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PrOCare MediCare SUPPleMent  
rate aPPrOValS
A special mailing regarding rate approval for ProCare 
Medicare Supplements is being mailed to General 
Agents in Arizona, Connecticut, Illinois, Maine, 
Mississippi, North Dakota, Ohio, Tennessee,  
West Virginia, and Wyoming.  Note that rates on  
Plan HDF have decreased by 25 percent.

The new rates apply to new business with 
applications taken on or after March 1, 2011.

A special mailing regarding rate approval for ProCare 
Medicare Supplements is being mailed to General 
Agents in Florida, Idaho, Iowa, North Carolina,  
and Utah.  Note that rates on Plan HDF have decreased 
by 25 percent, except for Florida, which decreased by  
7.7 percent.

A special mailing regarding 2010 rate approval for 
ProCare Medicare Supplements is being mailed to 
General Agents in Louisiana (Plans K and L) and 
Virginia (Plan B).

The new rates apply to new business with 
applications taken on or after March 15, 2011.

Go to UAOnline at www.unitedamerican.com/logon  
to download new rate cards.  Please contact  
Agency Service at 1-800-925-7355 or e-mail 
agencyservice@torchmarkcorp.com with questions.

intereSt rateS Set
The Lifestyle Annuity rate for February is 
3.00 percent.  Rates are reviewed and adjusted 
accordingly.  

The Deposit Fund Rider new business interest rate 
for 2011 is 3.00 percent.

We Want tO Hear FrOM YOU! 
As insurance professionals, you’re dedicated to  
doing the best for your customers.  Doing the  
best often involves more than selling and servicing 
their policy.

If a policy you sold was especially valuable to a 
customer, or if you, your Agency, or one of your 
Agents helped a policyholder in some special way, 
we want to know about it and share it with other 
members of the UA and First UA family.

What’s the saying, “Pay it forward?”  Share your  
good deed and it may spark another Agent to  
do the same.  Send an e-mail with the details to  
editor@torchmarkcorp.com and let’s celebrate what 
makes you and your Agency special!

dO We HaVe YOUr CUrrent e-Mail 
addreSS and a COlOr PHOtO? 
Are you receiving e-mail updates about 
products, rates, and training?  If not, please 
make sure we have your correct e-mail address.  
E-mail agencyservice@torchmarkcorp.com 
or call Agency Service at 1-800-925-7355 to 
provide us with your current e-mail address.   

Once we have your current e-mail address,  
look in your inbox each Tuesday for your 
weekly edition of Chats with Chuck.  This weekly 
e-mail from Charles Mankamyer, Senior Vice 
President of Agency Sales, covers topics of 
general interest to our General Agents and 
Writing Agents, reminds you about our weekly 
webinars, and keeps you informed of our live 
workshop schedules and locations.  We hope 
you find it informative and helpful.

Don’t forget!  We want a current, color, head 
and shoulders photo of you.  If you have never  
sent one or have not sent one within the last 
five years, it’s time.  Please e-mail a digital  
photo (use highest clarity setting with a  
blank white wall in the  background) to  
editor@torchmarkcorp.com.  Be sure to  
include your name and your Agency’s name.

mailto:editor@torchmarkcorp.com
http://www.unitedamerican.com/logon
mailto:agencyservice%40torchmarkcorp.com?subject=


PerSPeCtiVe

Charles Mankamyer 
Senior Vice President / Agency Sales

always a Partnership …

The relationship between United American, First United 
American, and our General Agents has always been 
a dynamic and changing partnership.  Initially, the 
partnership tends to be lopsided … lots of giving on our 
part.  And that’s how it should be at the beginning.   
We train you on our products.  We assist you in learning our 
compensation structure.  We give you assistance in sales 
techniques and procedures.  We try to answer whatever 
questions you ask.  Whatever you need, we try to give 
you.  After you’ve been contracted for several months, the 
dynamic of the partnership shifts somewhat.  We still try to 
give you what you need to be successful, but you’re able 
to give back more to us at the Company.  You help us grow 
the Company by growing your Agencies.  You help the 
Company meet its production projections by hitting your 
Agency’s production goals.  It becomes a true partnership, 
a mutually productive relationship, a giving and taking that 
allows both partners to thrive and flourish.

