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PIA of Kentucky Newsletter                                                       February, 2017

Dear Christi,

It's a busy time, with many changes on the national and
state level, but we wanted to take a moment to thank you for
being part of PIA of Kentucky. Members, please let us know
what we can do to help you. And if you're not yet a member,
we invite you to explore all of the benefits. Or contact us
directly at info@piaky.org. And we do want these
newsletters to include the information you want, so please
email marketing@piaky.org with any suggestions.
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Winter Weather Advisory

By now winter weather has a lot of us already
anticipating spring, but chances are good that we've
got several weeks to go. 

We're sharing a few articles below relevant to winter
weather to keep you informed; what's happened
and what might come.  

To the left you'll find some helpful tips, along with
links to great information to help you and your
clients be prepared for whatever winter still has in
store. Stay warm!

http://campaign.r20.constantcontact.com/render?ca=62fd547a-5d71-485e-b995-9129e439fcd6&preview=true&m=1101405349217&id=preview
https://ui.constantcontact.com/emailSharePreview.jsp?id=preview
http://www.piaky.org/
http://www.piaky.org/index.php/membership/join-piaky/agentagency-membership
http://campaign.r20.constantcontact.com/render?m=1101405349217&ca=ab6fc116-ce6d-4019-8932-2ecee4361fb0&id=preview
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Winter Weather:
Resources

Prepare Yourself
Some winter weather
tips to help you get
through a severe
stretch of cold:

 
- Stay indoors during

the storm.
- Walk carefully on

snowy, icy walkways.
- Avoid overexertion

when shoveling snow.
It's a serious workout,

and going at it too hard
can bring on a heart

attack − a major cause
of death in the winter.

If you must shovel
snow, stretch before

going outside.
- Stay dry. Wet

clothing loses all of its
insulating value and
transmits the cold

rapidly.

More Info:
 Winter Weather

Safety Tips
 

Winter Weather
Preparation Tips

 

Deadly Storms
Slam the South
by Jayleen R. Heft,
Property
Caualty360.com 

This winter has
already turned
deadly, as at least
20 people were killed in severe weather that struck
Mississippi and Georgia two weeks ago. 

There were more than 200 reports of severe
weather and more than two dozen reports of
tornadoes this weekend as of early Sunday morning
in an ongoing multi-day tornado and severe weather
outbreak, according to the Weather Channel...more 

Tornado Swarms
are on the Rise..

 by Eric Raston,
Bloomberg

But don't blame
global warming! 

Tornadoes kill more
people when they occur in "outbreaks," storm
systems that spin out more than a half dozen or so
funnels in a limited time and area. Such twisters
killed 49 people in 2015, and almost 80 percent of
tornado fatalities from 1972 to 2010 occurred during
outbreaks. 

That's an increasing concern for citizens of "tornado
alley" and the insurers and reinsurers who cover
them, as outbreaks in the U.S. are becoming more
extreme, according to a study published
Thursday in the journal Science. The work, building
on previous research, has left researchers with
some unexpected questions. For one, the data
are inconsistent with how global warming is
expected to change our world...more

Back to top

15 Costliest U.S.
Winter Weather
Events

 by insured losses,
1980-2015. 

