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viewpoint
Progress
By Keith Gillies, CFP, MBA, CLU, ChFC

M

emorial Day is the traditional start of summer fun and NAIFA had a small jump-start the week before the
holiday. Nearly 900 of our members flew into Washington, D.C., for our annual Congressional Conference
and Day on the Hill. As my good friend, and past NAIFA President John Davidson pointed out, the first flyin attracted 575 members. We are truly making progress!

The business of NAIFA
We also took the opportunity at this meeting to re-convene our Delegate Council for our business meeting. This
meeting was postponed due to the cancellation of our 2017 Performance + Purpose conference in September
because of inclement weather. Your board of trustees rightfully and unanimously approved holding the business
meeting at our Congressional Conference as this event gave us the largest and broadest cross-section of delegates
in one location.
I am happy to report that after vigorous debate at both our Town Hall and business meetings, the delegates
voted overwhelming to support the recommendation of the Board of Trustees to re-write our by-laws. The
response from our industry supporters and sister organizations is very positive.
We know the work ahead will be tough; so, we formed an Implementation Task Force headed by Tom
Michel, who led our Quality Member Experience Task Force. This new group reports through our Committee
on Associations and its chair, Dan Reisinger, MS, CLU, ChFC. Their charge is to develop the tools so that the
reorganization runs smoothly. I can assure our members that this task force is in very capable hands.
I would be remiss if I did not point out the incredible success of our second Diversity Symposium, also held
at this year’s Congressional Conference. This was truly a team effort headed by our national Secretary, Cammie
Scott, MSIE, ChFC, CLTC, LUTCF, REBC, RHU, SHRM-SCP, and SPHR. The room was at excess capacity and
the reviews of the meeting were nearly unanimously of the highest possible ratings.
Our NAIFA president-elect, Jill Judd, LUTCF, FSS, hosted two events at the May Conference. This first was
a membership leaders’ meeting. Nearly 100 of our colleagues volunteered and actually attended this meeting. At
NAIFA-National, it is all “hands on deck” for membership.
Jill also led our National Leadership meeting immediately after the delegate council vote. Leaders from across
the federation attended and shared ideas on how to make the new NAIFA as successful as possible.
It is hard for me to believe that we are already in the month of July. For me, this year has been a whirlwind, but
I would not change it for anything else. As I look back upon the months since I took office, I see many successes.
Certainly, the passage of the by-laws amendment tops the list, because we can move NAIFA forward.
We also scored a major victory against the Department of Labor in our suit appealed to the 5th Circuit.
However, there are other successes that do not gain as much attention. We are making incredible strides of
cooperation with many other industry associations. More to come on that later.
While NAIFA’s activities tend to slow down in the summer, this year is different. We are fully at work in
moving NAIFA forward.
Please enjoy your summer with friends, family and loved ones. We will see you at NAIFA P+P in San Antonio.
Progress!

Keith M. Gillies, CFP, MBA, CLU, ChFC, is President of NAIFA and Managing Principal of Wealth Solutions, LLC and The
Pension Center, LLC. He is also co-founder of United Wealth Advisors Group, LLC, where he serves as Chief Executive Officer. He
began his career as a financial advisor in 1981 with a commitment to providing advice and strategies to individuals, professionals
and business owners to help them achieve their personal, business and charitable goals.

new products | health insurance
New Cancer Protection Plan Launched
By Ayo Mseka

flac has launched the Aflac Cancer Protection Assurance Plan. The new plan design reflects the evolution
of patient needs and challenges and covers modern approaches to prevention, early detection and diagnosis,
treatment and ongoing care, according to Aflac.
“We recognize that as cancer treatment evolves, so do the needs of policyholders, and so should our products,”
said Wendy Herndon, second vice president of Product Development and Implementation at Aflac.
“Aflac Cancer Protection Assurance directly aligns with our core value of putting the policyholder at the center
of everything we do, helping those facing cancer and their families go through treatment and recovery as worryfree as possible. The newest addition to our flagship product line ties back to the roots of our business as we
continue to develop fresh solutions to reshape traditional benefits delivery.”
Aflac Cancer Protection Assurance provides more options to help meet the needs of policyholders through all
life stages. Coverage is now offered for screening tests and surgeries performed on the basis of genetic testing
results, and the wellness payout for early diagnosis is also increased. Other additional benefits include nonsurgical
treatment such as immunotherapy, an annual care benefit to help manage costs with delayed effects, and surgery
on a non-diseased body part.
Also, every Aflac policyholder can explore My Cancer Circle, an online tool that helps caregivers coordinate
volunteers and friends to assist with tasks such as meal preparation or transportation. Through Aflac’s
partnership with CancerCare, policyholders can get personalized notifications and access instant messaging when
they use the My Cancer Circle app. Other benefits of CancerCare available to everyone include:
• Educational workshops and publications for both cancer patients and care partners and the bereaved.
• Counseling services—face-to-face, online or by phone, from licensed oncology social workers to help patients
access practical assistance and resources.
The Aflac Cancer Protection Assurance is available through the worksite, as well as on an agent-assisted,
individual-paid basis. It is offered with high, medium and low options—all with Health Savings Account (HSA)
compatibility.
To learn more, visit aflac.com.

DI insurance
Enhanced DI Insurance Program Makes Its
Debut

G

uardian recently introduced enhancements to its Multi-Life Disability Insurance (MLDI) platform as part of
its Supplemental Income Protection Program. According to the company, this provides employers and brokers
with a fully customizable DI insurance solution that eases benefits administration.
The platform upgrade includes access to a new Guaranteed Standard Issue (GSI) product, Provider Choice,
which presents more DI insurance options. Employers and brokers will also have access to new technologies
that offer improved features and functionality, such as easier, faster quoting, improved illustration outputs and
more integrated administration capabilities. In addition, employers can access more self-service capabilities
on Guardian Anytime, the company’s online billing and administration portal, and further enhancements to
Guardian’s online enrollment site.
“Guardian’s new MLDI platform gives plan administrators and brokers the flexibility they need, in a digital
system that eases their administrative burden and improves efficiencies,” said Lawrence Hazzard, Vice President
of Product Strategy. “Guardian continues to be the only carrier that provides a completely straight-through
process by delivering seamless digital integration and a robust set of eSuite tools. Both employers and employees
appreciate the advantage the speed, ease and at-their-fingertips access these digital enhancements provide.”
Provider Choice includes new features such as a hospice benefit and student loan protection rider. The hospice
benefit ensures that any unexpired portion of the elimination period—the time between making a claim and

receiving benefits—is waived for a customer who is under physician-ordered hospice care. The student loan
protection rider ensures that policyholders can continue to repay student loan debt and use base policy benefits
to pay other expenses when they are unable to work due to a disability. Features exclusively for Provider Choice
policyholders include:
• A five-year waiver of the elimination period
• Waiver of the premium that continues for six months post-claim
• Enhanced policy portability options
• Three options for Mental and/or Substance Abuse Disorders, which includes a discounted, six-month limitation, in
addition to the typical 24-month limitation
The MLDI platform was created to fill demand and to offer employers and brokers a management system that
provides a more efficient end-to-end digital offering that includes online enrollment, electronic policy delivery and
implementation as well as billing and administration.
For more information, visit www. GuardianLife.com.

