Georgia Association of Insurance and
Financial Advisors Invite you to:

Special
Edition

GAIFA President’s
MeSSage ...cevvecerenrncennane

GAHU Day At The Capitol!
Monday, February 5, 2004, 7:30 —10:30 a.m.

GAIFA Sales Congress

It’s a new General Assembly session with the greatest opportunity
ever to provide coverage for medically uninsurable Georgians!
We need you!
Look at Pictures of Join the Georgia Associations of Health Underwriters (GAHU) for
""""""""""""" an impactful day “on the hill” in Atlanta! Make sure our voice is heard!

Lessons We Learn from
our Children...............

The More Things
----------------------- Location: Empire Room, 20" Floor, West Tower,
. Floyd State Office Building (Across from the Capitol)
Commit to
Commitement.............
# Learn how you can help us pass the Georgia Health Insurance Risk Pool
GAHU President’s # See how GAHU is making an impact on the legislative process for your benefit
MESSAZE veeervercrnencrneonnes # Discuss crucial legislative issues one-on-one with your Legislators
# Earn Continuing Insurance Education Credit (3 hours, including Ethics applied for)
GAHU Board of
Directors ....cceceeceeecnees e . .
We will invite:
Georgia Hea.l th Governor Sonny Perdue House Insurance Committee Chairman Jimmy Lord
Insurance Risk Pool.... 12 Lt. Governor Mark Taylor Georgia Insurance Commissioner John Oxendine
House Speaker Terry Coleman GA Dept. of Community Health Commissioner Tim
GAHU Events .............. Burgess Senate Insurance and Labor GAHU President Robert Swanson

Chairman Robert Lamutt

GAHU Day at the Capitol
Reglstratlon ................. *% Registration Form Inside (Page 14)
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How do you get more business out of your business day?

Work with BenefitMall.

BenefitMall became a leading broker services While you're out selling, we work for you with:

company by living up to a simple promise: * Valuable carrier partnerships

3 - - -
We're here to serve brokers. * Experienced Georgia sales professionals

* Leading-edge products such as the easy,

flexible and professional Client Ready
)y Quote System

We format and 12:00 PM We're busy

e-mail proposal for scrubbing.the case
your p.m. meeting you subm!tted
You confirm coverage this morning
with your client after
we tell you the case

is issued

10:00 AM

You complete enroliment,
submit case, run two
new quotes at
www.benefitmall.com

Your client has a billing
question; you call our
Customer Service Dept.

We're working on the
effective date for the

case you sold last week (%

(@

We contact the
carrier, resolve your
client’s issue

You present a
proposal generated
on our Client Ready
Quoting System

You take off a little
early, thanks to
great service from
BenefitMall!

To find out more, or to become a BenefitMall
registered broker, call our local Georgia offices

BenefitMa I Is" or visit www.benefitmall.com.

Partnership. People. Products. COlumbus

888-734-1997

© 2003 BenefitMall! All rights reserved. BenefitMall is a service mark of Centerstone Insurance and Financial Services, Inc. California License #063979.
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NAIFA Georgia
1810 Peachtree Industrial Blvd. Suite 233
Duluth, GA 30097-8178
770-455-4459 (Toll Free) 800-422-0773
Fax 770-455-4469 www.naifageorgia.org

GAHU
503 Hickory Ridge Trail, Suite 110
Woodstock, GA 30188
770-516-4746 Fax 770-516-0236

www.gahu.org

Advertising Policy
Georgia Newsline is a publication of Geor-
gia Association of Insurance and Financial
Advisors Publications, Inc. (NAIFA Geor-
gia) and the Georgia Associations of Health
Underwriters (GAHU) and reserves the right
to reserve any tendered advertisement as
to advertiser or text. The Board of Trust-
ees realizes the members of NAIFA Geor-
gia and GAHU are fully aware of their indi-
vidual contractual and moral obligations.
Advertising from many companies is pub-
lished to keep the membership of NAIFA
Georgia and GAHU informed. Advertising
in Georgia Newsline does not reflect en-
dorsement, directly or otherwise, by NAIFA
Georgia and GAHU unless specifically in-
dicated. A copy of advertising rates and
specifications may be obtained from NAIFA
Georgia and GAHU at the addresses above.

Editorial Policy

Articles or statements appearing herein do
not reflect official NAIFA Georgia or GAHU
policy unless expressly indicated. Georgia
Newsline (ISSN 8755-9528) is published
bimonthly by Newsletters Ink (426 White
Pine Dr., Murray, Utah 84123 (801) 288-
2434 email: gabriela@newslettersink.net
on behalf of the Georgia Association of In-
surance and Financial Advisors and the
Georgia Associations of Health Underwrit-
ers. Annual subscription rate for members
of local NAIFA Georgia association is $3,
which is included in dues they pay to those
associations. Members send address
changes to your association office(s).

This newsletter is published by:

Newsletters Ink
426 White Pine Dr.
Murray, UT 84123
Toll Free (800) 639-0465
gabriela@newslettersink.net
For advertising information contact:
Kate Olson 801-268-3327
———————————————————————————
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By J. Steve Woodham, CLU

The annual Sales Congress continues to
be one of the outstanding events of the
year in Georgia. We have always had great
speakers with various topics that always
leave us better informed and more en-
thused than when we got there.

Kenneth Pendley, CLU, ChFC, LUTCF,
Second Vice President of NAIFA-Georgia
has done a remarkable job of obtaining the
speakers for this year’s Sales Congress.
Personally I have already heard Bruce
Goddard and Brian Barrach, two of the
speakers and can say without a doubt if
you miss their presentations you will be
disappointed. The third speaker, Gene
Mahn is a Past President of MDRT and I've
heard he is great also.

Kenneth has also made some positive
changes in the Congress this year. We start
in Tifton and go up I-75 to Macon then to
Duluth. This makes each stop accessible
to agents from both sides of the state and
from bottom to top. He is also preparing
the handouts in a booklet that you will re-
ceive when you walk in the door. This will
save a lot of time and confusion in provid-
ing all the paper work you will need. To pro-
mote this concept we are offering advertis-
ing for the booklet. There will be an adver-
tisement size for everyone but with limited
space so make your wishes known early
more information about advertising can be
found on the NAIFA-Georgia web site
(www.naifageorgia.org) for all Sales Con-

gress information and
to order your tickets.

