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ING US Financial Services

Members
Jill T. McGruder, FLMI, CLU, ChFC
Western & Southern Financial Group

Eric S. Rubin, FSA
New York Life Insurance Company

Peter R. Schaefer, FSA, MAAA
Hannover Life Reinsurance Company of America

Marian Sole, CLU, ChFC
AXA Equitable Life Insurance Company

Randy F. Wallake, CLU, ChFC
Securian Financial Group

Staff Representative
Donna M. Ericson
LIMRA

Executive Viewpoints on the New Financial 
Landscape
Robert E. Chappell
Chairman, President, and Chief Executive Officer
The Penn Mutual Life Insurance Company

Donald A. Guloien
President and Chief Executive Officer
Manulife Financial

Theodore A. Mathas
Chairman, President, and Chief Executive Officer
New York Life Insurance Company

Robert A. Kerzner, CLU, ChFC, Moderator
President and Chief Executive Officer
LIMRA, LOMA, and LL Global Inc. 

Tough Times: Opportunity for Innovation and 
Corporate Makeover
Gary Heil
Founder
The Center for Innovative Leadership

SUPPLIER HOSPITALITY — 5:00 to 10:00 p.m.

TUESDAY, OCTOBER 27

Breakfast Buffet — 7:00 to 8:00 a.m.

General Session — 8:00 TO 9:40 a.m.
(Simultaneous Spanish and Portuguese translation)

Daniel P. Mulheran, CLU, ChFC, LLIF, Presiding
President, ING US Retail Life Distribution
ING US Financial Services
Chair, LIMRA Annual Meeting Committee

Change Defined: The New Rules in Obama’s 
Washington
Thomas Crawford
President
C2 Group, LLC

Additional speaker soon to be announced

CONCURRENT WORKSHOPS — 10:00 to 11:00 a.m.
15.	 Today’s Wholesaling: A Model for Tomorrow
16.	 Achieving Channel Growth in Uncertain Times
17.	 Capturing the Younger Generations
18.	 Where’s the Risk?
19.	 Managing Across Generations 

FEATURE EVENT — 11:30 A.M.
(Simultaneous Spanish and Portuguese translation)

James W. Weakley, Presiding
Vice President and Head of Marketing for  
International Insurance
Prudential Financial 
Chair, LL Global Board of Directors 

Ben Stein on the Economic Crisis
Ben Stein
Economist

ADJOURNMENT — 12:30 p.m.

Annual Meeting Committee
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J. Barry Griswell, CLU, ChFC, LLIF
Retired Chairman and Chief Executive Officer
Principal Financial
J. Barry Griswell is retired chairman  
of the board and CEO of The Principal 
Financial Group®, and the current  
president of the Community Foundation 
of Greater Des Moines. Griswell joined 

The Principal in 1988 as an officer and agency vice presi-
dent. Ten years later he was named president, and became 
CEO in 2000 and chairman of the board in 2002. Griswell 
retired as CEO in 2008 and as Chairman in 2009. Prior to 
his association with The Principal Financial Group, he 
served as president and CEO of MetLife Marketing 
Corporation, a distribution-marketing subsidiary of 
Metropolitan Life Insurance Company. He is active in  
various industry and community organizations, including 
Herman Miller Inc., the S.S. Huebner Foundation for 
Insurance Education, LIMRA and LOMA, and the ACLI.

Donald A. Guloien
President and Chief Executive Officer
Manulife Financial
Donald Guloien is president and CEO  
of Manulife Financial Corporation. He  
is also a Manulife director and Chair of 
the company’s Executive Committee.

Before taking on his current role,  
he served as senior executive vice president and chief 
investment officer, responsible for Manulife’s worldwide 
investment operations, including management of the  
company’s $190 billion of general fund assets. He also  
led the growth of the company’s external (third-party) 
asset management business, MFC Global Investment 
Management. As Chair he supervised the management  
of more than $95 billion of diverse assets for external  
clients, including large pension funds, endowments,  
and financial services companies. During that period,  
he also led the integration of Manulife’s investment  
operations with those of John Hancock in 2004,  
creating one of the strongest global investment  
management franchises in the industry.

