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What positions of leadership have you held in our chapter?

Before stepping into the presidency,
I served as the Membership Chair.

What made you pick your current role?

Honestly, it picked me as much as I picked it! But on a serious
note, [ wanted to help strengthen our local chapter and
ensure independent agents have a voice.

What is your main sales focus within your practice?

Medicare is the heart of what [ do but I also work with
supplemental products that fill the gaps, like short term care
and hospital indemnity, life insurance, etc.

Who is responsible for recruiting or inviting you to our
South Central Chapter resulting in membership?
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Dana Loy through Heritage Insurance & Investments.

If you could describe our chapter in one word,
what would it be?

Intentional.

Everything we do, from advocacy to education to how we show
up for each other, is done with purpose.

In your role as President this year, what are your goals?
My goals come straight from our theme.

Engage: grow our membership and get more agents to the table.
Advocate: keep building relationships with our state and
federal legislators so the voices of agents and the people

we serve are heard.

Excel: give our members real tools and education so they
can serve their clients at the highest level.
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If you could spend time in one place in the world,
where would it be?

serve our clients and

our communities.
Belize, with my family!

What is the biggest award or honor you’'ve received?

Being named NABIP Member of the Year. It meant so much
because it came from an organization and a community
of professionals I deeply respect.

Why do you do what you do?

Because behind every enrollment is a real person who is trying
to make sense of a system that wasn't built to be simple. My
clients are grandparents, neighbaors, church family, and the
people I see at the grocery store. Their trust matters to me,
and it's why I'll never stop advocating for them.