We want to continue to help our partners in 2011.   
For many of you, especially those who are selling major 
medical policies for other insurers in addition to UA or 
First UA supplemental products, healthcare reform may 
have negatively impacted your commissions and Agency 
stability.  Our goal in 2011 is to help you build your UA 
business so that federal healthcare reform has a much  
less debilitating impact on you and your field force.   
Naturally, we would love to have you follow in the steps of 
Mike lemar of Sunshine State Agency, one of our top  
Med-Supp producers.  Mike’s motto is “It’s UA or No Way.”  
But if you’re not quite ready to take it to Mike’s level 
of loyalty and enthusiasm, that’s Ok.  You’ll get there 
eventually.  In the meantime, there are new practices we’re 
putting in place for 2011 that can help you get  
there faster.

To help you build your Agency and increase your UA 
productivity, we’ve created a Pilot Program focused on 
helping you with recruiting.  We’re initially concentrating 
our efforts in Florida because it is such a high-priority state 
for selling Medicare Supplements.  Depending on your 
response and the activity we generate, we will expand 
our efforts into other areas.  In addition, please read the 
article on pages 6 and 7, which highlights what you can do 
yourselves to build your Agency.

Agency Building Pilot Program
Here’s what we can do to help you build your UA business 
and strengthen our partnership:

1. At a prearranged, agreed-upon location, a Company 
Director or I will do a live recruiting seminar for your 
Agency.  Seminars will be scheduled Monday through 
Friday with one seminar per day.

2. UA will pay the cost of the meeting room and provide 
a projector, computer, and PowerPoint presentation 
customized for your Agency.  We’ll even pay for  
the coffee!

3. The Director or I will make a presentation on  
‘Why UA?’ and a representative from your Agency 
can share the stage and make a presentation on why 
Agents should join your team.

4. As we work together to contract attendees with UA, all 
who contract will be under your Agency’s umbrella.

5. UA will provide a 60-day protection period for your 
Agency if an Agent/attendee tries to go around your 
Agency to secure a contract directly with UA.

6. Your primary responsibility will be to fill the seats with 
a minimum of 30 attendees per seminar (hopefully 
many more) and to do regular contracting follow up.

United American and First United American are stand-out 
organizations, and we are excited that you have chosen to 
partner with us.  With these value-added services,  
we can contract a lot of new Agents to write a lot of new 
business in 2011 … and help our partnership to reach  
the summit!  Call me at 469-525-4764 or e-mail 
crmankamyer@torchmarkcorp.com for more information.
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This year the first of the Baby Boomers turn 65.  What’s 
it mean?  Medicare and a Medicare Supplement!  But 
today’s 65-year-old is a far cry from the plump, gray-haired 
grandmother in the flowered cotton house dress baking 
cookies and hanging clothes on the line in the backyard.  

Today’s Baby Boomers are a different breed of Senior.  
Unlike preceding generations, they’ve grown up in 
a techno-saavy, sophisticated environment.  They’re 
computer-literate, physically active, and have no intention 
of spending their free time baking cookies (well, maybe 
once-in-a-while).  Today’s Baby Boomers are more likely to 
be doing the Cha-Cha at a Senior mixer in their condo rec 
room on a Friday night.  

Do you know?

•	 By 2030, 70 million Americans will be 65 or older.

•	 Average boomer will retire with $500,000 to $1 million 
in assets.

•	 66 percent of all U.S. stockholders and 60 percent of 
annuity owners are boomers.

•	 Mature consumers possess $7 trillion in wealth, that is 
70 percent of the total wealth in the United States.  

•	 The average Baby Boomer will live to 83.

But even active Baby Boomers just turning 65 and healthy 
older Seniors realize some day their good health and 
activity level may change.  In May 2009, the U.S. Census 
Bureau created a profile of American Baby Boomers and 
Seniors.  Here’s some of what they found:

TOP 10 CONCeRNs OF  
BOOMeRs AND seNIORs ABOUT AGING

1. losing their health

2. Inability to care for themselves

3. losing their mental abilities

4. Running out of money

5. Becoming a burden to their families

6. Ending up in a nursing home

7. Unable to drive

8. Inability to get good healthcare

9. Inability to work or volunteer

10. Being left alone and lonely

Losing their health was their #1 concern.  Before that 
happens, they need a quality Medicare Supplement in 
place to provide them access to the care they want, expect, 
and deserve.  Our ProCare Medicare Supplements can fulfill 
that need.