http://www.piaky.org/index.php/membership/join-piaky/agentagency-membership
https://netforum.avectra.com/eweb/DynamicPage.aspx?WebCode=LoginRequired&Site=PIAK
http://www.piaky.org/index.php/resources/career-opportunities/submit-position/article/new/
http://www.agencyrevenuetools.com/
https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventList
https://visitor.r20.constantcontact.com/manage/optin/ea?v=001RO3dPrXHwIGTCgOyy5vBqA%3D%3D&id=preview
https://www.magnetmail.net/actions/email_web_version.cfm?recipient_id=2819897807&message_id=13793876&user_id=NAPIA&group_id=12122&jobid=36028505
https://www.thehartford.com/resources/home/winter-storms
http://winter%20weather%20preparation%20tips/
http://www.propertycasualty360.com/2017/01/22/weekend-of-deadly-storms-and-tornadoes-slam-the-so?eNL=58865d99160ba0e67bf6005b&utm_source=PC360_Daily&utm_medium=EMC-Email_editorial&utm_campaign=01232017
http://www.propertycasualty360.com/2016/12/01/tornado-swarms-are-on-the-rise-but-dont-blame-cli?slreturn=1485467657
http://www.propertycasualty360.com/2017/01/18/15-costliest-us-winter-weather-events-by-insured-l?eNL=587e9b35140ba04e1cb1a406&utm_source=PC360_NewsFlash&utm_medium=EMC-Email_editorial&utm_campaign=01182017
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Winter Road Tips

Winter Insurance Tips

Winter Hazzards

Biggest road
hazzard in our
region: Collision
with an animal:
51%

From December to
February, Farmers

claims data for the last
three years noted

three major trouble
spots for drivers

nationally:
 

-Skidding on ice or
snow: 76%

-Other vehicle has the
right of way: 26%

-Theft: 25%

According to data from Munich Re, winter storms
caused an estimated $3.5 billion in insured losses in
2015, up from $2.6 billion in 2014. Check out the
slide show to see which events have incurred the
biggest price tags....more

 
Winter Road Tips
Minimize the
chances of a winter
weather road
problem by
following these tips:

Prepare your car
for winter.                      Check your tires, front
and rear window defrosters, and windshield wipers
to make sure they're in good condition and work
correctly, and fill your wiper fluid reservoir with a
no-freeze product. Keep extra wiper fluid in your
car, along with an ice scraper, blanket, jumper
cables and an emergency kit.
Clear off snow & ice.                                
 Don't drive until you've cleared all snow and ice
off your vehicle, including your windshield,
windows and roof. Snow and ice sliding off the roof
can cause a hazard for other drivers on the road -
and it's illegal in many states.
Remember to stay cautious.                       
 Even though you may be driving carefully in icy
conditions, there's no guarantee that other drivers
are driving just as carefully. Stay aware, and avoid
distractions, especially your phone or other
passengers.
Watch out for unique winter hazards.    
  During cold weather, bridges and overpasses are
often the first areas to become icy, so use extra
caution or plan a route that avoids them. Passing
snow plows and sand trucks can also be
dangerous. The drivers' visibility can be reduced
and they won't be expecting anyone to pass them,
so they may not see you or be aware of your
vehicle.

Back to Top

Meet Your PIAK Board
Gordie Sutton, CIC, CPCU, Secretary-Treasurer

After earning his accounting degree from University of Kentucky, Gordie's first
job in 1973 was with Aetna as a Premium Auditor. In '84 they were going to be
sold to Travelers, so that's when he decided to go to the agency side with
Burnett & Associates. From there he went on to become a producer with
Schmidt Agency, and in '95, along with Ben Mann and Jim McGee, they
founded Mann, Sutton and McGee in Lexington. In 1998 they purchased the
building on Leestown Road where they continue to operate today.

http://www.propertycasualty360.com/2017/01/12/its-winter-do-you-know-the-biggest-risks-on-the-ro?eNL=58863205140ba0e62554e8eb&utm_source=PC360_RiskManagementReport&utm_medium=EMC-Email_editorial&utm_campaign=01242017
https://www.insurance.wa.gov/your-insurance/home-insurance/winter-weather-coverage/
http://www.propertycasualty360.com/2017/01/18/15-costliest-us-winter-weather-events-by-insured-l?eNL=587e9b35140ba04e1cb1a406&utm_source=PC360_NewsFlash&utm_medium=EMC-Email_editorial&utm_campaign=01182017
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Approximately 80% of their business is commercial,
15% personal lines, with the balance in life & health.