Gary Heil
Founder
The Center for Innovative Leadership
Gary Heil, a sought-after business  
advisor, has written extensively in the 
areas of leadership and loyalty. He  
currently serves as chairman of the 
Compensation Committee of the 

Gymboree board of directors and chairman of the board  
of CellTech Metals. In 1992, Heil co-founded The Center 
for Innovative Leadership, an organization dedicated to 
helping leaders find more effective ways to organize their 
collective efforts. As part of that effort, he has conducted 
many organizational assessments in a wide range of  
industries. He has co-authored numerous books, including 
Leadership and the Customer Revolution, One Size Fits One, 
Maslow on Management, Douglas McGregor Revisited: 
Managing the Human Side of Enterprise, and The Leader’s 
New Clothes.

Robert M. Baranoff, FLMI, LLIF
Senior Vice President, Member Benefits
LIMRA
Bob Baranoff is responsible for LIMRA’s  
global research program, including monitor-
ing industry results and tracking strategic 
issues. He also oversees the association’s 
research communication initiatives and is 

responsible for relations with the LIMRA, LOMA, and LL Global 
Board of Directors. He is a frequent speaker at industry forums 
and is the author of many articles and papers. In 1999 he was 
named corporate vice president of strategic research, and became 
the head of LIMRA’s North American research program in 2000. 
He assumed his current member benefit responsibilities in 2005 
and then added the title of Corporate Secretary in 2007.

Robert E. Chappell
Chairman, President, and Chief Executive Officer
The Penn Mutual Life Insurance Company
Robert Chappell joined Penn Mutual as 
president in January 1994 and was named 
CEO in April 1995. He became chairman  
in January 1997.

A former director of the Federal Reserve 
Bank of Philadelphia, Chappell currently serves as a director 
of the Quaker Chemical Corporation, South Chester Tube 
Company. He is also a member of the Board of Managers of 
Janney Montgomery Scott LLC and Chairman of the Board of 
The Pennsylvania Trust Company. In addition, he is the past 
chairman of the Insurance Federation of Pennsylvania and a 
member of its Executive Committee. He is also a member of 
the Financial Services Steering Committee for the ACLI and 
an advisory board member of the Financial Institution  
Center, Wharton School, University of Pennsylvania.  

Thomas Crawford
President
C2 Group, LLC
Tom Crawford is a founding partner  
of C2 Group, a Washington, DC lobbying  
firm. He specializes in tax and budget  
matters and has been active in the  
emergence and development of corporate  

governance, retirement security, and tax policy. Crawford’s 
practice in the area of taxation is highlighted by his  
representation of large life insurance and financial services 
companies as well as a number of Fortune 500 companies.  
His representation of these interests includes coverage of  
the House and Senate leadership, the House Ways & Means 
and Senate Finance Committees, and the Joint Committee  
on Taxation. In addition, Crawford has represented clients  
at the Treasury Department’s Office of Tax Policy and the 
Internal Revenue Service on tax controversies as well as  
legislative and policy issues. He has worked on every tax  
measure and budget reconciliation package considered by 
Congress over the past two decades. 

General  Sess ion Speakers
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Daniel P. Mulheran, CLU, ChFC, LLIF
President, ING US Retail Life Distribution
ING US Financial Services
Chair, LIMRA Annual Meeting Committee
Dan Mulheran is responsible for leader-
ship and management of two core life 
insurance sales channels in addition to  
the U.S. Life Sales Support Group and 

Conference Planning Group. Before his current role, 
Mulheran was head of the Independent General Agency 
Distribution Channel. Prior to ING, his firm Town & 
Country Financial Inc. represented ReliaStar Life and 
Washington Square Securities Inc. He also held management 
positions with Great-West Life Assurance Company, in  
addition to running his own private insurance and financial 
planning practice. Mulheran is a member of AALU, NAIFA, 
NAILBA, and the Society of Financial Service Professionals. 
He is a former president of the Minneapolis Life 
Underwriters Association, and national committee member 
to the National Association of Life Underwriters. He was  
the Chair of the 2008 LIMRA Distribution Conference and 
is the Chair of the 2009 LIMRA Annual Meeting.

James W. Weakley
Vice President and Head of Marketing for 
International Insurance
Prudential Financial
Chair, LL Global Board of Directors
Jim Weakley currently serves as VP  
and head of Marketing for Prudential 
Insurance International overseeing  

management of all marketing activities. Prior to joining 
Prudential in June 2009, he spent nine years in a variety  
of senior roles with American General including executive 
vice president, Strategic Growth Initiatives, president and 
CEO of AIG Benefit/Workplace Solutions, president and 
CEO of American General Life and Accident, executive vice  
president in charge of Product Development and Corporate 
Communications, and president and CEO of AIG Life of 
Bermuda. Prior to joining American General, Weakley held 
leadership and marketing positions with General Electric 
and GE Capital, including assignments as general manager 
at subsidiaries located in Toronto and Mexico City.

