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AARE YOU SSURE YOU’RE  RREADY TO SELL INSURANCE??  

When I was trying 
to decide which 
way my career 
should go, I 

remember taking 
a look at several 

different types of jobs.  I knew 
I wanted to sell….sell 
something anyway.  Did I want 
to sell houses?  Did I want to 
sell insurance?  Did I want to 
sell pianos?  What did I want to 
sell?  Did I want to be self-
employed, own my own 
business?  Or did I want to 
work as an employee? I 
pondered these questions for a 
long time.  I spoke to as many 
people in the various fields as I 
possibly could.  I sought the 
advice of several of my 
mentors.  I studied stats that 
suggested how much I could 
make in various fields.  Did I 
have the drive to make it on my 
own?  I had a college degree, so 
I knew about hard work and 
perseverance.   
 
I finally settled on insurance 
selling.  Even though I knew I 
could probably make as much 
money selling real estate as I 
could insurance, I also knew 
that housing markets go up and 
down and there could be 
months, even years, where I 
couldn’t make as much money.  
I also reasoned that insurance 
was something that everyone 
needed regardless of the 
housing market or the state of 
the economy.  But what 
bothered me the most was that 
if I sold insurance, I would 
have no tangible product to use 
to entice my customers.  At 
least in selling real estate, I had 
houses I could show.  Or if I 
sold pianos, I could show and 
describe the instrument in 
order to entice my customer to 
buy.   
 

And so, my dilemma continued.  
I finally decided to interview 
with an insurance sales 
manager and see what he had 
to say.  He wasn’t too 
encouraging, telling me that 
approximately 90% of those 
who tried it, failed at selling 
insurance.  In retrospect, I’m 
sure he hoped that this statistic 
would drive me away so he 
wouldn’t have to waste his 
time.  Well, his strategy didn’t 
work.  I decided to take the 
challenge and show him I was 
one of the 10% who would 
make it. And I did, but let me 
tell you about the bumpy road I 
had ahead of me. 
 
One of my first huge challenges 
was that my sales manager 
said, “You’re on your own. If 
you want to make it, you need 
to call on other agents, pick 
their brains, find out how they 
do it, and then develop what 
works for you.”  After I 
adjusted to that bit of news and 
realized that there was 
probably not going to be much 
new agent training, I went to 
work.  And I mean work.   
 
I had to learn about the 
products I was supposed to sell.  
That meant hours and hours of 
studying manuals, reading 
policies, asking questions.  I 
read some great books on the 
techniques of selling.  I knew I 
needed not only product 
knowledge but skill in 
convincing others that my 
product was just what my 
particular customer needed.  
The fact that I had always been 
a good debater certainly helped 
because when it comes right 
down to it, selling is really the 
act of convincing someone that 
you are right. Right? 
 

Soon, however, I began to look 
at other things that probably 
were having an effect on my 
sales ability.  Like it or not, 
people judge you by how you 
look.  One of my first goals was 
to look in the mirror.  Whoops!  
Immediately, I decided I 
needed to shed quite a few 
pounds, so over about 6 months 
I shed about half a person.  I’m 
not kidding.  And such an 
accomplishment really 
increased my self-confidence.  I 
dressed the part of a successful 
salesperson.  Tennis shoes and 
blue jeans just didn’t cut it 
even though today’s trends are 
much more informal than they 
used to be.  You can still dress 
with what I would call 
‘respect.’  If you don’t care 
about your customers, then 
dress like a bum.  Well, that’s 
my opinion, but I know I don’t 
have much respect for someone 
who comes to me lacking 
deodorant and wearing run 
down shoes. 
 
One of the first things I learned 
very early in the game was to 
get my customer to talk about 
himself.  I had to learn to listen.  
I had to draw him out.  I 
needed to know what turned 
his crank, in other words.  
Perhaps protecting his classic 
car was the most important 
thing to him.  Perhaps his 
house was his pride and joy.  I 
had to find out what he was 
trying to protect by buying 
insurance.  That took asking 
questions, listening, and then 
applying what I learned in 
order to find just the right 
product for his needs.  I never 
tried to sell him what he didn’t 
want.  By selling what he 
wanted he hung on to the      
product longer.  I soon learned 
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that lapses are death to an 
insurance agent. 
 
Another thing I learned is that 
I needed to keep my language 
clean, no slang or abusive 
language.  People soon tire of 
idioms such as kick the bucket 
or hit the road, or even worse 
the use of four-letter words.  I 
needed to sound professional to 
be credible. 
 
I also found it helped to find 
something we had both 
enjoyed…something we had in 
common, even someone we both 
knew.  It seemed to make us 
both more comfortable with 
one another when we knew we 
both enjoyed the same thing. If 
I noticed that the customer had 
a hobby or a project going, I 
showed an interest in it.  How 
great it is to see their eyes light 
up when they realize you are 
interested in something they’re 
interested in.   
 
By establishing all these habits 
for getting to know my 
customer, I found that I was 
now ready to talk about the 
product(s) I was selling.  I tried 
to always show enthusiasm 
about my products.  
Remember, they can’t see it, 
feel it, smell it; they can only 
visualize it after I have fully 
explained it.  Therein lies an 
important skill.  If I act like a 
dead beat about my product, 
how can I expect my customer 
to buy a product I’m not even 
excited about.  Duh??   
 
I soon learned that I needed to 
be ready to answer all kinds of 
questions from my customer.  
Often, I wasn’t ready, 
especially during my first few 
months of selling.  But I never 
tried to bluff my way through.  

Most people see right through 
that, and you’ll come out 
appearing like a fake.  I readily 
admitted when I didn’t know 
the answer but said I would get 
back to them as soon as 
possible with the correct 
answer.  And then I did just 
that.  I never took more than 
an hour or two after I got back 
to the office to get an answer to 
their question and then I called 
them immediately.  It always 
paid off because I did what I 
promised I’d do.  Clients like a 
person who keeps his promises. 
 
Another habit I got into very 
early in the game was to keep 
notes on every customer I 
talked to.  When that customer 
called back, I quickly looked up 
my notes (really easy with 
today’s technology, believe 
me!) and I invariably referred 
to something in my notes 
regarding that person.  Perhaps 
their child had been sick, so I 
asked how Susie was.  Or 
perhaps they said they were a 
golfer, so I asked if they had 
any good scores lately.  You’d 
be surprised at how pleased 
your client will be to see that 
you remember.   
 
I have a friend whose career 
seemed to stagnate. After 
finally seeking the advice of her 
mentor, she learned that the 
tone of her voice was turning 
people off.  She actually took 
voice lessons to learn to pitch 
her voice a bit lower and 
gentler.  A whiney, high-
pitched voice can actually drive 
your customers nuts.  Record 
yourself, evaluate, and then 
work on the problem.  You 
need to sound business like, 
confident, and fun.  Yes, it’s ok 
to sound fun and laugh with 
your clients.  It relaxes them 

and makes the task before you 
both much easier to complete.  
 
One final hint about selling:  
learn how to take criticism. If 
someone says, “You should 
have told me that,” how should 
you respond?  First of all, don’t 
make excuses or become 
defensive.  Agree with the 
person who criticizes. “Yes, I 
should have told you that.  I’m 
sorry.”  Or you could say, “I’m 
sorry you feel that way. I will 
work on it.” This approach 
settles the issue, and the client 
has no reason to feel resentful.   
 
One more thing that might 
make your life more 
comfortable in the sales world 
is knowing that you do not need 
to brag about yourself. The 
people you work with will soon 
avoid you if you brag too much, 
and so will your customers.  
Remember, only small people 
need to make themselves look 
big.  Boasting speech is a mark 
of weakness.  Those who do 
great things are usually silent. 
Confidence is silent, 
insecurities are loud. 
 
So, why would a young person 
choose to sell insurance?  I 
guess you wouldn’t if you 
didn’t like to help people.  
That’s one of the greatest 
rewards in selling.  Knowing 
that you provided just the right 
policy to cover the disaster that 
just hit your client is the most 
satisfying feeling in the world.  
Of course, you need to have the 
backing of a good, fair, and 
loyal insurance company before 
you will really feel comfortable. 
So do choose what company or 
companies you’ll sell for 
carefully.  And then, “Have 
Fun Selling!” 
          ~Submitted by NAAFA Member               
     

THE IRS TRICK-OR-TREATER 
Halloween: The doorbell rings and a man answers it. Here stands this plain but well-dressed kid, saying, "Trick or Treat!"  

The man asks the kid what he is dressed up as. The kid replies, "I'm an IRS agent."                                                                                                 
Then the kid takes 40 percent of the man's candy, leaves, and doesn't say thank you. 
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GUIDELINES FOR SECA KIT AVAILABILITY 

To all members and their accountants: 
THE CONTENTS OF THE SECA KIT ARE CONFIDENTIAL! 