Gordie first became involved with PIAK because of a
producer they'd hired was involved. He immediately saw
the value of the educational offerings, seeing it as
important to the independent agent's survival, and in
2006 he earned his CIC designation. According to
Gordie, PIA goes to bat for the small agents, often
unbeknownst to them. Many don't realize that the critical
issues they hear about are influenced by the PIA taking
a stand on their behalf, but we all benefit from those

efforts.

"We work with twelve different companies, and we know that all of them are
asking us to do more for them all the time, and eventually we run out of
resources. It's nice to know that you can pick up the phone and connect with
PIA and find other agents that are dealing with the same issues". Gordie feels
that it's important to have the, as he puts it, "gray-hairs'" involvement. As
agents it seems we are constantly battling someone to accomplish a win-win
for everyone.

Gordie's favorite quote is "Fate whispers to the warrior, 'you cannot withstand
the storm', and the warrior whispers back, 'I am the storm'." If you need a
warrior, feel free to contact Gordie at any time.  If he doesn't know the answer,
he'll find it for you. His personal cell is 859-494-0866.

Leaving Kentucky
Kentucky in the Top 10 of States People are
Moving From

It's important for insurance agents and brokers
to review moving patterns because when large
numbers of people move away from an area,
the situation has a ripple effect on the city or
state's economy. Marginal small businesses -
which often make up a majority of a small
agency's clients - could go under from a lack of
customers, resulting in one less client for the agency.

 
United Van Lines, based in Fenton, Missouri, which moves people locally,
nationally and internationally, has been tracking which states people are
moving to and from for 40 years. They also survey their customers to
understand why they've chosen to relocate from one state to another.

Total shipments in and out of state: 2,919
Total shipments out of state: 1,704
Percent of total shipments: 58.4 percent

"This year's data clearly reflects retirees' location preferences," said Michael A.
Stoll, economist, professor in the Department of Public Policy at the University
of California, Los Angeles. "We are seeing more retirees than ever decide to
relocate, and as a result, new retirement hubs are popping up in Western and
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Southern states. Interestingly enough, these retirees are leaving at such a fast
pace that the movement of millennials to urban areas is being overshadowed."

 Read full article

Back to Top

Believe It Or Not
The 'Coverage for Dummies' Hall of Fame
by Randy J. Maniloff, PropertyCasualty360.com

Liability insurance is, by definition, a product
that provides financial protection when things
don't turn out as planned. Most of the time
when this occurs it's simply a case of bad luck
or because, well, stuff just happens. But there
are other times when liability claims are the
result of peoples' actions that were so ill-
conceived or foolhardy that a claim was as
predictable as day following night.

 
Eventually the incredulous behavior leads to a lawsuit, which leads to an
insurance claim, which leads to a coverage dispute, which leads to a reported
decision, which leads to the final stage of this insurance circle of life - an
appearance in "Coverage for Dummies."    

 
Some highlights:

A driver injured a person with his automobile, then exited the vehicle and
struck the victim three times with a golf club, breaking three ribs - all in
response to the victim entering the insured's property to retrieve a baseball
accidentally hit onto the insured's property by the victim's son. 

 
What not to allegedly do at a little league game: Sit behind home plate, in
the lowest row of the bleachers, and tell the catcher, who is someone
else's son, that he is making too many mistakes. And especially don't do it
six or seven times in one inning. And really don't do it if you need a cane to
walk. 

 
The insured bit off a portion of someone's nose in a bar fight. What started
this, you wonder? One woman pretended "to borrow" a cigarette out of
another woman's purse. Perhaps that's why the box carries a warning that
smoking can be hazardous to your health.

 
Check out the full "Hall of Fame" and enjoy a laugh. Read full article.