In addition, Heil served as the founder and CEO of the 
National Pitching Association (NPA). The NPA is an  
organization dedicated to helping baseball pitchers  
increase effectiveness, stay healthier, and develop a greater 
love for the game. He co-authored The Art and Science of 
Pitching with Tom House and Steve Johnson.

Beth M. Hirschhorn
Senior Vice President and Chief Marketing Officer
MetLife
Heading up MetLife’s Global Brand  
and Marketing Services group, Beth 
Hirschhorn is responsible for protecting 
and enhancing MetLife’s brand in  
addition to managing all aspects of 

advertising, promotions, customer information, competi-
tive intelligence, creative services, and Internet activities  
to reach consumers and businesses in both U.S. and  
international markets. Previously, she was responsible  
for all aspects of marketing to support MetLife’s U.S. 
Individual and Institutional businesses. Hirschhorn  
joined MetLife in 2002 to lead a major expansion of the 
Institutional Retirement and Savings division and was 
responsible for developing and providing marketing  
support for a broad range of financial solutions.

Robert A. Kerzner, CLU, ChFC
President and Chief Executive Officer
LIMRA, LOMA, and LL Global, Inc.
As president and CEO of LIMRA,  
LOMA and their parent organization,  
LL Global, Bob Kerzner leads the world’s 
largest association of life insurance and 
financial services companies. The  

combined organizations have over 1,200 members in  
more than 70 countries, including most of the world’s  
largest life insurance companies. 

Before joining LIMRA in 2004, Kerzner was executive  
vice president and head of the individual life division of 
Hartford Life, Inc. Kerzner’s career with The Hartford 
spanned 30 years from 1974 to 2004. In his first 20 years, 
he established performance records in field sales and  
management, before moving to senior management.  

Theodore A. Mathas
Chairman, President, and Chief Executive Officer
New York Life Insurance Company
Ted Mathas is Chair, president, and  
CEO of New York Life Insurance 
Company, the nation’s largest mutual  
life insurer with more than $248 billion 
in assets under management. As chief 

executive, Mathas is responsible for running all aspects  
of the company, including all domestic and international 
business operations. He also serves on the Board of the 
ACLI. Mathas joined New York Life in June 1995 in the 
Asset Management operation. Since that time he has held 
positions of increasing responsibility, including president 
of NYLIFE Securities LLC, a retail broker-dealer subsidiary; 
COO for Agency Distribution; COO for Life and Annuity; 
and executive vice president and co-head of U.S. Insurance 
Operations.  
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MONDAY, OCTOBER 26 — 10:30 to 11:30 a.m.
CONCURRENT WORKSHOPS

4.	 	Our Biggest Distribution Partners — A Strategic 
Look Forward
If one were writing the “New Rules of Engagement,” one 
would spend many chapters on our largest distribution 
partners. This workshop will examine the evolution of  
some of the biggest and best MGA/BGAs in North America; 
principals of these firms will take a quick look back at how 
they’ve grown, will examine some of their toughest issues 
today, and will polish up their crystal balls for a look at the 
future of consolidated distribution.

Presenters: Terri DeFlorio, Hub Financial; Mike Hefferon, Bufkin, Hefferon,  
& Siegel Inc. (BRAMCO) 

5.	 	Navigating Troubled Waters — And Still Sailing!
This panel of producers from different corners of the  
industry will share their strategies for success during these 
difficult times. You will hear how they have found ways to 
thrive despite the many challenges in today’s market, such as 
weathering the current economic downturn, overcoming the 
lack of consumer confidence, and even maintaining their 
own confidence. This session also will explore company  
initiatives that have helped these producers, as well as other 
ways companies can encourage producers and boost  
productivity in such a complicated environment.

