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It’s Spring and Time For A New Beginning
Hire Right The First Time 

In the Insurance Industry
  By Dana Borowka, MA, Lighthouse Consulting Services LLC

In this day and age, making the wrong 
hiring decision can cost a minimum of 

2-3 times the annual salary!  That’s a 
high price to pay, and it’s a conservative 
figure when you factor in the emotional 
pressures of training, evaluation, 
termination and then starting the hiring 
process all over again.  By refining your 
hiring process, you can turn hiring into 
a profitable and successful venture in 
the Insurance Industry. 

Creating An Effective 

Recruitment Program
There are several steps to creating an 
effective recruitment program.  The 
first starts with the basics - the job 
description.  Many companies don’t 
even have job descriptions for their 
positions and that’s one of many hiring 
pitfalls.  It’s very difficult to describe 
a position to a candidate, without 
having it completely defined.  The next 
problem with job descriptions is that 
they are usually not definitive enough.  
It’s important to detail the expected 
job performance outcome, and be very 
specific in what is needed and expected.  
The job description should have 30-, 
60-, 90- and 180-day objectives, so the 
candidate has a clear understanding 
what is expected for the job.  Be sure 
to review and update job descriptions 
regularly, as company needs and 

expectations for a position are bound 
to change. 

The next step is to define where to 
recruit candidates or target your 
recruiting process.  Now that you have 
an idea of what you need and expect 
for the position, where do you find this 
treasured person?  There are many 
resources: Referrals, recruiters, ads, 
college placement centers, .com listings, 
etc.  Of course, referrals are usually 
one of the best sources for candidates 
and giving out the job description to 
business associates and friends may 
reveal the perfect candidate.  When 
working with recruiters, it is very 
important to be as specific as possible 
to avoid your time being wasted with 
unqualified candidates.  

According to Arnie Winkler of the 
Northwest Public Power Association, 
“Organizations must be specific in 
understanding what they want in 
technical competency, cultural fit and 
behavioral characteristics.”  The same is 
true for ads so that the ad is as definitive 
as possible.  College placement centers 
are not only good for recruiting college 
grads, but usually have facilities to 
list positions that require extensive 
experience too.  They can be especially 
helpful if they are in close contact with 
the alumni association. 

Resumes & Interviews

Soon in your hiring process, you will be 
faced with a big pile of resumes.  Look 
for resumes that are specific to your 
needs and notice the presentation 
style, which will tell you a great deal 
about the candidate.  It is helpful to 
decide what the priorities are for the 
position and look for those first in the 
resumes.  Once you have settled on a 
few resumes, we suggest the two step 
approach to interviewing.  The first is 
the telephone interview, which can save 
you valuable time and effort.  Ask the 
candidate a set of specific questions, 
such as: Why are you interested in 
this position?  Please describe three 
key attributes that you have to offer to 
our company?  Give me one significant 
program that you had an impact on in 
the last six months?  Listen carefully 
to the candidate to see if the response 
fits the job description.  This process 
allows the candidate to earn a face-to-
face interview. 

When interviewing in person, it is 
important to listen and not let emotions 
take over.  The candidate should talk 
about 80 percent of the interview and 
the interviewer only 20 percent.  The 
goal for interviewing effectively is to 
note their thinking patterns, and not get 
caught up in appearances, impressive 
schools or companies.  During the 
interview, questions that are more 
specific are helpful in making successful 
hiring decisions.  Some examples are: 
What significant impact have they had 
at three or more companies on their 
resumes - ask for specifics, percentage 
of change; Please describe in detail 
what brought about the change; What 
was their process, from A to Z? and 
ask how the candidate would handle a 
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specific problem that you have seen in 
the position. 

Reference Checking & 
Work Style Assessments

Once a candidate 
has been 
selected to be 
hired, then the 
most difficult 
part of the hiring 
process begins 
- reference 
checking.  Most 

firms find professional organizations 
helpful when making background 
checks.  We highly recommend doing a 
very thorough check including verifying 
education, job history, criminal (local, 
state and federal) and credit if it 
applies.  Background and reference 
checks should be a part of your hiring 
process.  

Yet, as the old saying goes, “You never 

know someone until you work with 
them, travel with them or live with 
them”.  Through in-depth work style 
and personality assessments, you can 
reduce the possibility of making a hiring 
error if the appropriate assessment is 
selected.

When researching profiles, here are 
some things to keep in mind:
 
• Training or degrees of those who are 
    providing the debrief/interpretation 
    of the data.
• A copy of the resume and job 
   description should be supplied to the 
    testing company.
• Number of actual scales 
    (minimum of 12)
• Scale for “Impression Management”
• What is the history of the profile?
• Does the profile meet U.S. 
    government employment standards?  
    Has it been reviewed for ADA 
    compliance & gender, culture & 

    racial bias?
• Does the data provide an 
    understanding on how an individual 
    is wired?

These are some general questions and 
if a profile falls short in any one area, 
we strongly suggest additional research 
into the accuracy of the data being 
generated.

