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Every day, our actions are centered on people. We’re not just selling life, disability 
income, and worksite insurance. We’re helping people protect their hopes and 
dreams and minimize their vulnerabilities. It’s meaningful work built on earned 
trust not only with policyowners, but also with our valued distribution partners. 
This is why Illinois Mutual offers the right balance of quality insurance products, 
seamless processes and friendly, personalized service. It’s also how we can help 
you create great customer experiences that convert into lasting client loyalty.  

Life Insurance Awareness Month (LIAM) is right around the corner! We’ve 
developed an exciting plug-and-play campaign that you can use with your clients 
to build awareness of the importance of Life insurance. And stay tuned for more 
news about our NEW, fl exible term life product coming mid-September! 

Disability income insurance (DI), oftentimes an overlooked part of a sound 
fi nancial plan, has never been easier to sell with our M.U.G.® sales strategy to 
simply explain the benefi ts of DI.  You can also customize a DI plan to satisfy your 
most challenging client with the right riders and options. 

Our fastest-growing product line is worksite insurance. With rising costs of 
employee benefi ts, employers are looking for a viable solution to offset those 
costs to retain and attract talent. Our sales experts are ready to position you for 
success with support that will attract high-value customers.

Your service-driven mindset aligns with ours to collaborate in building 
relationships that yield meaningful rewards – both personally and professionally. 
Thank you for working with Illinois Mutual. We value your trust 
and work hard to maintain it.

Message from the
President & Chairperson
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Customer Experience:
Reinventing the Journey 
At this year’s spring LIMRA (Life Insurance Management Research Association) marketing conference held in 

Baltimore, marketing and sales professionals eagerly assembled to compare notes and explore how innovations 

in the insurance industry are reinventing the customer purchasing journey. Interesting topics like emerging 

technologies in artifi cial intelligence (AI), best practice digital marketing tactics and compelling storytelling trends 

were covered at length. But the overriding theme that resonated most was that service standards have been raised 

by innovators in retail industries like Google, Amazon and Apple, and we all need to step up our game to meet 

current customers’ expectations. Customers want to engage with brands that are innovative, service-driven at every 

touchpoint and relatable to their personal beliefs.  

A few key takeaways 
1. Technology should enhance - not replace human interactions.

People want to be treated, well, like people at every micro moment and touchpoint with your business - even 

online. Technology is most effective, when it enhances a service experience to simplify processes or add 

convenience. But most importantly tech should be delivered in a way that still makes people feel well-taken 

care of throughout the entire sales process. 

2. To inform, you must fi rst engage by telling your brand’s own story.

Customers want to feel a connection with your product, service or cause. People engage with brands that are 

relevant and similar to their personal beliefs and effective storytelling drives people to take action! That’s why 

it is important to get out there and share the compelling story behind your brand, and let people know what 

you stand for. 

3. Digital marketing provides strategic metrics!

The beauty of email, web and social media marketing, is that they offer analytics about your customer that 

can help guide your sales strategies. Customers also want to engage on their terms, so meeting them online is 

crucial to your marketing plans. 

New Sales Support –
Same Great Worksite Products!

Simplify Selling DI with M.U.G.®

Explain the need for disability income insurance (DI) with our easy-to-understand M.U.G.® Plan sales approach. It 

will resonate with your client, because it simply defi nes life’s basic important needs that DI can help protect. Some 

monthly expenses can be reduced or eliminated during times of fi nancial stress caused by an income interrupting 

disability. Generally, M.U.G.® expenses – that is mortgage, utilities, groceries – must be paid. 

A service-driven business partner is essential 

to your long-term success. We’d like to 

introduce Dana Allen and Sarah French, our 

newest Worksite team members, as they 

join our veteran Sales Support Specialist, Kris 

Crane. They are here to simplify your sales 

process and help you grow your business! 

Worksite is our fastest growing product line 

with a competitive portfolio that employers 

can use to attract and retain talent without 

adding cost to their overhead. 

Ask your dedicated Worksite sales team for this fl yer! 

(800) 437-7355, ext. 782 • Worksite@IllinoisMutual.com 

Worksite Sales Team

A8072 (8/18)  Agent Use Only

MEET YOUR 
WORKSITE VOLUNTARY
INSURANCE SALES TEAM
A service-driven business partner is essential to your long-term success. In today’s world 
of fi nancial volatility and constant change, it is critical to align yourself with a stand-alone 
mutual insurance company that focuses on you and your clients’ well-being.

Illinois Mutual has a century-long legacy of hard work and a commitment to doing what’s 
right for people. We want to simplify your sales process and help you grow your business, 
so contact us today!

