
ife insurance has never been pal-
atable to sell. No one wants to 

talk about death, let alone death bene-
fits. The average person can be ex-
pected to think about love, family, job 
and money many times during the 
course of the day, but life insurance is 
certainly not on the top of the daily 
list. 
Life insurance is at best an intangible, 
in a market economy where by defini-
tion concepts are more difficult to sell 
then commodities you can touch and 
feel such as houses or cars. Mention at 
a party that you are a life insurance 
agent and your evening is likely to be 
spent alone. No wonder industry sta-
tistics over the past three decades an-
ticipate that even the successful life 
insurance agent will sell no more than 
one life insurance policy per week, 50 
over the course of a year. 
  Prepaid legal plans have been around 
since the early 1900s; in fact, two Su-
preme Court cases established their 
legitimacy. In 1963, the Supreme 
Court upheld the constitutionality of 
an NAACP legal program that was 
pressing aggressively to break down 
barriers of racial segregation and dis-
crimination. The following year the 
Supreme Court ruled in favor of the 
Brotherhood of Railroad Trainmen, a 
labor union with a legal services pro-
gram established originally to repre-

sent its members in personal injury 
disputes from railroad accidents. 
Finally, in 1975, the American Bar 
Association dropped its opposition 
and amended its code of professional 
ethics, conceding that middle class 
groups organizing to purchase legal 
services were as legitimate as busi-
nesses retaining corporate clients. 
  Today, over one million middle- 
income households are covered by 
prepaid legal services, and the market 
is expanding rapidly. In a litigious 
society such as ours, legal structures 
pervade every aspect of our lives, and  
the average person is coming to real-
ize that a lawyer may be useful in 
situations beyond divorces, criminal 
indictments and will writing. Looked 
at appropriately, prepaid legal ser-
vices are a type of benefit that pro-
vides access to legal advice at dis-
count rates. For the professional cur-
rently selling life insurance, market-
ing prepaid legal services may be a 
door opener that can additionally be a 
source of recurring commission reve-
nue. 
 
How Prepaid Legal Services Work 
  An individual subscribing to a fam-
ily prepaid legal plan typically pays a 
monthly amount, generally amounting 
to less on an annual basis than what 
would be charged by an attorney for  
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one or two hours work. Alternatively, 
the prepaid legal plan may be offered 
as a workplace benefit, often as an 
elective or voluntary choice. The em-
ployee who chooses to participate in a 
prepaid legal program can usually pay 
via payroll deduction. 
Most plans provide basic services such 
as the preparation of a will, with per-
haps unlimited access to participating 
attorneys for telephone consultations. 
Legal representation that requires ex-
tensive work is provided at a substan-
tial discount from normal attorney 
hourly billing fees. 
  The market for pre paid legal services 
is Middle America. Over 95 percent of 
all lawsuits filled in. the world arc filed 
in the United States. Yet, surprisingly, 
the average American has not been 
conditioned to think of everyday prob-
lems in legal terms. Yes, in a crisis 
situation, such as an arrest for DUI or 
a divorce, the need for legal represen-
tation is reasonably apparent to every-
one. Still many more common situa-
tions affecting the average person have 
legal dimensions. 
  Consider relatively mundane situa-
tions such as an expensive purchase of 
what amounts to a defective product 
that may or may not be fully covered 
by a warranty, or a contact from a 
collection agency seeking to settle an 
outstanding and overdue credit card 
debt. Then, too, many more situations 
today have legal ramifications, perhaps 
a child is involved in a dispute at 
school or an employee has been de-
nied a promotion as a result of a 
prejudice at the workplace. 
  Prepaid legal services aim to put the 
services of an attorney a phone call 
away from reach of the subscribing 
member. A prepaid legal services card 
that can be carried in a wallet or purse 
lists the member’s number and pro-
vides instructions for calling the appro-
priate attorney on call. The card can 
serve as a “legal shield,” one readily 
handed to a police officer as notice 
that the member is invoking the Con-
stitutional right to be represented by 
legal counsel. 