Presenters: Adam Greenstein, Wealth Advisory Group LLC; Zachary Siegel, 
CFP, Wealth Management American Business Inc.; James Vavas, LUTCF, MDRT, 
Vavas Insurance & Financial Services

6.	 	Leveraging the Power of Social Media
With ever-increasing numbers of customers and producers 
incorporating blogs, social networking, online communities, 
video sharing, and podcasts into their online experiences, 
huge opportunities for communicating with these individu-
als emerge. This session will address the current state of 
social media use in the financial services industry. We will 
explore the tactics and strategies carriers are presently using 
to take advantage of social media applications in various 
areas of their organizations, and assess the challenges  
financial services companies face with social media use.

Presenters: Todd Silverhart, LIMRA; TBD 

SUNDAY, OCTOBER 25 — 4:00 to 5:00 p.m.
EARLY-BIRD WORKSHOPS

1.	 	The Critical Role of Onboarding in Recruiting  
and Retention 
To be effective, onboarding must include more than the  
benefits you offer, product training, and an orientation to 
the employee’s team. It is immersion in the company and  
the industry, as well as an in-depth understanding of the 
objectives for the position and the opportunities and  
development plan for that employee going forward. 
Onboarding should be a proactive process that aligns 
employees’ expectations with the reality of what your  
organization has to offer.

In this session, attendees will gain insight as to how  
leading-edge companies leverage their onboarding process  
to boost employee retention, production, and commitment. 
This session will focus on how a solid onboarding  
program can help you attract candidates.

Presenter: Delores Freitag, LIMRA

2.		 Empowering Advisors in Retirement Income Planning
This session will explore how best to train financial advisors 
on retirement income planning. Based on recent LIMRA 
research, we will examine advisors’ attitudes toward and 
understanding of retirement income products, their view of 
insurance companies, and consumer opinions as to which 
product attributes matter most.  

Presenter: Marie Rice, LIMRA

3.		 Challenging Conventional Wisdom: A Primer for 
Understanding Today’s Consumer
To what extent have the tumultuous economic events of  
the past year fundamentally changed today’s consumers  
of financial services? As we plan strategies for operating in 
the new economy, it is essential to review the basic tenets 
that govern consumer behavior when it comes to financial  
protection. In this workshop, we will review information 
from recent LIMRA research that examines conventional 
wisdom regarding the role protection products play in  
financial planning. We will also discuss how today’s  
consumers prefer to acquire needed financial services  
and interact with financial professionals.

Presenter: Todd A. Silverhart, Ph.D., LIMRA

Workshops
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 7.	 	Multicultural Markets: Factors Leading to Success
As the United States becomes increasingly diverse, many 
companies are looking at ways to enter the culturally 
diverse markets. Which markets should they look at?  
How should they start? What do you need to be successful 
in marketing financial products in these markets? Come  
to this session to hear what companies are doing to achieve  
success in these markets.

Presenters: Jane S. Conti, New York Life; TBD

8.		 A Proven Approach to Product Development
Quite often, product development means copying  
someone else’s “hot” product with a few tweaks. To be 
truly creative though, sometimes we must step outside  
the familiar. Hear how an insurance company worked  
with Maddock Douglas, The Agency of Innovation, to 
bring a completely new approach to life insurance product 
development.

Presenters: Joan H. Cleveland, Prudential Financial; Javier Flaim,  
Maddock Douglas

9.	 	Identifying and Developing High Potential Leaders
The challenging demands of the past year have heightened 
CEO and Board awareness to the importance of sustained 
leadership to this critical function. Korn/Ferry professionals 
will share best-in-class practices that are producing  
performance differentiation through quality leadership 
development.

Presenters: Gregory A. Janicik, Ph.D., Korn/Ferry; Michael Magsig,  
Korn/Ferry 

MONDAY, OCTOBER 26 — 1:00 to 2:00 p.m.
CONCURRENT WORKSHOPS

10.	Attracting the Best Producers
Attracting producers is one thing. Attracting the best  
producers is directly aligned with your channel’s value 
proposition and a well-defined process for uncovering the 
best talent available. Attendees will hear from distribution 
leaders, representing both affiliated and independent  
channels, as to:

•	How they are raising the bar to secure the best possible 		
	 sales talent  

•	The essential elements of their value proposition  
	 and process 

•	Home office and field support to achieve best results

Presenters: Richard Simonetti, New York Life Insurance; Dustin Smith, ING 

11.	Forces of Change: Issues Facing Distribution Leaders
Economic conditions have deflected industry trends in 
new directions. But the key question is: In what directions? 
A new research study jointly conducted by LIMRA and 
McKinsey & Company stepped back to explore how sales 
channels will adjust to the new business environment and 
what these forces of change mean for distribution leaders. 
LIMRA will lead you on an exploration of key issues facing 
distribution leaders. This research will help you stay 
informed about the industry’s current issues, and will 
guide you in making informed decisions.