The numbers of Medicare-eligible Seniors will increase 
dramatically in the next two decades.  This is the time to  
be immersed in the Medicare Supplement market.   
Its potential is limitless!!

Baby Boomers 
Not the same old Senior anymore!

Source:  http://www.whatsnextinyourlife.com/_pdf/WhatsNextInYourLife_BoomerFastFacts.pdf;  
http://www.asyouage.com/BABY_BOOMER_%26_SENIOR_FACTS_.htm

http://www.whatsnextinyourlife.com/_pdf/WhatsNextInYourLife_BoomerFastFacts.pdf
http://www.asyouage.com/BABY_BOOMER_%26_SENIOR_FACTS_.htm
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Watching Your P’s & Q’s

We know that as an independent General 
Agent you have the option to write for a 
variety of different carriers. We work hard 
so that United American or First UA will be 
your number one choice!  We deeply value 
the commitment you have made to us, 
and we want to do all we can to give you 
and your customers the very best service 
available.  When we do our best for you, you 
can do your best for your customers. 

Part of our commitment to you means providing you 
with the training and materials you need to do your job 
successfully.  It also means helping you do everything 
necessary from a compliance and regulatory standpoint 
to make your sales flow smoothly and efficiently. 
Submitting required forms that are properly completed 
with appropriate attachments to the Home Office make 
the entire sales process faster and easier for you, your 
customer, and United American! 

To avoid delays and problems, keep up-to-date with 
changing compliance issues in your state.  Our Compliance 
Department reviews the ongoing changes in laws and 
regulations that affect the Company’s products, support 
materials, and procedures for doing business.  We keep 
you informed of these changes in numerous ways: 

•	 When Agents order supplies, they are sent updates with 
the products they order. 

•	 Special mailings are sent to Agents when significant 
compliance issues warrant notification. 

•	 Summit communicates timely product updates and 
industry information to Agents via the Editor’s Page or in 
specific articles. 

•	 Compliance sheets for all UA products are available 
online by state at UAOnline.  First UA Agents can check at 
www.firstunitedamerican.com/office.

•	 If you can’t find the answer to your compliance  
question in any of these resources, call Agency Services 
at 1-800-925-7355 from 7:45 am to 4:30 pm Central  
time zone.

 

How Compliant Are You?

Attention to Compliance pays off for everyone!

Avoid these common errors that delay service to you and your customers:

•	 Application not signed by applicant and/or Agent

•	 Agent number missing

•	 Wrong application for state of residence

•	 Applicant’s date of birth omitted

•	 Health questions not answered

•	 Bank authorization not signed (where applicable)

•	 Voided check missing – remember, deposit slips or counter checks are not acceptable

•	 No premium received with application

•	 Replacement forms (where applicable) not included with application

•	 Wrong plan code written for premiums charged

http://www.firstunitedamerican.com/office


With the Baby Boomer population exploding, 
it’s an amazing time to build your Agency. 
Concentrate time and energy on Medicare 
Supplement sales and take full advantage of 
our level commissions for the life of the policy*.  
To successfully build your Agency:

1.  INCReAse yOUR CUsTOMeR BAse

•	 Word of mouth advertising is the easiest, least 
expensive, and most dependable.  If your customers 
are happy with your products and service, they will 
recommend you to friends and family.  

•	 Tell friends and relatives.  let them know what you do 
and encourage them to spread the word to their friends 
and families.  The snowball effect can become a very 
profitable one.  

•	 With 7,000 Seniors hitting 65 every day in this country, 
the potential for increasing Medicare Supplement 
customers is phenomenal.

•	 Increase sales potential by getting licensed to sell 
additional types of insurance.  If you’ve concentrated only 
on Medicare Supplements, consider life and supplemental 
health like cancer and critical illness.  The market is 
tremendous for all these products.

•	 Gather team members from different specialities.  Join 
forces with Agents who specialize in products different 
from yours and can help to expand your knowledge.