  Today, many small and medium 
sized companies have joined the 
ranks of corporations offering 
voluntary subscription to prepaid 
legal service plans on a payroll 
deduction basis. As the concept 
expands in the marketplace through 
this decade, we can envision that sub-
scribers to prepaid legal plans may 
jump to a level of approximately five 
million participating families, roughly 
five percent of the available US. mar-
ket. At this point, the concept will no 
longer be considered novel and the 
growth of plans in the decade 2010 to 
2020 should increase even more dra-
matically. 
  As workplace marketing expands into 
this new area, prepaid legal services 
may become as expected an employee 
benefit as major medical insurance or 
group Life. In the next few years, pre-
paid legal services may well emerge 
from being a novelty to becoming an-
other accepted form of insurance the 
average American expects. 
 
Emerging Marketing Opportunity 
  The insurance agent seeking to ex-
pand marketing opportunities is well 
advised to consider prepaid legal ser-
vices. Clearly the concept of discussing 
the protection of available legal assis-
tance is more palatable than having to 
bring up issues of mortality in relation 
to traditional life insurance. 
  Even if the insurance marketer’s spe-
cialty is estate planning, prepaid legal 
services just add another dimension: 
Does the prospect have a will that 
meets current needs? Or, on a more 
complex level, is there a need for an 
estate tax plan to be drawn up by an 
attorney? Prepaid legal services com-
plement the portfolio of the life insur-
ance specialist by adding credibility and 
demonstrating concern for the pros-
pect’s current well-being. 
  The insurance expert who has mi-
grated to workplace marketing can add 
another dimension to the plan for the 
employer. For the successful insurance 
professional who decides to offer pre-
paid legal services, there is the impor-

tant dimension of first-year and re-
newal commissions that may replace 
or supplement renewal commissions 
on the life insurance side of the equa-
tion. Many employers have already hit 
a wall trying to improve employee 
health benefits in a world of dramati-
cally increasing health insurance costs. 
Prepaid legal may well add the type of 
advantage the competitive employer 
seeks in hiring and retaining talented 
employees. 
  About 14 states have licensing regula-
tions for marketing prepaid legal ser-
vices. As usual, the thicket of slate 
regulations is best navigated with the 
assistance of a quality provider of the 
program, the prepaid legal services 
vendor of choice. Most licensed life 
insurance agents will be able to qualify 
to sell prepaid legal services with little 
or no additional licensing effort. The 
key is to affiliate with an established 
prepaid legal services program suffi-
ciently expert to provide knowledge-
able assistance on appropriate state 
regulations. 
  Although this “new” product is over 
30 years old, most employers, employ-
ees and consumers, as well as insur-
ance professionals, are just now be-
coming aware of prepaid legal services. 
Now that several major insurance un-
derwriters have acquired or begun 
affiliating with key players in the pre-
paid legal services world, the landscape 
has changed. 
  Independent life insurance agents and 
those whose brokerage contracts per-
mit representation of multiple insurers 
are well advised, to consider the op-
portunity now, while the market re-
mains relatively open and yet to be 
explored. à 
 
  Special thanks to Harland Stoncipher for 
helpful comments and suggestions in the 
drafting of this article. 
  The references to the U.S. supreme 
court cases are as follows: NAACP versus 
Button, 371 U.S. 415 (1963), and Broth-
erhood of Railroad Trainmen versus Vir-
ginia ex. Rel. Virginia State Bar, 377 U.S. 
1 (1964). 

Reprinted from BROKER WORLD March 2003                      www.brokerworldmag.com 
Used with permission from Insurance Publications        Subscriptions $6/yr. 1-800-762-3387 

BROKER WORLD MAGAZINE 


	Reprinted from BROKER WORLD March 2003						               www.brokerworldmag.com

	Used with permission from Insurance Publications						  Subscriptions $6/yr. 1-800-762-3387

		                     	        JEROME            

	 R. CORSI

	holds a Ph.D. from Harvard University. He has spent the past 25 years in the financial services industry, focusing largely upon alternative meth- ods of distribution, including bank marketing. He is senior vice president with US Finan- cial Marketing Group, head- quartered in Rochester, NY where he is the editor of www. theusbroker.com, a website devoted to agent recruitment and to www.usfinacialmarket inggroup.com a web- site foc-used on retirement financial planning.