Legal Guidelines
A common inquiry from companies 
and organizations is about the legal 
guidelines in providing assessments 
to candidates.  Since industries vary, 
it is always best to check with a trade 
association or a legal representative.  
The general rule is that a test or any 
set of hiring questions needs to be 
administered to all final candidates in 
order to assure that discrimination is 
not taking place.  More information may

Continued on page 25
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Our Liability Coverage  
Also Covers Events  

That Are Behind You.
Get free “tail” coverage with 
The Physicians Trust.

With The Physicians Trust, you’re not 
only covered for the future, you’re covered 
for the past, too. That’s because our 
professional liability policies include tail 
coverage at no extra cost. You’ll also enjoy 
competitive pricing that only a not-for-profit 
organization can offer, plus accelerated 
underwriting for quick decisions.

For a quick, no-obligation quote that 
could save you up to 20%, contact 
Karen Harrison at (225) 368-3825 or 
karenharrison@thephysicianstrust.com.

 

ThePhys ic iansTrust .com |  (225) 368-3888  
4646 Sherwood Common Blvd. |  Baton Rouge , LA 70816

Administered by HSLI

3030
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12
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PIA Membership must be in good standing at all times.  This brochure is not intended to provide full coverage details.  A complete listing of these 
coverages including exclusions and limitations can be found in the policy forms.  If differences exist between these summaries and the policy 
forms, the policy forms will govern.  The policies may vary or be unavailable in some states.

We’re not just another agent’s E&O insurer, 
        We’re your insurer.

A Main Street E&O Solution for Main Street PIA Agents
                                Designed by and for PIA Agents

  •    Tailored Coverage for PIA Members with Standard  
        & Enhanced Forms
   •    Fairness and Competitive Pricing
   •    Policyholder Services, Our Highest Priority
   •    Stability of Your E&O Market
   •    Ownership in Your E&O Program with Direct Input 
         from You

For more information and a quote, find your state PIA affiliate association at:www.pia-pro.com
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Continued from page 23

be found at the EEOC website, in the 
Disability-Related Inquiries and Medical 
Examinations of Employees section: 
http://www.eeoc.gov/policy/docs/
guidance-inquiries.html#2

Another question is how do new hires 
usually feel about taking an in-depth, 

work  style assessments.  It shows that 
a company is serious about who they 
hire.  If the company presents the testing 
program as a method of assuring both 
parties that they are making the right 
decision, the individual usually responds 
very well.  The bottom line is that 
hopefully turnover is greatly reduced.

Benefits of Assessments
In-depth assessments can be very 
helpful for personnel development and 
succession planning.  As a hiring tool, 
they can be used to develop additional 
questions for interviewing and 
confirming the interviewer’s intuition 
that might be overlooked.  This process 
gains more reliable and accurate data in 
order to effectively manage individuals 
to make hiring and personnel decisions 
a win-win for everyone.  

If you are a hiring manager and would 
like  to see a sample of an in-depth 
assessment, please give us a call or 
email us.  For more information, please 
contact Dana Borowka at Lighthouse 
Consulting Services, LLC, (310) 453-
6556, extension 403 or email at dana@
lighthouseconsulting.com.

As you have seen, a successful hiring 
program requires many components 
that work together to provide the needed 
information for difficult personnel 
decisions.  Combining a well-defined 
job description, targeted recruiting and 
focused interviewing with an effective 
personality evaluation program, turns 
hiring into a profitable and rewarding 
process. 

Final Thoughts

Hiring the right people is key to future 
growth.  If you would like additional 
information on hiring, please click 
here to get a link to an article on this 
subject: 

http://l ighthouseconsult ing.org/
Ar t ic les/KOTHireRightFirstTime/
signupform.php

(It’s Spring and Time For A New Beginning Hire Right The First Time In the Insurance Industry)
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Member Benefit in Focus

PIA Endorses Quick Life — Life Insurance. Quickly. Check it out at www.
piaquicklife.net. 

PIA of Louisiana has partnered with Gulf South Quicklife and the Quicklife 
Center to offer all PIA member agents a simple way to write life insurance. 
We have created a website called www.piaquicklife.net. This site gives each 
of you the opportunity to write Life Insurance in a simple, easy, and secure 
way. You are welcome to go to the site and investigate all aspects. When you 
are ready you can certainly sign up, get your login information and begin us-
ing the site with the PIA benefitting with each Life case placed through the 
site. However, the commission PIA receives will come directly from Quicklife 
Center and does not affect your agent commission in any way. 

Also, as a member of PIA you have the opportunity to purchase a personal-
ized Consumer Site. The Consumer Site will give your clients the opportunity 
to quote and establish their own policies, directly, and can be placed on your 
business website with a tab bringing your clients directly to the Quote Page. 
You can purchase this at a 50% discount to PIA members. 

Again, go to www.piaquicklife.net to see the site and learn more and if you 
have any questions, or wish to purchase a consumer site, please contact Bill 
Vogel at 1-800-325-1741 or email bill.vogel@burnsvogel.com.