Presenter: Lucian J. Lombardi, ASA, LIMRA

12.	The New Retirement Reality
Will I ever retire? A common question for many these days. 
To some, retirement is a chance to finally do something 
they always dreamed about, whether it is volunteer work, 
leisure activities, or a second career doing something fun.  
Yet for a growing number, retirement seems unobtainable.   
Hear from our distinguished panel of experts as to how 
their business strategies evolve with the ever-changing  
definition of retirement.

Presenters: James K. Cornell, Prudential Retirement; Tamiko Toland, 
Annuity Insight

13.	Working With the Mass Affluent in the New Economy
The Mass Affluent represents a sizable, important market 
for providers of financial services. So who comprises this 
market and how can they be reached? This workshop  
will provide an understanding of the composition and 
potential of this market segment and illustrations of how 
companies are pursuing these consumers in the midst of 
the current financial uncertainty.  

Presenter: TBD, Nielsen Claritas

14.	Road to Recovery — Predictions      
The only thing that’s sure about predictions, particularly 
those based on economics, is that a large percentage are 
sure to be wrong. But what if you had a chance to say “yea” 
or “nay” to predictions about the industry’s recovery from 
the recession? Would you be able to predict the future  
better than the so-called “experts?” In this interactive 
workshop, LIMRA will present a set of predictions about 
the near and not-so-near future, based on the best opinions 
they can find. Members of the audience will use interactive 
voting devices to indicate their agreement or disagreement 
with the prediction, and will discuss their reasons for 
agreeing or not. Come join us for a spirited discussion  
and learn what others are envisioning for the future.

Presenter: Frank Santa-Donato, LIMRA
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To Register
Register for the 2009 Annual Meeting by returning the 
Conference Registration Form to Events Registration, 
LIMRA. (For express purposes, mail to LIMRA, Attn: 
Events Registration, 300 Day Hill Road, Windsor, CT  
06095.)

Visit www.limra.com/annualmeeting to register online.

The early registration fee for LIMRA members is $1,095; 
LOMA (but not LIMRA) members: $1,645; and  
nonmember company attendees: $2,190. The early  
registration fee must be received by October 1, 2009. The 
later registration fee for LIMRA members is $1,195; LOMA 
(but not LIMRA) members: $1,795; and nonmember  
company attendees: $2,390. LIMRA requires prepayment 
of registration fees prior to all conferences and meetings. 
Please make checks payable to LIMRA in U.S. dollars  
drawn on a bank in the United States. 

For vendor registration fees, call Events Registration at  
800-235-4672 (U.S. and Canada) or 860-285-7789. Send  
the Hotel Reservation Form direct to Hilton New York, 
New York, NY.

Spouses/Guests: A registration fee of $125 is available to 
spouses and guests of registered attendees. Individuals in an 
industry-related position, co-workers, or associates do not 
qualify. We invite spouses/guests to participate in the event’s 
food and social functions and ask that they wear their 
badge to these events. Participation in the general sessions 
and workshops is limited to those who have paid the full 
registration fee to attend the conference.

Meet ing Detai l s

TUESDAY, OCTOBER 27 — 10:00 to 11:00 a.m.
CONCURRENT WORKSHOPS

15.	Today’s Wholesaling: A Model for Tomorrow
The new economic environment creates opportunities as  
well as challenges. Wholesaling investment products may now 
require a different approach, particularly in channels that rely 
heavily on these product lines. Conversely, the products with 
the most appeal will be the ones that represent safety, but  
must also be easy to sell. Come to this session to hear how 
organizations are adapting their wholesaling strategies to take 
advantage of opportunities created by the new economic  
environment to create long-term partnerships with  
distributors and their reps.

Presenters: Richard Hotham, Liberty Life of Boston; Marian Sole, AXA-Equitable Life

16.	Achieving Channel Growth in Uncertain Times
In today’s unpredictable environment, the key to achieving 
channel growth rests in your ability to focus and execute on 
the core drivers. Whether they’re productivity and retention, 
recruiting and service delivery, or innovation and nimbleness, 
successful companies focus on the basics during difficult times 
and do not allow themselves to become distracted in their  
execution. In this informative session, you’ll hear both  
traditional and novel approaches to sustaining channel growth 
through uncertain times, from carriers with a keen ability to 
focus and execute on the basics.

