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Message from Tom Harris
We have much to celebrate in 2015 as we work toward the 2016 Royal Blue and 
Golden Eagle Conferences.  I am proud and excited about what Penn Mutual has 
planned for you!  In this brochure, you’ll find exciting details and qualifications 
for these two prestigious conferences.  The 2016 Royal Blue Conference will be 
held within the 2,564 square miles of the UNESCO National Park in Banff Springs, 
Canada, while the 2016 Golden Eagle Conference will be held at the historic 
Balmoral Hotel in Edinburgh, Scotland.  Just when you thought Penn Mutual 
could not deliver a more outstanding conference experience, Penn Mutual is 
planning to do just that!

Within these pages you can also read about other offerings from Penn Mutual 
that are available to help you grow your practice. With the help of these various 
marketing and educational programs focused on the opportunities accessible 
to you in today’s business environment; you will quickly be on the road to 2016 
conference qualification, as well as our industry-leading Recognition Programs. 

I look forward to celebrating our success together in Banff 
Springs, Canada and Edinburgh, Scotland!

Thomas H. Harris, CLU® ChFC® FLMI
Executive Vice President, Distribution



The 2016 conferences will provide many networking opportunities and 
the chance to learn more about how Penn Mutual can help you grow your 
practice with our broad and deep product portfolio, marketing programs 
and industry expertise.  We encourage you to share your sales successes 
and best practices as you meet with other top Penn Mutual producers to 
help advance our noble profession.   As a Penn Mutual conference attendee 
you will have the opportunity to expand your knowledge as you extol upon 
life’s possibilities.

At Penn Mutual, we value our conference qualifiers and recognize them 
for this achievement and loyalty to the company.  Established in 1964, the 
consistent Royal Blue qualifier is eligible to earn entry into the Royal Blue 
Club, based on the number of times qualified.  Established in 1977, a Golden 
Eagle qualifier enters the Golden Eagle Hall of Fame upon his or her tenth 
Golden Eagle conference qualification.  These clubs are a symbol of pride 
and a testament to the strong relationships among those achieving the 
highest level of success.

It’s our goal to create a 
unique and memorable 
experience for all 
attendees.  We’ll make 
sure you experience 
the finest of everything, 
including cuisine, activities 
and accommodations 
throughout your trip—  
plus a truly spectacular 
awards celebration you 
won’t want to miss!

Conference Experience



The Royal Blue name signifies the combination of pride and strength 
it takes for a producer to earn entry into this prestigious club.  After all, 
royal blue was the color of the mantle worn by kings for many centuries.  
And, it was the name of the chemical ingredient that reinforced the steel 
used to build the Brooklyn Bridge. To further symbolize the regal nature of 
its members, the club’s logo depicts a coat of arms, with the term Regale 
Caeruleum, which is Latin for Royal Blue. 

The Golden Eagle represents power, agility and strength, all 
characteristics that a producer needs to possess to earn membership into 
this exclusive club.  Just as the golden eagle soars to great heights, the 
Golden Eagle producer is known for rising above and beyond to meet his 
or her clients’ needs and achieve success.  The Golden Eagle Hall of Fame 
distinguishes the unwavering commitment of leaders who go above and 
beyond the call of duty to meet their clients’ financial needs. 



Expand Life’s Possibilities in

Banff Springs
Expand Your Outlook
Arriving at the Fairmont Banff Springs 
Hotel, no matter what the season 
or the weather, is always a magical 
moment.  This magnificent castle 
of stone and timber stands boldly 
where the Bow and Spray rivers 
meet together, at the foot of Sulphur 
Mountain. The outdoor pool is 
heated year round, and is a refreshing 
getaway during a light winter snowfall.  
Sink into the warm water as the snow 
falls gently around you, enveloping you 
in calm and relaxation.

For more than 100 years, people from 
the world over have come to the 
Fairmont Banff Springs Hotel to play, 
to work, to be inspired.  Join us in 
March 2016, and be won over by the 
charm and elegance of this incredible 
destination.

At 4,537 feet, the town of Banff

is the highest town in Canada.

Expand Your Horizons
Nestled high in the expanse of the 
Canadian Rockies, Banff Springs is a 
town that makes you feel welcome as 
it fills you with wonder.  You’ll glimpse 
spectacular views of the Cascade 
Mountains everywhere you turn. The 
Banff-Jasper highway, winding along 
the mountain base, is without a doubt 
one of the most scenic drives in the 
world. The panorama of glittering 
snow-capped mountains is a sight 
you’ll never forget.

There’s also no other place in the 
world where you can find such a 
vibrant community nestled in a 
national park. Like Penn Mutual, this 
is a town that truly celebrates its 
heritage, has a unique culture, and 
wants its visitors to experience the 
best of life’s possibilities.

Qualify and enjoy the great outdoors in 

style at the 2016 Royal Blue Conference 

at the Fairmont Banff Springs Hotel 

in Banff Springs, Canada March 2-6!  

Welcome to a Canadian Alpine 

Adventure!  For over 125 years, Banff 

National Park has provided visitors 

with a combination of uncharted 

wilderness, modern amenities, and 

exciting opportunities to explore. 

And with such a breathtaking 

landscape, it’s no surprise that this 

UNESCO World Heritage Site has been 

nominated time and again as a “must-

see” destination for travelers around 

the world.  

All this adds up to an exceptional site 

for hosting Penn Mutual’s 2016 Royal 

Blue Conference – a location where 

we can balance the beauty of nature 

and history with the excitement of all 

that is new and possible. 



Banff Springs
Expand Your Fun
Weather in the Canadian Rockies in 
March will typically vary between 40° F 
for a high and 18° F at night.  Mountain 
weather can change frequently in 
the course of a day. Despite the 
chilly temperatures, it’s a winter 
wonderland like none other.