	     Corsi can be reached at jrlc@optonline.net. He can also be reached by leaving a message at his New Jersey office, 973-989-2393.

	BROKER WORLD MAGAZINE

	Reprinted from BROKER WORLD March 2003						                www.brokerworldmag.com

	Used with permission from Insurance Publications						  Subscriptions $6/yr. 1-800-762-3387

	BROKER WORLD MAGAZINE



<<

  /ASCII85EncodePages false

  /AllowTransparency false

  /AutoPositionEPSFiles true

  /AutoRotatePages /None

  /Binding /Left

  /CalGrayProfile (Dot Gain 20%)

  /CalRGBProfile (sRGB IEC61966-2.1)

  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)

  /sRGBProfile (sRGB IEC61966-2.1)

  /CannotEmbedFontPolicy /Error

  /CompatibilityLevel 1.4

  /CompressObjects /Tags

  /CompressPages true

  /ConvertImagesToIndexed true

  /PassThroughJPEGImages true

  /CreateJobTicket false

  /DefaultRenderingIntent /Default

  /DetectBlends true

  /DetectCurves 0.0000

  /ColorConversionStrategy /CMYK

  /DoThumbnails false

  /EmbedAllFonts true

  /EmbedOpenType false

  /ParseICCProfilesInComments true

  /EmbedJobOptions true

  /DSCReportingLevel 0

  /EmitDSCWarnings false

  /EndPage -1

  /ImageMemory 1048576

  /LockDistillerParams false

  /MaxSubsetPct 100

  /Optimize true

  /OPM 1

  /ParseDSCComments true

  /ParseDSCCommentsForDocInfo true

  /PreserveCopyPage true

  /PreserveDICMYKValues true

  /PreserveEPSInfo true

  /PreserveFlatness true

  /PreserveHalftoneInfo false

  /PreserveOPIComments true

  /PreserveOverprintSettings true

  /StartPage 1

  /SubsetFonts true

  /TransferFunctionInfo /Apply

  /UCRandBGInfo /Preserve

  /UsePrologue false

  /ColorSettingsFile ()

  /AlwaysEmbed [ true

  ]

  /NeverEmbed [ true

  ]

  /AntiAliasColorImages false

  /CropColorImages true

  /ColorImageMinResolution 300

  /ColorImageMinResolutionPolicy /OK

  /DownsampleColorImages true

  /ColorImageDownsampleType /Bicubic

  /ColorImageResolution 300

  /ColorImageDepth -1

  /ColorImageMinDownsampleDepth 1

  /ColorImageDownsampleThreshold 1.50000

  /EncodeColorImages true

  /ColorImageFilter /DCTEncode

  /AutoFilterColorImages true

  /ColorImageAutoFilterStrategy /JPEG

  /ColorACSImageDict <<

    /QFactor 0.15

    /HSamples [1 1 1 1] /VSamples [1 1 1 1]

  >>

  /ColorImageDict <<

    /QFactor 0.15

    /HSamples [1 1 1 1] /VSamples [1 1 1 1]

  >>

  /JPEG2000ColorACSImageDict <<

    /TileWidth 256

    /TileHeight 256

    /Quality 30

  >>

  /JPEG2000ColorImageDict <<

    /TileWidth 256

    /TileHeight 256

    /Quality 30

  >>

  /AntiAliasGrayImages false

  /CropGrayImages true

  /GrayImageMinResolution 300

  /GrayImageMinResolutionPolicy /OK

  /DownsampleGrayImages true

  /GrayImageDownsampleType /Bicubic

  /GrayImageResolution 300

  /GrayImageDepth -1

  /GrayImageMinDownsampleDepth 2

  /GrayImageDownsampleThreshold 1.50000

  /EncodeGrayImages true

  /GrayImageFilter /DCTEncode

  /AutoFilterGrayImages true

  /GrayImageAutoFilterStrategy /JPEG

  /GrayACSImageDict <<

    /QFactor 0.15

    /HSamples [1 1 1 1] /VSamples [1 1 1 1]

  >>

  /GrayImageDict <<

    /QFactor 0.15

    /HSamples [1 1 1 1] /VSamples [1 1 1 1]

