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GPAGENCY’S QUARTERLY UPDATE  

DOL Changes to 
Fiduciary Rule 

Under the new Depart-
ment of Labor defini-
tion of “fiduciary,”  
anyone making a rec-
ommendation to an 
owner or participant  
in an IRA, a 401(k) or  
a similar “qualified” 

account now has a fiduciary duty to the client. Not only must 
recommendations be in the “best interest” of the client — the 
producer must document thoroughly the reason(s) behind the 
recommendation, act without regard to his or her own finan-
cial interest, and meet the other requirements to qualify for a 
“Prohibited Transaction Exemption.”  

In June we sent out a comprehensive email on the recent DOL 
changes. This information is posted on our home page under 
GPA/Carrier News and the associated forms are located in the  
Producer Portal under Forms > GPA Resources: 

 DOL: Best Interest Questionnaire 

 DOL: Disclosure Statement for Recommendations of Life Insurance       

     Policies to Retirement Investors (aka, PTE 84-24 disclosure form) 

 DOL: Suitability – ERISA/IRA Rollover Worksheet 
 

You can modify these forms to fit your needs. 

Keeping It Steady, Enjoying the Summer   

& Gearing Up for the Last Quarter of 2017! 

How do you keep your name top-of-mind with your 
current clients? Email, letters, sports sponsorships,  
Facebook ads, calendars — if calendars, now is the  
time to order them. Everything you put out there 
should include your website address. What new  
organization can you join that will utilize you as a re-
source and “go-to” for financial planning advice.  Do 
you have a LinkedIn account? If not, you need to create 
one — it’s free, easy, and a great way to network. 

 

 

 

     Review and understand the DOL Fiduciary 
Rule. The National Association of Insurance Com-
missioners has a helpful website: www.naic.org. 
 Thoroughly understand your clients’  
objectives and complete/retain a Best Interest  
Questionnaire for each one. 
 Stay current — keep abreast of product  
developments and market trends. 
 Keep a record of all your client conversations 
and clearly document your recommendations and 
the reasons behind them. Note: Documentation 
of how an agent arrived at a “best interest”  
recommendation needs to be retained for six 
years under the DOL Rule.  
 Review the sample forms we have added to 
our website under Forms> GPA Resources. 

Our Offices will be 

closed on Monday, 

September 4th  

in observance of 

Labor Day. 

 
We’ve passed the mid-year 
mark, how do your numbers  
look compared to last year? 
When looking at your sales, 
what is your mix of old/new 
clients and what prompted 
these clients to contact you? 
This is good intel; it can help 
you with your marketing efforts. 

the 

PULSE 

DOL Fiduciary Rule 

 —  K E Y  P O I N T S  —   

http://www.gpagency.com/wp-content/uploads/Best-Interest-Questionnaire.pdf
http://www.gpagency.com/wp-content/uploads/DOL-Disclosure-Form.pdf
http://www.gpagency.com/wp-content/uploads/DOL-Disclosure-Form.pdf
http://www.gpagency.com/wp-content/uploads/Suitability-ERISA-IRA-Worksheet.pdf


     Helpful client illustration by Prudential regarding  
     life insurance needs and solutions. 

Balancing Needs Versus Budget 

Challenge #1: Balancing your life insurance coverage with your changing needs.  
Each stage of life has different needs to protect, as the illustration below shows. Life  
insurance can help, but how do you protect today’s needs and prepare for tomorrow’s?   
 

 

 

 

 

 

 

 

 
Challenge #2: Balancing your life insurance needs with your budget 
Life insurance is generally more affordable than most people realize. But trying to  
buy a life policy that will cover all your needs for your entire life would probably  
exceed your current budget. How can you address those needs in a cost-effective  
and budget-friendly way? 
 
A Balanced Solution that Uses Both Temporary and Permanent Insurance 
Rather than make one policy do everything, combining two different types of policies  
may be a more effective and cost-efficient solution. Temporary and permanent life  
insurance policies address different needs: 

Need Content  
for Your Client  

Communications? 

The home page of our website 
(gpagency.com) is loaded with 
product content that you can 
use in your client communica-
tions — it can be accessed  
without a log-in. And, if you 
can’t find what you need, let us 
know and we’ll pull something 
together for you. 
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Throughout 

your lifetime, 

your need for 

life insurance 

will change.  

With more 

responsibilities, 

that will need 

grow. 

Which Job 
Would You  

Prefer? 
 

Bill Fox, Disability Income 

Regional VP for Principal 

Life, held another disabil-

ity study group at GPA in 

May. 

Bill shared an interesting 

sales technique. He asks 

clients which job they 

would prefer: 

1) Pays $100K if you 

work; pays $0 if you 

can’t work because 

you’re sick or hurt. 