With the mountain backdrop, 
each outdoor experience suggests 
boundless possibilities.  For starters, 
you can hike to a frozen waterfall and 
see the pillars of blue ice, or take a 
horse-drawn sleigh ride.  And at Penn 
Mutual, we always respect our past, 
so you may want to check out the 
authentic northern Canadian method 
of transportation—dog sledding.  
Imagine driving a winning team of 
world-class huskies over the mountain, 
then recounting your adventure with 
other top producers while sipping a 
warm beverage by the fire.

Only a few minutes from the hotel, 
Mount Norquay looms impressively 
over the town of Banff Springs.  
Soaring peaks and tall spruce trees 
frame the gentle slopes of the 
mountain, forming an incredible 
backdrop to the Cascade Lodge 
on Mount Norquay, the exclusive 
location for the final evening of the 
2016 Royal Blue Conference. The cozy, 
timber frame lodge will be a welcome 
retreat after you toboggan or snow 
tube down the large sliding lanes.

There are more than 
1,000 glaciers in Banff 

National Park.



Extol Life’s Possibilities in

Extol Life’s Possibilities during the 

2016 Golden Eagle Conference at the 

Balmoral Hotel in Edinburgh, Scotland, 

June 22 – 26. We’ll properly praise 

your performance as a Golden Eagle 

in the ideal setting for an exceptional 

celebration!

The Heart of Edinburgh
Edinburgh is divided into two distinctive areas: the 
historic Old Town, stretching from the Castle to the 
Palace of Holyroodhouse, and the classical New Town, by 
far the finest example of Georgian architecture in Britain.  
The famed Balmoral Hotel sits in the middle, surrounded 
by incredible views and serenaded by bagpipes. Like 
the colors of a fine tartan weave, The Balmoral deftly 
merges contemporary styling with elegant tradition. 
It’s a place where you can enjoy Michelin-starred dining 
at the ‘Number One’ restaurant and discover over 400 
whiskies in the Scotch bar. The kilted doormen will guide 
you across the threshold of this fine, 5-star hotel, and 
point you in the direction towards Edinburgh’s modern 
boutiques and pubs, theatres and museums.

The hotel tower’s clock, visible from a 
considerable distance away, is always 
set two minutes fast to help passengers 
catch their train.

A View from the Top
Edinburgh Castle is a formidable fort 
built by King David I on an extinct 
volcano in Scotland’s capital. Originally 
built in 1130, the Castle represents over 
800 years of Scottish history and is a 
World Heritage site.  In fact, Edinburgh 
Castle was home to the Kings and 
Queens of Scotland when staying in 
the city. 



The oldest record of the rules of golf, known 
as the Leith Rules, currently resides in the 

National Library of Scotland.

A Palace Fit for a 
Queen
No trip to Edinburgh is complete 
without a visit to the Palace of 
Holyroodhouse; the official residence 
in Scotland of Her Majesty, The 
Queen. The palace stands proudly 
at the end of the Royal Mile—one 
of the most famous streets in the 
world.  This magnificent baroque 
fortress is closely associated with 
Scotland’s rich history and today 
is the country’s only working royal 
palace. 

The Palace is perhaps best known as 
the home of Mary, Queen of Scots, 
and as the setting for many dramatic 
episodes during her turbulent reign. 

Towering like a sleeping giant above 
Edinburgh is the extinct volcano, 
Arthur’s Seat. Crafted from rock and 
molten lava, this landmark features 
jagged rock projections and offers the 
perfect perch to view some of the most 
stunning views across Edinburgh.

Golf:  Where it All 
Began
The origins of golf are unclear and 
much debated. However, it is generally 
accepted that modern golf developed 
in Scotland during the Middle Ages. 
The game did not find international 
popularity until the late 19th century, 
when it spread into the rest of the 
United Kingdom, the British Empire, 
and eventually the United States. For 
golf lovers, it’s hard to imagine a more 
exciting experience than teeing off on 
one of Scotland’s top courses.

Mary, Queen of Scots was twice married  

in the Abbey at Holyroodhouse.



Individual Achievement Awards 
The individual achievement awards recognize exceptional producers who’ve met 
the needs of their clients through the sale of Penn Mutual proprietary products.* 
These individuals will be given special recognition throughout the conference, and 
celebrated during a special awards ceremony where we’ll congratulate everyone on 
a successful 2015.

Gold/Silver/Bronze Medals**
Producers from both the Career Agency System (CAS) and the Independence Financial Network (IFN) who led their 
distribution channels with the first, second and third highest total   conference credits, with a minimum of six fixed 
life policies from Penn Mutual proprietary life and proprietary annuity products will be the recipient of these medals.

Life Sales Leader
This award recognizes the top producers from both the CAS and IFN with the highest total of conference credits 
from Penn Mutual proprietary fixed and variable life products.

Annuity Sales Leader
This award recognizes the top producer from both the CAS and IFN with the highest total of conference credits from 
Penn Mutual proprietary individual variable and fixed annuity products.

Hornor, Townsend & Kent, Inc. (HTK) Gold/Silver/Bronze Medals
These awards recognize HTK producers who have the first, second and third highest total sales as measured by HTK 
conference credits.
 

Arthur A. Finkle Balanced Production Leaders Awards 
This award recognizes the top HTK producer from the CAS and the IFN who focuses on a portfolio that is a balanced 
mix of life and investment business, understanding the important roles that life insurance and investments can 
both play in meeting a client’s needs. To be considered for this award, the HTK producer must meet or exceed the 
following thresholds: 
 n Life Conference Credits:    155,000
 n Other Conference Credits (GDC and annuity): 90,000
 n Minimum Life Lives Requirement:   6
Balanced Production Leaders will be recognized at the conference. Additionally, both the HTK registered CAS 
and IFN producer with the highest number of conference credits, who has also met these thresholds, will receive 
additional recognition.

