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American General-

AG EXAM-FREE TERM 
UPGRADEsM 

Coming Soon! American General is mak­
ing it easy to talk to your clients about 
how hassle-free it is to get more cover­
age, and how little it may cost. Do you 
have clients who: 
• Want more coverage? 
• Want to pay less in premium? 

Clients who have been medically under­
written for level premium term coverage 
wit hin the last 5 years may be eligible for 
an AG Exam-Free Term Upgrade. 
• Prior coverage from most major carri­

ers is eligible 
• No blood work and no lab tests re­

DRAFT TIME Build Your Team with the 
Genworth Financial companies!...---'"!',...... 

.. The Genworth Financial companies provide an affordable univers.al.. 
life insurance product that allows your client to choose planned .. 
premiums for initial periods of 10, IS, 20, or 30 years that are 
generally similar to - or better than - term life insurance premiums. 

Products are subject to state availability and issue limitations. 
FOR PRODUCER/AGENT/BROKER USE ONLY. NOT TO BE REPRODUCED OR SHOWN TO THE PUBLIC. 
Life insurance products are underwritten by: 
Genworth Life and Annuity Insurance Company Q: _~ 
Genworth Life Insurance Company, Richmond, VA j:all us Today for More Detall{ 
Genworth Life Insurance Company of New York, New York, NY 
Only Genworth Life Insurance Company of New York is licensed to conduct business in New York. 
Genworth, Genworth Financial and the Genworth logo are registered service marks of Genworth Financial, Inc. 
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Annuities»> 
quired 

• Get 	3 times the original coverage, up 
to $500,000 

Stay Tuned! Call us today for more info! 

Transamerica Family Markets-

NEW TRANSACE® & 

TRANSACE CV® 

Transamerica Family Markets adds 

TransACEI!) and TransACE CV® No-Lapse 

Guarantee Flexible-Premium Universal 

Life Insurance to their product portfolio. 

The product is especially attractive for 

younger ages and, in particular, the ju ­

venile market. 


Features: 
• 	 Issue ages 0-75 
• 	 M inimum face amount $25,000 
• 	 Available Riders (may vary by juris­

diction) - Waiver Provision Rider, Ac­
cident Indemnity Rider, Children's 
Insurance Rider, Guaranteed Insur­
ability Rider and Accelerated Death 
Benefit 

Questions? Call us today! 

REV-UP 
your annuity sales with some•.. 

EARN UP TO 10%1 PREMIUM BONUS W ITH 

THE NORTH AMERICAN 

CHARTERSM FIXED INDEX ANNUITY 
~ 	 Choice of 3 Surrender Charge Options 

UPTO~ 	 Diverse Line-Up of Index Accounts 
o 	 Ability to Generate an Income Stream and Receive a 

Premium Bonus 10%1 
o 	 Tax-Deferral Feature2 

o 	 Ability to Avoid Probate PREMIUM 
o 	 Access to Withdrawals Penalty-Free3 BONUS 
'it Up to a 8.00% income rider 


Call us today! 

North Americ.an Charter~"" Series is issued on fo rm lC/LS156A o r appropriate state variation by NOl1h American for life and Health Insurance, Wes Des 
Moines, IA 50266. This annuity. it's fea tures and riders may no t be available in all states. 1. Products offering premium bonuses may result in a lower rate 
than products that don' t offer a premium bonus. Premium bonus, up to 11%, may vary by length of surrender charge period selected . 2. Under currenl 
law, annuities grow tax deferred . An annuity is not required for tax deferral in qualified plans. Annui ti es may be subj ect to taxation during the inCome or 
withdraw.)1phase . Please note that neither North American, nor any agents acting on its behalf, should be viewed as providi ng legal, tax or investment 
advice. 3. Withdrawals prior to age 591/2 may be subj ect to IRS penal ti es. Withdrawals taken during the Surrender Charge Period above the pe nalty-free 
amount will be subjec.t to Surrender ChcHges and Interest Adjustment (see Oyer 11327Z for comple te details). 
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Continued from front page ... Don't FOlI'get Your "Fol!ow-thmug!1" 

In many sports, from golfto basketball, a 
Developing and organizing a system 

" .f"

for doing business is essential in every 
industry. An organized system can 'i 

help agents increase sales, place more ,"I 

�f�"�:�' �~ �.� �~ �'� .;cases, direct business to the appropriate .1--,-,'1.( 
Jcompanies and even generate new ;,:....,'}, I ',; 

�i�I�'�! �_�,sales. �( �~ �"� I 
! 
,!. 