life insurance
IUL Insurance with Cash Growth Flexibility
Launched

L

incoln Financial Group recently announced the latest addition to its broad suite of life insurance products,
Lincoln WealthAccumulateSM Indexed Universal Life (IUL). Lincoln WealthAccumulateSM IUL provides
clients the flexibility to achieve a wide range of financial goals as life changes, offering significant cash value
growth opportunities and supplemental income through distributions, the company notes.
“As clients move through life’s stages, financial planning needs evolve, requiring solutions that can keep pace,”
said Stafford Thompson, Jr., senior vice president of Life Product Management, Lincoln Financial Group. “With
its significant growth and distribution potential as well as optional features, Lincoln WealthAccumulate IUL is
a potential financial resource to use throughout life—from providing financial security for loved ones early on
to paying college tuition or protecting a business in the middle years to planning for retirement or living benefits
later in life.”
Cash value accumulation
With Lincoln WealthAccumulate IUL, clients can pursue cash value growth potential based on their long-term
goals and downside protection preferences, with a choice of three indexed accounts. These accounts give clients
the potential to earn interest up to a maximum cap based on the performance of the S&P 500 Index. Each
account also gives clients an interest bonus for positive market performance. Clients have the freedom to allocate
in one or all three account options:
• Perform Indexed Account—For those who want the most upside potential at an additional cost
• Balance Indexed Account —Offering a balanced approach to upside potential and downside protection
• Conserve Indexed Account—For those who prioritize guaranteed features with upside potential
Even in a declining market, clients never face a market loss because each indexed account offers downside
protection with a guaranteed minimum return, according to the company.
Throughout their lives, clients have the flexibility to change allocations to respond to different market
conditions or their evolving needs. They also have the flexibility to access their policy’s cash surrender value at
any time as a source of supplemental income for retirement or other needs and milestones.
“Life insurance can play a role in growing, protecting and passing on family assets as part of a well-rounded
financial portfolio,” said Andy Bucklee, senior vice president of Insurance Solutions Distribution, Lincoln
Financial Distributors. “Advisors have clients who are accumulating cash, nearing retirement or protecting their
legacy, and Lincoln WealthAccumulate IUL is a flexible, transparent solution that can adapt to meet those needs.”
Added protections
In addition to offering the financial security of a death benefit, Lincoln WealthAccumulate IUL is available with
Accelerated Death Benefits Riders (ABR), including Lincoln’s newest ABR, Lincoln LifeAssureSM, which has
no upfront costs. These living benefit options provide a source of supplemental funds in the event of permanent

chronic or terminal illness.
Lincoln WealthAccumulate IUL also offers several features designed to help business owners protect their
business, their employees and their legacy, that include offering high early cash values through the Exec Rider
and the Surrender Value Enhancement Endorsement. These features allow business owners to reposition current
company assets to purchase life insurance while minimizing impact to the balance sheet, or provide collateral
value to qualify for premium financing arrangements.
Lincoln WealthAccumulate IUL is immediately available through Lincoln’s national network of distribution
partners (in states where approved).
For more information on the product, visit the Lincoln Financial Group website.

financial planning I life insurance
Using Life Insurance to Provide a Family
Legacy
Two hallmarks of life insurance—stability and versatility—ensure it will remain a valuable tool for HNW
individuals seeking protection, no matter what reforms the future might bring.

©ISTOCK.COM/ WAVEBREAKERMEDIA

By Brett Berg

I

n recent years, the amount of money people can give away after death without that money being subject to federal
estate tax has risen dramatically. Under the Tax Cuts and Jobs Act of 2017, the exemption more than doubled to
$11.18 million for singles and $22.36 million for couples (the increase is scheduled to expire in 2026 unless the
change is made permanent).
This is after an earlier increase to $5.49 million for singles and $10.98 million for married couples for taxes
filed in 2018. There is, however, one simple way for high net worth (HNW) individuals to raise the ceiling—and
provide even more to their children and grandchildren.
The secret? Life insurance.
One of the most widely used HNW planning tools remains an Irrevocable Life Insurance Trust, or ILIT. It
works this way: People make gifts to an irrevocable trust, which buys a life insurance policy on the life of trust’s
grantor. Assuming the trust has been properly drafted and proper steps have been followed, the trust receives
the death benefit free from income taxes and federal estate taxes. The trust then makes distributions to its
beneficiaries, according to its terms.

One of the most widely used HNW planning tools remains an
Irrevocable Life Insurance Trust.
Undoubtedly, ILITs and related planning techniques will continue to be used in planning for single people with
over $11 million and married couples with over $22 million.
Trusts, including ILITs, continue to be important for several non-tax reasons. Trust planning helps provide
financial support for children from previous marriages, for special needs children, or for children who may not be
experienced in money management. Even those who do not have complex tax or trust-planning issues still should
develop a plan for their legacy to ensure stability for themselves and their family through market downturns and
unexpected financial impacts.

The many uses of life insurance
Life insurance may help establish and sustain stability in at least two ways. First, cash value life insurance can be
used to supplement retirement income. Distributions in the form of withdrawals or policy loans are generally tax
free (outstanding policy loans and withdrawals will reduce the policy cash values and the death benefit and may
have tax consequences).
Second, the death benefit will provide money to help provide financial stability for remaining family members.
In some cases, life insurance proceeds are paid outright to adult children beneficiaries, perhaps offsetting
education expenses or helping to start a business.
In many cases, even where federal estate taxes are not an issue, life insurance is either held in trust such as an
ILIT, or payable to a trust drafted by an attorney to carry out the wishes of the grantor. This may be especially
important when providing money for minor children or children who are inexperienced with money management.
Of course, while trusts may also be funded with other assets, life insurance—unlike many other financial
vehicles—ensures that the amount desired will be the amount delivered, assuming all contractual and policy
requirements are followed.
Life insurance also can help someone establish a community legacy or support charitable organizations.
Someone who faithfully donates to a favorite charity can arrange for a life insurance policy to provide the death
benefit to that same organization.
Even though new tax schedules make federal estate taxes less of a concern for some, the value of life insurance
goes beyond tax optimization. As a first step, individuals should talk to their financial advisor about the role life
insurance can play in their estate planning. Stability and versatility—two hallmarks of life insurance—ensure it
will remain a valuable tool for HNW individuals who are seeking protection, no matter what changes future tax
reforms may bring.
Brett W. Berg serves as Vice President of Advanced Marketing in Prudential’s Individual Life Insurance business. He may be
reached at brett.berg@prudential.com.

managing your practice I legal liability
Protecting Your Business from Lawsuit Risk
Understanding the many forms that risk can take and how to avoid them will go a long way.
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By Ray Chodos

R

isk management is of great importance to business operators; yet, it is poorly understood by most. It is possible
to lose your business and most major assets to just one legal liability judgment.
Much of the exposure businesses face is not intuitive. To manage risk, one needs to understand it in
its many forms. These include legal structure, employment law, product liability, contract risk, partnership and
succession risk and insurance claim denial risk.
This article seeks to raise the awareness of owners about lawsuit risk and encourage them to allocate thought,
time and resources to becoming savvy about risk exposures and take steps to mitigate risk and control losses.
Naturally, all business risk cannot be eliminated in the competitive environment in which we operate.

What is asset insulation planning?
Asset protection planning is the process of organizing a business’ ownership and affairs to insulate them from
loss by reason of potential future fiscal calamity. The aim of asset insulation planning is for the organization
to become unattractive to litigation by removing the financial gain (as much as is practical) that drives most
plaintiffs’ lawsuits and their counsels.
Businesses are a favorite target of litigators as many seek to settle cases (even weak ones) rather than defend
themselves and run the risk of attracting negative publicity, large legal costs and loss of valuable time in litigation
that can span several years. Over 50 percent of all civil lawsuits target small businesses annually. Seventy-five
percent of those lawsuits are thought to be frivolous. But 90 percent of business owners settle them simply to
avoid higher court costs and embarrassment. This pattern of behavior, unfortunately, fosters even more lawsuits.
How large a problem is business litigation? Consider the following data:
• Each year, some $200 billion is involuntarily redistributed to claimants by U.S. Courts.
• There are 15 million civil lawsuits filed annually in the US, costing litigants $251 billion in legal fees and
associated costs.
• The U.S. exceeds every nation in litigation cases and costs.
• 80% of the world’s lawyers reside in the U.S. (1,316,000 lawyers). Many nations utilize the “English Rule” of
“loser pays costs and expenses of the winner” designed to discourage frivolous litigation. The U.S. does not do so.

