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THE CONVENTION 
IS FINALLY HERE!

https://web.cvent.com/event/c5df2b82-4992-4d61-8885-3e65da0d8a48/summary
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PRESIDENT’S 
MESSAGE
Lissette Perez, CPIA

Let us face it, Covid 19 has created new twists and turns 
in all our lives. No matter how much we plan, suddenly 
a little shake and the picture changes. Here at the LAAIA, 
we have pivoted and responded to our member’s needs. 
As with most things this year, our events look a little dif-
ferent. On November 6th, we invite you to join us for 
our 50th annual and first ever in our history, our virtual 
convention. Our desire is that this virtual event, puts forth 
the essence of who we are, a family of insurance profes-
sionals who come together every year for the past 50 
years to network, educate ourselves, to better serve the 
consumer and then celebrate as we know best, with a 
party. 
This month also brings a full calendar complete with free 
continuing education classes, training opportunities and 
the launch of our mentoring program, as we give back to 
those we appreciate most, our members. Check out the 
calendar of events at LAAIA.com for a complete listing of 
upcoming classes. 
Since this is the month to be grateful, we want to let you 
know how much we appreciate your contribution to our 
50-year existence. 
As you celebrate the joys of Thanksgiving, (however that 
may look this year) we wish you a bounty full of blessings 
for you and your family. 

Until next month, con mucho cariño, 
Lissette Perez, President

NATIONAL BROWARD ATLANTA 
Like & Follow - Click on the icons!

https://www.laaia.com
https://www.laaia.com
https://blaaia.com
https://atlantalaaia.com
https://www.blaaia.com
https://atlantalaaia.com
https://www.facebook.com/latinagents
https://www.instagram.com/the_laaia/
https://www.facebook.com/browardlaaia/
https://www.instagram.com/browardlaaia/
https://www.facebook.com/laaia.atlanta
https://www.instagram.com/laaia_atlanta/
https://www.linkedin.com/company/laaia/?viewAsMember=true
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UPCOMING 

NATIONAL 
Wednesday, Nov. 4th, 2020
Private Flood: They Key to Coverage Gap
Gain a basic understanding and history of the NFIP, the differ-

ences between the NFIP & Private Flood, its coverages, limits & 

options... 1 CE CREDIT FREE*
12:00 pm - 1:00 pm
To Register: https://cvent.me/vv92ae

Tuesday, Nov. 10th, 2020
Cafecito with the LAAIA
LinkedIn social networking is more important than ever! Indus-

try expert, Erik Chafin, how to boost your professional brand 

and visibility on LinkedIn.

9:00 am - 10:00 am
To Register: https://cvent.me/vv92ae

Thursday, Nov. 5th, 2020
Common strategies employed by our fast-
est growing agents
Sponsored by : Liberty Mutual Business & Safeco
12:00 pm - 1:00 pm
To Register: https://cvent.me/vv92ae

BROWARD 
Wednesday, Nov. 18th, 2020
South Florida organized crime rings
Meeting is sponsored by Florida Peninsula Insurance Company

Speaker:  Virginia Austin Harris, Director of special Investigations

5:00 pm
To View Events: https://cvent.me/vv92ae

Friday, Nov. 13th, 2020
Coffee Break with the LAAIA
Wear your favorite sports jersey and win a starbucks gift card!
12:00 pm - 1:00 pm
To Register: https://cvent.me/vv92ae

Tuesday, Nov. 17th, 2020
CPIA 1 : Position for Success 
7 CE credits!
Pricing: Member- $164  Non-member-$179
To Register: https://cvent.me/vv92ae

Wednesday, Nov. 18th, 2020
Lunch & Learn: P&C’s Exponential Growth 
Opportunity Leading for consistent growth!
12:00 pm - 1:00 pm
To Register: https://cvent.me/vv92ae

https://attendee.gotowebinar.com/register/3163531758204373008
https://zoom.us/webinar/register/WN_ldpzZgiXSZSvEZg3kUpYKw
https://zoom.us/webinar/register/WN_yETKxwIjTMOEa2KXFCXftw
To Register: https://cvent.me/vv92ae
https://zoom.us/meeting/register/tJcvd-6oqjMqHdcZ4Zmx2p41GLNp79JkGjRB
https://cvent.me/2P1DaE
Https://zoom.us/webinar/register/WN_slhmn2aMTPaEGoy49k6a7g 
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https://ar.agencyrevolution.com/LAAIA?utm_source=LAAIA&utm_medium=email&utm_term=march_2020&utm_content=newsletter&utm_campaign=AR+Partner+-+LAAIA
https://web.cvent.com/event/c5df2b82-4992-4d61-8885-3e65da0d8a48/summary
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CHARITY CORNER
A BIG THANK YOU to all that participated in our First Annual Virtual 5K 

Walk benefitting the Holtz Children’s Hospital Child Life Department held 
on October 31, 2020.