In addition to the
Sales Congress,
please mark your
calendars for the
February 9 at the
Capitol. We will be
having our 10" Day
On The Hill. Joe T.
Wood, Ken Davis, and Archie Lowe do a
great job in preparing this event for us.
They have already lined up several legis-
lators to come speak to us. This is the one
time that we can have a captive audience
of the people who make the laws for Geor-
gia. We can express our concerns and in-
terest to them. After all our primary goal is
the customer satisfaction of our clients.
This is where we can represent them with
issues that may affect their insurance and
investment policies. As I have said before,
“If legislation makes an adverse decision
that affects the values of their policies, you
are the first person they are going to call.”
We need to all be on Capitol Hill on Febru-
ary 9 to protect our interest — our clients.

For more information about the Sales
Congress, Day On The Hill, Annual Con-
vention or any other NAIFA-Georgia event
please go to our website at
www.naifageorgia.org or call the NAIFA-
Georgia office at 770/455-4459 or 800/
422-0773.

10th Annual Day On The Hill

MARK YOUR CALENDAR NOW!!!

What: The 10" Annual Day On The Hill
When: Monday, February 9, 2004 at 10:00 a.m.
Where:The Capital Building Room 341

Invited speaker include: Insurance Commissioner John W. Oxendine, House Insurance Commit-
tee Chairperson Jimmy Lord and Senate Insurance Committee Chairperson Robert LaMutt. Others

will be announced.

NAIFA-Georgia has reserved a block of rooms at the Embassy Suites Atlanta Perimeter for Sunday,
February 2 at a rate of $109 single/double for those of you who wish to spend the night. This rate
includes a full cooked-to-order breakfast, a two-hour beverage reception nightly, free parking and a
complementary shuttle service to the MARTA Station. Please make your reservations by Mon-
day, January 13, 2003 by calling the NAIFA-Georgia office at (770) 455-4459 or (800) 422-0773.
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NAIFA Georgia 2004 Sales Congress
COMMIT TO COMMITMENT

March 2 — Rural Development Center — Tifton
March 3 — Holiday Inn Conference Center — Macon
March 4 — Gwinnett Civic Center — Duluth

Featuring:
Brian I. Barrach, LUTCF, CLTC « VP, Ins., First TN Bank « Memphis, TN
“Lessons Learned from Our Children”

Bruce Goddard « AVP SCI Georgia Funeral Services « Reynolds, GA

“View from a Hearse... Lighten Up”

Gene Mahn, CLU, ChFC « Past MDRT President

Thousand Oaks, CA
“The More Things Change the More Things Stay the Same”
3 hours of CE will be applied for

Tickets:
$20 NAIFA/GAHU members before Friday, February 20
$30 non-members before Friday, February 20
$40 after Friday, February 20 and at the door
Special Offer — Buy 9 tickets get the 10" one FREE
* All ticket holders must be pre-registered

For registration or exhibitor/sponsor information go to www.naifageorgia.org
or call (770) 455-4459 * (800) 422-0773

Name

NAIFA Member Yes No, | am a member of the Local Association

GAIns. License # (required) _ SSN (required) - -

Company Title

Address City State Zip
Phone ( ) - Fax ( ) - E-mall

Enclosed is my check for $ Location attending

Please charge my: Master Card__ Visa___ American Express_

Credit Card Number: Exp. Date:

Print Name:

Signature:

Contact the NAIFA-GA office for sponsorship and exhibiting information. Complete the pre-registration form and return it to the NAIFA-GA office. All pre-
registration forms must be received in the NAIFA-GA office no later than Friday, February 20, 2004 to receive the discounted price. Registrants should check in
with registration between 7:30 - 8:30 a.m. Tickets are non-transferable.

Please make checks or money order payable to NAIFA-GA. Send to: NAIFA-GA « 1810 Peachtree Industrial Blvd ¢ Suite 233 « Duluth, GA 30097-8178 « Fax:
(770) 455-4469 « Phone: (770) 455-4459 or (800) 422-0773. Absolutely no refunds after 2/27/04.
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Looking for a way to boost your ancillary sales?

Yy

.'.__1'

Calll

The insurance professionals at IBS/ can boost your sales with ancillary products
from over twenty excellent rated carriers. All offer competitive commissions on
group, voluntary, or worksite products. Some offer bonus plans.
Working through IBS: offers you these advantages:

* Your one request generates several carrier quotes;

* Your quotes are often heavily discounted;

e Expert plan selection can save you time and increase your close ratio;

* You can earn prizes, such as Omaha Steaks, and qualify for the annual

IBSi Broker Trip;

* In some cases, due to special IBS7 override arrangements, you make higher
commissions through IBS; than if you went direct.

Let IBS: help you make ancillary sales a key profit center.
Visit our website at: www.IBSiBrokers.com or
Call Dow Barton at 800.908.0999, ext. 5414.
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Lessons Learned From Our Children

By Brian I. Barrach, LUTCE CLTC

I was sitting in my den the other night watching some college
basketball, relaxing. My son, Daniel, had several friends in the
house, my wife was out shopping for holiday gifts. The game was
getting rather boring, so I got up to “check” on the kids. They
seemed awfully quiet. When I found them, they were playing a
game of “hide and seek” in the house. They asked me to play and
it hit me that it’s times like these that our kids always seem to
remember. So I said sure, I'll play. I was one of the “kids” that
was going to hide, and I had a great place. So we hid. Several
minutes went by and I could hear each of the children be
located....it seemed I was the only one they could not find. In fact
I heard them scheming to all look for me so that I would be found.
Great it was 5 against one, but I'm the adult, I'm the smarter one,
I'm the one in the great hiding place that they can’t find. Then, I
heard someone start dialing the phone and suddenly my pager
starts beeping....it was my son! I guess I wasn’t so smart after
all....He found me!!

