunction 
with PIA’s District Lobbying Day activi-
ties in August. National Directors from 
all of our affiliates will be contacted and 
given a list of their board members who 
have contributed and those who have yet 
to contribute to PIAPAC in 2010. This 
campaign will be announced in PIAPAC’s 
summer newsletter, scheduled for release 
in the next week or so. 

To learn more about PIAPAC, visit 
www.pianet.com/piapac.  

PIAPAC’s 
Election Preview
Continued from page 15
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PIA of Nebraska/Iowa, 920 South 107th Avenue, Suite 305, Omaha, NE 68114
PHONE: (402) 392-1611 • FAX: (402) 392-2228
e-mail: cathy@pianeia.com • Web Site: www.pianeia.com
NEw HAMPSHIRE
PIA of New Hampshire, P.O. Box 997, Glenmont NY 12077-0997
PHONE: (800) 424-4244 • FAX: (518) 434-2342
e-mail: pia@pia.org • Web Site: www.piaonline.org
NEw JERSEY
PIA New Jersey, P.O. Box 997, Glenmont NY 12077-0997
PHONE: (800) 424-4244 • FAX: (518) 434-2342
e-mail: pia@pia.org • Web Site: www.piaonline.org
NEw YoRk
PIA New York, P.O. Box 997, Glenmont NY 12077-0997
PHONE: (800) 424-4244 • FAX: (518) 434-2342
e-mail: pia@pia.org • Web Site: www.piaonline.org
NoRTH CARoLINA
PIANC, PO Box B, Henderson, NC 27536
PHONE: (877) 401-6822 • (877) 98PIANC • FAX: (877) 499-2849
e-mail: jim.kennedy@piaofnc.com • Web Site: www.piaofnc.com
NoRTH DAkoTA
PIA of North Dakota
1211 Memorial Hwy Holiday Park Office #6, Bismarck, ND 58504-5213
PHONE: (701) 223-5025 • (800) 733-1050 ND&MN only
FAX: (701) 223-9456 • e-mail: info@piand.com • Web Site: www.piand.com
oHIo
PIA of Ohio, Inc., 600 Cross Pointe Road, Gahanna, OH 43230
PHONE: (614) 552-8000 • (800) 555-1742 • FAX: (614) 552-0115
e-mail: ohpia@ohiopia.com • Web Site: www.ohiopia.com
okLAHoMA
PIA of Oklahoma, P.O. Box 12921, Oklahoma City, OK 73157
PHONE: (405) 942-1119 • FAX: (405) 943-4380
e-mail: bill@piaok.com • Web Site: www.piaok.com
oREGoN/IDAHo
PIA of Oregon/Idaho, 3205 Northeast 78th Street, #104, Vancouver, WA 98665
PHONE: (503) 287-7570 • FAX: (360) 571-7600
e-mail: piawest@piawest.com • Web Site: www.piawest.com
PENNSYLVANIA
Insurance Agents & Brokers of Pennsylvania 
P.O. Box 2023, Mechanicsburg, PA 17055-0763
PHONE: (717) 795-9100 • FAX: (717) 795-8347
e-mail: iab@iabgroup.com • Web Site: www.iabgroup.com
PUERTo RICo & CARIbbEAN
PIA of Puerto Rico and the Caribbean Inc
PO Box 192389, San Juan, PR 00919-2389
PHONE: (787) 792-7849 • FAX: (787) 792-4745
e-mail: marcos@piaofpr.com • Web Site: www.piaofpr.com
RHoDE ISLAND
PHONE: (703) 836-9340 • FAX: (703) 836-1279
e-mail: membership@pianet.org • Web Site: www.pianet.com
SoUTH CARoLINA
PIA of South Carolina, PO Box 21367, Columbia, SC 29221-1367
PHONE: (803) 772-0557 • (888) 742-6372 • FAX: (803) 772-0846
e-mail: PIASC@piasc.net • Web Site: www.piasc.net
SoUTH DAkoTA
PHONE: (703) 836-9340 • FAX: (703) 836-1279
e-mail: membership@pianet.org • Web Site: www.pianet.com
TENNESSEE
PIA of Tennessee Inc, 504 Autumn Springs Court Suite A-2, Franklin, TN 37067
PHONE: (615) 771-1177 • FAX: (615) 771-3456
e-mail: piatn@piatn.com • Web Site: www.piatn.com
TEXAS
Texas Insurance Professionals, P. O. Box 90908, Austin, TX 78709-0908
PHONE: (512) 301-0226 • FAX: (512) 301-0265
e-mail: pia@piatx.org • Web Site: www.piatx.org
UTAH
Utah Association of Independent Insurance Agents
4885 S. 900 E., Suite 302, Salt Lake City, UT 84117
PHONE: (801) 269-1200 • FAX: (801) 269-1265
e-mail: stevebaugh@uaiia.org • Web Site: www.uaiia.org
VERMoNT
Vermont Insurance Agents Association, P.O. Box 1387, Montpelier, VT 05601
PHONE: (802) 229-5884 • FAX: (802) 223-0868
e-mail: rcoyle@viaa.org • Web Site: www.viaa.org
VIRGINIA/DC
PIA Assn of Virginia & DC, 8751 Park Central Dr., Ste 140, Richmond, VA 23227
PHONE: (804) 264-2582 • FAX: (804) 266-1075
e-mail: dennis@piavadc.com • Web Site: www.piavadc.com
wASHINGToN/ALASkA
PIA of WA/AK, 3205 Northeast 78th Street, #104, Vancouver, WA 98665
PHONE: (360) 571-7100 • FAX: (360) 571-7600
e-mail: piawest@piawest.com • Web Site: www.piawest.com
wEST VIRGINIA
PHONE: (703) 836-9340 • FAX: (703) 836-1279
e-mail: membership@pianet.org • Web Site: www.pianet.com
wISCoNSIN
PIA of Wisconsin, Inc., 6401 Odana Road, Madison, WI 53719-1126