So many did the 5K at home, individually and in groups while many went 
outdoors to get healthy and sweat it out for a good cause!

Whether in a local neighborhood, park or beach, 
WE KNOW EVERYONE HAD A GREAT TIME!

Live music broadcast was brought to you by Legends of Vinyl Hall of Fame 
DJ Any Gonzalez and our amazing sponsors!

Thank you for your participation!
AND THANK YOU TO OUR SPONSORS!

MOST CREATIVE COSTUME WINNER TO BE ANNOUNCED SOON!
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INSURANCE MATTERS

Education Central - Why keep getting Educated?
SOURCE: myfloridacfo.com, Fall 2020 | Reprinted with sincere thanks

There are times when insurance professionals may feel like 
they know enough and further education is not needed. 
However, consider this: the vast universe which has yet to be 
fully explored still finds a need to constantly expand.

If constant expansion can be beneficial to our immense uni-
verse, a constantly expanding education can be beneficial in 
the insurance profession. Here are three ways: 

Stay updated

The world of insurance is ever changing. Consider how these 
factors impact insurance companies’ willingness to cover 
risk, the various elements of insurance contracts, and/or the 
responsibilities of insurance producers:

The results of claims
Insurance related litigation
Amendments in state laws
Weather events
Global events 

How important is it to stay up to date on these variables that 
make up the day-to-day playing field for insurance profes-
sionals? Every 24 months, licensees are required to complete 
a 5-hour update course. Take some time to research and 
consider which course will be most advantageous to you.

Stay competitive

A difference existing between two customers of similar risks 
and circumstances, who bought similar homeowner policies, 
is the education they received from their insurance produc-
er. The more educated a producer is the more likely they 
will be able to bring value added to their customer in the 
form of risk and coverage education. How important is it to 
stay equipped with meaningful knowledge to share with cus-
tomers? How would that impact the customer’s feeling about 
their decision on the agency with which to do business? 
While completing continuing education courses, take time to 
engage with the instructor and other seasoned professionals. 
Ask questions to get deeper understanding and real-life ap-
plication of the subject matter.

Stay relevant

Customers in general like to have the most up to date version 
of their products. Therefore, as customers’ needs change so 
should their insurance coverage. An airtight recommenda-
tion from three years ago, if not properly reviewed consid-
ering current changes, could potentially leave a customer 
with an unbearable gaping exposure. That type of mistake 
could also expose the insurance professional to a large E&O 
claim.

READ MORE: https://bit.ly/2y3ZIDy

https://www.myfloridacfo.com/division/agents/newsletter/Archive/2020/Sep/EducationCentral.htm
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 Proven claims service - nationwide

 Technology designed for ease of use, 
accuracy, and NFIP compliance

 Personalized customer service to meet 
your needs online via chat or by phone  
(8:00 a.m. – 8:00p.m. EST)

 Training, sales, and marketing support 
to grow your business

 Excess flood coverage options to insure 
up to replacement cost*

 *Subject to underwriting guidelines

FLOOD INSURANCE 
CHANGES 
EVERYTHING 

Call us for flood choices. 
Wright Flood Marketing at 866-373-5663  
or floodmarketing@weareflood.com

2019 Wright Flood®. All rights reserved. 

https://ar.agencyrevolution.com/LAAIA?utm_source=LAAIA&utm_medium=email&utm_term=march_2020&utm_content=newsletter&utm_campaign=AR+Partner+-+LAAIA
http://rmail.com/laaia
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BROWARD HIGHLIGHTS
Happy Holidays from the BLAAIA!!

We can all agree that 2020 has been stressful, right? Adding the holidays into the 
mix can be a recipe for disaster for many. Therefore, we encourage you to be extra 
patient, kind, joyous, and grateful. The BLAAIA is very thankful for our membership 
and company partners, as we couldn’t do it out without you. 

Special recognition to our annual sponsors!  
Gold sponsors:  
Braishfield Associates
Florida Peninsula Insurance Company
SafePoint Insurance Company
Universal Property & Casualty
Wright Flood
 
Bronze sponsors:
Olympus Insurance Company

Thank you to Kemper Auto for providing an informative October meeting to our members. Our upcoming November 18th 
meeting, Organized Property Insurance Fraud in South Florida, is sponsored by Florida Peninsula with Speaker Virginia Austin 
Harris. 

Happy Holidays from all of us to all of you!

Remember: “The Comeback is Greater than the Setback”
Andy Pappas 
President of the Broward Chapter
2020-2021

THE TORCH | SEPTEMBER 2020 7
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 https://kemper.zoom.us/webinar/register/WN_HlStzdLhSu-2RZI9J7JLQw
https://info.normandyins.com/learn-more/
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SOURCE: propertycasualty360.com, October 2020 | Reprinted with sincere thanks by Dulce Suarez-Resnick

Agents who understand customers’ cultures 
and languages can become the trusted 
advisor to countless U.S. consumers seeking 
insurance expertise.