Agent Contracting 
& Commissions Department 

Commission Questions 
(800) 437-7355, ext. 748 

General Questions 
AgentCC@IllinoisMutual.com 
(800) 437-7355, ext. 753 
Fax: (309) 674-1475 

Claims Department

Claims@IllinoisMutual.com 
(800) 437-7355 
Ext. 746 for a VSTD/Life claim 
Ext. 751 for an Accident/Critical Illness claim 
Ext. 752 for a Short Term Disability claim 
Fax: (309) 673-8137

Policy Service Department 

Worksite Policy Information 
PSDWorksite@IllinoisMutual.com 
(800) 380-6688, ext. 756 
Fax: (309) 674-2217 

Underwriting

General Questions 
Underwriting@IllinoisMutual.com
(800) 437-7355, ext. 762
Fax: (309) 636-0121

New Business Submission
WorksiteApplications@IllinoisMutual.com

Worksite@IllinoisMutual.com

Dana Allen
Internal Regional
Sales Representative
(800) 437-7355, ext. 328

Kris Crane
Worksite Sales 
Support Specialist

Sarah French
Worksite Sales 
Support Specialist

(800) 437-7355, ext. 782

Dana Allen Kris Crane Sarah French A8072

Download our M.U.G.® Plan 
Resource Guide from our
Agent Forum’s Resource Library 
to see our FREE sales support 
tools available to you!

Contact your DI sales team for
sales support!

(800) 437-7355, ext. 719

DISalesSupport@IllinoisMututal.com

Ask about PERKsSM 
to sell Business 
Expense DI too!

Policy Form DI105, Disability Income Policy
Policy Form BE105, Business Expense Policy

Not available in AK, CA, DC, HI or NY. Coverage and availability may vary 
in other states. 

For policy costs and details of coverage, limitations, exclusions and terms 
contact Illinois Mutual.

A9686

A9671 
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can help guide your sales strategies. Customers also want to engage on their terms, so meeting them online is 

crucial to your marketing plans. 
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LIAM RESOURCE GUIDE

There’s no better time than Life Insurance Awareness Month (LIAM)* to talk to your clients about the importance of 
protecting their fi nancial future with life insurance. To help you succeed, we have assembled some sales tools so you can 
make the most of this special month. 

A5718 (7/18)   Agent Use Only

Life Consumer Video How-To Guide
Show your clients our free Life Consumer Video to help them see the importance of protecting their families 
with life insurance. Follow the steps below to send the video in an email, add it to your website, or post it on 
your Facebook page. Let clients know you’re here to help them protect their families’ goals for the future!

To send this video in an email*:
1. Click “Add Hyperlink,” “Hyperlink,” or the         icon.
2. In the text fi eld, type: Click Here for an Informational Video
3. In the link/address fi eld, paste:

http://www.brainshark.com/illinoismutual/LifeHappens/zGjzevf41zHgBBz0
4. Click “OK”
5. Done!

NOTE: This works in MOST email programs.

Send in an Email

Post on Facebook
To post this video on Facebook:

1. Copy this link: www.brainshark.com/
illinoismutual/LifeHappens/zGjzevf41zHgBBz0

2. Log in to your Facebook account (personal or 
business)

3. Paste the link into your “status,” Facebook will 
generate a thumbnail picture to accompany 
the
link automatically.

4. Click “Post”
5. Done! The video will appear shortly on your 

Facebook wall.

Add to your Website
To add this video to your website:

1. Copy this code:
<div><iframe src="https://www.
brainshark.com/illinoismutual/
LifeHappens?dm=5&pause=1&nrs=1" 
frameborder="0" width="555" height="348" 
scrolling="no" style="border:1px solid 
#999999"></iframe></div>

2. Paste it into the HTML of your website.
3. Save.
4. Done!

NOTE: If you need technical assistance, please contact 
your system administrator.

(Instructions may vary depending on the program you use)

(800) 437-7355, ext. 775
LifeSalesSupport@IllinoisMutual.com

*If sending items via email, you are responsible for ensuring 
compliance with the federal CAN-SPAM Act and any state 
laws that establish standards for commercial emails.

If something were to happen to you, would your family’s goals for the future 
be put in jeopardy? Watch this video to learn more about how life insurance 
can help protect your family’s dreams. If you have any questions or would 
like to fi nd out how easy it can be for you to get covered, please contact me.  

Don’t forget to let your clients know why you are sending them this video. 
Include a message with your link. For example:

Add to your Website
To add this video to your website:

Consumer Video
For step-by-step instructions on how to send 
this video to your clients in an email, add it to 
a webpage or post it to Facebook, log in to the 
Agent Forum at https://Agent.IllinoisMutual.
com and download C5811 and A5718 from the 
Resource Library.

A5718

Download this fl yer from the Resource Library on the Agent 
Forum at https://Agent.IllinoisMutual.com for a week-by-week 
list of ideas you can use to execute your very own successful 
LIAM campaign!