2.  eNRICh yOUR exIsTING CUsTOMeR BAse

•	 Enhance your relationship with your existing customers 
by cross-selling.  It’s easy when you are licensed to sell 
more than one type of product.  In addition, if your 
customer can fulfill most of their insurance needs with 
you, they have no reason to look elsewhere.  Customers 
love one-stop shopping!

•	 If you haven’t already, make customer service a top 
priority.  See the customer service article in the January 
issue of Summit.  Great customer service never goes out 
of style!

 

3.  INCReAse yOUR TeAM OF AGeNTs

Building your customer base and increasing cross-selling 
capabilities are only part of Agency building.  Adding 
talented team members is just as important.  Since Agent 
retention seems to be as challenging these days as customer 
retention, it’s important to bring the right people into your 
Agency and give them good reasons to stay.  There are 
several things you can do to find and retain the best people.

•	 Use technology like UA’s Recruiting Management 
System (RMS) to make your recruiting process more 
effective.  Access it at UAOnline.

•	 Use our preapproved recruiting ads in newspapers and 
community bulletins.  Find them in the Ad Catalog at 
UAOnline.

•	 Offer incentives to existing Agents and support staff to 
encourage them to talk to others about your Agency’s 
opportunities.

•	 Make sure new recruits know what they need to do 
and are willing to do it.  Be sure they have realistic 
expectations and understand that a high level of activity 
is the biggest determinant of their future success.
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Build Your Agency ...  
a Blueprint for Success



•	 Always be a coach while driving between 
appointments with new Agents.  After every 
customer presentation, ask the new Agent,  
“If you had it to do all over again, what would you  
do differently?”

•	 Proper training is critical, and United American and 
First UA have great resources to help new Agents.   
UA Agents can access Brainshark online training and 
the laptop Sales Presentation at UAOnline.  First UA 
Agents go to www.firstunitedamerican.com/office to 
access training and other materials.

•	 Provide constant feedback to new Agents.  Make sure 
you always compliment before you criticize.

When you increase your customer base, sell additional 
products to existing customers, and have the right 
people making the sales, you’re on the road to success 
and our Convention destination at The Hard Rock Punta 
Cana in 2012.  

Be OPeN TO ChANGe!

You may be comfortable with ‘business as usual’ but be open to 
change.  A recent online article told about a young man with no 
insurance background who joined his father’s well-established and 
successful insurance Agency.  The Agency had been in business 
for 30 years, had 4,000 of the town’s 6,000 residents as customers, 
and wasn’t interested in ‘making the phones ring’.  But the young 
man had a different idea.  With no preconceived notions about 
insurance sales, he wanted to focus on one thing - marketing.   
And market he did!  The Agency added 150 new customers 
monthly (so far 2,000 new ones), and at least $1 million in 
additional annual premium volume.  When asked how he did it, he 
responded, “I think the biggest factor in our success today was the 
guts my father displayed in his willingness to listen to new ideas.”  
His father was open to change, was willing to let his son do some 
things differently, and it paid off in a big way.  Change can not only 
be good, it can be great!

Sources:  http://www.howtodothings.com/finance-real-estate/how-to-create-your-own-insurance-agency;  
http://findarticles.com/p/articles/mi_qa3615/is_200509/ai_n15352774/
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In this high-tech world, provide employers with a simple, affordable approach to retiree 
health benefits.  

•	 Competitive Rates
•	 Guaranteed Issue and preexisting condition waiver
•	 Simple enrollment 
•	 No individual applications
•	 Quick and easy claims filing
•	 No provider lists

Take a Simple Approach to
Retiree Group Health Benefits ... 

Web:  www.GroupRetireeInsurance.com

E-mail:  groups@torchmarkcorp.com

Phone:  1-800-353-6926  Fax:  972-569-4041

Contact Terri Slinkard or Derek Schelldorf

To learn more: 

http://www.GroupRetireeInsurance.com
mailto:groups%40torchmarkcorp.com?subject=
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HDF & F+ Fit the Bill
Use these five keys to unlock your HDF & F+ sales!

If your Senior customers’ expenses are exceeding their income, they need help. UA’s HDF and First UA’s 
F+ can provide it! High Deductible Plan F (HDF) and F+ almost sell themselves, but, if you hit these 
highpoints with your customer, the sale’s practically guaranteed!