Presenters: Larry Adams, Ohio National; Mathew Lynch, CLU, ChFC, Western & 
Southern Financial Group  

17.	Capturing the Younger Generations
Gen X and Gen Y are very different from the baby boom  
generation. The Xs and Ys have grown up with the Internet, 
have played games online, and communicate online. They are 
much more comfortable using online tools than the older  
generations. Companies realize that they have to change how 
they have traditionally reached out to consumers. But this is 
not an easy task. Hear how companies are reaching out to  
capture the younger generations. 

Presenter: Maurice Kuykendoll, Prudential; TBD

18.	Where’s the Risk?
What key risks will your company face in the coming months 
and years? This session will explore emerging operational and 
strategic risks in marketing and distributing life insurance and 
annuity products in the United States. Based on a joint 
LIMRA-Milliman project, this session will help companies to 
identify, analyze, and understand the industry’s risk exposures 
in a way that will provide useful input for strategic planning, 
risk management, and marketing efforts.  

Presenters: Timothy E. Hill, FSA, MAAA, Milliman, Inc.; Elaine F. Tumicki, CLU, 
ChFC, LLIF, LIMRA	

19.	Managing Across Generations
For the first time in history, four distinct generations are 
working side by side. Managing the differences among 
these diverse groups is one of the greatest challenges facing 
today’s leaders. Each generation brings its own values, 
goals, expectations, and behaviors to the workplace. This 
mix often leads to generational conflict that affects morale, 
recruiting efforts, and retention rates — and costs billions 
of dollars in lost productivity. Organizations wishing to 
remain successful in the extraordinary pressures of today’s 
economy must create a work environment that leverages 
the talents and contributions of the members of all four 
generations. This seminar will provide strategies to help 
leaders maximize the performance of each employee  
thereby optimizing productivity and growth.

Presenter: Ruth Mitman, Ph.D., The Mitman Group
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Workshop Selec t ion

	 Sunday, October 25	 Monday, October 26	 Monday, October 26	 Tuesday, October 27
	 4:00 to 5:00 p.m.	 10:30 to 11:30 a.m.	 1:00 to 2:00 p.m.	 10:00 to 11:00 a.m.

Translation Services
Simultaneous translation services (English–Spanish 
and English–Portuguese) are available at a cost of 
US $100 per attendee. Traducción simultanea 
(Inglés–Español y Inglés–Português) estará disponible. 
El costo es US $100 por participante.

Hotel Information
Hilton New York
1335 Avenue of the Americas
New York, NY 10019

Phone:  
800-HILTONs (445-8667)

Local Number: 212-586-7000

http://www.hilton.com

Make your reservations by Thursday, October 1, 
2009, and mention the LIMRA Conference at  
Hilton New York to receive the group rate of  
$319.00 single/double. Requests after October 1, 
2009, will be accepted on the basis of space  
availability and may be subject to a higher room 
rate. Call Reservations at 1-800-HILTONs (445-8667) 
or visit www.limra.com/events to reserve online.

All reservations must be accompanied by a first 
night’s deposit or guaranteed with a major credit 
card. The hotel will not hold any reservation unless 
secured by one of the above methods. Reservations 
must be cancelled 24 hours in advance of arrival or 
one night’s room and tax will be charged.

Check-in time: 3:00 p.m. Check-out time: 12 noon

Please use this as a reference to select one workshop from each time period.

1. 	The Critical Role of 		
		 Onboarding in Recruiting 	
	 and Retention    

2. 	Empowering Advisors in 	
	 Retirement Income Planning

 
 
 
3. 	Challenging Conventional 	
	 Wisdom: A Primer for Under- 	
	 standing Today’s Consumer

4. 	Our Biggest Distribution 	
	 Partners — A Strategic 	
	 Look Forward

5. 	Navigating Troubled Waters 	
	 — And Still Sailing!

6. 	Leveraging the Power of 	
	 Social Media

7. 	Multicultural Markets: 	
	 Factors Leading to Success

 
8. 	A Proven Approach to 	
	 Product Development	

 
9. 	Identifying and Developing 	
	 High Potential Leaders

10. 	Attracting the Best 		
	 Producers

 
11. 	Forces of Change: Issues 	
	 Facing Distribution Leaders

 