The SECA Kit was updated on January 15, 2021. Those with active memberships who 
have received kits in the past should contact the NAAFA office to receive the updated kit. 
The success of this kit has been invaluable.  As most of you know, the SECA Kit is just one 
of the benefits of being a NAAFA member.  Any members who leave American Family 
(and qualify for Termination Benefits) should have the Kit before filing their taxes the 
first time.  Understanding how and why you file as you do could save you thousands of 
dollars in penalties and fines by the IRS. 

At issue with NAAFA has been the fact that some agents wait until after they retire to join 
NAAFA and ask for the Kit.  NAAFA feels that members deserve the benefits of the Kit 
only if they have supported NAAFA for a number of years.  We want to encourage agents 
to support NAAFA during their active years with the company. We need your support.  It 
costs NAAFA hundreds of dollars and hours of time to produce and update the kit.  It is 
only fair that NAAFA be reimbursed for this expense. 

As a result, NAAFA asks for a donation of $500 for the Kit unless a member has had 3 full 
years of continuous (no lapse) membership.  After the three full years of membership, the 
Kit is free.  A new member would pay the first year’s active membership rate ($264) up 
front and then the kit would immediately be available for the donation of $500.  Or the 
new member who pays dues either monthly or semi-annually would have to wait until the 
beginning of the second year to become eligible to receive the Kit after donating $500. 

As before, you must have a personal Email to receive the SECA Kit.  NAAFA asks that 
you honor confidentiality regarding the Kit.  Do not share it with non-members. And be 
sure to tell your accountant that this kit must remain confidential and only used for your 
own tax preparation.  As a member, you deserve all the benefits of being a member and 
the Kit is just one of them.  JOIN NAAFA TODAY!  BE PREPARED!!  

 
SECA Kit 

IMPORTANT NOTICE: 
Along with our SECA Kit we enclose MEMOS FROM MARY KATE, the author of our latest SECA Kit.  If your tax professional refuses to use our 
MEMOS, we’d suggest you find another tax professional.  It has recently come to our attention that a certain tax professional claimed the retired 
agent’s Termination Benefits as long term capital gain. Another preparer neglected to give the agent’s retirement date.  Both are wrong, of course.  
The SECA Kit letter to be used if you receive your first IRS inquiry cannot possibly deal with every incorrect method of filing. Therefore, if your tax 
preparer does not use our letter as instructed, your chance of it failing is great.  You need to see your tax preparer’s response to your inquiry before 
it is submitted to the IRS.  Call the NAAFA office if you have questions.  (888-716-2232) 



HAVE YOU TAKEN CARE OF THIS? 
Don’t leave AmFam until you do! 

 
It is important for all active agents to take care of the matter of getting your 
Termination Benefits Payment Direction Agreement signed, if you haven’t already 
done so.  Please read the following to see why. 

 
Recently, the widow of one of our members notified us that her husband had passed away. He 
had been a long-time agent and member of NAAFA.  He had signed the 1993 contract and 
had only used about two years of his Termination Benefit Package.  When she contacted the 
AmFam home office about his death and asked about continuing the Termination Benefit 
payouts, they told her he hadn’t signed the Termination Benefits Payment Direction 
Agreement, or at least, they didn’t have a copy of it.  (This is a document that was an 
enhancement of the ’93 contract that allowed the company to pay the Term Benes 
immediately to either an individual or a trust.)  In the previous contracts, a legal 
representative had to be appointed by the probate court and this process could take months to 
accomplish, depending on how backed up the county courts were.  Sometimes our members’ 
widows have had to wait up to a year to even get a court date.  Evidently, AmFam is 
enforcing this requirement to have a signed Termination Benefits Payment Direction 
Agreement, or they won’t pay anything to the survivor until you go to probate court and are 
formally appointed as the legal representative of the deceased agent’s estate.   
 

We feel our members should make a specific effort to show this document along with your agent 
contract to your spouse/beneficiary.  We should also mention that if you are incorporated, the 
company provides a document by a different name for you to sign.  It is called Endorsement No.6 
(AA).  Both accomplish the same goal, enabling your spouse or beneficiary to immediately get your 
Termination Benefits should you die. 

HAVING SIGNED AND MAINTAINED A COPY OF THIS DOCUMENT, 
WHAT HAPPENS IF YOU DIE? 

 
First of all, your beneficiary must contact the AmFam Home Office and report the death.  They have 
a process they go through, of course, requiring proof of death, locating the Termination benefits 
Payment Direction Agreement document, gathering information about the account in which to 
distribute the balance of the Termination Benefits, etc.  What is critical for the agent to explain to his 
(her) beneficiary is that this Termination Benefit money is greatly reduced. As a result of your 
contract agreement wording, the company will use a “present value formula” to determine the 
amount your beneficiary actually gets. (Sec. 6, 6.s. which says,  

“If you die prior to receiving the amount of extended earning calculated under 
 Sec. 6. m. and n, and Sec. 6.r. If you chose that option, your legal representative 

 will receive the present value of any unpaid difference as a lump sum.”)  
We feel the agent should make sure the spouse or beneficiary understands this reduction because we 
have seen some pretty upset and discouraged spouses when they experienced this reduction. The 
‘present value formula’ is similar to annuitizing a payment. Sometimes, depending upon the interest 
rate used in the formula, the payout could be reduced by as much as 30% or so.  (Please note that a 
few years ago, we were successful in getting AmFam to quit using their 6% locked in rate. Now, we’re 
told they use a more current interest rate, supposedly based upon the T-bill rates, and they say this is 
reviewed quarterly.) On top of that, the balance is paid out in one lump sum, so this pushes your 
beneficiary into a much higher tax bracket for that year.  Although Uncle Sam likes this, it’s not a 
pretty picture for the survivor. A good financial advisor is needed who can take a look at all the 
inherited items because other items could also produce an unexpected tax for that year.   
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Please note that we have asked NAAFA members in the past to plead with AmFam to allow the 
beneficiary to receive the balance of Termination Benefits in two installments, each falling in two 
different calendar years.  So far, we haven’t convinced them that this would be a respectable thing for 
grieving spouses/beneficiaries. Somehow, it seems, lessening their grief just isn’t a priority with the 
company. 

The moral of this story is:  FIND THIS DOCUMENT AND PUT IT IN A SAFE  
PLACE WHERE YOUR SPOUSE OR BENEFICIARY KNOWS ITS LOCATION,  
AND THEN INFORM, INFORM, INFORM OF EVERYTHING MENTIONED 
HERE!    
        Submitted by the NAAFA Office  
         

ARE YOU LIVING IN A STATE THAT 
TAXES YOUR SOCIAL SECURITY BENEFITS? 

Retiring agents often decide to settle in places other than where they have lived and worked for many 
years.  Some make the move to a more suitable climate, some to a state with a more friendly tax 
structure, some to another state to be closer to relatives, etc. But we thought this recent Legal 
Guidance Now article was interesting and perhaps helpful to some of you. 
Https://legalguidancenow.com/featured/these-13-states-tax-your-social-security-benefits/  Here are 
the 13 states listed in the article: 

1) Colorado 6) Montana 10) Rhode Island 
2) Connecticut 7) Nebraska 11) Utah 
3) Kansas 8) New Mexico 12) Vermont
4) Minnesota 9) North Dakota 13) West Virginia 
5) Missouri 

Each of these 13 states is a bit different so it would be wise to check the article.  Some states tax only 
a portion of your social security benefits. Some exemptions are available only if your gross income is 
below a certain level. Some states are in the process of making changes.  Check it out. 

No one wants to pay unnecessary taxes.  We know there are quite a few retired AmFam agents who 
are needlessly choosing to pay social security tax on their Termination Benefits.  Imagine how great it 
is to avoid the 15+ % SECA tax on your Term Benefits (which you can do by obtaining NAAFA’s 
SECA Kit), and also to avoid paying state tax on your Term Benefits…wow, by making the right 
decisions you just might be a lot richer! 

 
IT WAS STATED WAY BACK IN 1931 AND IT SAYS IT ALL! 