Awards



Ervin Wald Life Lives Leader
This award recognizes the top producers from both the CAS and IFN with the highest total number of Penn 
Mutual proprietary life policies newly issued in the calendar year. A minimum of 70 life policies is required. 
(Split cases are given credit at the split rate. Face increases are counted toward the totals.)

Century Club
This award recognizes the top producers with 100 or more Penn Mutual proprietary life and annuity policies 
newly issued in the calendar year. (Split cases are given credit at the split rate. Face increases are counted 
toward the totals.)

Royal Blue Club Awards
Qualifying producers will receive a prestigious Royal Blue Award. These awards will be presented either at the 
conference or by the individual’s field leader, to recognize conference qualifications for:
 n Three-Year Honorees
 n Five-Year Honorees
 n Ten-Year Honorees
 n Five-Year Milestone Honorees

Golden Eagle Hall of Fame
Ten years after the Golden Eagle Club was formed in 1977, it became clear that there was an elite class of 
producers who consistently performed at the highest levels, year after year. That led to the creation of the 
Golden Eagle Hall of Fame, which honors those who have qualified for Golden Eagle ten times or more. 

*All awards winners must be conference qualifiers. For non-HTK producers, only fixed life sales will be counted.
**Medals are based on conference credits for life and annuity sales. Annuity credits cannot exceed the amount of life credits. To be eligible for a medal 
award, CAS producers must either be registered with HTK or not registered with an independent broker/dealer, and must have a full-time, Senior or 
CareerBuilder contract. IFN producers must be registered with HTK and/or have a valid individual Penn Mutual contract. Top Affiliate Partners (i.e. TPA, 
CPA), will be invited to conference, with broker/dealer approval, but they will not be recognized for their production at the conference, including the 
gold, silver and bronze medals as well as other awards.  

The next two award winners are selected by management and the names are 
only revealed during the conference at the awards ceremony.

Financial Professional of the Year
This award recognizes the producer who demonstrates the highest standards of continuing education, 
performance, and ethics in helping his/her clients achieve a lifetime of financial well-being.  To earn this 
recognition, the producer must have made notable contributions to the company and the industry, earned at 
least one professional designation (CLU, ChFC or CFP), and be registered with HTK.  The recipient can receive 
this award only once in a five-year period.

Hornor, Townsend & Kent, Inc. (HTK) Blue Chip Award
This award recognizes a high-performing producer who has also made a notable and consistent contribution 
to HTK and the industry, while conducting business with integrity and professionalism. 



1. Life Method
Eligible product sales: 
Penn Mutual fixed and variable life sales 
Variable life sales through Hornor, Townsend & Kent, Inc. (HTK)

Life Method Qualification Thresholds
Qualification Thresholds Royal Blue Life Method / Fixed Life 

Policy Count****
Golden Eagle Life Method / Fixed 
Life Policy Count****

Standard $92,000 FYC / 4 Policies $204,000 FYC / 4 Policies
First-Time Career-Builder* $44,000 FYC / 4 Policies
Second-Time Qualifying Careerbuilder** $66,000 FYC / 4 Policies
Senior*** $69,000 FYC / 4 Policies $160,000 FYC / 4 Policies
Loyalty**** $69,000 FYC / 4 Policies

First Year Life Commissions are equivalent to approximately 50% of target premium.  All reports are tracked using First Year Life Commissions; not target 

premium.  For more detailed information, please speak with your field leader.

2. Balanced Method
Eligible product sales: 
Penn Mutual fixed and Penn Mutual variable life sales 
Penn Mutual individual fixed and Penn Mutual variable annuity sales 
Variable life and individual annuity sales through Hornor, Townsend & Kent, Inc. (HTK) 
All other earned investment product GDC through Hornor, Townsend & Kent, Inc. (HTK)

Balanced Method Qualification Thresholds
Qualification Thresholds Royal Blue Balanced Method / Fixed 

Life Policy Count****
Golden Eagle Balance Method / 
Fixed Life Policy Count ****

Standard $248,000 conference credits of 
which $42,000 must be Penn Mutual 
Fixed Life (FYC) and 4 Policies

$550,000 conference credits of 
which $92,000 must be Penn 
Mutual Fixed Life (FYC) and 4 
Policies

First-Time Career-Builder* $115,000 conference credits of 
which $20,000 must be Penn Mutual 
Fixed Life (FYC) and 4 Policies

Second-Time Qualifying Careerbuilder** $176,000 conference credits of 
which $31,000  must be Penn Mutual 
Fixed Life (FYC) and 4 Policies

Senior*** $198,000 conference credits of 
which $34,000 must be Penn Mutual 
Fixed Life (FYC) and 4 Policies

$440,000 conference credits of 
which $70,000 must be Penn 
Mutual Fixed Life (FYC) and 4 
Policies

Loyalty**** $198,000 conference credits of 
which $34,000 must be Penn Mutual 
Fixed Life (FYC) and 4 Policies



3. Life-Based Investment Method
Eligible product sales: 
All variable life sales, including Penn Mutual products 
All variable individual annuity sales, including Penn Mutual products 
Fees from the sale of advisory products and services 
All other earned investment product GDC through Hornor, Townsend and Kent, Inc. (HTK) 
Penn Mutual fixed life sales

Life-Based Investment Qualification Thresholds
Qualification Thresholds Royal Blue Life-Based Investment 

Method / Fixed Life Policy Count ****
Golden Eagle Life-Based Investment 
Method / Fixed Life Policy Count****

Standard $440,000 conference credits of 
which $18,000 must be Penn Mutual 
Fixed Life (FYC) and 4 Policies

$970,000 conference credits of 
which $41,000 must be Penn Mutual 
Fixed Life (FYC) and 4 Policies

Conference Credit Calculation
Eligible Products Conference Credit Calculation
Penn Mutual Life Insurance Products Paid First-Year Commissions
Penn Mutual Individual Fixed and Variable Annuity Products 6% of Deposit Including Subsequent Deposits
Life Insurance Products through HTK 50% of Target First-Year Premium and

2.5% of Over Target First-Year Premium as Received 
by HTK

Variable Annuity Products through HTK 6% of Deposit Including Subsequent Deposits
Group Variable Annuities, Investment Advisory Fees and all 
other HTK Investment Products

Credited as GDC

Annuity and Investment Highest Performers
Penn Mutual will also recognize the highest sales achieved in both annuity sales and fees earned on 
investments and give these individuals an opportunity to learn more about life insurance sales, by inviting 
the highest annuity performer (Penn Mutual annuity conference credits) and the highest investment 
performer (HTK GDC) to the 2016 Royal Blue Conference. These performers must have a valid HTK contract.