Back to Top

When the Show Can't Go On
Insurers Absorb the Risk
by Patrician Harman, InsuranceNewsNet.com

Late last fall, Kanye West cancelled the balance of his tour dates from mid-
November through New Year's Eve, citing exhaustion. For promoters, ticket

http://www.propertycasualty360.com/2017/01/20/here-are-the-top-10-states-people-are-moving-from?eNL=58821de7140ba026506f8e1c&utm_source=PC360_NewsFlash&utm_medium=EMC-Email_editorial&utm_campaign=01202017&t=personal-lines&page=3&page_all=1
http://www.propertycasualty360.com/2017/01/26/believe-it-or-not-the-coverage-for-dummies-hall-of?eNL=588a4da4160ba02f447a57a1&utm_source=PC360_Daily&utm_medium=EMC-Email_editorial&utm_campaign=01262017&page=4&page_all=1
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agents, venues and anyone else involved with
the tour, the cancellation meant a major drop in
revenue.

Concerts are very big business these days and
cancelling a single event can cost a venue
millions. Cancel all or even part of a concert
series, and you're talking significant losses.

According to Forbes magazine, Bruce
Springsteen brought in more than $171 million
in ticket sales for The River Tour within the first
six months of 2016. Beyoncé and her
Formation World Tour amassed $137 million in
the same period.

 
The music business has changed significantly in the last decade. "Since the
birth of digital media like iTunes, the business end of what an artist and agent
do has changed," explained David Boyle, contingency class underwriter
for ArgoGlobal, a Lloyd's syndicate. "Revenue sources have changed from
CDs to people downloading music to iPods. In order to make money when CD
sales dropped off, artists started touring in the early 2000s. That had the effect
of taking an artist who might make their money from record sales and doing a
short tour to doing major tours."

 
For the artists, this means a greater strain on them physically, as well as their
vocal chords. "The revenue has shifted from record sales to touring income,"
added Boyle. He described one British artist who had 109 tour dates
scheduled for the first six to nine months of this year.

 
In cases like West's, where he was physically unable to go on stage, artists
and anyone else with a financial interest in a concert proceeding will purchase
a cancellation or non-appearance policy before the event. Cancellation
insurance covers any eventuality that is not specifically excluded for the event
not going ahead, and can include issues like a gas leak, earthquake, hurricane
or just a heavy rainstorm. Read full article.

 
Back to Top

What Leadership Needs to Know....
...About Sales
by John Chapin

 
In the leadership role you probably already get
that sales is the primary key to massive
success and prosperity. As you know, the most
successful companies sell better and more than
everyone else. Starbucks doesn't have the best
coffee, they've simply sold an enormous number of people on doing business
with them. That said, to ensure colossal success for your company, here are
the sales facts you want to ensure your company is living by. 

Fact #1: Sales has to be at the top of the food chain.
 Everything starts and stops with sales. Without sales, there is no service

http://www.propertycasualty360.com/2017/01/16/insurers-absorb-the-risk-when-entertainers-cant-go?eNL=587d191f140ba05405771b8b&utm_source=PC360_Daily&utm_medium=EMC-Email_editorial&utm_campaign=01162017
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department, no installation department, and in fact, no people because you're
out of business. Until a product is sold, nothing moves. No money goes into
the bank account, trucks don't move, customers aren't helped, nothing gets
installed or serviced, and economies stop. Companies go out of business
because they don't sell enough at high enough prices. Companies thrive
because they sell enough at the right prices to cover bills, payroll, growth, and
mistakes. If you want to thrive in good times and bad times, independent of the
economy, the President, rules, regulations, and other factors, you do so with
lots of sales. Everyone and everything has to support sales first and foremost.
 
Note: This is not permission for the sales department to run roughshod over
everyone, treat anyone like a second-class citizen, or break rules in order to
sell something. All business must be clean and ethical, and all other
departments treated with the utmost respect and professionalism. 

Fact #2: Your focus needs to be on attitude and activity within the sales
department. 

 A sales team with superior attitude and activity levels will always outsell a
sales team with superior skillset and products. While skillset and product are
important, and will be discussed in Fact #3, the actual acts of going out and
connecting with a high number of people are paramount. The most important
factors are how motivated the sales team is and how many people they talk to
and connect with. 
 