 
You cannot legislate the poor into freedom by legislating the wealthy out of freedom.  
What one person receives without working for, another person must work for without 

receiving.  The government cannot give to anybody anything that the government does not first take 
from somebody else.  When half of the people get the idea that they do not have to work because the 
other half is going to take care of them, and when the other half gets the idea that it does no good to 
work because somebody else is going to get what they work for, that my dear friend, is about the end 
of any nation.  You cannot multiply wealth by dividing it.”                        By Dr Adrian Rogers, 1931 

Give  
And Take 
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SELLING INSURANCE IS ALL ABOUT WHAT??? 
Submitted by a NAAFA Member 8/10/2021 

A request came through recently asking for assistance for the widow of a recently retired agent. He was in his early 60’s 
and passed before they had enjoyed even two years of retirement. It seemed some supportive guidance might have 
been in order, encouragement as she put the pieces of their lives together and tried to make sense of her future. Of 
course, I’d help, but while she told her story about his unexpected heart failure the day after he received his second 
vaccine, one would have thought the polarizing debate of the possible side effects of the procedure would consume my 
thoughts. Sad as it was, the overwhelming thoughts that flooded my mind instead were, “Wow, that was a life cut too 
short. What a sad, disrupted end to the post retirement dreams we all so diligently strive for. Why, and what’s it really 
all about?  God, I hope he knew the Lord.” 

Then the selfish thoughts forced their way into my mind. This could just as easily have been 
me. So why do I give my days to this career? What will my regrets be, what’s the point?   

When the voice in my mind (that sounded a bit like the whiny me) said, “Whoa there, little 
agent, don’t ask questions that you’re not prepared to discover the answers to.”  I 
wondered if anyone else ever talked to themselves like that? Would others ask the same questions and benefit from 
some answers? How wonderful it would have been to have answers decades earlier, before I traded my days for this 
insurance career.  

Well, the quest was on! I have to discover why I/we would trade most of these 1444 minutes God gives us each day, for 
this career. What do I/we get out of it, and am I living for just me or something bigger? How might a younger self or 
other younger agents, benefit by learning from my hard knocks? 

When I’m seeking answers, my Bible speaks to me, knowing it helps me find answers faster; so Ephesians 5:15 came to 
mind. (NIV) (15) “Be very careful, then, how you live-not as unwise but as wise, (16) making the most of every 
opportunity, because the days are evil. (17)  Therefore, do not be foolish, but understand what the Lord’s will is.“  
There’s certainly a lot to unpack there, knowing this Christian principle is valuable not just in a salvation way, but to 
assist us in our daily lives. Wisdom certainly is worthy of seeking. If our career is in risk management, how can we guide 
others to make decisions without first having the knowledge we need to guide those entrusted to us? What about the 
"avoiding evil" part? Certainly, if there is one thing I have noticed about life and this career, it is that sales have become 
drenched with evil! 

I remember when the saying we lived by was “If they come to you for price, they will leave you for price.” That 
knowledge forced us to offer value added condiments to the sales process, like actually explaining the coverage with the 
heart of a teacher, focused on benefits, rather than price.  Today, management constantly force feeds the opposite. It’s 
all about filling the funnel with quotes as fast as you can. (So says the science.) However, as one of the better retention 
and profitable agents, I say phooey on that. While keeping plenty of prospect quotes flowing keeps us feeling busy, are 
we wasting our time on unproductive ones, on endless quotes, all for the sake of filling the funnel which might be the 
wrong solution, especially for a young agent? 

Think of it this way, in a town with a population of (say) 100,000 people, with an average household of 3 drivers (2 adults 
and a child) that’s about 33,333 households/prospects. There are likely 8 AmFam agents in that town (not counting the 
competitors). If every agency tries to fill the funnel with quotes by doing 200 quotes per month, (x 12 months =2400 
quotes per year) X the 8 agents, this is 19,300 prospect/households we have quoted that year. In a year and a half, we 
have quoted the entire town. SO, even if we have an excellent 15% closing ratio, and we feel good about the sales we 
made, COLLECTIVELY, we just proved to the remaining 85% of our community that our company is overpriced. How is 
that going to benefit us next year and in the future, when we have emphasized price over all else? 

Worse yet, I hope you realize that, by the company encouraging us to collect and place into their system (at the agents’ 
expense) all that data needed for these quotes, it allows AmFam corporate themselves to use our information to market 
those folks directly via Sales & Service teams, and thus, they are cutting the agent out. 
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Why not instead be the lone/bold agent in your town, who breaks from the norms and finds your own leads the old-
fashioned way (referrals and centers of influence…). Why not try emphasizing the tried-and-true approach (of honestly 
educating a smaller number of prospects on the virtues of the benefits and how the appropriate coverage will not only 
save them money and also headaches) instead of baiting them with a lowball quote that will serve only to discredit your 
own integrity? Build your agencies on those principles, and things will go well for a lifetime instead of until you run out 
of friends and family to quote. 

Be thankful for a career where you get paid to help others in their most fragile and upsetting times. When your policy 
actually does what it was supposed to do, they become lifetime clients instead of falling for the next cheap quote. 

When you are respected within your community, your family will have the support of that community. Be involved in 
your youth and it will pay dividends for a lifetime. Take time to attend your children’s ball games, and dance recitals. 
Coach them, if you can, and watch your community give back. 

As you build your career around the sound principles of honesty, integrity and treating your neighbors as you would like 
to be treated, “they will, too.” If you’re blessed with a long life to spend with loved ones and have built your legacy 
around helping others, I can think of no greater calling. 

Finally, remember to give God the glory because it is He who inspires and provides for you. When you make AFLIC, ALL 
AMERICAN and the Hall of Fame, thank Him for the career you are blessed with and know that as surely as He gives, 
He can take away. When you are glorifying Him, there is no need to worry about tomorrow. From one seasoned agent 
to my colleagues, live your best life and be blessed. (8-10-21)        

 
 
 
 

WHO SHOOK THE JAR? 
If you collect 100 black ants and 100 fire an ts and 

put them in  a glass jar , nothing will happen.  But if 

you take the jar, shake it violently and leave it on  

the table, the an ts will start killing each other. 

The Red believe that the Black are the enemy, while 

the Black believe that the Red are the enemy, when  

the r eal enemy is the per son  who shook the jar . 

The same is true in  society.   

 Men vs Women   

 Black vs Whites   

 Faith vs Science    

 Young vs Old                 https://masscentral.com/who-shook-the-jar/ 

Befor e we fight each  other , we should ask our selves: Who shook the jar ? 
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WHY DOES AMERICAN FAMILY ALLOW THIS? 
          Board Member Contribution 

 
lthough most of our calls (pre-tax deadline) 
were about the SECA Kit and how to file 
taxes, now we’re finding our calls are from 

agents who are upset with what is going on 
regarding their American Family agencies.  Most 
upsetting is when AmFam wants to get rid of an 
agent. There are various reasons…perhaps they 
want the agency for a district manager who is 
being asked to step down. Or a new district 
manager needs to prove that he is strong enough to 
fire someone. Or the district manager simply feels 
her authority is being threatened by the agent, so 
of course, that agent needs to be fired. Or it could 
be the company just decides to put a target on the 
agent’s back for any of another dozen reasons or 
so.   
 
NAAFA has seen this happen countless times and 
most often, there is not much the agent can do 
about it. From the reports we get, we know the 
company is setting app quotas again in certain 
districts. If this doesn’t enable the company to fire 
the agent, the company will try to find a 
compliance violation which, according to the agent 
contract, enables the company to terminate with 
no 6-month notice.  What is so interesting about 
this tactic is that usually the action described as a 
‘compliance violation’ is often the same action that 
is looked upon as acceptable in the day-to-day 
operations of other agents.  We are indeed, seeing 
all of this happening again.  COVID is over, 
supposedly, and it’s apparently time to ‘get back 
to normal.’  ‘Normal’ here in our environment 
means persecute the agents they don’t like and 
show special favors to the ones they do. 
 
What can be done about this?  If you don’t have 
the target on your back, you probably don’t care 
much.  But if it were happening to you, believe us, 
you’d care!  NAAFA has said for years that the 
press needs to hear what is going on.  The company 
won’t back down till they feel the sting of negative 
public opinion. Is there any agents who are willing 
to contact one of the major newspapers and 
divulge what is happening to them? Agents need to 
document, document, document. Often the agent 
contacts an attorney in hopes of trying to get the 
company off his back.  What happens in nearly 
every case is that the attorney advises the agent to 
keep his mouth shut.  Don’t go to the press, the 
attorney says.   But is this good advice?  We don’t 
think so in most cases.   

We’ve noticed over the years that agents who have 
collected data, recordings, paper trails, etc. of how 
they have been treated are often left alone.  The 
company fears these data collecting agents might 
just have something that would prove how vicious 
they are. Know your right to record in your state. 
(Available at www.NAAFA.com)  Then purchase a 
good obscure recording device. [www.spyguy.com]  
Society is begging for people to step forward and 
fight for what is right.  Defend your rights as 
citizens, they tell us.  NAAFA says to defend your 
right as an agent.  
 