Attend Both Penn Mutual Conferences
Achieve the standard qualification requirements for the 2016 Golden Eagle Conference in addition to 
achieving the qualification requirements for the 2016 Royal Blue Conference and you will be eligible for an 
invitation to attend both conferences.

*You must have an active career builder contract at the end of the calendar year and not previously qualified for a Penn Mutual Conference.
**You must have an active career builder contract and or have successfully graduated from the career builder program during the year, have a full time contract and previously qualified 
for no more than one other Penn Mutual Conference.
***Senior producers must be 65 or older with 20 or more years of service and at least 10 past conference qualifications.
****Loyalty Method: Producers who have at least 20 years of service and have qualified at least 15 times for the Royal Blue Conference may qualify under the senior threshold. This 
qualification method is only available to a producer once every five years. There is no age restriction associated with these criteria.
*****Policies are defined as any proprietary life policies that are initially paid for during the conference period of January1, 2015-December 31, 2015. For partial cases (e.g. where a pro-
ducer shares a case with another producer), the producer will receive partial credit. For example, if two producers share a case 50/50, each producer would receive 0.5 credits toward 
the fixed life policy count. Internal replacements will not be counted toward conference credits.
FOR INTERNAL USE ONLY. NOT TO BE USED IN SALES SITUATIONS.
To qualify for the conference, you must hold a valid appointment with Penn Mutual and Registered Representative Agreement with Hornor, Townsend & Kent, Inc. (HTK) at the time of 
sale as well as during the conference operations.
Recognition eligibility is contingent upon maintenance of good compliance standing. Potential qualifiers will be reviewed at the end of the qualification period and may not receive a 
conference invitation at Penn Mutual’s sole discretion.Invitations to conference are non-transferable.
Qualification for conference does not guarantee an invitation. Penn Mutual and HTK have the right to exclude individuals for any reason. Furthermore, For more information about Penn 
Mutual and the products and services we offer to help grow your business, visit www.pennmutual.com.
Securities offered through Hornor, Townsend & Kent, Inc. (HTK), Registered Investment Advisor, Member FINRA/SIPC, 600 Dresher Road, Horsham, PA 19044/215-957-7300. HTK is a 
wholly owned subsidiary of The Penn Mutual Life Insurance Company.



Advanced Practice Development Retreat
Target Audience: Field Leaders and Advanced Producers

This top-notch session, facilitated by Sandler Training, Inc., helps field 
leaders and their top veteran producers develop a three year business 
plan and uncover gaps in their existing practice. Producers who attend will 
acquire help in defining their ideal practice, including time management, 
staff development and management, and business action plans.

Dates: February 3-4; Palm Beach Gardens, FL

Producer Assistant Educational Program
Target Audience: This program is exclusive to top qualifying producers who 
can extend invitations to their select Sales Assistant personnel.

This is an annual program designed to cultivate a series of live workshops, 
round table discussions, peer-to-peer networking, hands-on learning 
opportunities and producer success stories that assimilate the optimal 
business standards which allow a producer’s assistant to successfully 
support a top producer.

Dates: August 2015; Horsham, PA

Presidents Club
Target Audience: Second-Year CareerBuilder and Intermediate Producers

This is an educational opportunity for producers who have been in the 
business two to three years and have met specific production criteria. 
The conference lasts four days and it is designed to introduce newer, 
successful producers to the Business Owner and Advanced Sales markets. 
Instructional design includes pre-work from the Learning Resource Center, 
review of key advanced sales concepts and centers around an advanced 
“case” study throughout the week.

Dates: July 13-16; Philadelphia, PA

LEAP® University
Target Audience: Field Leaders and Producers

This two and a half day, annual meeting allows you to interact with other 
LEAP® licensees and focuses on sharing sales ideas, techniques and skills 

Development and Industry Opportunities
To help you achieve outstanding results and be considered for our awards, recognition 
and conference opportunities, Penn Mutual’s Professional & Practice Development 
Group offers development programs and resources that can help you get there. 

on how to use Wealth in Motion® 
and LEAP® to drive your practice. 
The University is ideal for anyone 
who wishes to learn and see more 
of what the system has to offer. 
Don’t miss this event as it will 
change how you do business.

Dates: July 27-29; 
Hamburger University on 
McDonald’s Campus, Oak 
Brook, IL

National Training 
Symposium
Target Audience: Intermediate 
and Advanced Producers and Field 
Leaders

Premier Symposium brings 
together the best of wealth 
management strategies, practice 
and client management solutions 
and advanced marketing strategies. 
The Symposium allows attendees 
to enhance their skills and increase 
success with business and estate 
planning concepts. This meeting 
offers attendees the opportunity 
to obtain hands-on training in the 
latest technology and systems 
endorsed by Penn Mutual
and learn best practices in 
workshops conducted by their 
peers.

Dates: Tentatively set for 
Fall 2015.

Opportunities



Professional Designation Programs
Target Audience: All Producers, Field Leaders, Specialists and Team 
Leaders/Mentors

Penn Mutual continues to provide financial support to help assist 
(qualifying) producers in preparing and participating in the best of our 
industry’s professional designation programs. These programs include 
sales skills for newer agents; Chartered Life Underwriter, Chartered 
Financial Consultant, and Certified Financial Planner for intermediate 
and advanced producers and specialists; and CLF for Field Leaders. Full 
details and reimbursement qualifications can be found in the “Education 
& Training” tab on Producers Place.