• Many nations disallow contingency based legal representation—the U.S. does not. This practice, while allowing
the poorest of plaintiffs to file a complaint, also enables frivolous suits as the plaintiff has little to lose. Seasoned,
quality attorneys will predictably eschew low-merited contingency compensated cases.
NERA Economic Consulting (NERA), a global firm of experts, performed a study of litigation’s impact on
small businesses. Their findings are as follows:
• The tort liability price tag for small businesses in America in 2008 was $105.4 billion.
• Small businesses bore 81% of business tort liability costs, but took in only 22% of revenue.
• Small businesses paid $35.6 billion of their tort costs out of pocket as opposed to through insurance.
In a 2007 Harris poll of business owners/managers, respondents indicated they were concerned about frivolous
or unfair lawsuits and 62% said they make business decisions to avoid lawsuits.
These decisions had the following effects:
• 61% said they made their products and services more expensive.
• 45% said they made a product or service unavailable to customers.
• 23% said the business decisions forced them to cut employee benefits.
• 11% said the decisions forced them to lay off employees.
More than a third of these respondents had a lawsuit filed against them in the prior ten years. These suits had
the following effects:
• 73% said business suffered because litigation was very time-consuming.
• 4% said business suffered because litigation was very expensive.
• 61% said they felt more constrained in making business decisions generally.
• 45% said they changed business practices in ways that do not benefit their customer.
In spite of the litigious environment in which they operate, many small-business owners are poorly versed in
these critical matters. This is because in most small businesses (closely held), management wears many hats due to
cost containment.
In addition, there are usually no HR departments, general counsels (in-house legal), risk management
(insurance related) or external board members. Accounting and tax compliance services are often provided by a
local external CPA firm as needed.

Owners and operators of small businesses should enhance their
knowledge of legal liability risks.
Legal services are also often provided by a local general practice attorney on a reactive basis as issues arise.
Risk transfer (insurance) products are generally sold by individuals who may have little expertise in business risk
management beyond the policies they sell. Also, most of these external providers do not work collaboratively to
further the interest of the business owner and many do not even know one another.
Business owners also have to face litigation from their employees. While employee lawsuits tend not to go to
trial, for those that do the damages can be substantial. The median judgment is approximately $200,000, which is
in addition to the cost of defense. About 25% of these cases result in a judgment of $500,000 or more.
Commercial insurance is usually not enough to protect the business owner. This coverage is the foundation
of risk management for perils that are insurable. However, many of life’s most serious risks are not insurable or
have exclusions and limitations. These include co-owner disputes, divorce, punitive damage awards, wage-related
employment practices and environmental risks.
Best practices
Owners and operators of small businesses should enhance their knowledge of legal liability risks. Generally,
they can be held liable for the products/services they sell, the staff they employ, contracts they are a party to—
regardless of whether they are directly involved in an event or not. Even when they are not aware of what an
employee is doing, there is the potential for liability.
Owners should thoughtfully examine all aspects of risks relating to what their companies are doing. They
should ask themselves the following questions:
• What could go wrong?
• How severe of an impact could this have on the business?
• What changes can I make to mitigate risk and control damages?
• Do my employees understand risk and our vulnerability to claims?
• Are my business practices ethical and defensible if challenged?
Once the owners have gone through this analysis, it is wise to bring in outside risk management specialists to

suggest changes that can be made to insulate the business and major assets of the owners based on the recognized
exposures.
Good planning often divides business activities and assets into distinct entities. An insurance coverage
specialist can be engaged to issue a written report about the efficacy of the coverages and any overlap or insurable
areas that are not addressed. An employment practices specialist can review the employee handbook, hiring and
termination practices as well as the employment practices insurance policy.
Owner awareness and use of specialists to insulate what may be the owner’s single largest asset are necessary if
owners wish to properly protect their businesses. The cost of a single defense against a claim will likely exceed the
cost of proper planning—not to mention aggravation and time lost after the fact, even if the owner wins.
Ray Chodos is the managing member of the Wealth Preservation, LLC™ in Greenwich, Connecticut. He can be reached at
chodos@WealthPreserve.com.

managing your practice I client relationships
Building Better Client Relationships
Here are 12 insights to help you better engage with customers, earn their trust, and win their business
for life.
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By Paul Krasnow

T

hese days, trust is at an all-time low. People are suspicious of organizations, institutions and leaders across the
board. At the same time, competition is fierce. Your clients can leave you at any time (and for any reason) and
replace your services with something faster, shinier and sexier.
But here’s the good news. When you’re able to engage with clients the right way and build deeply connected,
trust-based, authentic relationships with them, you automatically set yourself apart. Here is how to foster superior
client satisfaction and loyalty that keep clients coming back again and again.
• Commit to a personal code of integrity and live it each day. Integrity should be a core value that steers all of your
client interactions. This means committing to being honest and working hard with their best interests in mind.
Develop a set of business integrity mantras you can strategically place around your office on Post-it notes or even
posters. Use them to remind yourself to always align all of your decisions with your code of business conduct.
• Give clients peace of mind. Your clients should always be in good hands with you. Develop a system that works
for you to proactively give them the highest level of service at all times. Whether it is having a perfectly tweaked
project management system in place or a very clear communication system, make sure you respond to your clients
in a timely manner and that you provide expert answers to all of their questions.
• Build trust by keeping your promises. If customer connections are the cornerstone of a successful business,
trust is the cornerstone of a healthy client relationship. Remember to keep your word and to deliver without fail.
Keeping your word can be as small but as equally important as never canceling an appointment or going over the
allotted time for a meeting. This guideline may seem simplistic, but this approach will not only impress and delight
them, but also allow them to trust you with more business in the future. Building client trust makes you a winner
every time.
• Be honest about what your services can deliver. Don’t oversell or overpromise the results you offer. Manage your
clients’ expectations so they won’t be disappointed. But whenever possible, do put them in touch with others who
can help them.
• Don’t sell your customers products they don’t need. Be upfront about products that would be a waste of their
hard-earned money. Make your clients’ best interests your focus in approaching clients with your services. This
tip is part of a larger philosophy of moving away from seeing a client as an immediate sale and moving toward

building a long-term relationship. This approach ensures that you are successful in building a solid foundation for
your client relationships.
• Deliver consistent service. Clients come to expect what they have experienced with your services in the past.
Align yourself with a clearly defined mission, set of goals and level of commitment and ensure that clients receive
the same level of care by delivering consistently high-quality service, time and time again.
• Be authentic with clients. Authenticity, by definition, can’t be faked. Your customers will know if you are being
friendly just to make a sale. But genuine interactions allow people into your life by sharing your personality and
getting to know the real you. Friendliness goes a long way.
• Find thoughtful ways to show you care. Just showing up for your clients because you genuinely care about them is
a sure way to solidify your connection with them. So send out birthday cards. Make a donation to a charity in your
client’s name. Get to know each of your clients and show genuine interest in their lives. Remember details and ask
about their families and lives. Create an emotional connection any chance you are able. Once relationships have
been established, attend family weddings, funerals, bar and bat mitzvahs.
• Check in even when you have nothing to sell them. Clients love to know that you care about them beyond the sale
of services. Do reach out to your clients from time to time and check in with them to see how they are doing. Take
them to lunch, meet up for a game of golf, or ask them about the outcome of an important family event. These
ways of connecting are opportune times to find out if there is anything you could be doing even better to make
this client happier than he already is.
• Don’t forget about your existing clients, even when your business is booming with new ones. Clients can tell
when they’re on the back burner. Devote time to touching base with your loyal long-term clients—especially when
new customers are banging down your door.
• Resist going on autopilot. Even if you have your sales technique down pat, find a way to actively engage with every
client. Clients can sense if you’re phoning it in. Try to step into the shoes of your client each time you’re having
a meeting. Find ways to really connect with the human being sitting across from you and remember that you are
striving to improve their life.
• Apologize if you make a mistake and fix the problem immediately. In most cases, customers aren’t interested in
holding grudges—they want to forgive and forget. The best way to smooth things over when you’ve messed up is
to make a heartfelt apology and then make it right. Take a moment to address mistakes and put in place ways to
continually improve your process by addressing obstacles that may slow down your momentum.
If your business is anything less than thriving, you should first examine your relationship with your clients.
The truth is that you are far more in control of your brand’s growth than you give yourself credit for. That’s why
it’s so important to take true ownership of the connection you build with your clients. You’ll be amazed at how
much a deeper commitment to them will pay off in the long run.
Paul G. Krasnow is the author of The Success Code: A Guide for Achieving Your Personal Best in Business and Life. He is
a financial representative at Northwestern Mutual Life Insurance Company, where he has been a top producer for 40 years.
Early in his career, he suffered a financially devastating bankruptcy with a line of clothing stores he owned, but went on to join
Northwestern Mutual where he has created an impressive financial portfolio and a strong network of clients, many of whom have
become lifelong friends. For more information, visit www.paulgkrasnow.com.