I’m blessed to have been born into the Latin culture — my 
parents emigrated from Cuba — and to have landed a 
part-time job in an insurance agency at age 19 to launch 
my career in the independent agency culture. I know personally 
how much these two cultures need each other, whether 
Venezuelans who’ve recently fled to safety in Miami, Cuban 
families well into their second or third generation in the 
United States or others.
At age 12, I recall being on the phone with an English-speak-
ing representative of the health insurance company. At my 
side was my mother, who was most comfortable in her native 
Spanish and not yet able to fully communicate her questions 
in English. Being bilingual, I could work with both to help 
them understand each other. 
I’m still doing that — serving as a value-added independent 
agent with a prospect or client on one side and the carrier 
on another. What is the progression of needs among 
Latin-speaking cultures in the U.S.? They look for the American 
dream. They work. They buy a car. They get married. They 
buy their first home. They start a business.

As my parents’ own restaurant business grew, they sought 
an independent agent who spoke Spanish and was Cuban. 
Why? They wanted to feel comfortable asking questions of 
someone who understood their culture. Millions of U.S. 
consumers like my parents want to speak to someone in their 
first language about their insurance. Having that consultative 
conversation in a comfortable way makes all the difference.
Everybody fears asking stupid questions. But we, as agents, 
want any prospect or client to ask questions, so we can edu-
cate them about policies, coverages and claims.
Unfortunately, sometimes recent immigrants become targets 
for deception or fraud
(https://www.propertycasualty360.com/2019/10/10/
california-insurance-commissioner-seesdisturbing-
disparities-in-auto-insurance-discounts-for-millions-of-driv-
ers-414-164772/). I’ve seen insureds in Florida get taken 
advantage of by someone selling insurance. And with 
Hurricane Irma in 2017, public adjusters and roofing 
contractors knocked on doors and enticed homeowners to 
file claims by pointing out a roofing condition or other 
issue. When the claims were denied, the homeowners’ 
insurance companies naturally suspected the roof was 
deficient in some way and either increased premiums or 
canceled policies.

READ MORE: https://bit.ly/2y3ZIDy

AGENT OF CHANGE

‘Consultative conversations’ drive the Latin 
insurance market

(https://www.propertycasualty360.com/2019/10/10/california-insurance-commissioner-seesdisturbing- disparities-in-auto-insurance-discounts-for-millions-of-drivers-414-164772/
(https://www.propertycasualty360.com/2019/10/10/california-insurance-commissioner-seesdisturbing- disparities-in-auto-insurance-discounts-for-millions-of-drivers-414-164772/
(https://www.propertycasualty360.com/2019/10/10/california-insurance-commissioner-seesdisturbing- disparities-in-auto-insurance-discounts-for-millions-of-drivers-414-164772/
(https://www.propertycasualty360.com/2019/10/10/california-insurance-commissioner-seesdisturbing- disparities-in-auto-insurance-discounts-for-millions-of-drivers-414-164772/
https://www.propertycasualty360.com/2020/10/12/consultative-conversations-drive-the-latin-insurance-market/
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by Dulce Suarez-Resnick, AIS, CPIA, CPIW

 For the last decade we have walked the halls of the Capitol and met with legislators  
in Tallahassee  and back home in our neck of the woods,  telling them of all the 
unscrupulous activity and borderline insurance fraud  being committed by some 
attorneys in Florida, but our voices fell on deaf ears.  From Pip Fraud networks, to 
Bad Faith Claims, to AOB Abuse and other homeowners claims where they were too 
eager to get involved, to the point that they would spend hundreds of thousands in 
advertising...  I could never understand how a small  PIP claim would have $150,000 
in attorney’s fees or how a $45,000 homeowners claim that was challenged  and then 
awarded  an additional $2,000 had over $170,000 in attorney’s fees, it was that 
tricky little fee multiplier.   So, whether it was a PIP Claim, AOB Claim, Non-Weather 
water litigated claim or bad faith these law firms were going to the bank, to the bank, 
to the bank, bank, bank!  Finally, one of them got caught and it was no surprise to me 
because their name was at the top of the list of law firms in litigation with  many of the 
homeowner insurance carriers for the amount of cases in litigation with the carrier. 