1. hDF & F+ MAKe GReAT seNse:

•	 The majority of our Plan F Medicare Supplement policyholders 
experience annual claims far below the 2011 HDF deductible 
amount of $2,000.  In fact, according to recent Company records, 
the average annual claim amount for 80 percent of Seniors ages 65 
to 67 was $500 or less.  Why not pay a lower premium and take care 
of minor claims out-of-pocket?

•	 Why pay higher premiums for claims they may never have?

2. hDF & F+ ARe AFFORDABLe:

•	 Especially for younger Seniors, premium savings with HDF or F+ 
can be substantial.

•	 Policyholders pay lower premiums, yet receive the same 
outstanding coverage of a standard Plan F after a calendar-year 
deductible is satisfied*.  In most states, we had a 25 percent rate 
reduction on Plan HDF for 2011.

•	 With an HDF or F+ policy, if they don’t use the premium savings for 
claims, THEY kEEP IT and watch it grow!

3. The TIMe Is RIGhT FOR hDF & F+:

•	 Prescription drug costs are rising.

•	 General living expenses (groceries, heating fuel, transportation 
costs, etc.,) are increasing almost daily.

•	 Retired Seniors are losing health coverage through former 
employers.

•	 Seniors’ Social Security Cost of living Adjustments (COlA) are 
inadequate or nonexistent to balance rising costs.

4. ADDeD VALUe:

•	 Seniors receive premium savings, outstanding Plan F benefits after satisfying a calendar-year deductible*, and the option of a 
convenient savings mechanism with the Reserve Fund Annuity (RFA), where state approved.

•	 Only United American offers the optional Reserve Fund Annuity in conjunction with Plan HDF.

•	 Policyholders who fully fund the RFA can take advantage of all its valuable features.

•	 The Reserve Fund Annuity pays a minimum of 3% interest annually.

5. RFA Is eAsy TO Use:

•	 Customers have the security of working with a quality insurer and a leader in the industry.

•	 HDF policyholders may sign an authorization, which allows United American to pay providers directly from funds available in  
their RFA. 

•	 A fully funded RFA completely covers medical expenses that may arise before the deductible is met, so policyholders won’t have to 
think about them.

 
UA’s hDF & First UA’s F+ — good choices for seniors !

*Calendar-year deductible is $2,000 in 2011

25%
RATEREDucTion

IN MOST STATES
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PaCeSetterS CluB
Through January 2011, these producers represent the 
top Agents with the highest net combined annualized 
premium.  Agents can also qualify to attend the annual 
Sales Convention.  Final qualifiers will be based on 
Company production and retention requirements.

  
1. PhILIP B. ORTez JR.

2. JONAThAN AhLBUM

3. DeVIN BARTA

4. NATALIe L. COOPeR

5. TIMOThy J. AhLBUM

6. MARTIN P. BOURGON

7. GERAlD R. STEVENS

8. CATHERINE E. HATTON

9. IAN A. SMITH

10. MATTHEW BROWN

11. CHRISTOPHER N. GRAHAM

12. SANDRA k. STEVENS

13. ROBERT M. CASE

14. DAVID k. DANIElS

15. ClIFTON J. MARSHAll

16. lINDA J. PHAROAH

17. RONAlD C. HARSHMAN

18. MARk HEllER

19. ANDREW M. FlITTNER

20. JAIME S. WEIDMANN

21. GREGORY lEzNEVICH

22. CHAIM lOEB

23. PAUl F. CREVEllO

24. ROSEMARIE GAGlIARDI

25. SHIA WEINFElD

26. DANIEl A. POPEk

27. STANTON M. BERSHAD

28. JUDITH H. RICH

29. EDWARD A. CATRON

30. FRED W. lEMAR JR. 

PreSIDeNt’S CluB
Through January 2011, these producers represent the 
top Agencies with the highest net combined annualized 
premium.  Agencies can also qualify to attend the 
annual Sales Convention.  Final qualifiers will be based 
on Company production and retention requirements.