managing your practice I policy reviews
Why Policy Reviews Are Critical
Lack of policy diligence and structured reviews can wreak havoc on a policy’s performance.
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By Scott Diamond

re there hidden factors in your client’s financial plan that could cost him and those he cares about large
amounts of money? How frequently should your client be reviewing his life insurance policies? As you
know, life insurance is not a “set it and forget it” type of financial instrument—it can be affected by
various things along the way.
ILITS
Life insurance owned by a trust is a unique investment asset, one that requires attention on a regular basis. Lack
of policy diligence and structured review processes can wreak havoc on policy performance, even triggering MEC
status, which causes unexpected taxation on gains when the funds are withdrawn from the policy.
An advisor in our office recently shared an unfortunate series of events that occurred in his family:
“My father established trusts and purchased principal whole life insurance policies for my niece (25) and
nephew (27) when they were born. With the subsequent evolution of Index Universal Life (IUL) products
providing collared equity returns, tax-free compounding and transparent pricing, this was truly a no-brainer, winwin exchange with an IUL policy.
“In the final process of completing tax-free 1035 exchanges, we were first informed that these policies had
been underwritten with ‘smoker-rate charges’. The policies amazingly had never been adjusted to ‘non-smoker
rates,’ despite annual notices to the Trust offering simplified underwriting reclassification once my niece and
nephew had reached age 18. What is worse, we were told that both policies had inadvertently fallen into MEC
status within the first couple of years of their existence when the trust accepted an automatic policy rider that was
deemed a material change.
“Since it had been so long since these policies had been looked at combined with the presence of limited digital
records, the natural reaction from us was: ‘Let’s find out from the broker how this occurred.’ However, in this
case, the broker had been dead for years.
“We are still working to assess the paper trail, but with limited digital records available, it is difficult to
uncover everything. This is a perfect example of why it’s essential to have a trusted partner who will continue to
monitor policies far beyond the time commissions are paid.”

While situations vary, milestones should be set in place for routine,
on-going policy reviews.
Although there was good intent in setting up these policies within an irrevocable life insurance trust (ILIT),
the niece and nephew in this scenario are the ones who will suffer because of a lack of proper monitoring and
due diligence along the way, although this is something over which they had no control. While situations vary,
milestones should be set in place for routine, ongoing policy reviews.
These policies had problems within the first couple of years, which affected the taxation of withdrawals and
conversions, but the sub-par smoker rates were never updated when the niece and nephew turned 18, creating
additional costs. The policies have lost years of compound interest crediting, which could be withdrawn tax-free
for future use by the niece and the nephew if the policies had not fallen into MEC status during the first few
years.
Other issues to consider
Other factors, such as a low interest rate environment, could trigger the need for a policy review. Lower interest
rates mean that the policy is receiving lower crediting rates, which could require additional premiums to be paid
in order to keep the policy performing as intended. Different types of policies available today offer flexibility,
premiums are often not fixed or guaranteed and amounts could fluctuate.
Trustees in this situation are expected to act as fiduciaries, even though they are often not involved in the initial
portfolio or life insurance policy-selection process. In fact, once trustees accept appointment responsibility, they
are expected to manage the life insurance portfolio to minimize risk to the beneficiaries.
However, according to the American Bar Association, “several states have enacted statutes that relieve an ILIT
trustee of liability in managing life insurance as an investment.”1 In those states, the trustee is treated more like
a custodian than a fiduciary from a liability standpoint. Therefore, it is important to appoint an individual or a
professional organization as a trustee who is willing to communicate with the advisory team that is implementing
the policy.
Conducting regular reviews is essential to ensure implemented structures are still meeting the intended goals
and to maintain competitive pricing. Insurance products evolve, tax laws change and there is constant need to
make sure your client’s financial plan is providing the right assets to the right beneficiaries, in the correct way and
at the proper time.
Scott Diamond is with Schechter, a wealth advisory and financial-services firm that advises wealthy families about financial
matters, including institutional quality investment advisory services, alternative investments, advanced life insurance planning,
income and estate taxes, business succession and charitable planning. To learn more, visit www.schechterwealth.com or call
248.731.9500.
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a question of ethics
Presenting All Facts Essential
The focus is not just all facts needed for our recommendations—it is also all facts needed for our clients’
decisions.

SINART CREATIVE/SHUTTERSTOCK.COM

By Frank C. Bearden, Ph.D., CLU, ChFC

I

n this issue, we consider the third obligation in the NAIFA Code of Ethics. These obligations are rules for our
professional behavior, based on the values of NAIFA expressed in the Preamble of our Code of Ethics. The third
obligation is: to present, accurately and honestly, all facts essential to my clients’ financial decisions.
When we prepare for an annual review with clients, what documents do we include? If the clients are preparing
for retirement, do we include a current progress report on the clients’ retirement funding? If insurance or
investment recommendations are to be made, do we provide pertinent disclosure and performance documents?
I’m sure we do, but the key point of this obligation goes beyond these assumptions. The focus is not just
all facts needed for our financial recommendations; the focus also extends to all facts needed for our clients’
decisions.
In compiling information for clients, we know the information that is important for making summary
statements about client financial circumstances and for making recommendations. We are aware of the clear
supporting information we require to be confident about our conclusions.

As advisors, we should be sensitive to our clients’ financial
circumstances and objectives and our recommendations to them.
That information, of course, is important, and the foundation for the third obligation. We are also interested in
all of the information that clients will require in order to form sound financial decisions. This may amount to the
same information on paper, but it may also include information our clients require that we have not considered.
A case in point
Let’s look at an example to see the importance of providing facts for our clients’ decisions.
Mary and Kenneth Barkley are scheduled for their annual review this morning with Rhonda Norris, their
financial advisor. In the preliminary information they requested for this meeting, they inquired about the
adequacy of continuing their retirement funding until retirement at age 67 for each, various times to begin their
Social Security benefits, and payment variations on Kenneth’s variable universal life policy.
As the meeting began, Rhonda reviewed their retirement funding to date. She stated their retirement funding

was on track based on Mary and Kenneth retiring and taking Social Security benefits at 67, but Rhonda did not
provide any written verification. Rhonda then proceeded to recommend that the Barkleys begin their Social
Security benefits at age 70, due to the increase in benefits after age 67.
She also stated this would require increasing their contributions to their retirement plans. She distributed an
illustration to show this point. Finally, Rhonda neglected to provide payment variation illustrations of Kenneth’s
variable universal life policy.
At the close of the meeting, Mary and Kenneth requested an illustration tracking their retirement funding, with
the assumption of retiring and beginning Social Security at their NRA of 67. They stated that increasing their
retirement account contributions would be difficult, as their youngest child was completing college and had been
accepted to attend veterinary school in the fall. Finally, they again asked for payment variations on Kenneth’s life
policy. Rhonda assured them each of these would be produced and sent by email attachment shortly.
The point of this example
The point of this example is that Mary and Kenneth should have been provided the information they requested.
They thought each of these requests would be pertinent to their planned retirement. Their financial advisor could
then have included any other illustrations and information she deemed pertinent, as she worked with the Barkleys
to further plan for their retirement.
As advisors, we should be sensitive to our clients’ financial circumstances and objectives, as well as to the
recommendations we form to advise them. The point of this example is that we should provide well-supported
recommendations we believe are suitable, as well as discussion and information reflecting the clients’ interests.
Ultimately, the clients will make the financial decisions, and we should provide all needed information to
enable them to make informed, comfortable decisions. This is the point of the third obligation.
Frank C. Bearden, Ph.D., CLU, ChFC, is managing member, Frank C. Bearden, LLC. Contact him at fbearden@outlook.com or at
210-724-1958.

product spotlight | annuities
Indexed Annuities See Strong First Quarter
2018
IA sales are forecast to increase by 5 to 10 percent this year.
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By LIMRA