Dates: Designation Programs are available at all times.

Learning Resource Center (LRC)
Target Audience: Interns, All Producers, Field Leaders, Functional 
Specialist and Field Office Staff

Featuring ‘on-demand’ training, the LRC offers computer-based learning 
tracks that have been developed for new and experienced producers 
alike. From initial product knowledge and sales skills, to business 
insurance and estate planning, the LRC contains over 250 modules that 
provide a wealth of valuable information right at your fingertips. The 
“My Plan” feature allows you to design a personal development plan 
based on your needs and areas of interest.

Dates: Available 24/7, 365 days a year on Producers Place

Field Training Days
Target Audience: All Producers, Field Leaders and Functional Specialists

Developed with Penn Mutual’s field advisory councils, Penn Mutual’s 
Field Training Days are created to provide producers the opportunity to 
learn about products, marketing programs, advanced sales concepts, 
investments, financial matters, hear from fund managers and more. 
Field Training Days are delivered in a modular format via audio 
teleconferencing.

Dates: Jan. 26, Feb. 23, March 23, May 18, June 22,  
July 20, Sept. 21, Oct. 26

Industry 
Opportunities
Penn Mutual is proud 
to support industry 
associations throughout  
the year. 

Association of Advanced 
Life Underwriting (AALU)
The AALU is the leading organization 
of successful insurance professionals 
who are a trusted voice on the unique 
issues involving the advanced life 
markets. Based in the Washington, D.C. 
area, the AALU was founded in 1957 
and counts more than 2,200 insurance 
professionals as members. 

The 2015 annual meeting 
takes place on May 3-5.

Million Dollar Round Table 
(MDRT)
Founded in 1927, the Million Dollar 
Round Table (MDRT), The Premier 
Association of Financial Professionals®, 
is a global, independent association 
of more than 42,000 of the world’s 
leading life insurance and financial 
services professionals from more than 
470 companies in 71 countries. MDRT 
members demonstrate exceptional 
professional knowledge, strict ethical 
conduct and outstanding client service. 
MDRT membership is recognized 
internationally as the standard of 
excellence in the life insurance and 
financial services business. 

The 2015 Annual Meeting 
takes place on June 14-17.Opportunities



Life Insurance Recognition Programs

STAR Program
The STAR Program recognizes Penn Mutual’s top life producers for their 
exceptional, sustained life insurance production and their long-term 
commitment to the company.

Master’s Program
For experienced life insurance producers, the Master’s Program provides 
several valuable benefits to help them grow their production with Penn 
Mutual and ultimately achieve membership in the STAR Program.

Investment Recognition Programs

HTK Summit Program
The HTK Summit Program recognizes the top 10 producers with HTK and 
rewards them with exclusive benefits to help take their business to the 
next level. 

HTK Peak Program
The HTK Peak Program recognizes top performing producers of HTK and 
rewards them with special benefits to help enhance their practices. 

HTK Alpine Program
The HTK Alpine Program is designed to assist highly productive registered 
representatives reach the next level of balanced life-based planning for 
their clients and ultimately achieve membership in the HTK Summit and 
HTK Peak Programs.

Recognition Programs
Penn Mutual and HTK have developed multiple programs to recognize producers 
for their outstanding performance and to help them grow and develop their 
practices. The programs are geared toward life production, investment business 
and balanced business, which comprises a blend of both life and investments. Each 
program has its own unique purpose, criteria, and benefits. 

Recognition

Balanced Recognition 
Program

Balance of Excellence 
Program
The Balance of Excellence Program 
offers benefits and recognition to 
producers who achieve a successful 
and balanced mix of life and 
investment business.

Talk to your field leader or 
visit Producers Place and 
identify the program(s) 
right for you!
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Conducting periodic retirement reviews can 
lead to greater success for your practice.

Looking to Strengthen Client Relationships and 
Find Additional Sales Opportunities?

“Proactive client communication keeps my name 
top of mind, shows that I care and am paying 
attention. I have found the retirement brochures 
and Social Security Explorer to be great value 
adds for seminars or client meetings.”
Jim Knox, Life Planning Group
6- time Conference Qualifier

“Taking advantage of a wide variety of 
marketing tools enables me to build stronger 
client relationships. On average, I communicate 
90 times a year with my top clients. In addition, 
the Social Security Explorer Tool provides more 
sales opportunities focused on pre-retirees.”
Ron Duswalt, Old Castle Financial Advisors
11-time Conference Qualifier

Insights from Conference Qualifiers

www.pennmutual.com/retirement

Focus on 

Retirement
Planning

       YEARS TO GO

       YEARS TO GO

       YEARS TO GO

       YEARS TO GO

       YEARS TO GO

Financial Focus:
Determine when you 

want to retire 
and ensure you’re on 

track to do so

Financial Focus:
Fine-tune your

retirement plan

Financial Focus:
Establish a systematic 

saving and 
protection plan

Financial Focus:
Continue asset growth

and tax-efficient 
diversification of

financial products

Financial Focus:
Develop a formal
retirement plan

■  Pay down student loans
■  Purchase permanent life insurance
■  Consider contributing to 401(k) / IRA

■  Consider a tax-deferred annuity
■  Explore long-term care insurance
■  Establish a legacy plan
■  Evaluate need to increase retirement savings

Action Steps:

■  Consolidate IRA and 401(k) accounts
■  Determine retirement income strategy
■  Determine Social Security income strategy
■  Re-evaluate permanent life insurance and
   legacy options

Action Steps:

Action Steps:

■  Save for children's education 
■  Start a Roth IRA
■  Purchase disability insurance
■  Consider increasing 401(k) contributions

Action Steps:

■  Pay off debts
■  Consider a Roth IRA conversion
■  Increase retirement savings and ensure    
   adequate diversification
■  Increase funding of life insurance policies

Action Steps:

This infographic is for educational purposes only and should not be viewed as financial, tax, or legal advice applicable to 
each individual; please consult a qualified advisor regarding your individual circumstances. 