  
1. JONAThAN AhLBUM

The Ahlbum Group

2. MIChAeL LeMAR 
Sunshine State Agency

3. RON CONCKLIN
Rosenberg-Concklin, Inc.

4. AMeRICAN LIFe & 
heALTh GROUP, INC.

5. CATheRINe e. hATTON
long Island Insurance 

Solutions

6. GERAlD R. STEVENS
Stevens & Associates Insurance 
Agency

7. THOMAS G. STATkEWICz
Sylvan-James Associates, Inc. 

8. PHIlIP B. ORTEz JR.
Phil & Kathy Ortez Insurance 
Agency, Inc. 

9. DAVID k. DANIElS
David K. Daniels & Associates

10. MARTIN P. BOURGON
Bourgon Insurance Agency

11. MIkE STEVENS
Farm & Ranch Healthcare, Inc.

12. CENTURION AGENCY, lTD. 

13. ROBERT M. CASE
Case Insurance Agency

14. RICHARD S. SCHWARTz
Schwartz Insurance Agency

15. ClIFTON J. MARSHAll
Marshall Insurance Agency

16. lINDA J. PHAROAH
Pharoah Insurance Agency

17. RONAlD C. HARSHMAN
Harshman Insurance Agency

18. MARk HEllER
Heller Insurance Agency

19. STANTON M. BERSHAD
Bershad Insurance Agency

20. PAUl F. CREVEllO
Crevello Insurance Agency

21. YOUR HEAlTH INSURANCE 
AGENCY, INC.

22. JUDITH H. RICH
Rich Insurance Agency

23. AMERICAN EAGlE 
CONSUlTANTS, INC. 

24. JERRY l. SMITH
Smith Insurance Agency

25. AMERIPRISE FINANCIAl 
SERVICES

26. JOHN STAMPER
Choice Plus Benefits

27. MICHAEl H. PHIllIPS
Union Benefit Corporation

28. FAGE MARkETING SAlES, INC.

29. RICHARD HUBERMAN
Huberman Insurance Agency

30. GARY J. YAGER
Yager Insurance Agency

tOP PrOdUCerS



tOP PrOdUCerS

This list represents the Top General Agents and Writing Agents who have written the highest net annualized life or health premium through the month of January 2011.