So have you ever had one of those days when you wondered
just who is smarter, you or your kids? I seem to have days like
this occasionally and I have learned some very valuable lessons
from them; my children that is. In my talk entitled “Lessons
Learned from our Children”you will hear some of those impor-
tant lesson I learned from my children and you will hear me ex-
plain that Green Eggs and Ham, yes the famous book by Dr.

Seuss is one of the greatest sales lessons ever! Ok, so you think
I'm crazy now....just wait until you hear me speak!

You will learn how to set yourself apart from the competition,
you will learn tricks and tips that I use to qualify for the MDRT
“Top of the Table”. I will share some of my best kept secrets
with you; and some I learned from my kids!

In my practice, one of my favorite products is Long-Term Care
Insurance. Last year I sold enough Long-Term Care Insurance
to qualify for MDRT just on that product alone! If you want pros-
pects calling you to get an appointment, if you want to talk about
a product that other agents are scared of or just don’t under-
stand, if you want a product with HIGH renewal commissions, if
you want to make more sales and if you want to make more
money....you probably don’t want to hear from me! No, seri-
ously, if you do then you want to become the best you can at
selling long-term care insurance. I will share all my secrets, tips
and sales ideas that sell long-term care insurance. How do I know
they work? I use them each and everyday!

I make the following promises to you. You will laugh, you
might cry but you will learn! I look forward to seeing you all at
the Georgia Sales Congress!!

BRIAN 1. BARRACH, LUTCF, CLTC
Vice President, First Tennessee
Insurance Services

As a Vice President of First Tennessee
Insurance Services, a division of First
Tennessee Bank, Brian serves the Mem-
phis and Bartlett areas as the specialist
in life insurance, estate planning, long-
term care insurance and disability income
insurance. He is the first independent
Long-Term Care Specialist in Memphis
Certified by the Corporation for Long-
Term Care Certification, which makes him highly qualified to
address Medicare and Medicaid issues, long-term care options
and long-term care insurance.

Brian has been in the insurance business since 1982 and has
been very involved in all aspects of insurance. He has been a
member of the Memphis Association of Insurance and Financial
Advisors for 17 years. During his tenure as President of the As-
sociation, Memphis was awarded the National Association of
Insurance and Financial Advisors 5 Star Award for Excellence in

Association Management and Services. Brian currently serves
as the Immediate - Past President of the Tennessee Association
of Insurance and Financial Advisors. He has also been a mem-
ber of the faculty and moderated courses for the Life Underwrit-
ing Training Council (LUTC) and has served as the local chair-
person. Brian is a qualifying member of the Million Dollar Round
Table and has qualified for the “Top of the Table” for the 2002
production year.

Brian has authored and has published several articles on dis-
ability income and long-term care insurance. He is frequently
called upon as a reference for life insurance and long-term care
insurance related topics, questions, and research for articles by
business editors and reporters for publications in the Memphis
Commercial Appeal as well as many local radio programs.

Brian is married Andrea, his wife of 13 years and they have
two children, Daniel age 8 and Emily age 4. He is an active vol-
unteer for many community projects and is a volunteer supervi-
sor for WKNO (the Local PBS Affiliate) pledge drives including
Action Auction. Brian attended the University of Memphis where
his major studies were in Finance, Insurance and Real Estate,
with concentration on Insurance.
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Look at Pictures of Your Life

By Bruce Goddard

Bruce Goddard might be an undertaker — just an “old country under-
taker” to use his own words, but he knows a thing or two about life: the
investments you make better be the ones that count.

Couching his lessons on life in what he calls “View from a Hearse-
Lighten Up,” Goddard uses pictures from his childhood-memories of
life as the son and grandson of undertakers-to get his message across.

Telling his audience to sit on the edge of their seats - “because I can
tell the difference,” Goddard has seen the decay of America and the
family unit over the years.

He tells a story of when, in 1866, his grandfather moved from Ma-
con to a town called Reynolds to start a business. “He thought Reynolds
was on the verge of being a booming city,” the population was the same
as it is now: 1,200. “I worked with my daddy and grand-daddy in this
little general store.”

The store’s motto was the motto of many stores in that ere: “We
sell everything from Evinrude motors to hoop cheese.”

But this store was a bit different: It had a funeral home in the back.

Telling stories of his father’s friendly shenanigans with the female
residents of Reynolds, his mother’s love of the Atlanta Braves and
the University of Georgia Bulldogs and a black, rotary dial phone that
gave him a deeply rooted dislike for telephones, Goddard explains
how he learned from life the lessons he needed to keep headed in the
right direction.

“But I didn’t realize that the pictures I would see would help me
later in life.” He will explain that growing up in the shadow of a fu-
neral home was how he settled on “View from a Hearse.”

“I can’t help it that’s just how I see it.” He says.

He encourages those in the audience to laugh and use laughter as a
tool for living. Those who don’t laugh will never get to make that in-
vestment in their happiness.

Waxing serious then turning down a humorous path, he will ex-
plain how everyone, no matter who they are or how much money they
have, is going to have trouble.

The thing we have to be careful of is how we react to those
troubles. We can push them away, but that is not going to make the
problem dissolve.

“Can you imagine what the world would be like if all we had was
sunshine and no rain?” It takes the good times and the hard times to
make us grow,” Goddard says.

“It’s what we do with the time we have on earth that counts.”

“The only investment you make in this life that will be here when
you are gone is the investment you make in people,” he says. “If your
chief focus in life is to see how much money you can make and how
many things you can accumulate, you will get to the end of your life
and realize what you don’t have.”

Goddard, who is area manager for Service Corporation International,
encourages those in attendance to look at the pictures of their lives
and to learn from them.

“Pictures have a way of changing you far more profoundly than words
ever will, we’ve got this moment and that’s all we’ve got. All you have
is this moment.”

Reprinted from The Union Recorder an article originally titled
‘Country Undertaker’ tells Chamber: Look at Pictures of Your Life
written by Patricia M. Edwards.

Bruce Goddard is a fourth generation
funeral director who was raised in
Reynolds, Georgia. He received his BBA in
1976 from the University of Georgia and is
a graduate of Gupton-Jones College of
Mortuary Science. The former owner of
Goddard Funeral Homes in Reynolds and
Roberta (Georgia), Bruce is employed as Area Vice President for
Service Corporation International.