F

irst quarter 2018 indexed annuity sales are up 11 percent to $14.5 billion compared to first quarter 2017, and
up 4 percent since last quarter, according to LIMRA Secure Retirement Institute’s (LIMRA SRI) First Quarter
2018 U.S. Retail Annuity Sales Survey.
This is the second strongest start to indexed annuities since LIMRA SRI starting tracking annuity sales.
LIMRA SRI is forecasting indexed annuity sales will increase 5-10 percent in 2018.
“While we typically see a seasonal decline in the first quarter, for the first time in 8 years we saw growth in the
indexed annuity market when compared to fourth quarter,” said Todd Giesing, annuity research director, LIMRA
Secure Retirement Institute. “This uptick in sales is a combination of an improved outlook on a regulatory front
as well as rising interest rates, creating the opportunity for more attractive rates.”
Overall, U.S. annuity sales were $51.8 billion, level with first quarter 2017 results.
“Due to the DOL fiduciary rule being vacated in April 2018 and the expectation for positive economic factors,
we have revised our 2018 annuity forecast and now expect a 5-10 percent increase in annuity sales growth,” noted
Giesing.
In the first quarter, variable annuity (VA) sales totaled $24.6 billion, down 1 percent from the prior year. This
marks the 17th consecutive quarter of declines for VA sales.
“While this quarter wasn’t strong for VAs, we are seeing some companies introduce new products, raise crediting
rates for guaranteed living benefit products and loosen restrictions on investments,” said Giesing. “Combined with
the vacated Department of Labor fiduciary rule, we expect VA sales will improve throughout the year. As a result,
LIMRA SRI is forecasting VA sales to be 0-5 percent higher in 2018, compared with 2017 results.”

Fixed annuities have outperformed VA sales seven out of the last eight
quarters
Fee-based VA sales increased 70 percent to $780 million in the first quarter, but still represent just 3 percent of
the total VA market.

To avoid confusion, structured VAs were renamed “registered indexed-linked annuities” and will be included
in the overall VA sales figures. Registered index-linked annuity sales were $2.2 billion, an increase of 4 percent
in the first quarter compared with the prior year, but sales did decline 6 percent when compared to the prior
quarter. These products represent about 9 percent of the retail VA market.
Total fixed annuities remained flat in the first quarter, totaling $27.2 billion. Fixed annuities have
outperformed VA sales seven out of the last eight quarters. LIMRA SRI expects overall fixed annuity sales to
increase 10-15 percent in 2018.
Sales of fixed-rate deferred annuities (book value and MVA) fell 14 percent in the first quarter to $8.7 billion.
After multiple quarters deviating from the 10-year treasury rate, this quarter the sales aligned with the treasury
rate growth. LIMRA SRI predicts fixed-rate deferred sales will increase 15-20 percent in 2018.
First quarter single premium immediate annuity (SPIA) sales were up 5 percent in the first quarter to $2.1
billion when compared to the same quarter last year. SPIA sales have remained relatively stagnant in the $2-$2.2
billion range for the past two years.
Overall, increasing interest rates and other economic factors lead LIMRA SRI to project total income (SPIA
and DIA) annuity sales to grow by 5-10 percent in 2018.
LIMRA Secure Retirement Institute’s First Quarter U.S. Individual Annuities Sales Survey represents data from 96 percent of the
market.
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Articulating the
Value of Whole Life

Start by letting your clients and prospects know that whole life insurance will help
them control their financial future while eliminating many of the uncontrollable
financial headwinds of change.
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By Heather Renfro, CLU

With the introduction of pre-tax deferral in the mid 1970s and the 401(k) in 1982, many CPAs and financial
professionals were set on steering clients to max out pre-tax investment vehicles. And at that time, this seemed
logical, since the top marginal federal tax bracket had been 70 percent since the early 1960s, down from over 90
percent decades before.
But the top marginal tax rate since the 1960s has changed radically, as can be seen in the table below.
Timeframe
Mid-1960s to early 1980s
1980s
Late 1980s to early 1990s
1990s to early 2000s
2003 to 2012
2013 to 2017
2018

Top Marginal Rate
70%
50%
50% - 33%
39%
35%
39.6%
37%

If you followed that advice and invested solely in pre-tax investment vehicles, this begs the question: How much

of your IRA, 401(k) or other pre-tax investment is really yours?
Answer: No one knows!
If an investor began deferring income into a pre-tax instrument during the 1980s or later, they experienced 12
years during this 38-year timeframe when top marginal tax rates were lower than today.
If we’re currently in one of the lowest tax structures since 1960, doesn’t this fly in the face of the old adage,
“You’ll be in a lower tax bracket when you retire?” Given the U.S. government’s current fiscal situation, do you
believe tax rates can go lower?

Our clients prefer not to chase market-style returns; instead, they
elect the consistency and predictability of whole life insurance.
Let’s review potential challenges to the old adage of a lower retirement tax bracket:
1. Assuming that marginal tax brackets are not adjusted for inflation, inflation-adjusted income requirements at
retirement alone could bump a retiree into a higher tax bracket.
2. Many advisors project a retiree’s required income to be 80 percent of their earning years. Do you want to take a
20 percent reduction in income at retirement right at the point when you plan to enjoy the fruits of your labor?
3. Tax rates have changed 26 times since 19131, and many consider them to be at historical lows already.
4. Retirees struggle to find the same level of tax deductions that they had during their earning years: child
deduction/credit, mortgage interest, charitable giving, potential business expenses, pre-tax investment deferrals or
other itemized deductions. In reality, these deductions may be gone in retirement.2
Is there an alternative? We believe there is, and it’s a good one. Participating, non-direct recognition, high
cash-value whole life insurance is one of the most versatile and underutilized financial vehicles within an advisor’s
arsenal today. But to properly position this product, advisors must understand how to articulate its value.
Selling whole life
So, how does our agency sell whole life insurance with an average premium per case of over $35,000? We educate
our clients and prospects that there may be a better way to save moving forward: a strategy that puts them in
control of their financial future while eliminating many of the uncontrollable financial headwinds of change. We
offer maximum non-MEC funded whole life policies to our clients, providing a boring yet consistent story:
1. The death benefit provides vital protection during our clients’ earning years. And in retirement, it can be used for
a variety of purposes, including for estate equalization, as a permission slip to spend other assets, to pay federal or
state estate taxes, or simply to offer additional financial resources in a difficult time.
2. But the story takes an exciting turn when you talk about cash distributions. Compare the required pre-tax rate of
return for equal-dollar distributions from tax-deferred assets.3 Further, the delta increases greatly if you believe
tax-rates will rise in the future.
Why whole life vs. other permanent insurance?
The majority of the risk our clients experience is in running their business and existing market exposure. Our
clients prefer not to chase market-style returns; rather, they elect the consistency and predictability of whole life
insurance. Funding a whole life product can de-risk business owners from net worth over-concentration, increase
tax diversification and provide future liquidity. Non-direct recognition policy loans allow cash values to continue
to grow at the same crediting rate while being deployed.
Many advisors continue to recommend strategies that made sense decades ago instead of giving control back
to clients and their future. We believe it’s time to think beyond the traditional model because today’s market isn’t
traditional.
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Vice President of Prevail Innovative Wealth Strategies LLC, Heather Renfro, CLU, is a career agent with Ohio National Financial
Services and is based in Overland Park, Kansas. She can be reached at hrenfro@prevailiws.com, 913.295.9500 or at linkedin.com/
in/heatherrenfro.
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NAIFA Advocacy:
Fighting for
Members and
Achieving Results
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Through grassroots networking, experienced staff, and well-targeted PAC
spending, NAIFA ensures that policymakers make informed decisions on rules and
regulations that can dramatically affect your livelihood.
By the NAIFA Government Relations Team

“There are a lot of powerful lobbying groups in Washington, D.C., and throughout the country, and it’s vital for
NAIFA to be represented. If we fail to contact our legislators about issues affecting our industry, you can be sure the
other guys will. And their views—not NAIFA’s views—will be best represented.”
This statement by NAIFA Past President Larry M. Lambert, CLU, CFP, is exactly why so many NAIFA
members are deeply engaged in government relations and political advocacy. It is critical for advisors to be active

in the political process so that policymakers hear directly from NAIFA on the issues affecting their business.
Through a vast grassroots network, experienced government relations staff, and well-targeted Political Action
Committee (PAC) spending, NAIFA continues to be highly effective in ensuring that policymakers at the federal
and state levels make informed decisions on sweeping legislation and regulation that can dramatically affect your
livelihood.