When you're hiring salespeople, you're hiring attitude. You can't teach drive
and work ethic. You're looking for people who are hungry, with a blue-collar
mentality, and a thick skin. You're also looking for people who are extremely
persistent and resilient. They need to follow through and follow up, and follow
up, and follow up.

Bottom line: hire attitude, set expectations around activity level, and hold
people accountable. And remember, at the end of the day it's all about
production. They are either paying their way and getting the job done, or
they're not.

Fact #3: You must invest in your sales team. 
 A highly effective sales team needs tools, resources, training, and

support. Your goal is to have them spending as much time as possible
prospecting, presenting, and closing. This is going to take one: support people
to do paperwork, order entry, and other non-sales related items, two: tools and
resources such as CRMs, computer systems, and other technology, and three:
systems and processes that standardize operations and remove all guess
work. them in the office. Preparation and knowing exactly what to say are
critical.

Fact #4: Everyone and everything affects sales.
Everyone affects sales at your company from the receptionist, who is the first
person people come in contact with, to the janitor, who runs into people
walking in and out of your building, to your truckers, your customer service
people, and your salespeople. All make an impression, good or bad, and that
impression helps determine whether or not people do business with you.

Taking it a step further, it's my belief that because selling is your company's
most important activity, everyone should be directly involved in sales. Everyone
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knows people and they should all be looking for possible prospects for your
product or service. Yes, even the janitor and receptionist. If they pass on a
name to the sales department and a sale is made, they should be rewarded
with money, a gift, or something else of value, but all employees should be sold
on your product and looking for people to help.

Everything counts. Download full article.

John Chapin is a sales and motivational speaker and trainer. For his free
newsletter, or if you would like him to speak at your next event, go
to: www.completeselling.com   

Back to Top

Insurance Marketing: 2017
Want to Know the Secrets? Part Three
by Sally Davisson

So far we've explored two of the "myths" that
keep insurance agents from maximizing their
existing skills. Myth One: "My carrier's
marketing resources will do the job for me." and
Myth Two: "I don't need to know digital".

Hopefully you're keeping an open mind, are are willing to think about trying
some things that you've avoided in the past. But to really get things to happen
you need to tackle this last, but probably most important, myth.
We discussed Myth One: "My carrier's marketing resources will do the job for
me", focusing on the importance of developing your own independent strong
brand. Now we move on to something that might be even scarier to some of
you:

THREE:  I don't have time or the ability. 
 

Listen, you sell insurance. If you've figured out how to do that successfully you
absolutely can figure this stuff out. And yes, you're already busy, but putting
time on your calendar to craft your brand, then to develop a plan for
implementation is in your power, and will ultimately lead to more efficient use of
your time. With a good plan in place, you will need to spend less time chasing
down every prospect individually so that you can put your valuable personal
communication skills to work with more prospects who already want to do
business with you.

Next Month: The Four P's: P One - Product
Download full article

 
Sally Davisson is owner of Sally Advertising, LLC, and is currently assisting
PIA of Kentucky with their marketing communications. If you have a question
for Sally call 859-361-5004 or email sally@sallyadvertising.com.

Back to top

Education

http://files.constantcontact.com/165efd07001/c0e84e20-626c-426c-9995-2588af0f89df.pdf
http://files.constantcontact.com/165efd07001/bc67b5ef-763d-493e-9bfd-a2185df7a700.pdf
mailto:sally@sallyadvertising.com
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Featured Class

Commercial Multiline 
                                                                                

                                         Location:  Hilton Garden Inn Northeast  
Commercial Multiline Institute                     9850 Park Plaza Ave.          
March 8-10, 2017                                        Louisville, KY 40241
                                                                     502-423-0018                                 

 
Explore specialized coverages during this three-day institute at Hilton Garden
Inn Northeast. 