It does seem that the bad is this world is getting 
‘badder,’ doesn’t it? We hate to use the word ‘evil’ 
but that’s what some companies are.  And we 
aren’t talking just about the company you work 
for.  It’s widespread across America.  People who 
work for unethical captive companies are really 
backed into a corner because they have no other 
place to go as long as they are contracted with that 
company.  We often advise agents to get out before 
it’s too late. Getting out too late can mean waiting 
till AmFam convinces the state insurance 
department to jerk your license.  Or waiting till the 
company has literally worn you down till you’re 
too tired to start over as an independent.  Quitting 
on your terms is much better than quitting on their 
terms.  As an independent, if you don’t like how a 
company is treating you, sell for another.  The 
independent companies know that, and therefore, 
for the most part, the independents treat their 
agents much better.  It saddens us to say this 
because at one time, we all worked for American 
Family, but we’ve been around long enough to 
know it is true. The captive agents are not favored 
anymore. 
 
If you have the target on your back and you know 
you haven’t done anything wrong, stand tall and 
fight for your rights.  You may lose the battle but 
win the war because knowing that you have always 
stood for TRUTH will allow you to sleep at night.  
And remember, the best agents aren’t always the 
biggest agents. American Family often appears to 
reward the biggest agents without question.   Why 
does American Family do that?  The best agents 
are the truthful agents who care about their 
customers, who treat their employees with respect, 
who never lie or cheat, and who love what they do.  
Is that you?  We hope so!!    
 

A
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IF WE ARE REALLY INDEPENDENT, 
AREN’T YOU SUPPOSED TO LEAVE US ALONE? 

[Anonymously submitted] 
 

One of the AmFam Sales States recently sent out the following announcement.  Many are questioning why they 
are doing this to their “captive independent agents.” With all the company is claiming they want to do for the 
agents, one has to wonder if they might have an ulterior motive. Is there a ‘take-over’ planned?? Is this part of 
their plan because they feel they don’t need the agents anymore?  We certainly have seen them moving in that 
direction.  Again, it’s like patting us on the back with one hand and picking our pocket with the other. Look at 
this: 
 
“American Family continues to be committed to our agency field force.  We are focused on your long-term success; you 
are essential and central to our agency strategy.  The brilliance and drive you have shown over many decades actually 
serve as a fuel that sparks our enterprise strategy. 
 
I want to bring attention to a few new options available that you will hear more about in the coming weeks. 

1. Requote engine-automatic requotes will be sent to agency owners—saving you money and time.  You will 
hear more about this in mid-July when it is rolled out. 

2. Moonrise-a staffing augmentation service owned by AmFam; Moonrise provides agencies with a platform to 
hire remote temporary on-demand workers.  Moonrisers can help agencies with non-licensed work (e.g. cold 
calling, PIR appointment settings, etc.) Moonrise is easy to deploy and operates on demand: agent can hire 
Moonrisers for as many or as few a 4-hour shifts as they need through the week.  This will be available to 
__(state) agency owners in mid-July. 

3. ES4A/remote servicing capabilities-This service empowers the agency owner to reimagine their agency 
operations.  American Family will partner with you for-a-fee to help service your book of business.  Sound 
interesting?  Want to be on the wait list?   

 
First of all, we are not “agency owners” and we don’t own a “book of business” as you are trying to tell us in this 
so-called offer.  AmFam’s own legal department has informed us of all this.  Why do company officials continue 
to tantalize us agents with such misleading terminology? 
 

 The company is going to requote our leads for us when and if they want to do it? How does this “save 
you money?”  And how do we know for sure that our leads won’t be passed on to someone else? 

 
 Who trains these “Moonrisers” anyway?  If training is on my dime, I’m really training them for someone 

else, too, right? 
 

 Wow, Item 3 ….., the company wants me to hire them to service MY agency.  Duh!! 
 
THIS IS JUST ONE MORE STEP TOWARD THE ELIMINATION OF THE FIELD AGENTS.  IF THE COMPANY IS 
GOING TO DO ALL OF THIS “KIND” STUFF FOR THEIR ‘VALUED’ AGENTS, THEN THEY REALLY DON’T THINK 
WE ARE TOO BRIGHT.             

                ‘REIMAGINE AGENCY’ IS CAUSING MIGRANE HEADACHES!   
 
 Many agents are disturbed about a recent message from company management called, 
“REIMAGINE AGENCY ACHIEVES QUICK WINS” dated 5/19/2021. From what we hear, agents feel the 
company is openly and flagrantly stealing business from “agency owners.”  They do it with their phone system which sends any new 
business customers to AmFam Sales and Service Operations. The company apparently makes no attempt to track which agency the 
lead came from.  The company writes it and gives it to whatever agent they wish and at half commission.  The company wins and the 
agent is hurt.  To top it off, the company has an ad out to hire 60 on-line sales and service people who will work from home, will earn 
between $20-$28 per hour, and will receive full benefits.  And their business will have been stolen from the field agents.  
 It isn’t just the fact that the company is stealing the agents’ business, but often it’s just the “preferred” agents who receive 
these “stolen” leads. Many agents are bothered by this, but there appears to be some who either aren’t aware it is happening or 
simply can’t deal with it so they keep their heads in the sand.   
 Agents need to stick together and verbally object to this practice.  Agents who have sent us their thoughts and opinions on 
this matter will have them anonymously published in the NAAFA MAILBOX.  This is at least one way we’re able to show the 
company that we’re aware of their unethical tricks.                                

 
JUST A REMINDER……About 2 or 3 months before you sever your contract with 
American Family, it is important that you call the NAAFA office.  There are several 
things you need to do to prepare for that day, and they must be done BEFORE your 
contract ends.  We cover each item carefully, making sure you understand.  This 
information will help ensure that your ‘retirement’ will run smoothly.  Call 888-716-
NAAFA 
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            NAAFA, INC. MEMBERSHIP APPLICATION 
1-888-71-NAAFA 

I, the undersigned, hereby apply for membership in NAAFA, Inc. (National Association of America’s 
Finest Agents) and I certify that I will always uphold and support the mission and goals of the     
organization to the best of my ability. 

 
*NAME_________________________________*ADDRESS___________________________________ 
 
*CITY_________________________________  *STATE____________ *ZIP CODE________________ 
 
*CELL______________________ * OFFICE PHONE___________________  FAX_________________ 
 
*PERSONAL EMAIL ___________________________________________________________________ 
* Must fill in these spaces. 
 
 
MEMBERSHIPS*:  Annual Active AmFam Agent $264    New Member Special Extended 
   (Circle one)   Semi-Annual Active Agent    142            from July-Dec, 2021.   
    EFT (Monthly) Active Agent      22    $214 not a member for 3 years   
    EFT (Monthly) Non-Active      10    $194 agent for 5-years or less 

Non-AmFam Agent Annual                 120 
    ACP Agent Annual     132 
    ACP Semi-annual       70 
    ACP (EFT monthly)       11 
 
DONATIONS:  NMEF (NAAFA Member Enhancement Fund- $____________ 
     Formerly the Legal Defense Fund) 
    SECA Kit ($500)     $____________ 
 
PAYMENT OPTIONS:       CHECK: 
    Make your check payable to NAAFA and send to: 
     NAAFA, Inc. 
     PO Box 578 
     Circle Pines, MN 55014 
    
    EFT: 
    To open an EFT account, you must enclose a check for 1 month ($22).  
    ACP agents enclose a check for 1 month ($11). Non-active agents $10              
                                                Mail to the above address. 
 
    CREDIT CARD: 
    Please go to www.NAAFA.com, click on JOIN NAAFA tab and 
    pay by PayPal. 
 
*SIGNED ______________________________________________ DATE_____________________ 
   (Signature of Applicant) 
 
 
*Membership and contribution records are kept strictly confidential.  Dues and contributions are not deductible as a charitable contribution.  
  Annual dues may, however, be deductible as a business expense.  Questions: 1-888-716-2232 
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   The NAAFA Report……….. 

                                           WWHO WE ARE  
        NAAFA, Inc. is a professional organization established to promote education and  
       communication for and between both active and non-active American Family agents.   

   NAAFA is the vehicle whereby agents can express their opinions openly and without judgment.  Our desire      
    is to be a vital active group who is interested in sharing experiences, knowledge, and recommendations  

with other agents, always encouraging, listening, and growing in ways that not only profit the agents,          
but their businesses and customers as well. 

 
    OOUR MISSION STATEMENT                                                                

NAAFA, Inc. shall strive to provide professional fellowship by dedicating its activities to 
   encouraging the highest degree of ethical service both to our members and to the insuring  
   public.  NAAFA, Inc. will support the strictest adherence to the integrity of its members as 
   professional insurance agents.  We will promote professional conduct, protect confidentiality, 

and protect the legislative interests of our members through awareness and understanding of the         
issues facing the independent contractor insurance agent in the American society.  