lIfe GeNeral aGeNtS health GeNeral aGeNtS
1. MIkE STEVENS 

Farm & Ranch Healthcare, Inc.
6. NElSON J. MARTIN

Martin Insurance Agency
1. JONATHAN AHlBUM

The Ahlbum Group
16. lINDA J. PHAROAH

Pharoah Insurance Agency

2. MICHAEl lEMAR
Sunshine State Agency

17. RONAlD C. HARSHMAN
Harshman Insurance Agency 

3. RON CONCklIN
Rosenberg-Concklin, Inc. 

18. MARk HEllER
Heller Insurance Agency 

2. OWEN E. METTS
Metts Insurance Agency

7. NAGIB F. kHAllOUF
Khallouf Insurance Agency

4. AMERICAN lIFE & HEAlTH 
GROUP, INC. 

19. STANTON M. BERSHAD
Bershad Insurance Agency 

5. CATHERINE E. HATTON
Long Island Insurance Solutions  

20. PAUl F. CREVEllO
Crevello Insurance Agency 

6. GERAlD R. STEVENS
Stevens & Associates 
Insurance Agency

21. YOUR HEAlTH INSURANCE 
AGENCY, INC.

3. GEORGE A. WAllACE
Wallace Insurance Agency

8. HAROlD NORMAN
Norman Insurance Agency

7. THOMAS G. STATkEWICz
Sylvan-James Associates, Inc. 

22. JUDITH H. RICH
Rich Insurance Agency 

8. PHIlIP B. ORTEz JR.
Phil & Kathy Ortez Insurance 
Agency, Inc.  

23. AMERICAN EAGlE 
CONSUlTANTS, INC. 

9. DAVID k. DANIElS
David K. Daniels & Associates

24. JERRY l. SMITH
Smith Insurance Agency

4. MICHAEl PERNA
Perna Insurance Agency

9. HENRY l. lANE
Lane Insurance Agency

10. MARTIN P. BOURGON
Bourgon Insurance Agency 

25. AMERIPRISE FINANCIAl 
SERVICES

11. MIkE STEVENS.
Farm & Ranch Healthcare, Inc.  

26. JOHN STAMPER
Choice Plus Benefits

 12. CENTURION AGENCY, lTD. 27. MICHAEl H. PHIllIPS
Union Benefit Corporation 

5. JOHN W. HARRINGTON
Harrington Insurance Agency

10. ANTHONY G. SMITH
Smith Insurance Agency

13. ROBERT M. CASE
Case Insurance Agency 

28. FAGE MARkETING SAlES, INC.

14. RICHARD S. SCHWARTz
Schwartz Insurance Agency

29. RICHARD HUBERMAN
Huberman Insurance Agency

15. ClIFTON J. MARSHAll
Marshall Insurance Agency

30. GARY J. YAGER
Yager Insurance Agency

lIfe WrItING aGeNtS health WrItING aGeNtS
1. DAVID S. kAUzlARICH 8. NAGIB F. kHAllOUF 1. PHIlIP B. ORTEz JR. 16. lINDA J. PHAROAH

2. JONATHAN AHlBUM 17. RONAlD C. HARSHMAN

2. OWEN E. METTS 9. HAROlD NORMAN 3. DEVIN BARTA 18. MARk HEllER

4. NATAlIE l. COOPER 19. ANDREW M. FlITTNER

3. GEORGE A. WAllACE 10. HENRY l. lANE 5. TIMOTHY J.  AHlBUM 20. JAIME S. WEIDMANN

6. MARTIN P. BOURGON 21. GREGORY lEzNEVICH

4. MICHAEl PERNA 11. lARRY T. CRUDUP 7. GERAlD R. STEVENS 22. CHAIM lOEB

8. CATHERINE E. HATTON 23. PAUl F. CREVEllO

5. JOHN W. CRAVEN SR. 12. TERRANCE E. OlSON 9. IAN A. SMITH 24. ROSEMARIE GAGlIARDI

10. MATTHEW BROWN 25. SHIA WEINFElD

6. NElSON J. MARTIN 13. ANTHONY G. SMITH 11. CHRISTOPHER N. GRAHAM 26. DANIEl A. POPEk

12. SANDRA k. STEVENS 27. STANTON M. BERSHAD

7. MARk R. AllRED 13. ROBERT M. CASE 28. JUDITH H. RICH

14. DAVID k. DANIElS 29. EDWARD A. CATRON

15. ClIFTON J. MARSHAll 30. FRED W. lEMAR JR.
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What Do You NeeD to Sell? 
If You’re a General aGent: If You’re a WritinG aGent:

MOntH liFe OnlY HealtH OnlY COMbined MOntH liFe OnlY HealtH OnlY COMbined

$180,000 NAP $350,000 NAP $350,000 NAP $100,000 NAP $150,000 NAP $150,000 NAP

Jan. $15,000 $29,167 $29,167 Jan. $7,500 $12,500 $12,500

Feb. 30,000 58,333 58,333 Feb. 15,000 25,000 25,000

Mar. 45,000 87,500 87,500 Mar. 22,500 37,500 37,500

aPr. 60,000 116,667 116,667 aPr. 30,000 50,000 50,000

MaY 75,000 145,833 145,833 MaY 37,500 62,500 62,500

JUne 90,000 175,000 175,000 JUne 45,000 75,000 75,000

JUlY 105,000 204,167 204,167 JUlY 52,500 87,500 87,500

aUG. 120,000 233,333 233,333 aUG. 60,000 100,000 100,000

SePt. 135,000 262,500 262,500 SePt. 67,500 112,500 112,500

OCt. 150,000 291,667 291,667 OCt. 75,000 125,000 125,000

nOV. 165,000 320,833 320,833 nOV. 82,500 137,500 137,500

deC. 180,000 350,000 350,000 deC. 100,000 150,000 150,000

All 2011 production qualifications for the 2012 Convention at Hard Rock Hotel & Casino, Punta Cana in the  
Dominican Republic, are based on Net Annualized Premiums (NAP), which must be 70 percent or more of the  

Gross Annualized Premiums (GAP).  Qualification Period: Dec. 25, 2010, through Dec. 24, 2011.  Conference costs (room, 
airfare, and food) for participant and guest will be included on the qualifier’s taxable income (1099) for the year. 

annUal COnVentiOn JuNe 28 - July 1, 2012  
Hard rOCk HOtel & CaSinO PUnta Cana