Upcoming Classes

CISR Personal Automobile
February 8, 2017 ~ Lexington

CISR Personal Lines-Miscellaneous
 February 22, 2017 ~ Louisville

CISR Commercial Casualty 1 - CGL, AI
 February 23, 2017 ~ Paducah

CISR Personal Automobile
 March 8, 2017 ~ Louisville

CISR Commercial Casualty 1-CGL,AI
 March 22, 2017 ~ Louisville

CISR Personal Residential
 March 23, 2017 ~ Paducah

Back to top

Webinars

TODAY!
Current Trends & Changes: The Homeowner & Auto Marketplace

 February 1, 2017 ~ 1:00-4:00 PM ET

Personal Lines Complications:Because "Simple" Is Too Darn Easy

https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventDetail&evt_key=21271672-b1d9-4dfe-9878-237a053c5014
https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventDetail&evt_key=7dbffe90-3864-4223-9ee7-dd3a64221ea5
https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventDetail&evt_key=5313ebf9-7379-4d6c-904d-93472f227039
https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventDetail&evt_key=4960a272-3941-4316-9a92-fa581554b947
https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventDetail&evt_key=c72da19f-c5c3-4d30-a114-eeee4c602c15
https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventDetail&evt_key=d5ad8f53-4748-41f3-bac8-941582e1eb1b
https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventDetail&evt_key=31162717-0831-4df8-a8f7-4e36b59e3eaf
https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventDetail&evt_key=beac0a65-1a17-4581-91c1-5ddad67b28c0
https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventDetail&evt_key=6915054a-3716-4eb6-9fce-8284bd90a8b8
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February 7, 2017 ~ 1:00-4:00 PM ET

Visit full event calendar

Back to top

National
Cracking Down on Storm Claim Fraud

 Severe weather can be unpredictable with
devastating impacts. Legislative efforts are under
way to protect consumers from property insurance
scams, cons and litigation... more 

 
Year of the Wild Card
If 2016 could be called "The Year of the
Unexpected" for so many reasons, thus far one
could call 2017 "The Year of the Wild
Card." Investment returns, which have proven dismal for so long, could see a
comeback over the next few years if President Trump's penchant for deregulation and
"unshackling" big business becomes a reality....more 

 
Four of the Leading insurance Law Firms Form Alliance
DAC Beachcroft has entered into a four-way alliance with insurance-focused law firms
in Germany, Australia and the U.S. The alliance, dubbed Legalign Global, sees the
U.K. firm join forces with Germany's BLD Bach Langheid Dallmayr (BLD), U.S.
firm Wilson Elser and Wotton + Kearney in Australia...more

Download Latest Issue

Back to top

Thank You to Our Sponsors!

https://netforum.avectra.com/eWeb/DynamicPage.aspx?Site=PIAK&WebCode=EventList
http://www.propertycasualty360.com/2017/01/26/how-will-legislators-crack-down-on-storm-claims-fr?eNL=588a4da4160ba02f447a57a1&utm_source=PC360_Daily&utm_medium=EMC-Email_editorial&utm_campaign=01262017
http://www.propertycasualty360.com/2017/01/25/bring-on-the-year-of-the-wild-card?eNL=5888fac9150ba0b73f6c9610&utm_source=PC360_Daily&utm_medium=EMC-Email_editorial&utm_campaign=01252017
http://www.propertycasualty360.com/2017/01/24/four-of-the-worlds-leading-insurance-law-firms-for?eNL=5887a82b150ba0a64f7b8b4d&utm_source=PC360_Daily&utm_medium=EMC-Email_editorial&utm_campaign=01242017
https://www.magnetmail.net/actions/email_web_version.cfm?recipient_id=2819897807&message_id=13706546&user_id=NAPIA&group_id=12122&jobid=35777891
https://www.magnetmail.net/actions/email_web_version.cfm?recipient_id=2819897807&message_id=13793876&user_id=NAPIA&group_id=12122&jobid=36028505
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