       SSUPPORT NAAFA PAINLESSLY  
The most painless way you can pay NAAFA membership dues is by the 
monthly EFT method.  Most people do not miss the $22.00 a month ($10, if 
retired) that NAAFA deducts from the account of your choice around the 20th of the 
month.  Some agents add an extra $5 or $10 a month to be donated to the NAAFA 
Member Enhancement Fund. (NMEF) It’s all so easy. Open your account now by 
sending your check for $22.00 ($10, if retired) to:  

    NAAFA, PO Box 578, Circle Pines, MN 55014.   
      

   
   IF YOU HAVE MOVED, please inform us of your CHANGE OF ADDRESS!!   
              Contact us at:         (888)716-2232 Email us at: NAAFAwest@comcast.net.     
              Or mail us at:            NAAFA, Inc.              PO Box 578, Circle Pines, MN 55014 

 

Directly to Members…Directly from NAAFA is NAAFA’s direct and fastest informational pipeline 
to our members.  Check www.NAAFA.com often for members-only updates. (Password needed.) 
The NAAFA Mail Box  in the NAAFA Report lets you sound off.  NAAFA never identifies you unless you 
ask to be identified, but we must know your identity or we will not post your message. If you want your 
message read or heard, send it to naafawest@comcast.net.  This is your VOICE! 

 
NAAFA, Inc. DISCLAIMER 

Articles, opinions, viewpoints, and advertisements contained in The NAAFA Report are not necessarily  
the opinions and viewpoints of NAAFA, Inc.  The opinions expressed herein, are not those of American  
Family Insurance Company or any of its subsidiaries.  The NAAFA Report’s express purpose is to 
provide a medium whereby people can express their opinions in written form for any interested parties 
to view.  Although NAAFA reserves the right to edit for grammar, space, clarity and suitability, The 
NAAFA Report does not guarantee accuracy and correctness of such articles.  Therefore, NAAFA, Inc. 
disclaims any liability for any harm that may be done as a result of the opinions being expressed herein. 
No part of The NAAFA Report can be reproduced or copied without prior written permission. 

www.NAAFA.com 
 



Evolving the Independent Agency Channel.
Join us and experience the next level of success.

• More ways to earn income – highest commissions, national and local incentives

• Access to companies AND resources (marketing, training, commercial lines initiatives, and more)

• Stability – 38 years as the leading model for IA insurance distribution – and still setting the pace

• Total Premium In-Force: Over $10 Billion

SIAA Provides its Independent Insurance Agency Members:

Always ahead 
of the curve

siaa.com

To learn how you could be the owner of your 
own independent agency, contact us today.
info@siaa.com | siaa.com
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SSHOULD I STAY OR SHOULD I GO?  
Weighing the benefits of remaining a  

captive agent vs. an independent insurance agent 
By Douglas P. Coombs, SIAA 

 
 you’re reading this article it means, like millions of Americans, you, too, may be contemplating a job change. 
Following the shutdown and subsequent reopening of the U.S. economy, a recent Prudential survey found 
approximately 26 percent of U.S. workers have decided they plan to make a job change once the pandemic threat 

recedes. That’s one out of every four working Americans. And with economists predicting the highest level of economic 
growth since 1984, opportunities to pivot into your next act seem abundant, especially in the growing field of insurance. In 
fact, given a range of societal and economic factors, there’s never been a better time to be an insurance agent. The only 
question for captive insurance agents considering a change is whether to stay in the captive agency environment or go out on 
their own as independent insurance agents. 
 
Captive Agents 
     There are a few advantages to 
continuing as a captive agent.  
     The first and most obvious is a 
simplified relationship with a single 
insurance carrier. This allows 
experienced captive agents to 
become experts in that particular 
carrier’s insurance products, 
discounts, and additional coverage 
options.  
     As a captive agent, your 
overhead will be lower than that of 
an independent insurance agent. 
You’ll likely receive some level of 
support from your carrier with your 
business expenses, including 
insurance, as well as assistance with 
lead generation and marketing.  
     Finally, and a critical point for 
many, most captive agents either 
earn a salary or have a sales quota-
driven incentive plan. Independent 
agents typically only work on 
commission.  
 
Independent Agents 
     Alternately, life as an 
independent insurance agent also 
offers its own perks and benefits – 
many of which make up for the 
captive incentives and then some.  
     First, independent agents own 
their book of business. In most 
cases, Captive companies, not the 
captive agent, own their business. 
This makes building an established 
track-record and – importantly – 
your income much less portable. As 
an independent insurance agent, you 
have complete autonomy over your 
business, and your clients can follow 
you wherever you may go (note: that 
does depend on any non-compete 

agreements that producers my enter 
into with an agency owner).  
     Second, as an independent agent, 
you can work with a range of 
carriers and products to best meet 
the needs of your clients. This 
presents an opportunity distinctly 
different from that of a captive 
agent. By working with multiple 
carriers and thus a broader range of 
insurance products, independent 
insurance agents can identify and 
potentially offer specialized 
products that are in high demand, 
while also diversifying revenue 
streams to hedge against any 
economic shifts. As a captive, you 
are restricted to one carrier and only 
their products.  
     Finally, your earning potential as 
an independent insurance agent isn’t 
limited to a set salary. While some 
might prefer the stability of a salary 
compared to a commission structure, 
if you’re entrepreneurial-at-heart, 
you can find ways to greatly 
increase your earning capacity as an 
independent agent. For instance, 
many independent insurance agents 
join national networks that may 
provide higher commissions as well 
as profit sharing, bonuses, and other 
incentives, adding to your earning 
potential. 
 
Going Independent Doesn’t Mean 
Going Alone 
     Going out on your own doesn’t 
mean you have to do it alone or 
build your business in a vacuum.  
     With thousands of signed 
member agencies, SIAA (Strategic 
Insurance Agency Alliance) is the 
largest network of independent 
agents in America. Having fostered 
the growth of many startup agencies  

 
– SIAA provides its members with 
access to more than 25 highly rated 
national insurance companies 
providing top-level commissions, 
profit sharing and overrides paid 
quarterly. Additionally, SIAA 
member agencies have access to 
extensive onboarding and success 
training as well as marketing and 
sales programs.  
     If you’re a captive agent looking 
to branch out on your own, networks 
like SIAA can be critical to your 
success. Offering the resources of a 
national organization in conjunction 
with the local support of a master 
agency provides a remarkable 
foundation from which to build and 
grow as an independent insurance 
agent. 
 
The Future 
     Whether you choose to operate as 
a captive insurance agent or go 
independent, as noted previously, it 
is a remarkable time to work as an 
agent in the insurance industry. 
There are opportunities for captive 
and independent agents alike. 
However, as consumers and small 
businesses seek out more options in 
the marketplace and more 
specialized products and services, 
growth opportunities and the ability 
to build a business for the future 
seem to rest more strongly with 
independent insurance agents.  
 
Doug Coombs is the Executive Vice 
President and Chief Marketing 
Officer of SIAA (Strategic Insurance 
Agency Alliance), the largest 
alliance of independent insurance 
agencies in the country. He can be 
reached at dougc@siaa.com       

 

If 
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THE NAAFA MAILBOX 
        [A Variety of stuff comes in our mailbox.] 

Dear NAAFA, 
Just a word of advice to agents who might be thinking of going independent.  Be sure you are aware of exactly which 
companies you will be allowed to write with.  These companies may be different from all the companies the group may 
show as available.  Also, be cognitive of the exit process!  Thanks very much for all your efforts over the years for our 
group.   Name Withheld 
_____________________________________________________________________________________ 

 One of our members forwarded the following post and response to NAAFA. 
 It was posted in All Company|View Conversation.      

Thank you, ______, for your message to AMFAM community. Isn’t it interesting that we give Gay Pride a month, but Christ’s birthday only a day which is more politically 
correct to reference as the holidays instead of Merry Christmas.  I’m proud of you for speaking out and hope you suffer no ill will because of your stance.   If, however, the censors 
come and you are persecuted for your stance, consider it Joy as Paul says, as you are deemed worthy to suffer for the cause of Christ.  I’m there with ya. Name withheld 
 

  

 

 

 
I don't make jokes. I just watch the government and report the facts. ~Will Rogers   

Our version: We don’t make jokes. We just watch AmFam and report the facts. 
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The world is full of controversy over the COVID Vaccines.  Employers are forcing their employees, in many 
instances, to take the vaccine or lose their jobs. Others are standing back in support of a citizen’s right to choose, 
which is protected by the restrictions on our government in the 1st amendment.  NAAFA has chosen to show you 
both sides of the argument.  We recognize that many of our members are facing the vaccine issue, whether to 
require their staff to have it, or whether they can take part in company functions if they don’t have it.  On the next 
two pages you will find some interesting arguments pro and con that perhaps you can use, should the need arise.  
The con is presented here first as described below.  The pro (next page) is taken from the Mayo Clinic website. 