He is married to the former Kathy Underwood, who is a kinder-
garten teacher at Russell Elementary School in Warner Robins, GA.
They have three sons, David (23), John (22) and Luke (18). They
are members of Southside Baptist Church in Warner Robins.

Bruce, the former Coroner of Taylor County, is a former long time
Chairman of the Taylor County Recreation Commission, served on
the Taylor County Library Board, former member of the Board of
Directors of Sav-A-Life Ministries in Macon, GA, former member
of Board of Directors of Youth Development Corporation in Ohio,
and is a past president of the Kiwanis Club of Taylor County. Bruce
currently serves on the Board of Advisors of the Main Street Region
of SCI in Houston, TX.

In the past few years this humorist and motivational speaker has
had over 700 speaking engagements throughout Georgia and the
United States. He looks at the “lighter” side of what can be a very
stressful occupation and, at the same time, gives thought provok-
ing observations about life from the perspective of a small town “un-
dertaker”. He has recorded two audio tapes that have been sold
throughout the United States.
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LEADING THE WAY
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DON'T GET LOST IN TODAY'S HIGH TECH!
- E - STATUS (EMAIL OR FAX STATUS)
- IN-CENTER AND MD EXAMS

- ORDER & STATUS VIA PHONE FAX OR
ONLINE

ExamOne

www.examoneatlanta.com

Macon
478-405-T300
800-946-9728

Athens
706-543-9497
877-669-4312

LYETE]
770-754-1095
800-736-9947

His presentation is called View From a Hearse, Lighten Up!
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The More Things Change, The More They Stay the Same

By: Gene L. Mahn, CLU, ChFC, LUTCF

* People will still live too long, die too soon and become sick or
hurt and unable to work. As long as this happens, we will all be
employed as long as we're willing to work.

e I till my clients, I don’t have all the answers, but I do have
values. Which would you rather have in your agent?

* There are seven key life’s lessons I have learned. I'll discuss
each one

« I'll show you the sheet on which I keep score daily so I don’t
fool myself into thinking I'm working if I'm not

* What info do our clients hear on radio and see on TV spon-
sored by some insurance agencies that don’t tell the truth?

» What is our client’s Human Life Value and how is it calculated?
» What are the essential features of an Ideal Accumulation Plan
that we all offer our clients that we don’t have to be securities
licensed to sell?

» What is the one question that will make clients and pros-
pects think about that will put you on a different level than
your competitors?

* What may you do that will have prospects calling you rather
than you call them and risk being fined by the ‘do not call’ police?
* What are Gene’s two acronyms that MDRT recently pub-
lished in the ‘Round The Table’ magazine that will help our
clients see why the planning we offer is different than what
everyone else is ‘selling’?

* What is the Broad Concept?

e Have you ever heard of The Cow, The Milk and The Rat Hole?
¢ Do you want to have some fun with an idea that clients will love?
* What did Walt Disney and Franklin Roosevelt say that speaks
volumes to the kind of work we do?

* What is integrity and why is it so important in our business
and our family environment?

Gene L. Mahn, CLU, ChFC, LUTCF

Gene Mahn entered the life insurance indus-
try in 1965 after graduating with a BA in Public
Relations from California State University in San
Jose, CA. He first qualified for the Million Dol-
lar Round Table (MDRT) in 1970.

In 1993 Gene was elected President of the
MDRT Foundation and in 1998 he was elected
President of the Million Dollar Round Table. He
is also a Past President NAIFA-San Fernando Valley and a Past
Regional Vice President for NAIFA-California.

Gene was the recipient of the Distinguished Service Award in
1999 from NAIFA-San Fernando Valley and in 2000 NAIFA-Cali-
fornia awarded him their Distinguished Service Award. Gene is
an Excalibur Knight of the MDRT Foundation. He was also a
moderator for Life Underwriting Training Council (LUTC) classes
for 14 years.

Along with Gene’s many professional commitments he is also
a Past President of the Rotary Club of The Conejo Valley, a board
member for The World’s Children Transplant Fund and City
Impact, an organization working with at-risk youths. He is a
Co-Founder of Time for Families in Thousand Oaks, CA and was
a volunteer for the 1984 Olympic Games in Los Angeles.

Gene says is best sale he ever made was convincing his wife
Sue to marry him more than 40 years ago. They have two chil-
dren and five grandchildren. In addition to spending time with
his family he enjoys fly fishing, deep sea fishing, gardening, pho-
tography, backpacking and especially exploring Yosemite Na-
tional Park.

Gene has spoken all over the US. Other speaking engagements
include Europe, Asia, South America, Newfoundland, Africa,
Mexico, Israel and Greece.
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February 8, 2004
February 9, 2004
March 2-4 2004

April 14, 2004

April 15, 2004

June 24, 2004

June 25-27 2004
September 11-15, 2004

Board Meeting
Sales Congress
Board Meeting
Board Meeting
Annual Conference
Other Important Dates to Remember

May 3, 2004

May 3, 2004
June 30, 2004

Annual Day on the Hill

Executive Committee Meeting

NAIFA Convention & Career Conference

Embassy Suites « Atlanta
State Capital

Tifton, Macon & Duluth
Holiday Inn « Forsyth
Holiday Inn « Forsyth
Marriott « Chattanooga, TN
Marriott « Chattanooga, TN
Las Vegas, NV

Connor & Sutton Award nominations due
All State Award Applications Due
Award of Excellence due to NAIFA
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Commit to Commitments

By Kenneth H. Pendley, CLU, ChFC

How many times in your life have you heard the phrase “you
reap what you sow?” I can no longer count that high. To borrow
from Chris Widener. There is an old principal: You reap what
you sow. In fact, it is as natural of a principal as you can get. If
you plant apple seeds expect apple trees.

Chris goes on to say:

People ultimately, our enterprises involve people, whether it
is those who sell to us, our employees, or our clients. What are
you sowing in regard to those people? Are you sowing good will?
Are you sowing a caring attitude? Are you sowing to their inter-
ests over your own? As you do these things, I believe you will reap
a tremendous harvest. People will genuinely like and appreciate
you, and people do business with people they genuinely like and
appreciate. When you fail, and you will from time to time, people
will be much more forgiving if you have sown properly.