©2014 The Penn Mutual Life Insurance Company, Philadelphia, PA 19172  www.pennmutual.com
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Start
 your 
first job

Get 
married
and buy

your first
home

Move into a 
larger home

and have
children

Live
on one
income

Advance
your career

Change
in family

status

Enter peak
earning

years

Rejoin
the

workforce

Save or
pay for

children’s
education

Finance
children’s
weddings

Buy
a second

home

Take 
care of
parents

Consider
life in

retirement

Enjoy
grandchildren

Downsize
your home

The earlier you start planning and saving, the better prepared you will be 
to reach your goals in life as well as your retirement goals. Meet with your 

Financial Professional to develop and maintain your retirement plan.

Brochures & Flyers

Social
Security
Explorer

Review
Template

Producers
Guide

Prospecting

Does your  
retirement plan 
look like this?

© 2014 The Penn Mutual Life Insurance Company, Philadelphia, PA 19172 www.pennmutual.com

Fact
Finder

Presentations

etirement
READINESS REVIEW



Gain Insights
and Engage Your 
Target Markets

Get Your Prospect’s 
Attention

Discovery  
and Education

n  Individuals and Families

n  Millennials

n  Retirees

n  Business Owners

n    Women and Women in 

Transition 

n    CPAs and other 

Centers-of-influence 

n    Social Media 

Connections, Groups 

and Networks

n     Postcards, Emails and 

Letters

n    Turnkey Educational 

Client Workshops

n    Financial Health 

Themed Trade Show

n    Social Media Posts 

using Hearsay Social

n    Promotional and 

Display Items

n     Small Business Fact 

Finders

n    Social Security 

Explorer

n    Workbooks for 

Individuals and 

Business Owners

n    Planning and 

Educational Materials

n    Sales Solutions*

n    Worthwise Newsletter

* Located in the Sales Solutions and Support Section of Producers Place.
** Located in the Product and Investment Information  Section of Producers Place.

You
Tube

PMS 186 Red white outline

Planning For A Secure 
Financial Future

Business Planning For  
Success Over Survival  
Take Action Workbook

Small
Business

Producer Name  
Company Name
Address line 1
Address line 2
Phone Number
Email Address
Website.com

© 2014 The Penn Mutual Life Insurance Company, Philadelphia, PA 19172 www.pennmutual.com

The earlier you get 
the ball rolling…

Selling your  
business to fund 
your retirement?

© 2014 The Penn Mutual Life Insurance Company, Philadelphia, PA 19172 www.pennmutual.com

All these marketing materials and more are available in the Marketing section of Producers Place, unless otherwise noted.



Deepen Relationships 
and Earn Referrals

Closing  
the Sale

Conducting Personal Coverage Reviews
Secure your clients’ futures,
strengthen your relationships

Producer
Guide

For Producer Use Only

If you are looking for a way to efficiently use your assets to help increase the financial 
security of future generations, this planning solution is designed to help meet your goals.

*Accessible through loans and withdrawals, certain limitations may apply to loans or withdrawals. 
Policy loans and withdrawals will reduce the benefit and cash values and may be taxable under certain 
circumstances.

© 2013 The Penn Mutual Life Insurance Company, Philadelphia, PA 19172 www.pennmutual.com
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Building a plan to provide financial  
security across generations.

Permanent life insurance provides both death benefit and possibilities through cash value accumulation, if properly structured, 
it can positively meet the planning goals of multiple generations.  Key benefits include:

∆  Income tax-free death benefit
∆  Tax-deferred growth of cash value
∆   Potential tax-free access to cash value that can be used to meet a variety of needs*
∆  Protection from creditors (varies by state)

Generation 1
Grandparents

Generation 2  
Adult Children

Generation 3
Grandchildren

Goal:  
Preserve and control assets to 
positively impact children and 
grandchildren with:

∆  Efficient use of assets
∆   Ability to maintain control of assets 

and desired distribution
∆   Provide a legacy that will have an 

enduring impact

Goal:
Create possibilities that help meet 
planning goals by:

∆  Increasing financial security 
∆   Providing potential source of  

income for:
         supplemental retirement income
         education funding 
         other financial planning goals

Goal:
Create a legacy by:

∆  Providing financial protection
∆  Improving financial well being 
∆   Potential source for education 

funding

Discover 
What’s  
Possible

Guaranteed ChoiceSM Whole Life 
for Individuals and Families

G
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32

IRA Wealth Transfer

Prepared For:
Valued Client

Prepared By:
Holly Anne Brandle

January 2, 2014

1

n     Event Marketing 

Insights and Ideas

n    Term Conversions

n    Personal Coverage 

Reviews

n    Retirement Readiness 

Reviews

n    Social Media 

Campaigns

n     Client Product 

Brochures**

n    Illustrative Sales 

Concepts*

Conference!

Leverage these turnkey 

marketing materials today 

to qualify for the exciting 

2016 Conferences!

etirement
READINESS REVIEW

n  n  n  n

page 1

What is your objective in hosting this event?
Clarifying the purpose or objective of your event will help you achieve the results you want and  
streamline the planning process. Here are some objectives you might consider. 