Recently one of our members forwarded the following document to the NAAFA office.  We were told that this 
document was sent out by an AmFam district manager.  Although NAAFA is not taking a stand on the issue of 
whether or not the COVID vaccination is right or wrong, either way, you may find this article useful. We consider 
this our con presentation.  

 
 
 
 
 

MANDATORY IS NOT LAW  
 

If you are being forced to VAX in order to keep your job, here’s a great way to handle it. 
The secret is NOT to refuse it…send this to your employer. 

 
I write with regard to the matter of potential covid vaccine and my desire to be fully informed and 
appraised of ALL facts before going ahead. I’d be most grateful if you could please provide the 
following information, in accordance with statutory legal requirements: 

1. Can you please advise me of the approved legal status of any vaccine and if it is experimental? 
2. Can you please provide details and assurances that the vaccine has been fully independently 

and rigorously tested against control groups and the subsequent outcomes of those tests? 
3. Can you please fully advise of the full list of contents of the vaccine I am to receive and if any 

are toxic to the body? 
4. Can you please fully advise of all the adverse reactions associated with this vaccine since its 

introduction? 
5. Can you please confirm that the vaccine you are advocating is NOT experimental mRNA gene 

altering therapy? 
6. Can you please confirm that I will not be under any duress from yourselves as my employers 

in compliance with the Nuremberg Code? 
7. Can you please advise me of the likely risk of fatality should I be unfortunate to contract 

COVID 19 and the likelihood of recovery? 
Once I have received the above information in full and I am satisfied that there is NO threat to my 
health, I will be happy to accept your offer to receive the treatment, but with certain conditions-name 
that: 

1. You confirm that I will suffer no harm. 
2. Following acceptance of this, the offer musts be signed by a fully qualified doctor who will take 

full legal and financial responsibility for any injuries occurring to myself, and/or from any 
interactions by authorized personnel regarding these procedures. 

3. In the event that I should have to decline the offer of vaccination, please confirm that it will 
not compromise my position and that I will not suffer prejudice and discrimination as a result. 

 
I would also advise that my inalienable rights are reserved. The point being though, is that they 
CANNOT provide that information, but you’ve NOT refused. 
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   THE PROS OF THE COVID VACCINE 
         As per the Mayo Clinic 

 
https://www.mayoclinic.org/diseases-conditions/coronavirus/in-depth/coronavirus-vaccine/art-20484859 

What are the benefits of getting a COVID-19 vaccine? 
A COVID-19 vaccine might:     

 Prevent you from getting COVID-19 or from becoming seriously ill or dying due to COVID-19 
 Prevent you from spreading the COVID-19 virus to others 
 Add to the number of people in the community who are protected from getting COVID-19 — making it harder for the 

disease to spread and contributing to herd immunity 
 Prevent the COVID-19 virus from spreading and replicating, which allows it to mutate and possibly become more resistant 

to vaccines 

Should I get the COVID-19 vaccine even if I've already had COVID-19? 
Getting COVID-19 might offer some natural protection or immunity from reinfection with the virus that causes COVID-19. But it's not 
clear how long this protection lasts. Because reinfection is possible and COVID-19 can cause severe medical complications, it's 
recommended that people who have already had COVID-19 get a COVID-19 vaccine. If you were treated for COVID-19 with 
monoclonal antibodies or convalescent plasma, wait 90 days before getting a COVID-19 vaccine. 

What COVID-19 vaccines have been authorized and how do they work? 
Currently, several COVID-19 vaccines are in clinical trials. The FDA will review the results of these trials before approving COVID-
19 vaccines for use. But because there is an urgent need for COVID-19 vaccines and the FDA's vaccine approval process can take 
months to years, the FDA will first be giving emergency use authorization to COVID-19 vaccines based on less data than is normally 
required. The data must show that the vaccines are safe and effective before the FDA can give emergency use authorization. Vaccines 
with FDA emergency use authorization include:                                                                                          
 Pfizer-BioNTech COVID-19 vaccine.                                     
 Moderna COVID-19 vaccine.               
 Janssen/Johnson & Johnson COVID-19 vaccine 

What are the possible general side effects of a COVID-19 vaccine? 
A COVID-19 vaccine can cause mild side effects after the first or second dose, including: 

 Pain, redness or swelling where the shot was given 
 Fever 
 Fatigue 
 Headache 
 Muscle pain 

 Chills 
 Joint pain 
 Nausea and vomiting 
 Feeling unwell 
 Swollen lymph nodes 

 
What are the long-term side effects of the COVID-19 vaccines? 
Because COVID-19 vaccines clinical trials only started in the summer of 2020, it’s not yet clear if these vaccines will have long-term 
side effects. However, vaccines rarely cause long-term side effects. 

 
If you're concerned, in the U.S., safety data on COVID-19 vaccines will be reported to a national program called the Vaccine Adverse 
Event Reporting System. (*VAERS) This data is available to the public. The CDC has also created v-safe, a smartphone-based tool 
that allows users to report COVID-19 vaccine side effects. 

Can COVID-19 vaccines affect the heart? 
In the U.S., there has been an increase in reported cases of myocarditis and pericarditis after mRNA COVID-19 vaccination, particularly 
in male adolescents and young adults aged 16 and older. Myocarditis is the inflammation of the heart muscle, while pericarditis is the 
inflammation of the lining outside the heart. These reports are rare. The CDC is investigating to see if there is any relationship 
to COVID-19 vaccination. 

Of the cases reported, the problem happened more often after the second dose of the COVID-19 vaccine and typically within several 
days after COVID-19 vaccination. Most of the people who received care felt better after receiving medicine and resting. Symptoms to 
watch for include:                                                                                          

 Chest pain 
 Shortness of breath 
 Feelings of having a fast-beating, fluttering or pounding heart 

If you or your child has any of these symptoms within a week of getting a COVID-19 vaccine, seek medical care. 

*The following YouTube video gives instructions on how to use the www.VAERS.hhs.gov website. 
https://www.youtube.com/watch?v=cOH7cFWS7o4&t=148s  (this link tells you how to search VAERS.) 
 
Note: The US CDC reported that VAIERS received 12,313 reports of death among people who received a COVID-19 vaccine between 
12/14/2020 and 7/19/2021.  On 7/21/2021 at 2:30 PM, The CDC updated this number from 12,313 to 6,079 through 7/13/2021. The 
CDC again updated their numbers at 6:30 PM on 7/21/2021 from 6,079 to 6,207 deaths from the vaccine as of 7/21/2021.   
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AN OOPINION ON: 
“WHAT TO DO ABOUT REQUIRED JABS” 

It seems that America has about reached its 
limit on the number of people who will 
voluntarily agree to get the “jab.”  Now it 
appears the government, state and local 
authorities are having to offer incentives, 
rewards, gifts, and/or food to entice the 
balance of unjabbed to get jabbed.  It is a 
crazy world.   

Recently the Insurance Journal published an 
article entitled, U.S. Updates Guidance on 
COVID Vaccine Mandates, Incentives, Privacy 
in Workplace. U.S. Updates Guidance on 
COVID Vaccine Mandates, Incentives, Privacy 
in Workplace (insurancejournal.com) The 
article tells how the Equal Employment 
Opportunity Commission (EEOC) has 
affirmed that an employer can require all its 
employees who physically enter their 
workplace to be vaccinated for COVID-19. 
Federal EEO laws, it says, also allow 
employers to offer incentives for employees to 
be vaccinated. And they are allowed to provide 
educational material on COVID-19 vaccines. 

From this writer’s observation, it seems 
interesting that employers would require jabs 
when exposure to the virus seems to be 
lessening, people are not wearing masks much 
anymore, and many are saying they don’t 
believe the risk is any greater than exposure to 
any other contagious diseases.  Mustn’t 
employers realize that when they require 
vaccines that they are opening the door to 
work comp claims and serious liability 
lawsuits? 

We are hearing more and more about side 
effects from the so-called vaccines.  Questions 
like:  Do masks really help? Are the 
unvaccinated exposed to spike protein by 
inhalation or skin contact with the vaccinated? 
Will wild mutated viruses wipe out many of the 
vaccinated in a few months or years? Are the 
vaxxed spreading COVID more than the 
unvaxxed? To many, this is hogwash.  To 
others, these warnings are serious and 
frightening. To further confuse all of us, we are 
also hearing that many medical facilities are 
insisting workers not report the cause when 

patients are seen who are experiencing side 
effects (from vaccines) requiring medical 
treatment.  