Products whether we have something tangible or not, we all
have some product that others purchase or use. Are you sowing
excellence in your product? Are you sowing longevity? Are you
sowing reliability and dependability? As you sow these things
people will come back for more of the same, as well as other prod-
ucts you offer. You will reap their loyalty and their return. You
will also reap a good reputation as word gets out on what you
have sown into other’s lives.

By now you are probability-saying Kenneth where are you
going with this? Well here it is, all of us have made commit-
ments in one way or another. By the way we handle these com-
mitments we are in turn sowing. Whether it is a family, busi-
ness or personal commitment, we are sowing. I think that once
we have made that commitment we should do everything hu-
manly possible to fulfill that pledge to the best of our ability.

Chris concluded his article this way:

Charity I believe that every enterprise ought to have as a
foundational value that it will be charitable. That in some way,
be it large or small, they will give back. Are you sowing in your
community? Are you sowing of your time, money or energy?
As you do, you will reap three primary things. First, a better
community. Second, you will reap a deep since of satisfaction
that your community is better because you gave something
back to it. Third, people will want to do business with you be-
cause they know that part of their business will in turn benefit
their community.

So with these things in mind I ask you to really look at what
it is you are sowing, And if you have made that commitment
sow like never before.

If you not sure plan on attending the Sales Congress in your
area, we have attempted to make it easy for all members to be
at one of the 3 locations.

Kenneth H. Pendley, CLU, ChFC

Kenneth H. Pendley began his insurance career over twenty-five years ago as a sales agent, and is
currently an agent for The Hairston Agency in Fayetteville. He contributes his positive motivation to his
on-going involvement with the National Association of Insurance and Financial Advisors. He is a mem-
ber of the Atlanta South association, having held the positions of LUTC Chairman, Educational Chair-
man, Membership Chairman, Secretary/Treasurer, Vice-President and President. Additionally, Ken-
neth serves on the State Board of the Georgia Association of Insurance and Financial Advisors as the
Second Vice President In addition to his membership in NAIFA, he is a member of GAMA, The Society of
Financial Service Professionals, and The Fellowship of Christian Financial Advisors.

Education has played a key role in keeping Kenneth current on the ever-changing trends in the insur-
ance industry. He is a CLU, ChFC & LUTCF and has been an enthusiastic course moderator for 11 years,
having served as on On Line Moderator this past semester for LUTC in Bryn Mawr, Pennsylvania.

Awards are no stranger to Kenneth, having been the recipient of the National Quality Award, and a 5-time winner of the National
Sales Achievement Award.

Enthusiasm, achievements and awards aside, Kenneth is a well-rounded citizen of his community participating in blood dona-
tion drives, serving on the Fayette Alzheimer’s Association, assisting his wife when needed with her work at the Fayette Thrift
Shop, and has taught 4" graders for many years. He and his wife Fran live in Fayetteville, Georgia and attend the Flat Creek Baptist
Church.
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By Robert E. Swanson

Welcome to the premier issue of your all new GAHU Newsletter.
A new publication, a new year, a new session of the Georgia Legis-
lature; we’ve got a lot going on. Everything we are doing and have
done has resulted from the hard work and dedication of so many
people. I feel a special obligation to say thank you to everyone who
kept the GAHU machine running so smoothly in my absence.

As many of you know, I was called to active duty with the U.S.
Army in support of Operation Enduring Freedom and then Opera-
tion Iraqi Freedom on February 6, 2003. Between March 23 and
August 21 T completed 31 secret and top secret, tactical combat
missions in Southwest Asia with the Red Berets of Co H 121 Air-
borne. We were the first such National Guard Combat Unit called
to active duty since the Vietnam War.

While I often found myself in situations that were anything but
peaceful, I was always at peace. Every time you prayed for a sol-
dier, you were praying for me. Please continue to remember our
troops and their families. This can be an especially difficult time of
year for them.

Our all-volunteer unit was released from active duty October 16,
2003 after successfully completing over 350 missions. I had re-
quested transfer to this unit after September 11, 2001. I can’t say
there will never be another 9-11, but I can tell you with 95% cer-
tainty, there would have already been another had we not done our

Portamedic stands alone as the leader for
all your underwriting needs.

medical profess g e
Puerto Rico and m stand ready to
hondle all your underwriting and case
management needs. From raditional
exams, inspeclions and APS reporis to

Give us a call today and put the
experfise and experience of an industry
leader to work for you now.

Atlanta 800-822-9151
Atlanta East 800-477-3926
Atlanta North 800-395-1549
Atlanta South 877-206-7818

Columbus 800-828-2686
Augusta 888-738-7082
Macon B00-283-0888

President's

Special Edition 2004

jobs in Iraq.

During that same time the
dedicated executive commit-
tee and board members of the
Georgia Associations of Health Underwriters were attending to our
membership, legislative issues, budget, convention and finances.

I told the board before I left that the true measure of a great
organization is its depth of leadership. Is the GAHU bigger and
stronger than any one person? Absolutely.

We prospered, even with an absent President, because of people
like: Lance Ledbetter, Lisa Hellman, Russ Childers, Michael
Wardrip, Keith Mangrum, Patty Murphy, Gina Grantham, Raymer
Sale, Michael Carmean, Jeff Fishback, David Johnson, David
Knight, Trey Tompkins, Bob Guenther, Art George, Lacita Husband-
Perez, Susan Cook, Deborah Phillips, Barrie Ruland, Rick Bailey,
Shan Ricketts, Anthony Campbell, Terri Doyle, Russell Head, Sam
Macfie and Kirk Rouse.

Thaven’t said, “Thank you” to everyone yet...but I will when I see
you.

Our industry is in transition. Change is inevitable given the po-
litical climate of our state and nation. Every member of the GAHU
owes it to their clients and themselves to get more involved. Attend
your chapter meetings. If you are asked to serve in a leadership
position say yes. Support the Day on the Hill and attend the Capitol
Conference in Washington D.C.. Support our fundraisers and re-
serve your 2004 convention spots now.