  >>

  /JPEG2000GrayACSImageDict <<

    /TileWidth 256

    /TileHeight 256

    /Quality 30

  >>

  /JPEG2000GrayImageDict <<

    /TileWidth 256

    /TileHeight 256

    /Quality 30

  >>

  /AntiAliasMonoImages false

  /CropMonoImages true

  /MonoImageMinResolution 1200

  /MonoImageMinResolutionPolicy /OK

  /DownsampleMonoImages true

  /MonoImageDownsampleType /Bicubic

  /MonoImageResolution 1200

  /MonoImageDepth -1

  /MonoImageDownsampleThreshold 1.50000

  /EncodeMonoImages true

  /MonoImageFilter /CCITTFaxEncode

  /MonoImageDict <<

    /K -1

  >>

  /AllowPSXObjects false

  /CheckCompliance [

    /None

  ]

  /PDFX1aCheck false

  /PDFX3Check false

  /PDFXCompliantPDFOnly false

  /PDFXNoTrimBoxError true

  /PDFXTrimBoxToMediaBoxOffset [

    0.00000

    0.00000

    0.00000

    0.00000

  ]

  /PDFXSetBleedBoxToMediaBox true

  /PDFXBleedBoxToTrimBoxOffset [

    0.00000

    0.00000

    0.00000

    0.00000

  ]

  /PDFXOutputIntentProfile ()

  /PDFXOutputConditionIdentifier ()

  /PDFXOutputCondition ()

  /PDFXRegistryName ()

  /PDFXTrapped /False



  /CreateJDFFile false

  /Description <<



    /BGR <>

    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>

    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>

    /CZE <>

    /DAN <>

    /DEU <>

    /ESP <>

    /ETI <>

    /FRA <>

    /GRE <>



    /HRV (Za stvaranje Adobe PDF dokumenata najpogodnijih za visokokvalitetni ispis prije tiskanja koristite ove postavke.  Stvoreni PDF dokumenti mogu se otvoriti Acrobat i Adobe Reader 5.0 i kasnijim verzijama.)

    /HUN <>

    /ITA <>

    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>

    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>

    /LTH <>

    /LVI <>

    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)

    /NOR <>

    /POL <>

    /PTB <>

    /RUM <>

    /RUS <>

    /SKY <>

    /SLV <>

    /SUO <>

    /SVE <>

    /TUR <>

    /UKR <>

    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)

  >>

  /Namespace [

    (Adobe)

    (Common)

    (1.0)

  ]

  /OtherNamespaces [

    <<

      /AsReaderSpreads false

      /CropImagesToFrames true

      /ErrorControl /WarnAndContinue

      /FlattenerIgnoreSpreadOverrides false

      /IncludeGuidesGrids false

      /IncludeNonPrinting false

      /IncludeSlug false

      /Namespace [

        (Adobe)

        (InDesign)

        (4.0)

      ]

      /OmitPlacedBitmaps false

      /OmitPlacedEPS false

      /OmitPlacedPDF false

      /SimulateOverprint /Legacy

    >>

    <<

      /AddBleedMarks false

      /AddColorBars false

      /AddCropMarks false

      /AddPageInfo false

      /AddRegMarks false

      /ConvertColors /ConvertToCMYK

      /DestinationProfileName ()

      /DestinationProfileSelector /DocumentCMYK

      /Downsample16BitImages true

      /FlattenerPreset <<

        /PresetSelector /MediumResolution

      >>

      /FormElements false

      /GenerateStructure false

      /IncludeBookmarks false

      /IncludeHyperlinks false

      /IncludeInteractive false

      /IncludeLayers false

      /IncludeProfiles false

      /MultimediaHandling /UseObjectSettings

      /Namespace [

        (Adobe)

        (CreativeSuite)

        (2.0)

      ]

      /PDFXOutputIntentProfileSelector /DocumentCMYK

      /PreserveEditing true

      /UntaggedCMYKHandling /LeaveUntagged

      /UntaggedRGBHandling /UseDocumentProfile

      /UseDocumentBleed false

    >>

  ]

>> setdistillerparams

<<

  /HWResolution [2400 2400]

  /PageSize [612.000 792.000]

>> setpagedevice