For more articles on this case:

Judge Finds Strems Guilty of Misconduct; Advises 2-Year Suspension, Probation

Article:              https://www.insurancejournal.com/news/southeast/2020/10/12/586129.
htm

Article: http://www.sun-sentinel.com/business/fl-bz-referee-recommends-guilt-find-
ing-and-suspension-for-strems-20201012-f5lku2j3ajcc7b2e5ynxq5nbuq-story.html

LEGISLATIVE CORNER

Finally, we have been vindicated! 

https://www.insurancejournal.com/news/southeast/2020/10/12/586129.htm
https://www.insurancejournal.com/news/southeast/2020/10/12/586129.htm
http://www.sun-sentinel.com/business/fl-bz-referee-recommends-guilt-finding-and-suspension-for-strems-20201012-f5lku2j3ajcc7b2e5ynxq5nbuq-story.html 
http://www.sun-sentinel.com/business/fl-bz-referee-recommends-guilt-finding-and-suspension-for-strems-20201012-f5lku2j3ajcc7b2e5ynxq5nbuq-story.html 


THE TORCH | NOVEMBER 2020 11

 https://kemper.zoom.us/webinar/register/WN_HlStzdLhSu-2RZI9J7JLQw
https://www.rmail.com/laaia
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Diversity and inclusion initiatives have risen to the top of corporate 
agendas this year, driven by recent events and protests. Hispanic 
people are increasingly speaking out against the lack of diversity 
that they experience in the workplace, especially in the insurance 
industry. Lissette Perez, President of LAAIA, and Jose Aponte of 
Marsh, explain how the industry can improve D&I, starting with 
recruitment.
The pressure on businesses to talk openly about and take action on 
matters of systemic racism has never been greater. The insurance 
industry is no exception.

Hispanics Lack a Support System in Most Companies
According to a recent survey by Marsh and the Latin American 
Association of Insurance Agencies (LAAIA), there is a broad be-
lief among Hispanics that the industry does not employ enough 
Hispanics. In fact, only 14% of survey respondents felt the industry 
employed the right number of Hispanics, with 85% saying that 
Hispanics are underrepresented in the senior management ranks 
at most insurers. 
And yet, consider this: 94% of Hispanic respondents said they 
were satisfied with their jobs in the insurance industry. And that 
comes despite more than two-thirds saying they believe that com-
panies in the industry generally pay Hispanics less than they do 
whites. 

 

Despite years of D&I initiatives, many respondents (75%) 
said they are on their own, that there is no support system 
to help them move up the ladder. During a focus group con-
ducted as part of the Marsh-LAAIA study, a former Hispanic 
vice president of a major brokerage company said that after 
she won a middle management position, she was excited 
about the opportunities. The feeling faded, however, and she 
soon felt discriminated against, both as a woman and as a 
Hispanic.
Her ensuing positive career trajectory, she said, was due to 
“sheer grit and determination.” Eventually, worn down by 
the company’s culture, she left. But she remained in the in-
dustry, and is now an executive vice president in an industry 
association. 
Similarly, the leader of an influential Hispanic business advo-
cacy group shared how he was hired by a large insurer, but 
received little guidance or encouragement. Frustrated by the 
lack of opportunities and support, he left, ultimately starting 
his own agency. 

READ MORE: https://bit.ly/2y3ZIDy

AGENT PROVOCATEUR

SOURCE: brinknews.com, October 2020 | Reprinted with sincere thanks.
by Lissette Perez & Jose Aponte

Hispanics Demand Action on Diversity and 
Inclusion from the Insurance Industry

https://www.marsh.com/us/insights/research/hispanic-professionals-in-insurance-industry.html
https://www.brinknews.com/hispanics-look-for-more-than-talk-about-di-from-the-insurance-industry/?utm_source=BRINK+Subscribers&utm_campaign=2e0524aaa1-EMAIL_CAMPAIGN_2020_10_08_05_19&utm_medium=email&utm_term=0_c3639d7c98-2e0524aaa1-110350397
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The company plans to make a five-year, 
$30 billion commitment to advance racial 
equity

JPMorgan CEO Jamie Dimon reportedly cut bonuses 
for  upper-level employees who were not on working to 
advance the bank’s diversity mission.

During a conference on Friday, Dimon said he cut some 
workers’ extra pay because they “did nothing to help” 
diversity efforts, as reported by Financial Times reporter 
Laura Noonan.

A spokesperson for JPMorgan told FOX Business that 
it launched a new accountability framework linking di-
verse hiring and retention to compensation decisions.

“We’ve always taken our commitment to equality, diver-
sity and inclusion seriously,” the spokesperson said. “To 
help drive change, we launched a new accountability 
framework this year to link diverse hiring and retention 
to year-end performance and compensation decisions 
for members of the Operating Committee and our 
most senior leaders. You can attribute this to JPMorgan 
Chase.”

The company announced on Thursday that it 
planned to make a long-term $30 billion commit-
ment to advance racial equity, especially for the 
Black and Latinx communities.

“Systemic racism is a tragic part of America’s histo-
ry,” Dimon said in a statement. “We can do more 
and do better to break down systems that have 
propagated racism and widespread economic in-
equality, especially for Black and Latinx people. 
It’s long past time that society addresses racial in-
equities in a more tangible, meaningful way.”

The plan includes funding, equity and loans.

READ MORE: https://bit.ly/2y3ZIDy

SOURCE: newsbreak.com, October 2020 | Reprinted with sincere thanks.