Finally, find a new member this week. Tell them what the GAHU
is doing for them and ask them to fill out a membership applica-
tion. If they say, “No”. Tell them, “Don’t make me tell Bob you
wouldn’t join.”

2003 Kathy Cruse
Underwriter of
the Year Award

After months of keeping it secret, we
can finally announce the recepient of the
2003 Kathy Cruse Underwriter of the
Year award. Even though the presenta-
tion was made at the 2003 GAHU Con-
vention in Panama City, somehow our
membership (including Shan Ricketts)
was able to keep the secret.

Jeff Fishback was finally able to attend an Atlanta AHU meet-
ing where he was presented with the award on November 21,
2003. Jeff had been with his son at Philmont Scout Ranch in
New Mexico at the time of the original presentation. Jeff has
been active on both the Atlanta and state boards for a number of
years. He is the current Legislative Chair for GAHU.

Our congratulations go out to Jeff.
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Georgia Association of Health Underwritters
Board of Director’s 2003-2004

EXECUTIVE COMMITTEE

President
Robert E. Swanson
PH: (229) 888-8017
E-mail: autobiofictional @yahoo.com

President Elect/Chapter Liason/
Communication/PR Committee
Lisa Hellman
Love Douglas & Pope, Inc.

PH: (770) 674-3006 FAX: (770) 674-3080
E-:mail: lhellman@ldpi.com

Vice President/New Chapter Devel-
opment/Education Committee
Raymer M. Sale, Jr.

Multiple Benefits Corporation
PH: (770) 962-6174 FAX: (770) 962-6174)
E-mail: raymer@busre.com

Treasurer/Fundraising Committee
Michael E. Carmean
Pearce & Company Insurance Brokerage
PH: (800) 221-3906 FAX: (706) 324-0373
E-mail: carmeanp@aol.com

Immediate Past President/House of
Delegates
Lance M. Ledbetter
MJL Benefit Communications, Inc.
PH: (404) 216-9616 FAX: (7770) 751-1806
E-mail: lanceled @earthlink.net

*Executive Director
Gina Grantham, CAE
Association Executive Services
PH: (770) 516-4746 FAX: (7770) 516-0236
E-mail: gahu@bellsouth.net

BOARD OF DIRECTORS

Government Affairs
Jeffrey R. Fishback, CHC
Purchasing Alliance Solutions
PH: (770) 579-1214 FAX: (7770) 565-1822
jfishback@purchasingalliance.com

Federal Legislative Chair
A sub-committee of the COGA
Trey Tompkins, J.D.
Admin America
PH: (770) 992-5959 FAX: (770) 992-0723
E-mail: trey@adminamerica.com

Awards/Technology
David S. Johnson
David S. Johnson Insurance
PH: (770) 923-8769 FAX: (770) 935-5593
E-mail: insdsj@mindspring.com

Programs
Robert A. Guenther, Jr., CLU, ChFC
Great West
PH: (770) 391-9008 FAX: (770) 395-0583
E-mail: Robert.guenther@gwl.com

Education
Lacita O. Husband-Perez
Sante’ Concepts, Inc.
PH: (770) 319-1684 FAX: (770) 319-0659
E-mail: santeconcepts@mindspring.com

Membership
Art George
Kaiser Permanente
PH: (404) 365-4292 FAX: (404) 364-7027
E-mail: art.george@kp.org

Membership (New)/
Sub-committee of membership
Susan Cook
Kaiser Permanente
Nine Piedmont Center
PH: (404) 364-7107 FAX: (404) 364-4906
E-mail: susan.t.cook@kp.org

Membership Retention/ Sub-
committee of membership
Marc Montaturo
John Alden Life Insurance
PH: (678) 473-1211 FAX: (678) 473-9573
E-mail: marc.montaturo@us.fortis.com

Communications
Deborah L. Phillips, LUTCF
Doherty, Duggan, & Rouse
PH: (229) 888-2040 FAX: (229) 435-3036
E-mail: dphillips@ddrins.com

Ethics
Barrie Ruland
HRH
PH: (912) 239-9047 FAX: (912) 239-9639
E-mail: barrie.ruland@hrh.com

Fundraising
Ronald D. Knight
J. Smith Lanier & Company
PH: (770) 214-3625 FAX: (770) 834-9474
E-mail: dknight@jsmithlanier.com

CHAPTER PRESIDENTS

Atlanta
Rick Bailey, CFP, RHU, REBC
Rick Bailey & Company
PH: (770) 569-9333 FAX: (770) 770-569-4875
E-mail: rick@rickbaileycompany.com

Atlanta South
Shan Ricketts
Purchasing Alliance Solutions, Inc.
PH: (770) 579-1214 FAX: (770) 565-1822

sricketts@purchasingalliance.com

Chattahoochee
Anthony Campbell
Americare Benefits Corporation
P.O. Box 116
Columbus, GA 31902
PH: (706) 324-4223 FAX: (706) 324-3521
E-mail: acamericare@hotmail.com

Coastal Empire
Terri Godfrey Doyle, CPIW, HIA, MHP
CBCA, Inc.
PH: (912) 691-3406 FAX: (912) 352-1135
E-mail: terri doyle@cbca.com

CSRA
Russell T. Head
Group Benefits & Consultants, Inc.