Over the past year, your membership and participation have
been critical in helping NAIFA achieve substantial victories in the
political arena.
Over the past year, your membership and participation have been critical in helping NAIFA achieve substantial
victories in the political arena. For example, in a tremendous win for the industry, NAIFA led a federal lawsuit
challenging the Department of Labor’s (DOL) fiduciary rule that resulted in the 5th Circuit Court of Appeals
siding with NAIFA, which effectively ended the DOL regulation.
In fact, even before the court’s decision, NAIFA members successfully lobbied the DOL to delay the effective
date of the fiduciary regulation’s key provisions until 2019. The rule would have made it difficult—even
impossible—for advisors to serve clients with modest or moderate means.
The fight, of course, is not over. The Securities and Exchange Commission (SEC) has proposed a “best
interest” regulation for securities licensed representatives, and NAIFA has already met with SEC Commissioners
to express its views on the potential regulation of our members’ profession.

NAIFA succeeded in getting laws enacted to help NAIFA increase
its influence and bolster its reputation as the association
representing advisors.
NAIFA also achieved significant victories in lobbying Congress. Due to the association’s advocacy, the recentlyenacted Tax Cuts and Jobs Act did not include the ill-advised “Rothification” of retirement accounts, harmful
changes to non-qualified deferred compensation, or other measures that could have made it more difficult and
expensive for families to plan for their long-term financial needs.
We are also very pleased to say that in March, the U.S. Senate overwhelmingly passed the NAIFA-backed
Senior Safe Act. This legislation helps protect vulnerable seniors from becoming victims of financial exploitation,
and, importantly, shields advisors from civil liability if they report suspected financial abuse of a senior client. We
are proud to say that NAIFA members took a lead role in passing this measure.
State victories
NAIFA’s success also extends to the states where the NAIFA State Associations are constantly engaged in
advocacy to protect the business of their members. For instance, last summer, a large health insurer based in the
Washington, D.C., metropolitan area announced that it would stop paying commissions for the sale of individual
market policies for 2018.
Quickly responding, NAIFA-Maryland, NAIFA-Virginia and NAIFA-Greater Washington, D.C., led a successful
effort through which they lobbied state insurance regulators who then directed the carriers to pay commissions as
required by state insurance law.
Similarly, other NAIFA state associations successfully worked to enact laws that allow financial advisors to
charge consulting fees for the sale of a health insurance policy, particularly if the advisor is not going to receive
sales commission from the carrier.
Thanks to the efforts of NAIFA state associations in Tennessee, Florida, Minnesota and Louisiana, advisors
may now charge fees for the sale of a health insurance policy to ensure that they are fairly compensated for their
work.
Looking out for your interests
On another front, NAIFA state associations in Colorado, Hawaii and Tennessee acted swiftly to help defeat
legislation that would have established a state-run retirement plan for private-sector employees who do not have
access to an employer-sponsored plan.
Had any of these bills been enacted, costly new government programs would have needlessly competed with
private market retirement products and solutions, which already offer consumers a comprehensive range of plan
options that can be tailored to the specific needs of individuals and companies.

NAIFA also succeeded in getting laws enacted to help NAIFA increase its influence and bolster its already high
reputation as the association representing financial advisors. Earlier this year, NAIFA-Nebraska was instrumental
in getting legislation signed into law that allows financial advisors to obtain up to six hours of continuing
education (CE) credit for their membership in an agent or advisor trade association. Nebraska is the latest state to
allow CE credits for association membership, joining nine other states.
In another remarkable success story, an increasing number of states are participating in the U.S. Department
of Veterans Affairs (VA) program that reimburses military veterans for the cost of taking the insurance producerlicensing exam.
NAIFA testified before the National Association of Insurance Commissioners (NAIC) and urged state
insurance departments to participate in the VA program, and many NAIFA state associations approached their
respective state insurance regulators to make the same request.
Before NAIFA got involved in promoting this VA benefit a couple of years ago, only about six states were
participating in this program. We now have 29 states supporting this benefit for veterans. This is yet another
powerful example of NAIFA’s effective advocacy.
NAIFA has also seen major success at the NAIC. Recently, the NAIC completed a review of its model
regulation governing the use of senior designations and certifications by advisors to determine if the model should
be updated to better reflect current market conditions. NAIFA took the lead in challenging the position of several
regulators and consumer representatives who had strongly argued that the scope of the model should be expanded
to apply to all designations and certifications. NAIFA successfully convinced the NAIC to decide against making
any revisions to the model.
The Capital 50 Fund
NAIFA-National wants to bolster the success of the NAIFA state associations. Understanding the tremendous
importance of effective political outreach in the states, NAIFA launched the Capital 50 Fund grant program to
provide financial resources to NAIFA state associations to improve their political advocacy operations.
To date, the Capital 50 Fund has awarded grants to a dozen NAIFA state associations, totaling $46,637. State
associations are encouraged to apply for a Capital 50 grant through the NAIFA website.
NAIFA’s PAC is ahead of the pack
Another element of NAIFA’s political success is the ongoing strength of our PAC. Through IFAPAC, NAIFA
contributes funds to the campaigns of members of Congress who support NAIFA’s positions on key issues
affecting financial advisors.
Thanks to the continuing involvement and support of NAIFA members in the 2016 election cycle IFAPAC was
again the top insurance industry PAC, distributing just over $2.4 million to the re-election campaigns of members
of Congress. Support from IFAPAC matters and makes an impact since many NAIFA-supported candidates win
re-election. IFAPAC is yet another factor in NAIFA’s advocacy success.
A call for action
In Congress and in the states, there will always remain ongoing threats to our industry, as well as opportunities to
advance issues that are important to NAIFA and its members. Please encourage your colleagues—especially those
who are non-members—to get involved and stay engaged. This ensures that NAIFA will continue to be a powerful
advocate for our members—and the clients they serve.
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Election 2018

NAIFA presents nominees for election of secretary, treasurer and trustee.
Delegates representing state and local associations will elect their new leadership at the 2018 NAIFA
Performance + Purpose Conference in San Antonio, Texas. Keith Gillies, CFP, LUTCF, MBA, will become NAIFA’s
immediate past president, and Jill Judd, LUTCF, FSS, will become the president of the association. As directed by
the NAIFA bylaws, the Committee on Governance has announced a single nominee for each available position of
Secretary and Trustee.

Secretary
Thomas Michel, LACP
Tom Michel, LACP, is a 32-year veteran of the life and financial-services industry. He
currently partners with his wife, Kim, at Michel Financial Group in Los Angeles, a career
Builder Agency affiliated with Ohio National.
Michel has been successful as an agent, pension wholesaler, and agency manager. As a
pension wholesaler, he led his company nationally four of the five years in that role. As agency
manager, his agency led the company nationally in production for three of the four years
that he served in that role. He is a recipient of many production awards, including GAMA’s
Diamond Management Award multiple times, and received the 2013 Will J. Farrell Award for
meritorious service to the industry and the community.
Michel has served as a two-term President for NAIFA-Los Angeles, and it won under his leadership the Top
State Association Awards. He was also a recipient of two Jack Bobo awards. He was NAIFA-California’s 80th
President and National Committeeperson.
Michel has served on the NAIFA Board of Trustees for four years. Most recently, he served as chairman of the
QME (Quality Member Experience) Task Force, overseeing the Committee on Associations, and then chaired the
Implementation Task Force after the successful passage of the QME bylaws amendments proposal. Before that,
he was the APIC Western Region co-chair and served President John Nichols on the NAIFA “Think Tank.”
His advocacy efforts are extensive, with meetings with over 75 elected officials and key contacts on both sides
of the aisle. He was instrumental in key legislative relationships with the passing of NARAB II and was at the
forefront of key discussions with the 2017 Tax Reform Bill.
Michel and his family live in Pacific Palisades.