Start Before The Application successful swing or shot requires a good 
Your new business process starts before "follow-through." The same is true in the 
you even take an application insurance business! Once 

"Top agents do notfrom the client. As your very you send the application 
first step, make sure you are rely on paramed to the carrier, you must 
matching the correct type have a proactive system services to ask the 
of company and product to for checking the statusmedical questions, 
the client. Is the client an of pending business. 
impaired risk or a preferred because they know Although this takes some ' 
issue? Would the client that understanding discipline, it doesn' t 

fit the underwriting of a have to be hard. Onethe client's health 
new, innovative product easy system? Schedule a 
such as Fidelity Life's Rapid profile results in a consistent appointment 
Decision UL? The better much better match each day or week to view 
you determine this fit up online pending businessbetween client and 
front, the more likely you reports . Pencil it in onproduct"will have an approved client your calendar if it helps. 
at the end of the process who is happy When you check your business, keep 
to accept the policy. One of the best a follow-up report to help you keep 
ways to make accurate determinations track of any additional items required. 
is to ask all the health questions for all Your follow-up report can be as simple 
applicants. Top agents do not rely on as a notepad with the client name, 

requirement, date needed by and date 
completed . Use a system that works for 

�~�- �"�'� you, so that you will stay consistent! 
�"� �"� �' �\ �~� 

Finish Strong 
Many agents believe the process ends 

�-�- �' �~ �~�.�-�!
/' 

�.� when they deliver the policy, and they
':1...... miss the opportunity here. In fact, the 

paramed services to ask the medical 
questions, because they know that 
understanding the client's health profile 
results in a much better match between 
client and product - which means more 
successfu I sales. 

post-delivery process is the dividend 
paying part of an organizational plan! 
Remember, the initial sale is worth only 
1/4 of the value of your client's potential 
future business. To capture this value, 
your post-delivery process should 
include a method for policy delivery 
(mail delivery or appointment delivery), 
commission follow-up, assessing future 
selling opportunities, and client follow­
ups. By approaching this systematically, 
the post-delivery process allows an agent 
to collect data from clients, get referrals, 
and maintain client relationships. 

Use the Tools Available 
Technology can be a powerful resource 
in organizing a business. It can help 
agents track commissions, follow-up 
on sales calls and even generate future 
sales. But remember, if you automate 
a bad process, you will just get bad 

,,fF'-" 

results, faster! Think about the process 
that will work for you, then find simple 
technology tools that will fit and support 
this process. 

D 

dates, birth dates, or anniversaries of 
major events (purchase of a home). 
Once the criteria are established, 
a simple procedure of calling the 
client or sending a card is needed to 
communicate with the client. The 
best criteria are those that address a 
potential need. The easy part is then 
calling the client and setting up an 
appointment to discuss that need. 



This section of the brain is most 
responsible for the client's desire for lower 

premiums. 

Assurity's NonMed Term 350 solves this with 
non-med rates that are among the best and 2 risk 

classes above standard. 

This region of the client 's 
brain wants free insurance. 

Assurity has one of the best 
return of premium options in 

the industry. 

/') A "h/;{/\ ssuntY-< 

,.j ?} '\ .. _:'}. Liti' III ~II1(IIICe ComplIny 

FOR AGENT USE ONLY. 

Assurity reserves the right to order at the company's expense, evidence of Insurability which the company feels is 

necessary for the prudent evaluation of the risk. Product availability. feiltures and rates may Vi'lry by state. Policy 

Form No. I L0760. 


This part ofthe brain is most Your d ients seem t o 
responsible for the client's 


fear of needles. 
 roe using thenr brains. 
Assurity's NonMed Term 350 

does not require needles. Shouldn't you be 
using yours? 
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\ from Assurity 
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:x.~ 'f. ','" I~! .., Assurity's Non-Med Term 350 
." r ",j 

)" Life Insu ra nee proves case 
; ._'--" after case why it is among the 

industry's top non-med life 
products. Assurity has both 

non-med and fully underwritten 
products alike. Agents notThis is the part of the client's brainIwondering why you haven't offered currently contracted with 

:1 Assurity's NonMed Term 350 

product. 
 Assurity need to take a lesson 

from their clients - and use their 
brains! 

Call us Today for More Details! 
A750-0410 
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