PH: (706) 733-3459 FAX: (706) 731-0991
E-mail: rthead@comcast.net

Middle Georgia
Sam Macfie
Secure Health Plans of Georgia
PH: (478) 314-2420 FAX: (912) 314-2437
E-mail: macfie.samuel@shpg.com

North West Georgia
Chet C. Thwaites, MHP, LUTCF
PH: (706) 290-3498 FAX: (706) 378-3498
E-mail: cthwaites@earthlink.net

South Georgia
Kirk Rouse, HIA, MSA
Dohery,Duggan & Rouse
PH: (912) 888-2040 FAX: (229) 435-3036
E-mail: krouse@ddrins.com

*NON-VOTING MEMBERS

Director of State Governmental
Affairs
Michael A. Wardrip, LUTCF
Family Protection Agency
PH: (678) 880-0986 FAX: (678) 880-0987
E-mail: willing@adelphia.net

Convention Committee
A subcommittee of Fundraising
Keith T. Mangrum
Hartford Life & Accident
PH: (678) 566-4413 FAX: (770) 475-1404
keith.mangrum@hartfordlife.com

Historian
Patricia C. Murphy, RHU
Murphy Insurance Services

PH: (770) 457-7947 FAX: (770) 457-0566
E-mail: pcmurphy@mindspring.com
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HB 1038: The Georgia Health Insurance Risk Pool

The Georgia Health Insurance Risk
Pool will be an insurer, created by the legis-
lature, serving those who do not qualify for
private group insurance or government plans
and are medically uninsurable in the indi-
vidual market. It will be funded by premi-
ums, set at 150% of standard, paid by the
participants and by a subsidy, estimated to
be less than one dollar, paid on a per month
basis by those with insurance coverage in
Georgia. For more in depth details on the
Pool and the issues surrounding it, visit
www.gahu.org and hit the Georgia Health
Risk Pool button.

Why do we support this concept? There
are many important reasons.

We want to solve the ONLY true health
insurance access issue other than
affordability.

Not all individuals in Georgia with
money to pay premiums can buy health
insurance. There are many reasons.
Here’s an example. John Harkness had a
heart attack last year. He has had group
insurance for 10 years through his em-
ployer but their carrier decided to leave the
Georgia market this year. John’s employer
could not find another carrier without a
substantial increase in price and decided
not to sponsor an insurance plan any
longer. If there is NO carrier, there is NO
COBRA, NO conversion or assignment sys-
tem, and NO COVERAGE. There are hun-
dreds of people like John throughout Geor-
gia. The only other reason people are un-
insured is that they cannot “afford” cover-
age; so solving this problem brings the fo-
cus to the larger issue that governs
healthcare affordability and availability —
The cost of medical care!

Georgia is one of only six states that
have no solution for medically uninsurable
individuals.

Some states have adopted market-dam-
aging programs such as guaranteed issue
mandates and community rating. Thirty-
two have selected our solution — a health
insurance risk pool. In all, 44 states have
some solution. Among states that do noth-
ing at present, most are investigating risk
pools to provide stability in their insurance
markets and access for people who cannot
obtain coverage due to medical history.

The GHIRP will stabilize our health in-
surance market and hopefully head off

other drastic and potentially dangerous so-
lutions. Many states that adopted the
guaranteed issue alternative saw their
markets disappear. Many of those have
now adopted pools to solve that problem
— most recently South Dakota did so dur-
ing a special session of their legislature
called to save their insurance market.

The Georgia Health Insurance
Risk Pool provides coverage for any will-
ing purchaser who cannot buy coverage
today, removing Georgia from the list of
states that do nothing for medically unin-
surable individuals. All insured Georgians
assist in the funding through a per mem-
ber per month payment collected by insur-
ers, stop loss carriers, and TPA’s.

The burden of cost on the fully insured
market for present programs

When HIPAA mandated portability for
those leaving employer plans, each state
had to provide a mechanism for employ-
ees to continue coverage. In Georgia, fully
insured plans must offer “enhanced con-
version” to individual coverage, but those
leaving ERISA plans are covered by the
assignment system. This system assigns
the former employees to individual carri-
ers doing business in the state. While in-
surers only cover 40% of Georgia’s employ-
ees in the regular insurance market, they
must cover 100% of those who qualify for
HIPAA. They must do this without any fi-
nancial contribution from employers with
large, self-insured health plans. This
transfer of risk and costs increases premi-
ums for Georgians buying from insurers.

Georgia can receive a federal grant
of $1 Million Dollars for startup of

the Georgia Health Insurance Risk
Pool. Eligibility for these grants runs out
unless enabling legislation is passed by the
end of March 2004. Will Georgia miss this
million-dollar opportunity?

What are some other benefits of
the Georgia Health Insurance Risk
Pool?

Group insurance market stability

The GHIRP provides cost relief to the
small group insurance market and relieves
pressure on insurers to avoid risks due to
migration of medically uninsurable indi-
viduals to that market.

Almost all health insurance profession-
als know of someone, uninsurable in the
individual market, who found a way to ac-
cess coverage in the small group market.

It should make health insurance rates
for employer groups of all sizes more pre-
dictable.

Relief of pressure on providers

It provides reliable payment to medical
providers for care given to medically un-
insurable individuals, and relieves pres-
sure on medical providers to shift
unreimbursed costs to other patients with
insurance.

It provides a place for medically unin-
surable individuals and their families to
obtain needed coverage, relief from fear of
catastrophic medical costs, and a means by
which to manage medical costs with pre-
dictability.

Winds of change are blowing. Are we
ready here in Georgia?

Many employers are beginning to use
tools such as consumer driven health plans
and defined contribution plans that focus
on personal accountability as a way to re-
educate employees regarding the true cost
of healthcare. This is a result of cost pres-
sures on our current system and should not
be viewed with alarm. But such plans can-
not gain acceptance while some individu-
als cannot purchase coverage at any price.
Just last year the first federal tax credits
for health insurance purchases became
available, promising price relief for many
uninsured, but for several thousand Geor-
gians there would be no place to spend

continued on page 14
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YOU'RE AS VITAL TO OURrR
SURVIVAL As WE ARE

Pacific Life & Annuity Company is rated A++
(Superior) by A.M. Best Company for its relative
financial strength and ability to meet its obligations
to policyholders. PL&A has also been awarded
financial strength ratings of AA (Very Strong)

by Standard & Poor's, AA+ (Very Strong) by

Fitch Ratings, and Aa3 (Excellent) by Moody's.
These ratings reflect the opinions of the

rating agencies.

Products not available in all states. For producer information only.

1O YOURS.

At Pacific Life & Annuity Company, we believe in the strength of our PPO
group health insurance plans and our dedication to exceptional customer
service. The only thing as important is our commitment to working with
producers—and only producers. For over 50 years, we have strongly
preserved this simple philosophy.