Treasurer
Brock Jolly, CFP, CLU, CLTC, CASL, CFBS
Brock Jolly, CFP, CLU, CLTC, CASL, CFBS, is a financial advisor with Capitol Financial
Partners and the founder of The College Funding Coach. He started in the financial-planning
industry with John Hancock and moved to his current firm, affiliated with MassMutual.
In 2005, Jolly began serving on the board of NAIFA-Greater Washington, D.C., in various
roles, including as YAT and Membership Chair. During his presidency, the association received
a local and a state Bubo Award.
When Jolly was president, NAIFA President John Nichols recommended a Taste of MDRT,
an event that had successfully been held in Chicago. Jolly mirrored the event in Washington,
D.C., and he and his team will host their fourth Taste of MDRT event in November. The event
has netted over $40,000 and generated 10-15 new NAIFA members each year.
In 2011, Jolly was named YAT Leader of the Year, and in 2012, he served on NAIFA President Robert Miller’s
Blue Ribbon Task Force. Also in 2012, he became the Chair of NAIFA’s Investment Committee.

A graduate of The University of Virginia, Jolly is active on the board of the Greater Washington Association of
Insurance and Financial Advisors. He lives in Arlington, Virginia, with his wife, Lauren, and their son Bryson.

Trustee
Dennis Cuccinelli, LACP
Dennis Cuccinelli, LACP, began his career with New England Financial, where he was a
conference qualifier for numerous years as a producer, business specialist, brokerage manager
and DI specialist.
Currently, he is a self-employed employee benefits consultant. He has managed the
employee benefits division of general agencies associated with New England Financial and
PennMutual.
Cuccinelli uses his knowledge and experience to help insurance producers and employers
better understand the health insurance products they use for themselves, sell to their clients
and offer to their employees.
Cuccinelli is the past-president of NAIFA-NJ and currently serves as its national committeeperson. He is on
NAIFA’s Government Relations, APIC and IFAPAC Committees. He is one of NAIFA’s leading new member
recruiters and is active in state and local IFAPAC fundraising endeavors.
He has promoted increased responsibility among insurance producers in New Jersey via changes to the New
Jersey Insurance Regulations and is the catalyst of a bill that became law in 2011. He has testified before the New
Jersey Assembly Banking and Insurance Committee in support of stronger producer compliance regulations.
Cuccinelli received LIFE’s realLIFEstories Award and is the recipient of the Central Jersey Association of
Insurance and Financial Advisors’ Life Underwriter of the Year Award and the New Jersey Association of
Insurance and Financial Advisors Underwriter of the Year Award. He is also a recipient of NEF’s Edward E.
Phillips Outstanding Citizenship Award.

Trustee
Beth Jones, CIC
Beth Jones, CIC, is an insurance advisor with Dyste Williams Agency in Minneapolis, a fourthgeneration, independent multiline agency.
In 1981, Jones joined the insurance industry writing horse-related insurance products. She
moved on to work at an insurance company, a large broker and then found her niche on the
agency side. It is this diversity in working with different types of insurance and different sides
of the business that has helped develop Jones’ career.
Jones has been the recipient of numerous industry awards, including the Minnesota Young
Agent of the Year in 1993, the 2008 Wise Woman Award for National Association of Women
Business Owners—MN Chapter, and the 2012 Twin Cities “Five Star Business Insurance &
Benefits Professional.”
In 1998, she started a “scratch” independent insurance agency, which she grew from zero clients to over 1,300,
before merging it in 2016. Merging has allowed her to get back to sales, helping clients with their insurance needs.
Her passion is to help people understand their insurance needs, the policies they are purchasing and make each
experience positive.
Volunteering is also a large part of Jones’ life—from helping at a battered women and children’s shelter—to
serving on several boards of directors, including a non-profit clinic and several business and industry associations.
She has also served on local, state and national positions for NAIFA.
Jones has written several property/casualty courses and teaches courses for NAIFA, the MIIA, childcare
associations and SCORE.

Trustee
Delvin Joyce
Delvin Joyce is a Financial Planner with Prosperity Wealth Group, a full-service financialservices firm located in Charlotte, NC.
Originally from Martinsville, Virginia, Joyce attended James Madison University, where he
earned a B.A. degree in Business Marketing. While at JMU he was a member of the football
team and received multiple All-Conference and All-America honors. He also broke several
school records and two NCAA records for Career Punt Return Yards and Career Combined Kick
Return Yards. In 2000, he became the 1st player in NCAA Division 1-AA history and only the
2nd player at any level, to amass 1,000 career yards in 4 statistical categories (rushing, receiving,
punt return and kick return). In 2014 he was inducted into the JMU Sports Hall of Fame.
Joyce joined Prudential’s North Carolina Financial Group as a Financial Services Associate in October 2006.
He was quickly promoted to Manager, Financial Services, in December 2007, where he recruited, trained
and developed a team of financial services associates. In 2009, he qualified for Prudential’s President’s Club
Conference as one of the top 30 Managers of financial services in the country. In 2010, he was promoted to
associate managing director and then relocated to West Palm Beach to assume the role of managing director of
the South Florida Financial Group in January 2012.
As a managing director, Joyce was recognized for his performance and received an invitation to Prudential’s
President’s Club Conference in 2013. He was chosen by the Florida Chapter of NAIFA as one of the state’s
40 Under 40 in 2014 and 2015. He also received the International Management Gold Award in 2012 and
the International Management Platinum Award in 2013 and 2014 from the General Agents and Managers
Association.
He has served as a financial expert for various publications, including the Washington Post, USA Today,
Money Magazine, Nerd Wallet and The Root Live’s finance-related TV show, Bring It to the Table. Additionally,
he has been a featured speaker and panelist for multiple industry conferences and events.
In July of 2017, Joyce returned to Charlotte to found Prosperity Wealth Group to help individuals and
companies achieve their financial goals, with a focus on community empowerment through financial literacy. He
and his wife, Ebony, have 3 children and reside in the Highland Creek community of north Charlotte.

Trustee
Larry Holzberg
Larry Holzberg Joined Wealth Advisory Group (WAG) with over 25 years of experience in the
life insurance sales, team management and brokerage marketplace. His role at Wealth Advisory
Group allows him to work in all three areas.
Holzberg contributes to career growth and development, as well as leads the brokerage
operations. He spent 14 years as a Principal of Rampart America. Directly after that, he headed
the expansion of brokerage operations for American Business.
He currently serves as a NAIFA Trustee, as well as an Immediate Past President of NAIFANYS. He is also an active member of the Association for Advanced Life Underwriting and
GAMA International.
Throughout his career, Holzberg has qualified for numerous awards, including Guardian’s Presidential
Citation Award every year since he joined WAG. Holzberg resides with his wife, Joan, and their two daughters, in
Commack, New York.

Trustee
Brian Wilson
Brian L. Wilson is a sales manager/partner with the MassMutual Midwest/WestPoint Financial
Group. In this capacity, he recruits, trains and retains new advisors, performs an advisory role
for personal clients, builds personal business through referral-based networks and teaches a
duplicatable process to other advisors.
Prior to this, Wilson owned or held senior-level positions at several agencies, including
Kentucky Farm Bureau, Neace Lukens and Allstate Insurance Company.
Wilson’s practice specialties include insurance and financial advisory services and
Investment directed services. He also has expertise in training advisors on building a successful
business model and developing leadership within an organization.
Wilson was NAIFA-Kentucky’s President from June 2008 to June 2009 and is a member of NAIFA’s National
Member Benefits Committee, and the Incoming NAIFA-Kentucky President. He has been a NAIFA-Kentucky LILI
Chair since 2013.
He is an IFAPAC contributor and has made multiple presentations about legislative concerns to local and
state organizations. He is actively involved in membership activities for NAIFA. He has made many agency
presentations and has had numerous conversations about the benefits of NAIFA.
He is a LILI graduate, moderator and mentor. He is also a speaker at NAIFA’s local and state association
meetings, as well as a YAT mentor.
He is involved in many community organizations. He serves as a chamber ambassador, a middle school girls
softball coach and an Upward basketball coach. He also serves as a deacon in his church. He and his wife, Kelly,
have four daughters.