∆ Thank you for clients – to retain them and deepen relationships

∆ Referral event where clients bring a guest – to retain and deepen client relationships and meet  
new prospects

∆ Intergenerational event – meet adult children of clients, parents of younger clients or hold an  
event for families

∆ Mixture of an appreciation and educational event – to cross-selling existing clients, sell products  
or services to prospects or to simply add value through financial education  

∆ Networking event for clients and prospects with common interests – an event where you add  
value to existing relationships and get introduced to new prospects of a similar demographic.  
Common interests might include being in the same industry, sharing the same life stage or having 
similar passions.

hoW Will you measure your success? 
Establish both short-term and long-term goals and track the results over time. For example your short-
term goal may be being introduced to five of your top clients’ adult children and your long-term goal 
might be selling two life insurance policies to adult children within the year. You’ll need to track your 
progress from the event through the sale in order to measure your return on investment (ROI). Use 
Smart Office or your client relationship management system to track individuals and couples you 
invited to each event, whether or not they attended, subsequent communications, meetings, business 
generated and referrals they’ve given you.

What is your budget?
You may have an overall dollar amount in mind, or you may want to budget a specific cost per guest. 
Either way, it’s important to develop a realistic budget for the event and to manage costs, as they can 
easily escalate. Be sure to consider all the things that will need to be included such as venue, food 
and beverage, transportation, gifts, speakers, rental fees and printing. And, make sure you read and 
understand all contracts including minimums required, cancellation policies and gratuities charged so 
there are no surprises when it’s time to pay. 

Be crystal clear on the answers to questions 1-3 as the remaining questions build upon  
those answers. 

ten Questions to ansWer  
Before Pl anning your event

#1

#2

#3

n  n  n  n

The DOs and DON’Ts of Event Marketing 

page 1

1.  Develop a short questionnaire about event preferences and email it to your top 
clients to learn what types of events appeal to them. 

2.  Select themes or activities for your event that you will also enjoy. You’ll be more 
likely to relax and have fun and your enthusiasm will be contagious.

3.  Pay ferocious attention to detail and plan your event from your guests’ perspective.  
What will make the event special for them, how can you make them most 
comfortable?

4.  If you have numerous guest tables leave an extra seat at each table so you can sit 
with guests and mingle.

5. �If�you�have�clients�you�definitely�want�to�attend�your�event,�be�sure�to�run�your�
choices of dates by them before committing to a date.

6. �If�you�do�not�have�staff�or�someone�who�can�help�plan�the�event�then�start�small�by�
leveraging existing events or taking small groups to dinner.

7.  If you want your clients to bring another couple or two out for dinner try this 
approach:     
  n Explain that you’d like to thank them for their business and would like to  
� meet�other�couples�just�like�them�who�might�benefit�from�the�work�you 
 do to help [families, individuals, business owners] plan and protect their  
� financial�future.�  
n   Say, “I’ve reserved a table for you and two other couples so we can have a nice  
 dinner and get to know each other better. The intention isn’t to talk business,  
 but to build relationships. Let’s touch base a couple days before our dinner  
 date about who you’re bringing.”  

8.  For smaller events invite guests that have common interests, life stages or 
occupations so you create a sense of community among your guests.  The result 
is�that�conversation�flows�easier,�guests�will�feel�more�comfortable�and�everyone�
benefits�from�new�introductions.��

9.  Always list lessons learned after the event so you can build on your experience 
going forward. 

10.  If the objective of your event is to deepen relationships and retain clients then  
keep your event fairly small so you can spend time with all your guests.  If you  
have many key clients you’d like to invite, host several smaller events rather than 
one big one.

11.  Use the appropriate invitation for the type of event you’re hosting.  If your event 
is a special thank you event for key clients then consider making a personal phone 
call to the clients and then following up with a formal invitation.   If you’re inviting 
guests�to�your�annual�barbeque�then�an�email�invitation�may�be�sufficient.�

Do

n  n  n  n

page 1

Fred Gaber, Managing Partner of the Gaber Group and affiliated with the Cooper Agency, 
invited top clients and their families to a one-of-a-kind event, with the opportunity to create a 
custom pair of Nike sneakers. Each guest had the chance to work with a Nike designer, while 
enjoying food and beverages in a family-friendly environment. 

Fred held the Nike event as both a client appreciation event, and also an opportunity to 
gain referrals through existing clients. Clients were encouraged to bring guests or family 
members to the event, creating unique exposure for the Garber Group.

A Wednesday evening in July from 5-7 p.m.

The Nike ID Studio, 6 East 57th Street, New York, NY. 

A bold flyer invitation was mailed to key clients. The invitations were also sent via email.

Approximately 30 guests attended the event. Adults and children created 26 pairs of 
custom designed sneakers.

Five design teams were set up and each client and/or child worked with a designer to 
create their very own Nike sneaker, at no cost to them. The Nike staff helped set up food 
from California Pizza Kitchen. Guests enjoyed pizza, wraps and beverages while they 
mingled and created their sneakers. Fred initially heard about the idea from a friend 
and Managing Partner Susan Cooper really liked the idea too. People love getting things 
for free; especially something as useful as sneakers, and the event was a good way to 
incorporate children and families.

SucceSS Story: 
Want to ShoW Your appreciation? 
JuSt Do It!

DetaIlS

GueStS

When

obJectIve 

locatIon

InvItatIonS

All these marketing materials and more are available in the Marketing section of Producers Place, unless otherwise noted.



Diverse products with rich 
features for your clients 

 Whole Life 
For clients who want guaranteed death  
benefit protection, and predictability.

  n  Guaranteed protection, premiums and growth
  n  More choices for uncommon flexibility and control
  n Two PUA rider options and paid-up period flexibility
  n  Strong dividend history and six dividend options*

Universal Life
For clients who want to create a legacy, plus have a 

little something extra for whatever life brings.
  n  Two products offering cost effective protection
  n  No-lapse guarantees ranging from 30 years or for life
  n  Long term accumulation potential for life’s surprises
  n  Riders to enhance protection and security

Indexed Universal Life
For clients who don’t want to choose between 

protection and cash value accumulation.
  n  Strong cash value accumulation potential
  n Market-based upside growth with downside protection
  n  Diverse choice of fixed or indexed account options
  n  Traditional or indexed loans available

Survivorship Life
For clients who can benefit from a joint solution to 

help protect and fulfill the promise of tomorrow. 
  n  Cost-effective protection for two people in one policy
  n  Indexed and variable life products available
  n  Strong upside potential and downside protection
  n  Optional riders for individuals and business owners

Variable Universal Life
For clients who want protection now and  

the potential for maximum accumulation later.
  n  Diverse account and investment options
  n  Fund options with automatic, risk-based rebalancing
  n  Fixed index account option with downside protection
  n  No-lapse guarantee plus optional extended no-lapse

Term Life
For clients who need an affordable way to begin  

the journey down a smart financial path.
  n  Two products available
  n  1, 10, 15 or 20 year level periods available 
  n  Attractive, flexible conversion privileges  
  n  Optional riders for added security

unlock life’s possibilities.