LIAM Planning Ideas Flyer

*LIAM is an industrywide event coordinated by Life Happens. 
Illinois Mutual is a member of Life Happens.
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Contact your Life sales team for more ideas today!
LifeSalesSupport@IllinoisMutual.com • (800) 437-7355, ext. 775

4 Weeks Out: Visit our Facebook page at www.
facebook.com/IllinoisMutual and start sharing! If your 
clients share your posts with their social networks, it could 
generate referral business for you, too.

3 Weeks Out: Make plans for a client appreciation 
event, and invite clients to bring a friend. If you belong to 
a club, ask for 15 minutes at the next meeting to give a 
public service announcement about LIAM.

2 Weeks Out: Send out a pre-approach letter 
(LIAMPAL) and consumer stuffer (C5655), which can be 
found in our Resource Library at Agent.IllinoisMutual.com.

1 Week Out: Set your personal goals for LIAM. For 
example, make a goal to talk to one extra person a day 
about LIAM and see what happens to your activity level.

Week 1: Add the LIAM logo and consumer videos to 
your webpage using A7105 in our Resource Library at 
Agent.IllinoisMutual.com. Put up a “take-one” display with 
consumer stuffers in your offi ce.

Week 2: Find out which clients have policy anniversaries 
coming up and reach out to them to remind them of their 
valuable coverage. Suggest a meeting to make sure their 
needs are being covered.

Week 3: Send out an email to your clients reminding 
them that insurance needs change throughout life and you 
are available to help them reassess their needs.

Week 4: Keep up the momentum! Revisit your goals and 
determine how much extra effort to put in this last week 
to reach them!

SEPTEMBER – LIAM!AUGUST

LIAM PLANNING GUIDE

Prepare for Your Best September Yet!
September is Life Insurance Awareness Month (LIAM)!* Here are some 
suggestions for August and September LIAM activities to help you ramp 
up sales and get your fall off to a great start.

SEPT

A5701

Pre-Approach Letter
LIAMPAL

Use these sales tools to reach out to your clients 
and start the life insurance conversation.

Sales Tools

Consumer Stuffer
C5655

A5700 (7/18)   Agent Use Only  (continued on back)

LIAM Pre-Approach Letter/Email 
 
This document has been approved by the Compliance Department as shown. Any changes or 
modifications made to the letter must receive approval from Illinois Mutual’s Compliance 
Department. For approval, email the requested changes or modifications to Christine Case, AVP, 
Marketing, Communication and Research, at cmcase@IllinoisMutual.com. 
 
Date 
 
Client Name 
Address 
Address 
City, State Zip 
 
Dear Client: 
 
We have a tendency to think life’s best times are ahead of us. But what if something unexpected 
were to happen to you? Would those times still lie ahead for your loved ones? Now is the best 
time to protect your family’s future with life insurance. 
 
During Life Insurance Awareness Month (LIAM),* take action to ensure your life insurance needs 
are being met. As a supporter of this event, I would like to help you evaluate your coverage. I will 
contact you within the next two weeks to discuss your planning objectives and help make sure 
you and your family are covered. 
 
I look forward to helping you protect the hopes and dreams you have for your family’s future. 
 
 
 
Sincerely, 
 
Agent Name 

 
 
 

 
 
 
 
 
 
 
 

 
 
*LIAM is an industrywide event coordinated by Life Happens. Illinois Mutual is a member of Life Happens. 
 
 
LIAMPAL (8/18) 

C5811

LIAM is an industrywide event 
coordinated by Life Happens.
Illinois Mutual is a member of 
Life Happens

C5655 (7/18)

Talk to your Illinois Mutual agent today 
or visit www.IllinoisMutual.com for 

more information.

Now is the best time to take 
action to protect your family’s 

future with life insurance.

Life insurance isn’t for you.
It’s for them.

Contact your Life sales team for sales support!

(800) 437-7355, ext. 775 • LifeSalesSupport@IllinoisMutual.com

NEW, Flexible Term Life Product Coming Soon

To help you succeed, we have assembled a 
list of sales tools so you can make the most 
of this special month. If you haven’t already, 
download the LIAM Resource Guide (A5700) 
from our Agent Forum’s Resource Library. 

*LIAM is an industrywide event coordinated by Life Happens. Illinois Mutual is a member of Life Happens. Danica 
Patrick’s services as LIAM 2018 spokesperson were retained by Life Happens. 

A5700

Stay tuned!

It is LIAM time!
Illinois Mutual is once again celebrating LIAM* (Life Insurance Awareness Month), 
an industrywide event aimed at raising awareness around the importance of life 
insurance planning. There’s no better time to talk to your clients about protecting 
their fi nancial future with life insurance. 

Danica Patrick, former professional race car driver, is the returning LIAM 
spokesperson! Her compelling real-life story is sure to capture the attention of 
your clients and drive them to take action.
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News You Can Use

NEWS you can USE

6 7Compliance Corner

Get Paid for Your 
Great DI and Life Sales 
Performance! 

