Not All Term Insurance Is Created Equal

Mr. Johnson is 56 and has significant health problems.  He has recently had prostate surgery and although his urologist feels that the operation has been a success, only time and a clean PSA report will tell the real story. He also has been diagnosed with early stages of diabetes and is on a strict diet that although does not make him happy, allows him to control his disorder. Johnson is the CFO of a publicly traded company and has 35 years of tenure.  He has risen to this senior level and his current salary is $249,500.  He married late and he and his wife have 2 teenage sons.  He feels he needs additional insurance coverage to supplement his current $500,000 whole life policy.  He has contacted his broker to review his current situation and naturally he is quite concerned about the impact of his health on the cost of term coverage.  Cash flow or the cost of this term coverage is very important since Johnson is quite heavily mortgaged and his family obligations currently approximate $13,500 monthly.

Needless to Say, Johnson Has Lots of Issues

Though PRICE is a primary factor other issues like UNDERWRITING,  CONVERTIBILITY and RATINGS are extremely important in cases like Johnson’s.  Brokers should realize that the general agent could be very helpful in these type cases.

We have been general agents for 25 years and have great relationships with our prestige carriers.  Our carriers know the type of clients we represent and the knowledge we have in the industry.  These relationships allow our brokers and ultimately, clients like Johnson to be covered.  We are able to work with the broker to determine the “real” situation with their prospective policyholder and discuss those facts with our carriers.  These type relationships are the difference between our brokers keeping a sale or losing it to a competitor.  One carrier’s quote may be lower, but that rate naturally does not guarantee that a client like Johnson will qualify.
Additionally, many of our prestige carriers offer long-term conversion options to their entire portfolio of products, including Variable Universal Life.  Conversely, many carriers offer relatively short conversion options and make available a limited number of products for this privilege that may be of suspect quality.  Some carriers even allow conversion to their Survivor Life products that can be vital if a broker’s client grows financially and their insurance needs change, including estate planning.  This can save time and heartache in the future.

Finally, carriers’ ratings are self-explanatory.  Some carriers with low rates also have lower ratings.  A carrier with TOP ratings can provide peace of mind for both the broker and his client.
So How Did the Broker Solve Johnson’s Problem?

We became involved with Johnson’s broker early.  We discussed Johnson’s health issues with several carriers and were able to have the broker write the policy, just like we have done for 13,193 clients during our 25 years.

Remember, Not All Term Insurance is Created Equal.
If You Have Some Thorny Problems and Require Expert Solutions, including pre-exam medical tips,  Contact Us For this and other Novel Approaches
The Selario Agency, Inc.

800-331-7113

hstern@selarioagency.com