12. 	The New Retirement 	
	 Reality

13. 	Working with the Mass 	
	 Affluent in the New Economy

14. 	Road to Recovery — 	
	 Predictions

	

15. 	Today’s Wholesaling: A 	
	 Model for Tomorrow

 
16. 	Achieving Channel  
	 Growth in Uncertain Times	

17. 	Capturing the Younger 	
	 Generations	

 
18. 	Where’s the Risk?

 
 
19. 	Managing Across 		
	 Generations

Distribution

 
 

Markets
 
 
 
 

Strategic 
Management

 
Leadership

PACE Credits
LIMRA International, in conjunction 
with The American College and the 
Society of Financial Service 
Professionals, is pleased to report  
that attendance at workshop  
sessions will qualify interested  
individuals for Professional 
Achievement in Continuing 
Education (PACE) credits for  
CLU and ChFC continuing  
education requirements.

Meeting Attire
Dress for the meeting is business 
attire.

Special Offer
Save $100 when you also  
register for LIMRA’s  
Latin American Conference,  
October 27–28!
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Workshop Selections (Designate choice by number.)

Sunday – 4:00 to 5:00 p.m. (# 1-3)	 ________________

Monday – 10:30 to 11:30 a.m. (# 4-9)	 ________________

	 1:00 to 2:00 p.m. (# 10-14)	 ________________

Tuesday – 10:00 to 11:00 a.m. (# 15-19)	 ________________

Registration Fees*	

Early Birds** 
	 LIMRA Member — $1,095	 $ 
	 LOMA Member  
	 (But not LIMRA) — $1,645	 $ 
	 Nonmember — $2,190	 $
After October 1, 2009 
	 LIMRA Member — $1,195	 $ 
	 LOMA Member   
	 (But not LIMRA) — $1,795	 $  
	 Nonmember — $2,390	 $
Spouse/Guest — $125	 $
Translation — $100	 $
CT employees add CT Sales tax 	 $
Total conference fees enclosed 	 $
*LIMRA requires prepayment of registration fees. 
**Payment must be received by October 1, 2009 to receive early-bird discount.
Registration price includes cost of $25 for materials.

Cancellation Policy
All cancellations must be received in writing. Cancellations received before October 2, 2009 
will be refunded, less a $75 processing fee. Cancellations received from October 2, 2009  
to October 16, 2009 will be refunded less a $375 processing and administration fee. No 
refunds will be issued after October 16, 2009. 

In the event that a scheduled meeting or event is cancelled by LIMRA for any reason, 
LIMRA shall refund any conference registration fees that have been paid by the registrant. 
Under no circumstances, however, shall LIMRA be liable to the registrant for any other 
expenses including, but not limited to, airfare and hotel expenses incurred by the registrant. 

Please fax or mail this form to:
LIMRA
Attn: Events Registration
Windsor, CT 06095, U.S.A.
Fax: 860-285-7792

For express purposes, send to:
LIMRA
Attn: Events Registration
300 Day Hill Road
Windsor, CT 06095, U.S.A.

2009 LIMRA Annual Meeting
October 25 – 27, 2009 
Hilton New York, New York, NY 
To register on the Web — www.limra.com/events

COMPANY 

LAST NAME/FAMILY NAME		                            FIRST NAME/GIVEN NAME		                         MI

NAME FOR BADGE		                            SPOUSE/GUEST NAME (if attending)

TITLE

MAILING ADDRESS

CITY	                           STATE/PROVINCE	                         COUNTRY	         POSTAL CODE	

PHONE (                      )                                                          EXT.	          FAX (                     )	                                                       EMAIL

Is this your first time attending the LIMRA Annual Meeting?	 Yes ❏	 No ❏
Will you attend the luncheon on Monday, October 26?	 Yes ❏ 	 No ❏

Registration number

Date received

Company number

Registrant number

Amount received

FOR LIMRA USE

2009 Conference Regis t ra t ion Form

Method of Payment
❑ Check enclosed (payable to LIMRA in U.S. funds drawn on a bank in the United States)
Credit card (check one):   ❑ MasterCard       ❑ VISA       ❑ Discover       ❑ AMEX       ❑ Diners
Card number	            Exp. date

CVV

Signature

Credit card billing address if different from above:
Address

City, state, zip

(3- or 4-digit security code) located on the back of MC, VISA, Discover, Diners and on the front of AMEX