Save The Date!!!Save The Date!!!Save The Date!!!   
   

yips 8yips 8yips 8ththth annual charity  annual charity  annual charity    
bowlbowlbowl---aaa---thonthonthon 

Friday, September 7, 2012 
6:30 - 9:30 pm 

 
 

Registration Opens @ 6:30 p.m. / Lanes Open for Warm‐up @ 7:00 p.m. 
*Bar & Bowling open @ 7:00 ‐ 9:30 p.m. / Live Music 9:30 ‐ 1:30 a.m. 

 
 

Rock ‘n’ Bowl, New Orleans 
 
 

*First game scored for competition. Late arrivers not guaranteed game score to  
be entered in competition. 

 
 

Sponsorship Opportunities available!  
Call Rusty for more details at (225) 573‐6929 

 
 

YIPs are bowling in support of  
The Ronald Regan Alzheimer’s Foundation



Congratulations to the following agents who have joined the  
Progressive Signature Agent® program in July. 

Boswell Insurance Agency 
Shreveport

Bourg Insurance Agency, Inc. 
Donaldsonville

Community Financial 
Monroe

Courtney Insurance 
Hammond

Dupre Carrier Godchaux 
Opelousas

Epperly Insurance 
Lafayette

Emery & James, Ltd. 
Hammond

Grant C. Bennett Insurance 
Slidell

Integrity Insurance, Inc. 
Livingston

Southern Costal Insurance 
Covington

Stone Insurance, Inc. 
Mandeville

TWFG Insurance Services 
Lake Charles

TWFG Insurance Services 
Mandeville

They join an elite group of agents already in the Signature Agent Program.

A Foto Insurance 
Laplace

A Victory Agency, Inc. 
Bogalusa

A Victory Agency, Inc. 
Mandeville

ABC Agency Network  
Houma

Action Insurance, Inc. 
Lafayette

Advanced Insurance Solutions 
Hammond

Alliance Insurance Agency 
Metairie

Barry Hebert Insurance 
Metairie

Beasley-Keith, Inc. 
Bossier City

Bruni Insurance Agency 
Morgan City

Castello Agency 
Zachary

Curtis Insurance Agency 
Lake Charles

David Cordell Insurance 
Baton Rouge

DJW Insurance Agency 
New Iberia

Eagen Insurance Agency 
Metairie

Gary Losey Insurance 
Baton Rouge

Gendusa Insurance Agency 
Hammond

Glenn Dean Insurance Agency 
Deridder

Harlan Insurance Agency 
Alexandria

Insurance Network of LA 
Baton Rouge

J. Everett Eaves, Inc. 
New Orleans

John Kelly Dabdoub 
Mandeville

Liggio Insurance Agency 
Lafayette

Louisiana Independent Insurance 
Metairie

Moore-Jenkins 
Bogalusa

Moore-Jenkins 
Franklinton

Page & Sons Insurance Agency 
Houma

Pam Price Insurance, Inc. 
Jena

Pat Leboeuf Insurance 
Westwego

Plescia Insurance Agency 
Slidell

Pontchartrain Insurance 
Kenner

Premier Metro Group 
Metairie

Quality Plus 
Lafayette

Riverlands Insurance Services 
Luling

Shaver Robichaux Agency 
Thibodaux

Steve Teal Insurance 
Slidell

The Firm of Louisiana 
Lake Charles

The Hopper Agency 
Farmerville

Thomson, Smith & Leach 
Lafayette

Tim D'Angelo Insurance Agency 
Marrero

Total Insurance of Watson, Inc. 
Denham Springs

Toups Insurance Agency 
Thibodaux

Warren Tibbetts 
Baton Rouge

©2011 Progressive Casualty Insurance Company and its affiliates, Mayfield Village, Ohio.  09A00214.AP.LA2 (08/11)

More Agents are Selling Preferred and Earning Higher  
Commission in Louisiana with the Signature Agent® Program.

SIGnATurE AGEnTS rECEIVE:
 15/12 commission on preferred auto business.   

 A $2,000 marketing allowance to co-op with Progressive on advertising or marketing materials.

 recognition as a Progressive Signature Agent in select advertising, along with special signage  
 for your agency and identity items for your staff.

 Free one-year subscription to Progressive’s online directory listing program, ListAgent. 

You can join the program in January or July by writing an average of one preferred auto policy a week over the  
previous six months. Then, just keep writing one preferred auto policy a week throughout the year to maintain  
your Signature Agent status and benefits.

Contact your account sales representative to learn more about how you can become a Signature Agent.
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HASSLE-FREE SERVICE.

LUBA  | Loo-buh |  –  Does the sound of good service ring a bell?

Thanks to LUBA Workers’ Comp. With our online quoting, competit ive rates, 

aggressive claims management, and an AM Best rating of A- Excellent, we can 

help you avoid the potential headaches you face whenever they occur, wherever 

you are. It’s our way of taking service to a whole new level. Visit lubawc.com.
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