JPMorgan’s Jamie Dimon slashed worker 
bonuses for not helping diversity efforts

AGENT PROVACETEUR

https://www.newsbreak.com/news/2079347400728/jpmorgans-jamie-dimon-slashed-worker-bonuses-for-not-helping-diversity-efforts
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THANKSGIVING RECIPES 

BY THE EDITORS! 
 This year will be a little different for all of us, sans the big family gathering! Despite new and bizarre traditions, 
before we sit down for dinner, such as a zoom or facetime call with our distant loved ones, we will certainly 
partake in all the fixings and makings for a delightful gathering nonetheless; with a little Latin/Hispanic flavor 
here and there. As always, I tend to look at the brighter side of things; last year I had my wrist/hand in a cast 
from a nasty fracture, and wasn’t able to cook or have family over, so 2020 Thanksgiving will be a welcomed 
one in our home, brimming with new memories and countless praises of gratitude, no doubt. The editors and 
staff of this wonderful publication would like to share a few of our secret recipes and wish you and your families 
a blessed Thanksgiving. 
 To brine or not to brine: the answer is yes!!! Brine your turkey for 48-72 hours before cooking; and marinate 
in the refrigerator at least 24 hours before cooking, with lots of Mojo Criollo, Sazon Goya or Badia, 2 cloves 
Freshly Chopped Garlic, Butter, Freshly Ground Pepper, Salt, Adobo, Freshly Squeezed Lemon Juice, Freshly 
Squeezed Orange Juice (Naranja Agria), and any of your favorite seasonings.  Cooking time is based on the 
instructions per lbs. I always cook my turkey inside a turkey oven bag or a covered oven roasting pan, to keep 
it moist and juicy. Load with lots of strips of bacon on top in a crisscross design, and stuff with a traditional 
seasoned stuffing, or try one of my favorites below. 

1 bag of Pepperidge Farm or any other brand stuffing mix, cook per instructions with milk and butter, add ½  - 1 
lb. of seasoned browned ground turkey or ground sirloin meat, ½ lb. chopped ham, 2-3 medium-large size 
carrots chopped in small square pieces, and 2 large apples chopped in small square pieces. Cover the open-
ings of the turkey with whole apples, one in front and one in back, and tie/sew it up. Add a few whole apples to 
the bag or pan, to bake with the juices from the turkey, and later use as garnish around the turkey when served; 
and they are delicious too. Bake your turkey as per the instructions, and then broil to brown the bacon, and the 
turkey, just before serving (making sure to take it out of the baking bag prior to broiling). Place on a large oval 
dish and garnish with the red whole baked apples, lemon and orange wedges, and colorful vegetables and 
Voila! Hmmmmm! Enjoy! 

Bacon wrapped Turkey by Janet Lorenzo-Garcia, Co-Editor

Mac and Cheese by Cynthia Scott, Co-Editor
INGREDIENTS
16oz rigatoni pasta
8oz shredded Sharp cheddar
8oz shredded Monterey Jack
4oz grated Parmesan cheese
2 cups heavy cream
salt and pepper

DIRECTIONS
Cook noodles al dente and add salt to the water. Drain but do not rinse. 

Add the pasta back to the pot and add half the Cheddar, Monterey Jack, 
Parmesan, and heavy cream. Stir well and season with pepper to taste. 

Transfer the mixture to a 9”x13” casserole dish or a round deep dish. 
Sprinkle the remaining cheeses on top and bake at 350 for 30 minutes 
until golden brown and bubbly.

*Feel free to add bacon bits

https://ar.agencyrevolution.com/LAAIA?utm_source=LAAIA&utm_medium=email&utm_term=march_2020&utm_content=newsletter&utm_campaign=AR+Partner+-+LAAIA
http://rmail.com/laaia
https://www.bing.com/videos/search?q=food+and+wine+how+to+brine+your+turkey&&view=detail&mid=214EC54200C01EFA2FFA214EC54200C01EFA2FFA&&FORM=VRDGAR
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SOURCE: Insurance Journal, September 2020 | Reprinted with sincere thanks Andrew G. Simpson

MetLife is pursuing a sale of its property/casualty auto and 
home insurance business, according to a report by analysts 
following the company

Keefe, Bruyette & Woods (KBW) analysts, Ryan Krueger and 
Meyer Shields, said the insurer is looking at a sale price of 
between $3 billion and $4 billion, which they say is “reason-
able for a personal lines business with a solid track record.”

“P&C has never seemed like a complete strategic fit despite 
MET’s worksite distribution efforts, and a $3-4b price would 
significantly exceed MET’s 6.5x multiple,” wrote the analysts.

MetLife declined to comment. “As a matter of policy, we do 
not comment on market rumors or speculation,” the insurer 
said in an email to Insurance Journal.

MetLife Auto & Home writes about $3.7 billion in annual 
premiums through both independent agencies and worksite 
sales.