VAERS (set up by the CDC to monitor adverse 
events that occur after administration of 
vaccines) reports that from the time that COVID 
vaccines came into the population, there have 
been 14,701 deaths reported from the vaccine.  
Many of those reports have come within the 
months of July and August (2021) and they are 
now showing about 70 deaths per day from the 
vaccine. https://civildeadline.com/vaccine-death-
explosion-in-2021-this-chart-says-it-all/ 

What are business owners (well, that’s what 
AmFam calls you!) like our readers to do?  
There are obviously two theories on the 
dangers/effects of the jab.  In America, each 
individual should be able to decide whether to 
take the jab or not.  Let’s encourage that 
freedom to choose.   

As a personal testimony, the COVID virus 
disease has hit very close to home.  Having lost 
a very close family member to COVID, it is 
understandable that my family is cautious.  We 
don’t want to catch the disease.  But we also 
don’t want to experience the side effects of the 
jab which could be as serious as death itself.  
As with the general population, our family is 
divided on this issue.  We at NAAFA are 
saddened because we’ve been notified that 
several of our members have passed away, 
either from taking the vaccine or from COVID 
itself. There are tough decisions to be made 
these days, but let’s all stand up for our right 
to choose what seems safest for ourselves, our 
families, and our office workers.   

We encourage our readers to study and 
research all claims of right or wrong on the 
issue of COVID and its treatment.  Then, you 
decide the best way to protect those around 
you.  The best defense is knowledge and 
education.  Don’t jump into the water without 
first testing the temperature. You might get 
burned and we don’t want that. NAAFA wishes 
you to be safe.   

Editorial Submission  



TRUTH, WHAT’S THAT? 
[Board Member Contribution] 

 
Horace Greeley said, “It is impossible to enslave mentally or socially a Bible-reading people.  The principles of 
the Bible are the groundwork of human freedom.”  The ultimate 8-1 ruling by the Supreme Court in 1963 
wiped out all devotional Bible reading or other government-sponsored religious activities in public schools.  
But what difference does this make to our everyday lives today, you might ask. Well, let’s take a look at what 
has happened since this 1963 ruling. 
 
The Bible and the Ten Commandments have been the measuring stick for determining right and wrong in 
America since its founding.  One president after another made reference to this belief: 

 
On March 5, 1917, President Woodrow Wilson said: 
“….I pray God, that I may be given the wisdom and the prudence to do my duty 
in the true spirit of this great people.” 
 
On March 4, 1933, President Franklin D. Roosevelt said: 
“In this dedication of a Nation, we humbly ask the blessing of God.  May He 
protect each and every one of us.  May He guide me in the days to come.” 
 
On January 21, 1957, President Dwight D. Eisenhower said: 
“Before all else, we seek, upon our common labor as a nation, the blessings of 
Almighty God.  And the hopes in our hearts fashion the deepest prayers of our 
whole people.” 
 
On January 20, 1961, President John F. Kennedy said: 
“The world is very different now…..And yet the same revolutionary beliefs for 

which our forebears fought are still at issue around the globe--the belief that the rights of man come  [370 U.S. 421, 449] not from the 
generosity of the state but from the hand of God….. “With a good conscience our only sure reward, with history the final judge of our 
deeds, let us go forth to lead the land we love, asking His blessing and His help, but knowing that here on earth God’s work must truly 
be our own.” 
 
What has happened to our American society? That measuring stick is now gone, not only in our government, not 
only in our schools, but in nearly every corporate workplace in our nation.  What is TRUTH?  What is 
right…what is wrong?  Now, it seems, we’re told right and wrong are relative. Something may be sort of right 
or sort of wrong but still be legal.  So, if it’s legal, the thinking goes today, it must be ok.  Or, if it seems right to 
you, then it is right. 
 
Whoa!  That’s where we begin to have issues.  Charles Colson, founder of Prison Fellowship, said that moral 
relativity produces chaos and confusion. How do you determine right from wrong? | Biblical Leadership  We are 
certainly seeing lots of chaos and confusion today. And the worst thing is, we’ve adapted to it.  We hardly 
notice when we see someone cheating, or someone stealing in a store, or a physical conflict between two 
individuals.  We turn away and simply let it happen.  
 
In other words, something could be wrong to one person, but not wrong to another. What difference does it 
make, we think, if two people are killing each other on the street corner?  It’s their problem, not mine.  Do we 
decide that if the majority says it’s not wrong, that it is not wrong?  Sorry to say this, but this does seem like 
the times we’re living in.  If you believe the Biblical story about the flood in Noah’s day, then you know that the 
majority were judged by God to be wrong, and He destroyed them for it.  
 
How does that concern us today?  Without the Ten Commandments, there is no final authority to determine 
right from wrong.  Recently, a youngster told this writer that in school they could discuss commandments 5 
through 10 but not 1 through 4. (Remember?  #1 through #4 have to do with how man should treat God.)  In 
other words, by omitting 1 through 4, one is omitting God.  Our founding fathers took a strong stand against 
this. We know that from history.  Of course, history is often left out these days and this is another reason why 
millennials have such a hard time knowing what is right and what is wrong.  
 
Observing commandments #5 through #10, which all have to do with how we treat other people, is good.  
There’s no doubt about it.  Honor your father and mother, do not kill, do not commit adultery, do not steal, 
don’t falsely testify against your neighbor, don’t covet what your neighbor owns.  These commandments are all 
good guidelines for any society. But today, most courts and public buildings have taken down their displays of 
the Ten Commandments.  Right and wrong in the courts seem to be determined by the judge and in some cases, 
a jury, neither of whom is looking at the Ten Commandments as the measuring stick.  
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How is all this affecting us today, especially in the insurance world? We are all a product of what has been 
happening in society.  And yet, some of us have pledged to remain ethical, be honest with other employees and 
the public, let our bosses know of any misconduct we observe, we make sure we treat our own employees fairly, 
pay them what they’ve earned and deserve, we don’t tolerate any cheating, stealing, or even the suggestion of 
‘cooking the books,’ we attempt to be as moral and truthful as possible.  Yet we still see unethical and immoral 
behavior occurring within the companies we work for.  And most people are afraid to report inappropriate 
behavior out of fear of losing one’s job.   
 
NAAFA has always and will continue to always promote outstanding ethics in all walks of our lives.  Many 
times, shady behavior is occurring right under our noses, and we don’t realize it.  This does happen.  Our guess 
is that in some instances, CEOs don’t see what is really happening within their organizations either.  Then 
again, quite often they are promoting such behavior.  One has to wonder about companies like Google who has 
been fined about $9.3 billion by the EU for antitrust issues ranging from mobile market dominance to 
manipulating search results. And now the US Justice Department is planning a probe. 
(https://www.wgu.edu/blog/ethical-dilemmas-how-scandals-damage-companies1909.html#close) It would seem 
nearly impossible that Google leaders weren’t aware of this. And Enron saw their stock plummet after news 
got out that they were making their accounting books look like their income was higher than it was. Equifax 
had a huge breach affect over 148 million consumers and they didn’t report it for over two months.  Their 
CEO had to step down, as often happens when their companies go rogue. 
 
Then there are the insurance companies.  It’s pretty well known that many insurers offer an initial claim 
settlement worth much less than the loss the insured suffered.  Some have threatened to take harsh legal action 
against you or file criminal charges if you submit a claim. Some adjustors receive orders from their companies 
to purposely deny claims when ever possible and also to keep payouts low. Companies have also been known to 
drop their policyholders during disasters, often with falsified reasons.  Do these things happen often? It 
depends on which source you seek answers from.  But this one thing we do know; it happens often enough that 
you should beware. Question an insurance company’s actions closely and seek help if you sense some illegal 
behavior. 
 
What about insurance agents? What illegal things can they do?  An agent might misclassify your business in 
order to get a lower rate for you. Or the agent might offer a lower work comp premium by classifying half of 
your employees as independent contractors but in exchange for this favor, the agent requests a substantial 
kickback. The famous “bait and switch” tactic is alive and well. Agents have been known to lie on applications 
in order to get the application accepted by the underwriter. Sometimes a customer didn’t receive the policy and 
the reason was the agent didn’t submit the application and pocketed the premium. Agents have been known to 
encourage clients to turn in a higher claim loss than actually occurred.  Or the agent adds on coverages the 
customer didn’t ask for, thus increasing his commission on a higher policy.  Ethical agents don’t pressure their 
clients to buy.   
 
When one considers the number of possibilities of illegal/unethical treatment, it’s enough to make one shudder.  In 
just observing the fraud that’s going on today, one certainly needs to tread lightly and carefully when either 
buying or selling insurance. If someone asks you to do something that does not meet your ethical standards, don’t 
do it. How extremely important it is for NAAFA to remind our readers that we encourage our members to always 
stand for truth, stand for the ethics of our founding fathers, don’t forget the Ten Commandment guidelines, and 
always be willing to set an example for other agents, both younger and older.  We ask our readers to join NAAFA 
in promoting these high standards of behavior. After all, we still have a choice in America, don’t we?   
 
