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If you haven’t been checking your email, you’ve probably 
missed news about GFD’s latest promotion – The Great 
American Rate Promo”.  Recently, GFD added the Safe 
Return (with Income Sustainer) from Great American 
Life Insurance Company to the list of products approved 
for use with Leveraged Planning® programs and, to cel-
ebrate, we’ve launched a rate promotion!

 

 

The Great American Rate Promotion provides clients with 
access to a special rate for Leveraged Planning cases based 
on the Safe Return product. This rate is equal to 1 year 
LIBOR (no less than 1%) plus 1.99%. 

This promotion gives you the ability to offer your Lever-
aged Planning program clients another annuity product 
option with the potential for significant long-term earnings. 

For more details and a reprint of the Great American Rate 
Promotion brochure, please see the last page of this news-
letter. For more information, or to speak with a Financial 
Services Manager about this promo, contact them directly 
or call 1-800-515-2599. 
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SALES CONCEPT LIBRARY
The GFD website has been updated with a new 
library of reference materials! 

The Advanced Sales Concept library is a repository of helpful 
briefs, whitepapers, tutorials, etc. from across the insurance in-
dustry dealing with a wide range of sales topics. Divided broadly 
into retirement planning and business planning, the Advanced 
Sales Concept library is loaded full of materials covering a wide 
array of topics such as: 

	       Executive Bonus Plan Options
	       Key Employee Coverage
	       Estate Planning
	       Business Succession Planning (buy/sell agreements)
	       Life Insurance for Wealth Transfer
	       And much, much more!

The Advanced Sales Concept library can be found on the GFD 
Gateway. Continuously updated, this library is designed with 
you, the agent, in mind – so please contact us if there are other 
things you would like to see included. 

For more information, or for assistance in logging in to your 
GFD Gateway account, contact you FSM today directly or call 
toll free at 800-515-2599.

ILLUSTRATION 
SYSTEM UPDATE
In order to ensure that the Leveraged Planning Proposal 
System (LPPS) provides maximum flexibility, we worked with 
agents like you to update and revise the input sections and im-
prove the usability and reader-friendliness of the output. Now, 
we are excited to announce the launch of the newly improved 
LPPS, which can be found on the GFD Gateway.

The LPPS provides agents with the ability to illustrate a broad 
array of possible case options including:

	       Equity Index Annuity-based Cases
	       Life Insurance-based Cases 
	       Single Participant Cases
	       Multi-Participant Cases
	       And many more options

With the LPPS, you can now more easily demonstrate the value 
of Leveraged Planning programs to your clients and show them 
the wide array of planning options open to them with this pow-
erful and flexible financial planning tool.

For more information, or for assistance in logging in to your 
GFD Gateway account to use the LPPS, contact you FSM today 
directly or call toll free at 800-515-2599.

(AL’s SALES TIPS continued from P2)

TIP 1: 
The Pen Is Mightier Than The Keyboard

TIP 2: 
Show A Consistent Face To The World

TIP 1: There is nothing more important than follow-up. A 
handwritten follow-up is a rarity these days. With more and 
more people resorting to email as their preferred means of com-
munication, the handwritten note stands out – telling the recipi-
ent that you are considerate enough to take the time to sit down 
and pen a letter.  

Bonus Fact: Several studies indicate that more than 66% of 
individuals prefer handwritten notes to typed or emailed notes.

TIP 2: As a financial advisor, estate planner, 
etc. you are never “off duty”. Recent surveys show 
that over 50% of the time a decision to buy from 
a financial advisor was based on observations and 
interactions the client had with the advisor in 
their private lives.
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5 Minutes to Build a Better Book
by: Alan M. Harrington

Last quarter, we held the 5 Minutes to Build a Better Book webinar. 
It was so successful, we put it up on the GFD site and we are going 
to have an encore presentation! If you missed it the first time, on 
October 18th at 3:00pm EDT, you will be able to find out if a better 
book of business can indeed be 
created in 5 minutes?  The 5 
Minutes webinar will provide 
you with invaluable tools and 
concepts you can use to boost 
the success of your prospecting 
activities, so you can’t afford to 
miss it twice.

Built around a couple of very 
simple concepts, the 5 Minutes 
to Build a Better Book webinar 
is guaranteed to open more 
doors, get you more referrals 
and give you an opportunity to 
revitalize your book of business.  

If you didn’t get a chance to see 
the webinar the first time, if 
you would like a refresher, or if 
you have more questions, login 
to the GFD Gateway (www.
gfdgateway.com) to register for 
the 5 Minutes to Build a Better 
Book webinar or contact your 
FSM at 800-515-0882 any time. 

10/11/2011  3:00pm EDT   
Successfully Selling Leveraged Planning®

10/12/2011  3:00pm EDT   
Prospecting

10/17/2011  12:00pm EDT   
Introduction to Leveraged Planning®

10/18/2011  3:00pm EDT   
5 Minutes to Build a Better Book

10/19/2011  3:00pm EDT    
Case Management: From Application to Close

10/25/2011  3:00pm EDT    
Advanced Concepts for Leveraged Planning®  

10/26/2011  3:00pm EDT    
Illustrations & Leveraged Planning® Tools

11/02/2011  3:00pm EDT   
Introduction to Leveraged Planning®

11/08/2011  3:00pm EST   
Sales Ideas for Leveraged Planning® 

11/09/2011  3:00pm EST    
Prospecting

11/14/2011  12:00pm EST   
Introduction to Leveraged Planning®

11/16/2011  3:00pm EST    
Case Management: From Application to Close

11/30/2011 3:00pm EST   
Illustrations & Leveraged Planning® Tools

12/07/2011  3:00pm EST    
Introduction to Leveraged Planning®

12/13/2011  3:00pm EST   
Successfully Selling Leveraged Planning®

12/14/2011  3:00pm EST    
Prospecting

12/15/2011  3:00pm EST    
Illustrations & Leveraged Planning® Tools

12/19/2011  12:00pm EST   
Introduction to Leveraged Planning®

12/21/2011  3:00pm EST    
Case Management: From Application to Close

Webinar Schedule



Announcing the 
“Great American” 

Rate Promotion!

Global Financial Distributors is excited to 
announce the “Great American” Rate Promo-
tion to coincide with the addition of a new 
product to the Leveraged Planning® lineup - 
the Safe Return (with Income Sustainer) from 
Great American Life Insurance Company. 

Through the end of 2011, Leveraged Planning 
cases utilizing the Safe Return annuity from 
Great American will be eligible for a special 
interest rate promotion.  This promotion 
provides clients with a 1 Year LIBOR-based 
rate (with a 1% floor) PLUS 1.99%. 

Example, if 1 Year LIBOR is at 0.99%, then 
the rate the client pays is 1% (the “floor” level 
for the promotion) PLUS 1.99% = 2.99%).

This promotional won’t last forever - it is 
limited to the first $15 million of closed 
business, so act quickly!

Don’t wait, be great! Contact your FSM today 
to take advantage of the “Great American” 
Rate Promotion from GFD.

Important Notes:

No other caps, promotions or arrangements apply to, or can be used 
with, cases taking advantage of this promotion.
 
Call your FSM for specific details on commissions, rates, actual terms 
and conditions, etc.

3805 Crestwood Pkwy, Ste.175  |  Duluth,  GA  30096  | 1-800-515-2599  |  www.globalfd.com
For additional information, please contact Global Financial Distributors.

Announcing: 

The 
Great 

American 

Rate 
Promotion

Great American Life 
Insurance Products only!

Only $15 million available

1 Year LIBOR (w/ 1% floor) 
+ 1.99%