PHONE: (608) 274-8188 • (800) 261-7429 • FAX: (608) 274-8195
e-mail: rvonhaden@piaw.org • Web Site: www.piaw.org
wYoMING
Assoc. of Wyoming Ins. Agents, PO Box 799, Sundance, WY 82729-0799
PHONE: (307) 283-2052 • FAX: (775) 796-3122
e-mail: awia@vcn.com • Web Site: www.awia.com
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PIA of Alabama, 3805 Crestwood Pkwy NW #140, Duluth, GA 30096
PHONE: (770) 921-7585 • FAX: (770) 921-7590
e-mail: jerry@piaga.com • Web Site: www.piaga.com
ARkANSAS
PIA of Arkansas Inc., 10025 W. Markham, Little Rock, AR 72205
PHONE: (501) 225-1645 • FAX: (501) 225-2550
e-mail: evp@piaar.com • Web Site: www.piaar.com
CA/NV/AZ/NM
PIA Group, 3205 Northeast 78th St #104, Vancouver, WA 98665
PHONE: (888) 246-4466 • FAX: (360) 571-7600
e-mail: piawest@piawest.com • Web Site: www.piawest.com
CoLoRADo
PHONE: (703) 836-9340 • FAX: (703) 836-1279
e-mail: membership@pianet.org • Web Site: www.pianet.com
CoNNECTICUT
PIA of Connecticut, P.O. Box 997, Glenmont, NY 12077-0997
PHONE: (800) 424-4244 • FAX: (518) 434-2342
e-mail: pia@pia.org • Web Site: www.piaonline.org
DELAwARE
Insurance Agents & Brokers of Delaware
P.O. Box 2023, Mechanicsburg, PA 17055-0763
PHONE: (717) 795-9100 • FAX: (717) 795-8347
e-mail: iab@iabgroup.com • Web Site: www.iabgroup.com
FLoRIDA
PIA of Florida, Inc., 1390 Timberlane Road, Tallahassee, FL 32312-1766
PHONE: (850) 893-8245 • (800) 277-1171 FL only • FAX: (850) 893-8316
e-mail: oconnell@piafl.org • Web Site: www.piafl.org
GEoRGIA
The PIA of Georgia, Inc., 3805 Crestwood Pkwy NW #140, Duluth, GA 30096
PHONE: (770) 921-7585 • FAX: (770) 921-7590
e-mail: jerry@piaga.com • Web Site: www.piaga.com
HAwAII
PIA of Hawaii, 146 Hekili St # 201A, Kailua, HI 96734-2835
PHONE: (808) 261-9460 • FAX: (808) 262-5355
e-mail: piahi@hawaiiantel.net • Web Site: www.piahawaii.com
ILLINoIS
PHONE: (703) 836-9340 • FAX: (703) 836-1279
e-mail: membership@pianet.org • Web Site: www.pianet.com
INDIANA
PIA of Indiana, 600 Cross Pointe Road, Gahanna, OH 43230
PHONE: (614) 552-8000 • (800) 555-9742 • FAX: (614) 552-0115
e-mail: inpia@indianapia.com • Web Site: www.indianapia.com
kANSAS
Kansas Association of Professional Insurance Agents
103 SE 10th Ave., Topeka, KS 66612
PHONE: (785) 232-4143 • FAX: (785) 232-0272
e-mail: pia@pia.kscoxmail.com • Web Site: www.kansaspia.org
kENTUCkY
PIA of Kentucky, P.O. Box 4205, Frankfort, KY 40604-4205
PHONE: (502) 875-3888 • FAX: (502) 227-0839
e-mail: clemay@piaky.org • Web Site: www.piaky.org
LoUISIANA
PIA of Louisiana Inc., 8064 Summa Avenue, Suite C, Baton Rouge, LA 70809
PHONE: (225) 766-7770 • (800) 349-3434 LA only • FAX: (225) 766-1601
e-mail: jody@piaoflouisiana.com • Web Site: www.piaoflouisiana.com
MAINE
Maine Insurance Agents Association, 432 Western Avenue, Augusta, ME 04330
PHONE: (207) 623-1875 • FAX: (207) 626-0275
e-mail: lisa@maineagents.net • Web Site: www.maineagents.com
MARYLAND
Insurance Agents & Brokers of Maryland 
P.O. Box 2023, Mechanicsburg, PA 17055-0763
PHONE: (717) 795-9100 • FAX: (717) 795-8347
e-mail: iab@iabgroup.com • Web Site: www.iabgroup.com
MASSACHUSETTS
PHONE: (703) 836-9340 • FAX: (703) 836-1279
e-mail: membership@pianet.org • Web Site: www.pianet.com
MICHIGAN
Michigan PIA, 385 Summit Drive, Waterford, MI 48328
PHONE: (616) 454-4461 • FAX: (616) 454-4491
e-mail: inquiry@mipia.com • Web Site: www.mipia.com
MINNESoTA
PIA of Minnesota, 3600 Holly Lane N. #90, Plymouth, MN 55447
PHONE: (763) 694-7070 • FAX: (800) 546-3428
e-mail: gsather@piamn.com • Web Site: www.piamn.com
MISSISSIPPI
PIA Association of Mississippi, 4 River Bend Place, #115, Jackson, MS 39232
PHONE: (601) 936-6474 • FAX: (601) 936-6477 • (800) 898-0136 MS only
e-mail: PIAofMS@aol.com • Web Site: www.piams.com
MISSoURI
Missouri Association of Insurance Agents
P.O. Box 1785, Jefferson City, MO 65102-1785
PHONE: 573-893-4301 • FAX: 573-893-3708
e-mail: lcase@moagent.org • Web Site: www.missouriagent.org
MoNTANA
PIA of Montana, 3205 NE 78th St Ste 104, Vancouver, WA 98665-0697
PHONE: (888) 246-4466 • FAX: (360) 571-7600
e-mail: piawest@piawest.com • Web Site: www.piawest.com
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Are you currently obtaining 
your agency’s E&O insur-
ance through PIA? If not, 