Or do we?  Anybody remember the Milgram Experiment?  (Milgram experiment - Wikipedia) Obedience to 
authority figures was the topic of a series of social psychology experiments done by Yale University 
psychologist Stanley Milgram. It’s quite interesting, but the conclusion of the experiment was this: 
 
 “Ordinary people, simply doing their jobs, and without any particular hostility on their part, can  
 become agents in a terrible destructive process. Moreover, even when the destructive effects of  
 their work become patently clear, and they are asked to carry out actions incompatible with  
 fundamental standards of morality, relatively few people have the resources needed to resist  
 authority.” 
 
The author goes on to say that “when people in authority tell us to do something we know is wrong, when the entire 
system just acts as if unethical, damaging behavior is just business as usual, many of us are powerless to resist.” 
Rather frightening, isn’t it?            
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W H AT’S  H AP P E N I N G  TO  CE O  S ALAR I E S ?  
 
To m  W i l s o n , CEO of Allstate received some $20M in compensation in 2020.  This 
is an increase of about $4M. Thomas Wilson Net Worth (2021) | wallmine 

M i c h a e l  T i p s o r d, State Farm CEO matched that with more than $20M being reported as the 
largest payout he’s ever received since taking the helm back in 2015. Tipsord’s compensation took a 
65% hike from his income in 2019.  State Farm boss gets $20 million payday | Insurance Business 
(insurancebusinessmag.com) 

J e f f  D a i l e y , Farmers Insurance Exchange CEO, actually saw a dip in his 2020 compensation.  He 
made $7M in 2020, and it appears he’s down about $769,000.  https://doi.nebraska.gov/index  

American Family’s CEO J a c k  S a l z w e d e l ’s compensation came in at $12M. He managed to get an 
increase of $1.1M over 2019.  Not bad! See the following Report on Executive Compensation from 
2020 WI OCI. 

BusinessInsider.com reported that CEO pay soared 16% in 2020 while worker pay grew by just 
about 1.8%. You might like to take a look at who America’s highest paid CEOs are. 
https://247wallst.com/special-report/2020/12/22/americas-highest-paid-ceos/3/  

CBSnews.com reported that “A separate Bloomberg report found that the compensation committees 
of more than 300 companies in the S&P 500-stock index changed their executive compensation 
metrics last year. That enabled the executives as a whole to reap hundreds of millions of dollars in 
bonuses that would have been wiped out without those adjustments, according to the news service. 
The IPS study attributes the rise in CEO pay to what it calls a "rigged" system that rewards top 
executives even when companies perform poorly, as many did last year during the 
pandemic.”   Dozens of large companies "rigged" CEO pay during pandemic, study claims - CBS 
News 

There seems to be a lot of controversy over how CEOs are paid.  Some feel a CEOs pay is tied to 
performance.  Others feel it is tied to a company’s stock-related and financial performance. Still 
others argue that there’s a strong correlation between CEO pay and company size.  For several years 
we have seen AmFam’s CEO at the top of the scale when compared to other captive company CEOs.  
What has happened this year?   

We can only guess.  Have the other captive company CEOs mentioned above gone Woke and are they 
being rewarded for such?  Just what is “Woke” anyway? Wikipedia says that Woke is a term that 
originated in the US and originally referred to “awareness about racial prejudice and 
discrimination.”  But Wikipedia recognizes that this definition is not entirely true anymore.  Woke, 
they say, now includes being aware of other social issues such as inequality regarding gender and 
sexual orientation.  And, they say, since late 2010, it has been used “as a general term for left-wing 
political movements and perspectives emphasizing the identity politics of people of colour, LGBT and 
women.”   

Or has the AmFam CEO’s compensation been set at the level it has because he is on his way out?  
Who could have anticipated two or three years ago the changes in the corporate world we’re seeing 
today?  After all, two years ago $11M or $12M was a top CEO salary as compared to the 
compensation of other captive company CEOs.   

All in all, it has to make the field agents feel a bit better, knowing their own incomes dropped so 
much recently, to see that Jack didn’t see his compensation jump to $20M like that of a couple other 
CEOs. 

Following are the salaries of AmFam’s executives making over $400,000. And on the next page, you 
will see compensation comparisons for the last three years for each of the highest paid top ten 
AmFam executives.     
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    NAAFA, Inc. 
        

NAAFA, the National Association of America’s Finest Agents, is a professional 
organization established to promote education and communication between both 
active and non-active American Family Agents and the American Family Insurance 
Company. NAAFA also provides communication on issues affecting any 
insurance agent who supports our organization. Our desire is to be a vital, active 
group who is interested in sharing our experiences and knowledge with other 
agents, always encouraging, listening, and growing in ways that not only profit 
the agents, but their companies and customers, as well.   

 
 

RESOLUTION TO NAAFA BY-LAWS 
GUIDELINES FOR MEMBERSHIP  

 
When a member joins NAAFA, it is assumed that person is joining 
because he agrees with “Who We Are.”   
 
As a member, you are committing to supporting our organization, to 
sharing experiences and knowledge with other members.  You 
commit to encouraging, listening, and growing in ways that will 
profit everyone.  When these good and basic requirements of respect 
and co-operation are violated, it may be NAAFA’s recommendation 
that the Board of Directors take action to revoke the membership of 
the violator.   
 
Members should always have NAAFA’s best interests at heart, never 
doing anything detrimental or prejudicial to NAAFA or its members. 
 
Members should never harass, threaten, intimidate, or verbally 
abuse other members.  Members should pride themselves on being 
truthful, compassionate, and concerned; and they should always 
exhibit the highest integrity possible. 
 
It should always be considered an honor to be a part of the 
NAAFA organization. 
 
Likewise, NAAFA chooses their magazine advertisers very carefully.  
We pride ourselves in trying to point our members toward ethical 
and honest advertisers who will be a good fit for our readers should 
they decided to avail themselves of the advertisers’ services.  It 
should always be considered an honor to advertise in the NAAFA 
Report.  Advertisers, we value you.  Please value us.   
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  NAAFA PRESIDENT’S MESSAGE 
 
Dear NAAFA Members and NAAFA Report Readers: 
 
This time we are leaving the best till last!  My message to you today is, 

BE PREPARED!  NAAFA has often suggested that all AmFam agents have a back-up plan.  We’ve 
highly suggested you have an alternate means of earning a living besides the income from your 
agency.  Perhaps your means would be the income from your spouse’s work, providing she doesn’t 
work in your agency.  Perhaps it’s income from rental properties you own.  It could be any of several 
vocations available to you.  But a back-up plan is important.   
 In this issue, we have provided information about various situations facing both active and 
retired agents today.  We are concerned because new AmFam agents are hesitant to join NAAFA.  
We suspect this is because of urgings from company management.  But we do encourage new agents 
to join, because after all, we are the only organization whose sole purpose is to help agents…that 
means you! 
 We have also tried to deliver information that will help if you are thinking about leaving 
AmFam.  We’ve presented both sides of the COVID vaccination issue.  And we have several 
wonderful articles from members who talk about their experiences in selling insurance that are both 
helpful and entertaining.  You don’t want to miss the NAAFA Mailbox.  So interesting. 
 As we always say, we urge you to always STAND FOR TRUTH.  We have some articles on that 
very important life quality.  NAAFA represents the best of the best in members.  We appreciate you.  
We hope you appreciate us as much.  Thank you for supporting NAAFA.   
 
Your NAAFA President            
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IIf ethics are poor at the top, that behavior is copied down through the organization.  
                            ~Robert Noyce 



 For more information or a 
confidential meeting in your area: 

JEFF WILSON  
877-452-5476 (toll free) 
jwilson@ggiausa.com 

BECOME THE OWNER  
OF YOUR OWN  
INDEPENDENT  

INSURANCE AGENCY 
Are you locked with a captive and all 
of the mounting restrictions? 

Are you exhausted trying to write the 
business “they” want you to write? 

Are you just tired of working for 
someone else? 

Visit us online to see our growing list of carriers:  GGIAUSA.com 

Equity One Franchisors, LLC 
15455 Conway Rd., Ste. 315 

Chesterfield, MO 63017 

FRANCHISE BENEFITS… 
Access to competitive nationwide and regional insurance markets 
Access to premier agency management system 
Brand Identity 
Inclusion in carrier contingency BONUS plan 

Ability to sell your agency & receive FULL VALUE 
Security of franchise laws to protect your investment in the agency 

And many more…!! 



Get a tell-all guide that exposes misleading 
promises some independent insurance 
networks make to lure you into joining. 

Agent Support Network of America  |  asnoa.com  |  grow@asnoa.com  |  866.484.9849