For information about any Penn Mutual life product, please contact your  
field office or call the Life Sales Desk at 1-800-818-8184, option 4.

* Dividends are not guaranteed. 
All guarantees are based on the claims-paying ability of the issuer. This information is intended to provide an overview of the product categories included in the 
Penn Mutual life product portfolio and some of the product features or benefits within those categories. Product features and benefits will vary based on the 
specific product. State variations and eligibility requirements apply.  The availability of no-lapse guarantees and the number of no-lapse guarantee years varies by 
product, age of insured and other factors.  Required premiums must be paid when due. Please note that riders are optional, subject to eligibility requirements and, 
in some cases, may carry additional cost. Rider availability and names may vary by state.  The Chronic Illness Accelerated Benefit is not available in CA, MD and WA.
For Producer Use Only
© 2014 The Penn Mutual Life Insurance Company, Philadelphia, PA 19172, www.pennmutual.com



Diverse products with rich 
features for your clients 

 Whole Life 
For clients who want guaranteed death  
benefit protection, and predictability.

  n  Guaranteed protection, premiums and growth
  n  More choices for uncommon flexibility and control
  n Two PUA rider options and paid-up period flexibility
  n  Strong dividend history and six dividend options*

Universal Life
For clients who want to create a legacy, plus have a 

little something extra for whatever life brings.
  n  Two products offering cost effective protection
  n  No-lapse guarantees ranging from 30 years or for life
  n  Long term accumulation potential for life’s surprises
  n  Riders to enhance protection and security

Indexed Universal Life
For clients who don’t want to choose between 

protection and cash value accumulation.
  n  Strong cash value accumulation potential
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For clients who need an affordable way to begin  
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How To Get Started

1

2

3

Read the Penn Mutual Social Media 
Policy and Standards

Complete the online Social 
Networking Compliance Course

Submit your paperwork to compliance

Now you’re ready to sign-up 
with Hearsay Social!

pennmutual.com/socialmedia

Hearsay Social Benefits

1

2
3

Manage your Facebook, Twitter, and 
LinkedIn accounts all in one place

Compliance-approved content library

Social Signals – Get alerted to your 
clients’ major life changes

4 Schedule posts in advance

5 Capture performance metrics

Penn Mutual Hearsay Social Users report increase of sales leads1

“Scheduled a meeting 
with someone I met 

on LinkedIn”

38%
7% from last year

“A client referred me 
to one of their 

contacts on LinkedIn”

27%
13% from last year

“I brought in new 
business from someone 

I met on LinkedIn”

20%
7% from last year

1 Results according to the Penn Mutual Hearsay Social Content Study conducted July 29–August 11, 2014, compared to the Penn Mutual Socialware Content Study conducted August 6–16, 2013.

Facebook.com/PennMutual LinkedIn.com/company/Penn-Mutual Twitter.com/PennMutual YouTube.com/user/PennMutualLife

pennmutual.com/socialmedia
*Interns, producers registered with a broker dealer other than HTK, and producers registered with an outside RIA are not eligible.



We are here to help:

Can’t wait to help you  
grow your practice and see 
you at the 2016 Penn Mutual 
Conferences!

Conferences:    Social Media:    Development Opportunities:
Kristin Huston    Lauren Kane    Rachel Stein 
Huston.Kristin@pennmutual.com Kane.Lauren@pennmutual.com  Stein.Rachel@pennmutual.com
(215) 956-8406    (215) 956-8760    (215) 957-7310

Recognition Programs:   Marketing Department:
Holly Jacques Lukach   Kelly Burnetta
Lukach.Holly@pennmutual.com  Burnetta.Kelly@pennmutual.com
(215) 956-8356    (215) 956-8447



Can’t wait to help you  
grow your practice and see 
you at the 2016 Penn Mutual 
Conferences!

        For more details on the Penn Mutual Conference Experience, please visit our 
conference website www.pennmutualconferences.com or the Leaders Recognition 
section of Producers Place.



FOR INTERNAL USE ONLY. NOT TO BE USED IN SALES SITUATIONS. 

To qualify for the conference, you must hold a valid contract with Penn Mutual and Hornor, Townsend & Kent, Inc. (HTK). 

Recognition eligibility is contingent upon maintenance of good compliance standing. Potential qualifiers will be reviewed at the  
end of the qualification period and may be subject to disqualification at Penn Mutual’s discretion. 

Invitations to conference are non-transferable.

Qualification for conference does not guarantee an invitation. Penn Mutual and HTK have the right to exclude individuals for any reason. Furthermore, 
Penn Mutual and HTK, will from time to time, and as part of the conference qualification process, extend invitations to individuals who may not have 
otherwise qualified. For more information about Penn Mutual and the products and services we offer to help grow your business, visit www.
pennmutual.com. 

Securities offered through Hornor, Townsend & Kent, Inc. (HTK), Registered Investment Advisor, Member FINRA/SIPC, 600 Dresher Road, Horsham, PA 
19044/215-957-7300. HTK is a wholly owned subsidiary of The Penn Mutual Life Insurance Company.

©2014 The Penn Mutual Life Insurance Company, Philadelphia, PA 19172 www.pennmutual.com
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