when was the last time you contacted your 
local PIA producer for a quote? If the answer is 

“not recently,” then you really should give us a call. We’d 
be delighted to review your agency’s insurance needs and to 

provide you with a competitive quote.
The E&O landscape is constantly changing. But the one 

thing that you can count on is the professionalism and expertise 
of your local PIA E&O producer. We’ve been helping agents 
get the right E&O coverage for their agencies for over 75 years. 
That’s why agents continue to turn to us for the E&O coverage 
they depend on when they need it most.

As the insurance industry landscape changes, agents stand a 
greater chance of being the target of errors and omissions claims. 
Valid or not, such claims can cost your business dearly. Take a 
few minutes today to contact your local PIA producer so we can 
review your agency’s E&O needs. It will be time well spent and 
it could save you a few dollars, too.

To see what E&O coverage is available through your local 
PIA association, visit their website listed on the opposite page. 
Or visit PIA National’s website at www.pianet.com/eando to 
find your E&O producer’s contact information or complete a 
quick quote form.

Thank you for supporting PIA’s E&O insurance program.  

Is PIA Placing Your Agency E&O?

Visit the PIA Main Street Store at www.PIANET.com or use the information below to act now.

Visit www.PIANET.com for additional Member benefits including the PIA branding Program, Reaching Gen Y, 
Guide to Successful Planning, Perpetuation Central, Agency Agreement Review Service, PIA logos and more.

Insurance Products
n Errors and omissions Insurance
Solid E&O protection built around your 
unique needs. (800) 742-6900 Ext. 348
n Penn National Insurance Agent’s 
Umbrella Program
Comprehensive and affordable excess 
insurance protection includes E&O and 
Business Liability coverage with available 
endorsements for EPL and Personal  
Coverage. Call your local PIA affiliate or 
(800) 742-6900 Ext. 348
n The Insurance on-line Network (IoN)
Easy-to-use, on-line, multi-carrier, term life 
quoting system. www.PIANET.com/ION
n Agency Revenue Tools
Employee worksite marketing using your 
appointed markets at regular commission 
rates. (703) 518-1353
n Catastrophe Major Medical
The $2,000,000 Catastrophe Major Medi-
cal Insurance Plan picks up where your 
basic coverage leaves off! (800) 503-9230; 
https://www.personal-plans.com/pia
n warranty Solutions
Market a proven vehicle service contract 
program to auto dealerships. (800) 782-9753.
n Hartford Flood Insurance
Easy enrollment process, competitive 
commissions, advanced Internet services, 
plus a variety of programs and surplus 
lines. Call (860) 757-1984.
n Unimerica Products
Basic, Voluntary and Dependent Term Life; 
Long Term Disability; Short Term Disability; 