To learn more, ask your DI and life sales 

teams about our quarterly incentives and 

ask for these fl yers! 

HO361 HO387C

Photo Contest Winner 
Featured for August!

RealTALK Survey 

Be a part of the conversation! Watch for 

our brief quarterly RealTALK survey, coming 

soon, and share your feedback. It only takes 

a few minutes and helps us help you! 

Are You on the Agent Forum?

If not, register today at Agent.IllinoisMutual.com! It’s our mobile-friendly agent portal available exclusively 

to all Illinois Mutual licensed agents, and it’s full of tools, training, and tips to help you sell!

Compliance Corner:
Help Combat Insurance Fraud
As our valued agent, you provide a service to clients who want to safeguard themselves and their 

families with insurance protection.

One way you can help us achieve our goal of providing products that meet the needs of hard-working 

individuals at prices they can afford is by staying alert to potential red fl ags of insurance fraud. That’s because 

insurance fraud is costly to the insurance industry, which in turn leads to higher costs for consumers.

Here are 6 potential red fl ags of insurance fraud at the time of 
application for your consideration:

1. The applicant is in a hurry for coverage to take effect.

2. The applicant asks hypothetical questions about coverage in the event of a loss.

3. The applicant wants to pay the premium in cash or money order.

4. The applicant is reluctant to answer application questions or submit to a
telephone interview.

5. The applicant’s health history seems unusually brief given his or her age or obvious 
physical impairments. 

6. The applicant seems unusually familiar with insurance terminology or asks specifi c 
questions related to claims procedures.

This is not a comprehensive list, but we hope it gives you an idea of some potential red fl ags. Also, we 

understand that sometimes red fl ags have legitimate explanations – we just want you to be alert to 

situations that may merit further investigation.

Also, after a policy has been issued, be sure to inform our Claims department if you suspect a 

policyowner has not truthfully reported an incident or condition in an attempt to be paid for a loss that 

is not covered by the policy.

Remember, in many states, any person who knowingly engages in insurance fraud, or has knowledge 

or reasonable belief that a fraudulent insurance act is being committed, may face criminal penalties. 

If you suspect insurance fraud has occurred, please contact Adam Harn, Illinois Mutual’s Anti-Fraud 

Investigator, at (800) 427-7355, ext. 478.

Congratulations to Amanda DeWester! 

Her photo and story titled, “American 

Dreaming” is the featured winner for the 

month of August! As a contest winner, a 

donation was made to the charity of her 

choice, Wally’s Smile on Amanda’s behalf. 

Visit our Winner’s Gallery on our Company 

website and see the monthly winning 

photos along with the stories behind them.

Specifi cations for quarterly bonus:

• 100% of the bonus will be paid after the end of the 

qualifying incentive period.

• Only writing agents are eligible for the incentive.

• Qualifying products are term life insurance* (Policy Forms 

614 and LT17) and whole life insurance (Policy Form 617). 

• A maximum of 20% of Single Pay Whole Life premiums will 

be eligible toward requirements.

• Illinois Mutual determines the fi nal recipients. You must 

have active agent status as defi ned by the Company at the 

time of incentive payment.

• Must have active agent status and an 85% 13-month 

premium persistency at time of incentive delivery.

 Qualifying business for this Incentive must be issued and paid for 10/1 - 12/28/2018.

*Return of Premium Term (Policy Form LRPT15 or LRPT17) does not qualify for the incentive. 

Policy Form LT17, Term Life Insurance
Policy Form 614, Renewable Term To Age 95
Policy Form 617, Whole Life Insurance To Age 121 Policy

Not available in AK, DC, HI, MT or NY. Coverage and availability may vary in other states.

For costs and complete details of the coverage, contact Illinois Mutual.

HO387C (10/18)

For more information, contact:

Dan Peterson, CLU

Regional Life Sales Manager

(800) 437-7355, ext. 593

Sell Illinois Mutual life insurance and hit 

these sales targets in the 4th quarter for an 

opportunity to earn cash incentives! Be sure 

to check out the many sales tools in the 

Resource Library on the Agent Forum to help 

hit your goals!

4th Quarter Life Incentives from Illinois Mutual
EARN EXTRA CASH! 

9 Paid Applications 
for $8,000 
Annualized 

Paid Premium 

$2,000
6 Paid Applications 

for $5,000 
Annualized 

Paid Premium 

$1,000
4 Paid Applications 

for $2,500 
Annualized Paid 

Premium

LEVEL

$500
1 LEVEL 2 LEVEL 3

! It’s our mobile-friendly agent portal available exclusively 
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Convert great customer 

experiences into client 

loyalty!

Look inside to learn how.
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Convert great 
customer experiences 
into client loyalty!