From 2015-2019 the property/casualty business generated 
an average operating ROE of 13% and a combined ratio of 
97%, according to KBW.

Operating earnings were $344 million in 2018 and $249 
million in 2019.

 Additionally, Allstate said it expects to incur real estate 
exit costs of approximately $80 million resulting from office 
closures.

The job cuts stem from a multi-year growth strategy— the 
Transformative Growth Plan— that calls for expanding cus-
tomer access, enhancing the customer value proposition and 
investing in marketing and technology while making Allstate 
agency distribution more effective and efficient. A key ele-
ment involves cost reductions from streamlining and restruc-
turing.

As part of the plan, online seller Esurance is being integrat-
ed into the Allstate brand to reposition the Allstate brand 
for broader customer access and leverage Esurance’s direct 
distribution expertise.

In addition, the pending acquisition of National General for 
about $4 billion is expected to accelerate Allstate’s strategy 
to increase market share in personal property-liability and 
significantly expand its independent agent distribution, said 
CEO Wilson when the deal was announced in July.

READ MORE: https://bit.ly/2y3ZIDy

IN THE NEWS

MetLife Looks to Sell P&C Auto and Home In-
surance Business: KBW Analysts

https://www.insurancejournal.com/news/national/2020/09/20/583320.htm
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SOURCE: Insurance Journal, October 2020 | Reprinted with sincere thanks

 The Allstate Corp. said it will cut approximately 3,800 
jobs in claims, sales, service and support functions as part 
of its continuing plan to grow its property/casualty market 
share. The layoffs will affect about eight percent of the insur-
er’s 45,780 workforce.

“Implementing this plan is difficult as we still deal with the im-
pact of the pandemic but necessary to provide customers the 
best value. We have expanded transition support for impact-
ed employees including prioritized internal hiring, extended 
medical coverage, expanded retraining support and help 
in employment searches,” said Tom Wilson, chair, president 
and chief executive officer, in prepared remarks.

As a result of these restructuring actions, Allstate said it ex-
pects to incur a charge totaling approximately $290 million, 
with approximately $210 million to $220 million to be rec-
ognized during the third quarter of 2020, $50 million to 
$60 million to be recognized in the fourth quarter of 2020 
and any remaining charges to be recognized in the first half 
of 2021. These charges will reduce both net income and 
adjusted net income. Severance and employee benefits are 
the primary costs (about $210 million).

 Additionally, Allstate said it expects to incur real estate 
exit costs of approximately $80 million resulting from office 
closures.

The job cuts stem from a multi-year growth strategy— the 
Transformative Growth Plan— that calls for expanding cus-
tomer access, enhancing the customer value proposition and 
investing in marketing and technology while making Allstate 
agency distribution more effective and efficient. A key ele-
ment involves cost reductions from streamlining and restruc-
turing.

As part of the plan, online seller Esurance is being integrat-
ed into the Allstate brand to reposition the Allstate brand 
for broader customer access and leverage Esurance’s direct 
distribution expertise.

In addition, the pending acquisition of National General for 
about $4 billion is expected to accelerate Allstate’s strategy 
to increase market share in personal property-liability and 
significantly expand its independent agent distribution, said 
CEO Wilson when the deal was announced in July.

READ MORE: https://bit.ly/2y3ZIDy

Allstate to Cut 3,800 Jobs as Latest Step in 
Multi-Year Growth Plan

IN THE NEWS

https://www.insurancejournal.com/news/national/2020/10/01/584756.htm
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CITIZENS UPDATE

Cancellations 
and 

Payment 
Arrangements

As announced in the August 10, 2020, Agent Updates bulletin, because of continued challenges from COVID-19 and the 
forecast for an active hurricane season, Citizens will extend the moratorium on cancellations and nonrenewals at least until 
the end of 2020.
Attached is a list of your policies (excluding bound new-business applications) that are direct-billed with a past-due premium 
amount. The policy list will be current as of the date reflected in the title of the spreadsheet.
We urge you to contact these policyholders to encourage them to establish a payment arrangement or, if Citizens coverage 
is no longer needed, cancel their policy. If the policyholder:  Is unable to pay their past-due amount, they must contact the 
Customer Care Center or email Citizens at customer.care@citizensfla.com for a special payment arrangement option we 
developed for past-due COVID-19-affected policyholders Wants to cancel their policy, you must cancel it in PolicyCenter® or 
have them contact Citizens one of the following ways: 

o Email their request to customer.care@citizensfla.com from their email account on file and include the insured property 
address, the name of the policyholder and cancellation date 
o Complete the webform at www.citizensfla.com/cancellation-request 

Note: Cancelling policies for coverage that no longer is needed will reduce the potential for a large commission chargeback 
on all cancelled policies when the moratorium is lifted. It also will prevent Citizens from sending additional bills and 
communications.