ADD; Hospital Indemnity  
(800) 336-4759; www.piatrust.com

Financial Services
n bank of America Financial Products
Personal and business credit cards. 
www.pianet.com/BankofAmerica

“PIA Plus” Products/Discounts
n Agency web Sites
Cutting-edge, user-friendly and feature rich 
agency web sites from PIA and Emerald.
www.bestagencywebsites.com
n PIA Logo wear & Gear
Shirts, jackets, mugs and more with the 
PIA Main Street Logo featuring PIA’s  
new tagline, Local Agents Serving  
Main Street America.SM  
www.pianet.com/PIAOnlineStore
n on-Line CE and Skills Courses
Available to agents in participating states 
at www.PIANET.com/Education For other 
educational programming, including 
designation programs, please contact  
your local PIA affiliate.
n Alamo Car Rental
Get unlimited mileage and up to 20% off 
already low retail rates. 1-800-GO-ALAMO 
(1-800-462-5266) (I.D. # 93140)
n Central Licensing bureau
Save time and money by using CLB for all 
your agency licensing needs. (501) 664-8044
n Consumer brochures
Answer clients’ questions with profession-
al brochures from PIA. (703) 518-1381.

n Free Subscription
PIA members, receive a free subscription 
to Rough Notes magazine at  
www.pianet.com/FreeSubscriptions 
n Laptop Protective Services
Customer data at risk on laptops?  
Manage data security and understand  
your compliance risk. www.pianet.com/
LaptopProtectiveServices
n Mines Press Calendar Products
Personalized calendars at member only 
prices. (800) 447-6788
n omnia Employee Profiling
Skills and personality testing. Contact Sean 
Neumeyer at (800) 525-7117 Ext. 1242.
n online Data backup & Recovery
Backup critical files to a secure, remote 
location through Courtesy Computers,  
the insurance agency specialists.  
www.pianet.com/courtesy
n Rough Notes Producer online
Helps identify risk exposures and provides 
detailed coverage analysis. Avail. to PIA 
members for $400 annually (reg. $1,699). 
Call 800-428-4384. Use your PIA member 
ID# above name on mailing label.
n Sircon’s Producer workbench
Meet your licensing and renewal needs 
quickly and easily on the web. PIA  
member-only 15% discount. Visit  
www.PIANET.com/Sircon
n United Parcel Service
Reduced rates on many overnight and 2nd 
day air shipping options (UPS account
required). Call 800-325-7000 or your local 
UPS representative and
mention “BID Code #CP990007896.”
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Get The Dental Protection You Need  With

PIA Trust Dental Plans
DENTAL COVERAGE DESIGNED 
WITH LOCAL AGENTS IN MIND

As a PIA Member* serving Main 

Street America, you and your 

employees** have access to a 

high-quality, competitively 

priced dental plans through the 

PIA Services Group Insurance Fund.

The Preferred Dental High Plan*** from PIA Services Group Insurance Fund offers:

- Benefits unique to PIA Members including:
- Zone pricing to ensure competitive rates in your geographical area
- Rich plan design offering a $2,000 annual maximum per person
- Preventive & basic services available immediately

- No underwriting necessary
- Quarterly billing on Trust invoice
- Vision discount available at no additional cost

PIA SERVICES GROUP
INSURANCE FUND

For more information about the PIA Trust Dental plans, 
contact your local PIA Affiliate or call the Plan Administrator 
at 1-800-336-4759. Additional information is also available 
on-line at www.piatrust.com.

Insurance Program Administered by Lockton Risk Services

*PIA National membership, when required, must be current at all times.
**No minimum participation required.
***A Low Plan is also available.

DRIVE MORE BUSINESS
with High-Impact Web Sites 
Designed Specifically For Agents Like You!

For more information, call an 
Emerald Web Site Consultant at 

800-233-2834.
To get started today, visit 
www.bestagencywebsites.com 
and click on “Get Started Now.”
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PIA Member Discount: 
$44.99 per month/$199 setup fee

Friends of PIA Discount
(non-members):  

$54.99 per month/$499 setup fee 

(Regular $59.99 monthly fee/$599 setup)

Web Site Features:         
• Flash-enabled and  
 professionally designed  
 templates

• Insurance coverage 
 and financial calculators

• Research and 
 newsletter articles

• Online quote requests 
 (which research shows is  
 important to insurance  
 buyers)  

• Online client services  
 forms    