2) Pays $98K if you 

work; pays $60K  

tax-free until age 67  

if you can’t work  

because you’re sick or 

hurt (after a 90-day 

elimination period). 

Bill says most people find 

#2 to be the more  

attractive option, i.e. a 

paycheck + LTD coverage. 

He also mentioned that 

70% of all full-time  

employees DON’T have 

access to LTD coverage at 

work. The LTD market for  

employers and individuals 

is wide open! 

SEPTEMBER 
 Temporary, or term, insurance provides affordable coverage for a set  
     period of time. 
 

 Permanent insurance provides coverage for long-term or lifelong needs.  
    Additional features can help provide greater flexibility in how you can use it. 



                                  Expense Funding Idea    
                                  for Vacation Homes  
                                  IPO: Income Provider Option 
                                 

Brad Bryant, Protective Sales Representative — Many of us have 
seen first-hand a beloved family vacation home, a special gather-
ing place full of happy memories, become a source of contention 
when inherited by the next generation, tearing families apart: 
 

 The family members inheriting the home have to keep up  
the property, and pay taxes, maintenance fees, association 
dues, etc. 

 Not all family members may be in the same financial posi-
tion. As such, some members carry more of the financial  
burden and resentment grows. 

 Some family members may want to cash out while others 
don’t, which can lead to hard feelings and a distressed sale  
is forced. 

TWO PROBLEMS: 
1) Keeping the prop-
erty: How do you 
fund the expenses 
when your family 
members have much 
different incomes? 

2) How do you keep 
the property in the 
family and equalize 
the estate to the family members who don’t want it? 

THE SOLUTION IS WITH INSURANCE USING AN IPO! 

Instead of paying a death benefit in a lump sum, this endorse-
ment pays it in an income stream. A portion of the death benefit 
becomes taxable, but is usually small — insignificant when com-
pared to the cost of setting up a trust and paying a trustee. Plus, 
the policy can be set up to leave a lump sum to beneficiaries that 
want to cash out and leave an income stream to those who want 
to keep the property but need the carrying costs covered 
(maximum period for income stream is 30 years). 

What You Should Know... 
 

Preparation is crucial to ensuring your client  
is presented in the best light from both a  

medical and financial perspective.  
 
Did you know financial underwriting 
has become equally as important as 
medical underwriting?  
 

A client may be in perfect health but unable 
to secure life insurance coverage if the  
producer does not provide the necessary  
information to financially justify the risk. It’s 
important to help your client paint the best 
possible financial picture. Financial Under-
writing Guide* 

 
Did you know carrier concerns can 
arise if an inspection report (IR) con-
flicts with what is on the application?  
 

Educating your client ahead of time about 
what to expect is essential to avoiding addi-
tional scrutiny and multiple carrier queries  
for additional information. Inspection Report 
Guide*  

 
Did you know that some older clients 
have failed the cognitive portion of 
the senior supplement exam due to a 
lack of preparation?  

 

Informing your clients of the importance of 
this testing is crucial to avoiding an unfavora-
ble outcome. Preparing Clients for a Senior 
Supplement Exam Guide* 
 

* You can find all these guides and more on 
our website, www.gpagency.com: Agent Por-
tal >  New Business > Underwriting Guides. 
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YOUR MISSION:TO INSURE MILLENNIALS 

Millennials (born in the early 1980s through the early 2000s) are the most 
populous living generation in the U.S. with an estimated 80 million people, 

yet they are the most uninsured generation to date. While this generation is 
tech savvy and receptive to new ideas, many Millennials are not  
convinced life insurance is a necessary part of a financial plan.  

YOUR CHALLENGE IS TO CONVINCE THEM OTHERWISE! 

? 

? 

? 



Grand Prizes 
 Most Cases Placed   Highest Total Annualized Premium Paid 

 
3820 Merton Dr. 
Ste. 100 
Raleigh, NC 27609 

PRSRT STD 
US Postage 

PAID 
Raleigh, NC 

Permit No. 750 

Yeah, there’s time to do both... 
$25 Per Placed Case 

 

* Sales Contest Rules 
 

Applications must be submitted  
between June 15, 2017 &  

September 15, 2017 by 3:00 pm 
 

5 Application Minimum to Qualify 
 

$1,000 Minimum Annual Target  
Premium per case 

 
Life, DI, and LTC cases only 

 
Excludes Series LLC & Captive Cases 

Grand Prize Selection (select one) 

Umstead Spa Package Night on the Town Game Day Package 

       2017 Summer Sales Contest*!!  

6/15 – 9/15 
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         SUMMER  
SELL-EBRATION!! 