Special Payment Arrangement
The moratorium provides flexibility to policyholders who are dealing with continued challenges from COVID-19 but does not 
eliminate payment obligations. Once Citizens lifts the moratorium, all past-due premium payments will be due. To ease the 
financial burden, Citizens has a special payment arrangement, which will divide a policyholder’s past-due amount evenly by 
the number of months left in the term. Policyholders can request this payment arrangement by contacting the Customer Care 
Center at 866.411.2742 or emailing customer.care@citizensfla.com. Notes: 
• Payment arrangements are available for new-business policies only if the policyholder has paid their down payment. 
• Policyholders must request a payment arrangement for each term. 
• Payments received will be applied to the oldest invoice first. 
Communications and Resources
Citizens will mail communications each month to newly past-due policyholders with a past-due premium amount of $50 or 
more. These letters advise of our payment arrangements and stress the importance of cancelling unwanted coverage.
https://www.citizensfla.com/-/20200810-update-covid-19-cancellation-and-nonrenewal-moratorium-continues

https://www.citizensfla.com/-/20200810-update-covid-19-cancellation-and-nonrenewal-moratorium-continues
mailto:customer.care%40citizensfla.com?subject=
mailto:customer.care%40citizensfla.com?subject=
mailto:https://www.citizensfla.com/cancellation-request?subject=
mailto:customer.care%40citizensfla.com?subject=
https://www.citizensfla.com/-/20200810-update-covid-19-cancellation-and-nonrenewal-moratorium-continues
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Citizens Essentials: 
New Webpage

and Training 
Opportunities

Get the Citizens Essentials

Whether you’re new to Citizens or have been with us for years, you know that Citizens has a customer and new-business 
submission experience like no other. That’s why we have developed the Citizens Essentials virtual series. This series of six 
sessions will help guide you through the submission and policy-servicing processes as accurately and efficiently as possible. 
The result – happier customers and less wasted time so you can get on with the business of doing business.

What Can Citizens Essentials Do for You?

Save Time: You don’t have time to waste. Citizens Essentials will help you make the most of every moment by giving you the 
latest timesaving tips and tricks.

Reduce Rework: Navigating the Citizens systems, processes and resources can be tricky, resulting in time wasted revising sub-
missions. Citizens Essentials walks you through our underwriting process and requirements and highlights the most common 
mistakes to help you avoid quoting errors, performance violations, cancellations and Underwriting follow-ups.  

Create Happier Customers: A happy customer is a repeat customer. Citizens Essentials will help you provide the best customer 
experience by giving you the tools you need to ensure seamless and accurate policy quoting, submissions, and policy servic-
ing and renewals.

For more details, see our new Citizens Essentials webpage under Training in the Agents site.

Register now for one or more sessions individually using the registration process outlined below. You also can access previous-
ly recorded Citizens Essentials sessions on the Citizens Essentials and Webinar Recordings pages.

CITIZENS UPDATE

Session 1
Personal Lines: Citizens Eligibility 
and Prequalification

Understand Citizens’ unique role in the 
market. Learn how to save time by es-
tablishing eligibility and prequalifying 
a risk prior to submission.

Tuesday, November 3 10-11:30 
a.m. (ET) 

Session 2
Personal Lines: Success in the 
Clearinghouse

Avoid errors and do-overs in the Prop-
erty Insurance Clearinghouse. Learn 
to run accurate replacement cost esti-
mates and correctly apply credits prior 
to bridging.

Thursday, November 5 10-
11:30 a.m. (ET)

Session 3
Personal Lines: Submission and 
Issuance in PolicyCenter

Explore the basics of PolicyCenter® 
submission and issuance. Learn how 
to avoid performance and late-submis-
sion violations, additional document 
requests and back-and-forth with Un-
derwriting.

Tuesday, November 10 10-
11:30 a.m. (ET)

https://www.citizensfla.com/web/agents/asset-display-page?p_p_state=maximized&p_p_mode=view&refererPlid=14080708&saveLastPath=false&_com_liferay_login_web_portlet_LoginPortlet_mvcRenderCommandName=%2Flogin%2Flogin&p_p_id=com_liferay_login_web_portlet_LoginPortlet&p_p_lifecycle=0&_com_liferay_login_web_portlet_LoginPortlet_redirect=%2Fgroup%2Fagents%2Fcitizens-essentials
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true


THE TORCH | NOVEMBER 2020 19

Citizens Essentials: 
New Webpage

and Training 
Opportunities p.2

CITIZENS UPDATE

Registration Process via Citizens Learning Center
Follow these steps to register for any of the classes via Citizens Learning Center (CLC):

1. Select one of the links in the table above. It may be necessary to restart your browser or clear 
its cache (Select Ctrl + F5) to access the registration links. 
2. If you haven’t already logged in, enter your Citizens Authentication Gateway (CAG) creden-
tials (the username and password used to log in to PolicyCenter). The Session Details screen will 
display.
3. Select Request. You will receive a confirmation email in the form of a calendar invitation 
from LMS@citizensfla.com. 
4. Select Accept to add the session to your calendar.

