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qualified for MDRT, with the mentor re a ching MDRT pro d u c t i on ,
and the aspira n t , or mentee, re a ching at least 80 percent of the pro-
d u c t i on . Both members of these teams could, and did, attend the
Annual Meeting. Of those aspira n t s , s even qualified for MDRT. T h e
i n t e resting statistic is that during the last five ye a r s , we have had on ly
one person fail to make MDRT after qualifying through this pro-
g ra m . We have proven that, if we can successfully pair up a team,
t h ey will not on ly surv i ve, but thri ve .

I tru ly believe that if you continue to want to make a diffe rence in
the lives of your cl i e n t s , you must first start by making a diffe rence in
the lives of a new person in your firm . By mentoring som e on e, yo u
w i ll dra m a t i ca lly increase that person’s chance of surviving and suc-
c e e d i n g. You also will increase your own activity and will make a dif-
fe rence in more live s . This is by far the best win/win re l a t i onship I
h a ve ever come acro s s , and I believe it is one of the fundamental
things that each of us can do to make a diffe re n c e .

For more inform a t i on on the MDRT/GAMA Intern a t i onal Joint
M e n t o ring Pro g ra m , please contact Susan Gall i ch o, m e m b e r s h i p
d eve l o pment coord i n a t o r, at sgall i ch o @ m d rt.org or (847) 692-6378.
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my ca reer and offe red to do joint work with
m e . T h ey listened to my fe a r s , saw thro u g h
my excuses and ch a llenged me to settle for
nothing less than gre a t n e s s . T h ey taught me
h ow to listen, h ow to market and how to
build re l a t i on s h i p s .

Added benefits
A fter my ca reer started to take off, I set

out to re t u rn the favor. For me, it was mostly
an opport u n i ty to pass the torch and help
s om e one as I had been helped. A funny thing
h a p p e n e d , t h o u g h , as I helped others: M y
own pro d u c t i on continued to grow. As I
m e n t o red individuals, I spent less time
finding business and more time closing busi-

n e s s . I was able to make a diffe rence in the
l i ves of more people because my activity con-
tinued to grow, and I was seeing more people.

I also noticed another ph e n om e n on . Ou r
a g e n cy re t e n t i on level started to rise dra m a t i-
ca lly during the 10 years that we form a lly
e m b raced the mentoring model. Our agency
is now enjoying a re t e n t i on rate that is four
times the industry ave ra g e . I credit this
e n t i re ly to the mentoring model. Our new
people who are part n e red with a mentor are
mu ch more likely to succeed because they
k n ow som e one ca res and som e one is watch-
i n g. T h ey do not want to let their mentors
d ow n .

Last ye a r, our agency had more than 20
m e n t o ring teams re g i s t e red in the
M D RT/GAMA Intern a t i onal Joint
M e n t o ring Pro g ra m . Fo u rteen of these teams

O
ne of the things that I love about
w o rking in the life insurance and
financial services industry is the ability

to make a diffe rence in so many live s . Ou r
ca re e r, by its ve ry nature, a ll ows us to make a
d i f fe rence in our cl i e n t s ’ l i ve s . We help our
clients re a ch financial independence, we pro-
tect their families and provide securi ty against
the unknow n . In re t u rn , we have been given a
t remendous way of life for our families.

What would happen if our ca reer didn’t
exist? What if, s u d d e n ly, t h e re were no advi-
sors? What if no one stayed in this pro fe s-
s i on? Sometimes it’s not an easy on e .
Ac c o rding to a 2002 study by LI M RA
I n t e rn a t i onal (“Agent Pro d u c t i on and
Su rv i v a l” ) , less than 11 percent of us surv i ve
to the end of the fourth year in this ca re e r.

So what can those of us left do about this
s i t u a t i on? We can give back .

Giving back
The first way to do this is to support yo u r

l o cal and national association s . Join your loca l
a s s o c i a t i ons and part i c i p a t e . Make sure there
is still a vocal presence and the financial
re s o u rces for our way of life to be pro t e c t e d
while we protect our cl i e n t s .

Se c on dly, do your part to bring people into
this industry and, m o re import a n t ly, m a k e
s u re they stay in this industry. One of the
biggest con t ri b u t i ons we can make is to re a ch
out to those people struggling to enter, a n d
succeed in, this ca re e r, and offer them a help-
ing hand.

I began my life as an advisor 15 years ago.
I was cl u e l e s s . I was also lucky enough to
h a ve a two mentors — Ch a rles J. H o u s n e r,
C F P, C F S, a thre e - year MDRT member
f rom Madison , Wi s c onsin and Pa u l
Mershon CLU , Ch F C, a 10-year MDRT
member from Scottsdale, A ri zon a . If not for
the enormous amount of time that they
spent with me, I would likely have been on e
of the 89 percent who leave the industry. I ,
h ow eve r, had people who took an interest in
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Felix A rc e n e a u x ,C L U, C h F C

N ew York Life

S h r eve p o rt ,L o u i s i a n a

A ge: 75 2 8 - year member

Daniel S. C o e l h o ,C L U, C h F C

Resource Insurance & Financial Serv i c e s

A n a h e i m ,C a l i f o rn i a

A ge: 74 3 5 - year member

G e o r ge M. G a rner Jr. ,C L U, C h F C

G r e n a d a ,M i s s i s s i p p i

A ge: 73 3 6 - year member

Clifton H. H i p k i n s

1st Asset Planning Company Inc.

N ew Yo r k ,N ew Yo r k

A ge: 80 3 6 - year member

Mina Itelson

Mina Itelson Insurance 

Te l - A v i v, I s r a e l

A ge: 87 2 4 - year member

C a rl F. Ja c o b s ,C L U, C P C U

C a rl F. Jacobs Insurance

N o rt h f i e l d ,N ew Je r s ey

A ge: 80 2 9 - year member

C . Stanley Rivin, C L U, C h F C

N o rt h we s t e rn Mutual Financial Netwo r k

El Pa s o , Te x a s

A ge: 73 2 1 - year member

Colin Speck

B u c k s ,E n g l a n d

A ge: 69 2 4 - year member

A .D e Forest Spencer

C h a t t a n o o ga , Te n n e s s e e

A ge: 96 4 9 - year member

M o rton H. W y n e ,C L U

M o rton H. Wyne Insurance A gency Ltd.

C a l ga ry, A l b e rt a ,C a n a d a

A ge: 63 3 4 - year member

C h i y o ko Ya s u k awa

Meiji Yasuda Life Insurance

To k yo ,J a p a n

A ge: 75 1 0 - year member

In Memoriam