* We do not sell direct ¢ You have direct access to

* All referrals are passed on to underwriters

local producers ¢ Assistance for all of your

e You have an assigned professional legislation questions

licensed sales representative e Spanish translated materials

* No internal sales agents for your clients

¢ An established Broker Bonus
program built around the way
you do business

e Support staff to assist
you with proposals and
on-site enrollments

And Pacific Life & Annuity’s vision is just as clear. We do not get between
you and your client—we support that relationship giving you the greatest
opportunity for your own success. Our goal is to be your carrier of choice.
To learn how you can not only survive, but succeed, call 800.800.8613
or visit us online at www.PacificLifeand Annuity.com.

PACIFIC LIFE

& ANNUITY COMPANY

P.O. Box 7010 « Newport Beach, CA » 92658-7010 » 800.800.8613

www.PacificLifeandAnnuity.com
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HB 1038

Continued from page 12
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these credits. We cannot simply throw money in the general di-
rection of those who cannot obtain coverage for medical reasons.
We need a way to insure them.

G AHU Events We do much as a society for those who cannot afford health

insurance, or who will not buy it and present themselves at our

. hospital doorsteps. Isn’t it time we help those who have the

Thursday, February 5, 2004 Friday, March 19, 2004 means and desire to obtain coverage, but who have been barred
GAHU Cap Day Coastal Empire Chapter Meeting |  from doing so through no fault of their own?

Empire Room, the Floyd Building The Savannah Golf Club

HB 1038: The Georgia Health Insurance Risk Pool

Wednesday, February 11, 2004 Tuesday, March 23, 2004 There is a solution. We need it here in Georgia. It’s good for
South Georgia Chapter Meeting AAHU DI Day uninsurable individuals. It’s good for business owners. It’s good
Cobb Galleria Centre for Georgia. Help us pass this important legislation for the sake
Thursday, February 19, 2004 of our m‘flrket, our clients‘ and for the citizens of the Great State
Atlanta AHU Benefits Forum Thursday, March 25, 2004 of Georgia. For information on how you can help contact:
Gwinnett Civic Center Chattahoochee Chapter Meeting Michael A. Wardrip LUTCEF, Director of State Governmental
] Green Island Country Club Affairs, Georgia Associations of Health Underwriters; 678-880-
Friday, February 20, 2004 0996 (office) 678-697-6213 (cell) willing@adelphia.net (email)
Coastal Empire Chapter Meeting ~ Sunday, March 28, 2004 thru
The Savannah Golf Club Tuesday, March 30, 2004 Russell B. Childers, Jr., CLU, Vice Chairman, Legislative Coun-
Annual Capitol Conference cil, National Association of Health Underwriters; 229-924-3864
Friday, March 19, 2004 Washington, DC (office) 229-938-6099 (cell) childr@bellsouth.net (email)
Atlanta Chapter Meeting
Cobb Galleria Centre Jeffrey R. Fishback, Chairman, Committee on Governmental

Affairs, Georgia Associations of Health Underwriters; 770-579-
1214 (office) jfishback@purchasingalliance.com (email)

GAHU Day At The Capitol!

continued from cover

From: GAHU Lobbyist Michael Wardrip:

Everyone please come prepared; first you should identify your Representative and Senator (go to: http://www.sos.state.ga.us/
elections/locator.htm) and you can identify him or her. Then make plans to visit them with me, either during our Day at The
Capitol or on another trip to the Capitol during the session. I need your direct help to succeed in our campaign to pass the GHIRP
and to prevail on the host of other issues that affect your ability to offer affordable health insurance to your clients. If you want to
plan a visit after our breakfast and would like a committee member or I to accompany you, please let us know right away so we can
make plans.

Cost: $30.00 per attendee A buffet breakfast will be served to all attendees.

For More Information Contact: Elyse Kellert at (770) 455-3446 ext. 203

Name: Phone: Fax:
Address:

Payment Type: (circle one) Check Visa MasterCard AMEX
Authorized Signature Account # Exp. Date

Fax form or Mail with $30.00 payment (make checks out to GAHU) to: FAX (770) 455-1859
GAHU c/o The Benefits Group, Inc., 1776 Old Spring House Lane, Suite 106, Atlanta, GA 30338
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Benefits Hand-Picked for Small Business

That’s Starmark, the small group healthcare benefits expert. It’s all we do. And it’s been our
sole focus since 1985.

Offer these Starmark advantages to your clients with two to 50 employees:

* A broad portfolio of flexible plans and ancillary coverage aligned to meet the needs
of small businesses.
* Convenient access to more than 40 leading national and regional PPO networks,
including Private Healthcare Systems (PHCS), for single- and multiple-location businesses.
e Interactive, Web-based services offering around-the-clock access to information customized
for producers, employers and insureds.
e Unparalleled personal service leading to customer retention well above the industry average.

Starmark. Small business is our only business.

For information, call 800.522.1246 ext. 3057 or fax 847.615.9115.

"‘Starmark®

¥ W ., Stor Marketing and Administration, Inc.

400 Field Drive, Lake Forest, lllinois 60045-2581

www.starmarkinc.com

Fully insured by Trustmark Insurance Company
Trustmark — celebrating 90 years of strength and stability




Outstanding Agent

Offers Clients:

Ongoing support with 24-hour service
Plan designs to fit any budget
Variety of coverages

' {
Successful independent health insurance agents know how to stand out. You choose a companyWith the toolSy
to sell effectively and satisfy your clients, so you have more time for other tﬁings you enjoy. We're that.compa

American Medical Security, you can present flexible health insurance products for individuals and small b'i{sin

: - . . 1 4 . d 1
products to give your clients a choice of coverages, including a selection of copay, deductiblé and coinsuranc

And you'll receive local support, twice-monthly commission checks, and chances to earn trif§ito exotic pIace‘.

'
Become an outstanding agent with American Medical Security! Call your local AMS representative,

The Palmer Agency, at (800) 241-3203 or email us at apalmer@palmeragency.com.

Y <o
American Medical Security Group, Inc. insurance products are administered by American Medical Security, Inc. r

-
and underwritten by United Wisconsin Life Insurance Company. Arnerlcan

Product designs and availability vary by state. Medical Secu rity-
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