NAIFA news
Plan to Attend These Special Events at NAIFA
Performance + Purpose
By Tara Laptew

T

he agenda for NAIFA Performance + Purpose, Sept. 13-16 in San Antonio, is chockfull of special events for all
attendees.
Registration and a variety of optional events take place the afternoon of Thursday, September 13. Be
sure to arrive in time for the Meet-Up Happy Hour starting at 5 p.m. Everyone has their community within
NAIFA! Pick the happy hour community that’s right for you and meet your fellow attendees at these informal
get-togethers. You can choose a happy hour for the long-term care community, advanced practice advisors, the
multiline community or LUTCF/LACP designees. Or, go to more than one!
Before Thursday’s Happy Hour starts, take part in the community service project with Together We Rise.
During this event, volunteers will assemble bicycles or personalized duffle bags for foster children. Together We
Rise is dedicated to making life a little better for children in foster care. You can help make a different for these
children by devoting just a couple of hours at the start of P+P.
If you’re a LILI graduate, Thursday night’s LILI Alumni Reception is for you. Mingle with your fellow LILI
alumni and get a great start on Performance + Purpose. Advance tickets are $35.

Antarctic Mike (i.e., Mike Pierce) will be the featured speaker
this year. He has a 20-year track record of success in sales, the
recruitment industry and as a professional speaker. An expedition to
Antarctica changed his life.
The Independent Advisors Networking Reception on Friday evening is a great opportunity to mix, mingle
and make contacts with your colleagues from across the nation. The reception is complimentary for registered
attendees who are independent advisors.
You can’t miss the NAIFA Party at the Aztec Theatre featuring the Thomas Nicholas Band. The historic Aztec
Theatre is a unique San Antonio landmark, and the Thomas Nicholas Band is a rock-and-roll party ready to
happen. The party gets started at 9 p.m. Friday, September 14 and is open to all attendees.
Saturday morning offers two special breakfasts. If you’re a NAIFA member who has been in the financialservices business for 40 or more years, you are one of our industry’s trailblazers and are invited to the
Trailblazers’ Breakfast, which will take place from 7 a.m. to 8:15 a.m. on Saturday morning. If you want to know
more about working with women in insurance and financial services, plan to attend the Women in Insurance and
Financial Services Breakfast, also occurring from 7 a.m. to 8:15 a.m. on Saturday and sponsored by WIFS.
Even if you’re not a LILI graduate, you can attend Saturday’s LILI 7 Workshop. Antarctic Mike (i.e., Mike
Pierce) will be the featured speaker this year. He has a 20-year track record of success in sales, the recruitment
industry and as a professional speaker. An expedition to Antarctica changed his life. He learned a lot about
himself and about business from his adventures, and will share these lessons with you.
For more Performance + Purpose events, visit www.naifa.org/conference.
Tara Laptew is Marketing & Program Manager-Professional Development & Education, NAIFA. Contact her at tlaptew@naifa.org.
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Getting Your Clients Organized
Provide more value to your clients by helping them organize their financial documents.

©ISTOCK.COM/SASHKINW

Juli McNeely, LUTCF, CFP, CLU

I

n our firm, we have declared 2018 the “year to help get our clients organized”. Experience has shown us that
when clients are more organized, some of the stress of managing their financial world is eliminated.
Without question, it makes life easier for loved ones if someone passes prematurely and they are forced to
pick up the financial “ball and run with it.” As advisors, our jobs are also made easier if our clients have things
in order as we assist the family during this difficult time. Lastly, with more and more financial transactions
becoming paperless or bills being paid online, having logins and passwords stored in a secure location is critical.

Getting started
So how can we as advisors help make things easier for our clients? Here is what we have done:
• Bill Pay Guide. We have designed a spreadsheet for the primary bill payer to document what bills are paid
monthly/quarterly/annually, how bills are paid and if they are online, what is the website, the login and the
password. This guide should be so complete that someone who hasn’t used it before can pick it up and successfully
complete the task.
• Estate Directory. We have also designed a multi-page spreadsheet that assists the client in listing out all important
financial information such as, account numbers, vendor contacts, web addresses, logins and passwords for all
bank accounts, investment accounts, insurance policies, and employee benefit information. In addition, the
directory has space for them to list the names of their attorney, CPA and financial advisor. They can also list
their physical property, how it is titled and where the title is located. We even went so far as to list a place to
record their social media passwords. Again, this directory is designed for someone to get their financial “house
in order” and should be so informative that someone else could pick it up and handle things in case of an
emergency.

Many people don’t think they are organized and are excited to have a
push to get it done.
• A Legacy Box. Lastly, we have designed a file box that includes pre-made, color-coded file folders for each major
category so that important records can be organized in one handy location. These major categories are Summary

(yellow), Debt (red), Insurance (blue), Investments (green), Employee Benefits (orange), Legal (grey), and Legacy
(purple). Each of these broader categories then has multiple folders to allow clients to get the documents filed
appropriately. Based on a client’s asset size, she is either given a plastic file box or a fire proof safe with a key lock.
So far, the reception regarding these legacy boxes has been incredible. A lot of people don’t feel they are organized
and are excited to have a push to get it under control once and for all.
Creating a win-win situation
So why do all of this to help clients get organized? We see it as a huge value add to our clients and we are always
looking for ways to add tremendous value. We are also often helping them identify “forgotten money.” We’ve
found that disorganized clients often forget they had that old 401k plan from their former job or they forgot
they even had a group insurance benefit. We become the hero if we can assist with a daunting task and act as a
resource to our clients. It also lets us simplify a task that many feel overwhelmed by. Simply put, It’s a win-win for
all involved.
I wish you great success!
A 21-year veteran of the financial services industry, Juli McNeely, LUTCF, CFP, CLU, is president of McNeely Financial Services in
Wisconsin. She is a past president of the National Association of Insurance and Financial Advisors (NAIFA), having served as the
first female president. She is author of No Necktie Needed: A Woman’s Guide to Success in Financial Services and founder of Juli
McNeely Consulting. She is also an active member of MDRT and is affiliated with Woodbury Financial Services. You can reach
her at juli@mcneelyfinancial.com.
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Crafted to guard financial health.

At the heart of a smart business decision is the integrity of the transaction. With HM
Insurance Group, you can count on the consistent delivery of coverage that is designed
to help protect financial well-being. You can rely on our responsiveness so you can focus
on your business goals. And you can be confident in the quality of protection that has
expert risk evaluation, financial stability and market knowledge at its core.
Make connections and learn more about our people and products at hmig.com
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MANAGED CARE REINSURANCE

Products are underwritten by HM Life Insurance Company, Pittsburgh, PA, or HM Life Insurance Company of New York, New York, NY.

W H EN YO U R
CAREER
DEMANDS
MORE,
T H R I V E W I T H M D R T.
Discover MDRT’s network of
ﬁnancial professionals —
succeed with your peers and face
industry obstacles together.
Be part of our success at mdrt.org.

A better ﬁt,
together
Your business reﬂects your passion and unique
vision. You own it, you shape it. We’ll help you
build your business your way with independent
contract options, dedicated personal suppo
ort, ﬁnancial
strength and the long-term perspective of a mutual
company and industry-leading products to meet your
client’s needs.

Hear why this NAIFA agent chose Ohio National
We are in a relationship business at the retaail level, but just as important is
the relationship you have with your product
ct provider
provider. With Ohio National
National,
it is so much more than them being a competitive product provider.
It’s also the relationships and the support we receive at all levels. It truly is
ap
partnership
p built on strong
g relationships.
p In the same way,
y, the relationships,
p,
tools and other valuable resources that are available through NAIFA
continually produce dividends for our ofﬁce. No other organization in our
industry offers the complete advocacy that NAIFA does.
Tom Michel

Let’s get started!
Find out why others
have joined us at
joinohionational.com

Tom has been afﬁliated with Ohio National since 2013.
NAIFA ofﬁces: National Secretary nominee; future NAIFA
President (2020-2021); current National Board of Trustees;
current California National Committee Person; Western Region
APIC Vice-Chair; past President of California NAIFA; past
President of Los Angeles NAIFA.

Your business. Your vision. We’ll help.®
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