Notes:
- You must complete the registration process for each course you want to attend.
- Registrants must have their own CAG credentials.
- CLC automatically sends a confirmation to the email address associated with the registrant’s 
CAG account.
- Registrants should not forward the calendar invitation because the launch link will break.

Session 4
Personal Lines:
Servicing, Remarketing and 
Renewals

Service your policies with ease by 
quickly updating mortgagee informa-
tion, submitting change-in-coverage re-
quests, registering depopulation choic-
es and preparing for renewals.

Thursday, November 12 10-
11:30 a.m. (ET)

Session 5
Commercial Residential

Write Commercial Residential with 
confidence by reviewing available 
coverages, qualifications and eligibil-
ity. Learn tips on submission and ser-
vicing.

Tuesday, November 17 10-
11:30 a.m. (ET)

Session 6
Commercial Nonresidential

Write Commercial Nonresidential with 
confidence by reviewing available 
coverages, qualification and eligibility. 
Learn tips on submission and servicing
.
Thursday, November 19 10-
11:30 a.m. (ET)

mailto:LMS@citizensfla.com
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
https://cag.citizensfla.com/cag/login?systemId=LMS&redirectUrl=https%3A%2F%2Fcag.citizensfla.com%2Fidp%2FAuthn%2Fcag%3Fconversation%3De1s2&force=false&passive=false&cagAttempted=true
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Citizens Essentials: 
New Webpage

and Training 
Opportunities p.3

CITIZENS UPDATE

You also can access CLC from the Agents site:

- Select Training > Citizens Essentials, or Training > Live Education. Select one of the session links and 

follow the above registration steps.

- Choose Citizens Learning Center from the Systems menu at the top of the webpage. Enter the session 

name in the search box at the top of the CLC home page and press Enter. The search results will display all 

available training related to your search criteria.

When the Webinar Time Arrives:

Participants are encouraged to log in 15 minutes early to confirm connectivity. Access your calendar, open the 

webinar event and select the link to access the webinar. You will be redirected to Adobe Connect to join the 

webinar. Enter the same first and last name you used to register.

Notes:

See the Adobe Connect Visual Quick Start Guide for Participants to ensure your computer meets the minimum 

requirements for the webinar. Citizens is unable to provide computer connectivity assistance.

The webinar does not provide continuing education credits for maintaining a Florida insurance license.

Pop-up blockers must be turned off to launch courses.

Additional Resources

Log in to the Agents website and select Training to access on-demand and live education, webinars recordings, 

and Personal and Commercial job aids, including:

Citizens Learning Center Agent Quick Start Guide, which is on the Live Education, On Demand Education and 

Webinar Recordings pages of the Training section

Citizens Learning Center Mobile Quick Start Guide, which is on the Live Education, On Demand Education 

and Webinar Recordings pages of the Training section

If you have questions or need additional support, contact Customer Care:

Phone: 888.685.1555, weekdays, 8 a.m.-5:30 p.m. ET
Email: The Contact Us feature on the Agents website

https://www.adobe.com/content/dam/acom/en/products/adobeconnect/pdfs/VQSG-Participants.pdf
https://training.citizensfla.com/lms/courses/qsg/CLC_Agent_QSG.pdf
https://training.citizensfla.com/lms/courses/qsg/CLC_MobileApp_QSG.pdf
https://www.citizensfla.com/web/agents/asset-display-page?p_p_state=maximized&p_p_mode=view&refererPlid=124493&saveLastPath=false&_com_liferay_login_web_portlet_LoginPortlet_mvcRenderCommandName=%2Flogin%2Flogin&p_p_id=com_liferay_login_web_portlet_LoginPortlet&p_p_lifecycle=0&_com_liferay_login_web_portlet_LoginPortlet_redirect=%2Fgroup%2Fagents%2Fcontactus
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WE WOULD LIKE TO THANK OUR 
NEWSLETTER SPONSORS!

INSPIRATIONAL CORNER
By Barry Sanders
Exhale, shrug your shoulders and realize you sim-
ply can’t control it all. Then get right back in the 
saddle with a new way to overcome your obsta-
cle! You are the winner!
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NATIONAL
Agency Guerra

 
LAAIAWelcomes 
Our Newest Members!

NEW 
MEMBERS

*** During this special time we are making sure our members are getting valuable resources to be informed and get the necessary tools to 
navigate these difficult times.  Remember the LAAIA is providing you :
Free webinars . Virtual networking . Providing you with Covid resources . Providing charitable donations . Engaging in legislative efforts

Remember your feedback is always welcomed and we would love to hear from all of you!

https://www.laaia.com/wp-content/uploads/LAAIA-Scholarship-Award-Revised-9-24-19.pdf

