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A Transamerica Company
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wE wILL PRovIdE yoU 
wITh AN ovERvIEw oF:
what we believe at world 
Financial Group (wFG).

how we help people have  
better financial futures.

The way our business 
opportunity works.
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ThERE IS no 
expeCTATion  
FoR yoU To mAkE 
A dECISIoN TodAy.



ThREE PERSPECTIvES
 who do you know that could 
benefit from our message?

 Could this information help  
my family or me financially?

Am I intrigued by this opportunity?

whAT wE ExPECT IN 
oUR ASSoCIATES
People skills and desire to learn

Coachability

willingness to follow a proven 
business platform
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Provide our associates with 
the support and systems 
they need to build strong 
wFG businesses and create 
better lives for themselves.

Create generations of 
people who know how  
to better manage and  
protect their money.

1

2

wFG IS CommITTEd 
To hELPING:
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AN ovERwhELmING  
NEEd FoR oUR 
PRodUCTS ANd SERvICES

AN EFFECTIvE bUSINESS 
PLATFoRm

PowERFUL 
ComPENSATIoN

GREAT TImING

STRoNG CoRE vALUES 
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whAT hAPPENS To 
ThE PEoPLE who  
do NoT GET hELP?
many financial services 
companies focus on 
only the wealthy few, 
thus many individuals 
and families are grossly 
underserved.

There is an overwhelming 
need to help middle-income 
individuals and families 
with their finances, but 
there are an insufficient 
number of companies who 
are willing to help them.
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whAT’S ThE ImPACT?
most families are:

Living with insufficient 
protection and too much debt.

Not saving at all, or not 
knowing why or how much 
money they should save to 
reach their goals.

without a strategy for their 
futures, not making enough 
money and not sure what to 
do about either.

whAT’S ThE PRICE?
without financial security there is:

No peace of mind

Stress and frustration

A negative impact on our families

Sleeplessness

Lost opportunities

Lack of confidence

Lack of hope

Lowered expectations

Lack of dreams



 To PRovIdE INdIvIdUALS 
ANd FAmILIES A bETTER 
qUALITy oF LIFE, wE hAvE 
To hELP ThIS ChAnge.
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There is a need for a different  
kind of company in financial 
services. wFG believes that we  
are that company.

wFG IS A ComPANy ThAT:
Reaches out to middle-income 
individuals and families instead  
of just the wealthy few.

helps clients establish goals and 
gives them a clear strategy on how 
to reach them.

helps people build a stronger,  
more sound financial foundation.
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how IS wEALTh dEFINEd?
 Extravagant lifestyle – celebrities,  
high-salaried sports stars, etc.

Exotic sports car, expensive home,  
designer brands

bUT moST PEoPLE 
who TRy To LIvE A 
“wEALThy”LIFESTyLE:
Spend the money they earn or more.

 don’t attain wealth but, instead, 
accumulate large amounts of debt.

FINANCIAL SECURITy  
REqUIRES dISCIPLINE
It’s necessary to develop discipline,  
and the ability to determine wants 
versus needs.

ThE dISCIPLINE To 
dETERmINE NEEdS 
vERSUS wANTS  
IS NECESSARy  
To AChIEvE 
finAnCiAl 
seCuriTy.
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FINANCIAL INdEPENdENCE ISN’T 
AboUT ExTRAvAGANCE oR 
LIvING IN A mEGA-mANSIoN.

TRUE FINANCIAL INdEPENdENCE:
Saving more and spending less

Living within one’s means

 Protecting loved ones should the  
“worst-case scenario” occur

Reducing and eliminating debt

Saving sufficient funds to cover expenses  
for six months to a year

building long-term savings that protect 
you and your family for life

Financial Independence = Peace of mind
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wFG bELIEvES IN 
A RESPECTFUL, 
No-PRESSURE PRoCESS. 

on the first visit, the associate 
discusses concepts, gathers data 
and information, and makes a 
follow-up appointment.

The associate performs a  
financial needs analysis for  
the client. 

The associate returns to 
present the analysis and 
recommendations.

1

2

3
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To know and understand three basic financial concepts can 
help people have and enjoy financial security. This is what 
wFG associates teach.

ThE PowER oF TImE
Time can be your greatest ally or your worst enemy.  
If you haven’t started saving for your future, start now.

 An example of saving $5,000 per year in a  
tax-deferred account earning 10% per year.1

Time
Principal  
Invested

Total  
Accumulation

Person A 40 years $200k $2.2 million

Person b 38 years $190k $1.8 million

difference 2 years $10k $400k

8 hours a day, 5 days a week: $96 per hour
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TAxAbLE

Savings Accounts

Certificates of deposit (CdS)

TAx dEFERREd

401(k)S, IRAs

Fixed Annuities

Savings bonds

TAx ExEmPT

Roth IRAS

Cash Accumulation in a 
Life Insurance policy

mANAGING RATE ANd RISk*

A one-time investment of $10,000 saved for 36 years

The Rule of 72 - If you divide 72 by 
the interest rate being earned on 
your savings, you will obtain the 
approximate number of years required 
for your initial savings  
to double.

2

3

Interest Rate 
Percentage

Total 
Accumulation

2% $20,000

6% $80,000

10% $320,000 

REdUCE ThE ImPACT oF TAxES2

*  The Rule of 72 is a mathematical concept that approximates the number of years it will take to double the principal at a constant rate of return.  The performance of investments fluctuates over time and, as a result,  
the actual time it will take an investment to double in value cannot be predicted with any certainty. Additionally, there are no guarantees that any investment or savings program can outpace inflation. All figures are for 
illustrative purposes only and do not reflect an actual investment in any product.
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A FINANCIAL ANALySIS 
PRovIdEd by A wFG 
ASSoCIATE CAN hELP 
ANSwER ThE qUESTIoNS:
how do I create a workable savings 
plan that I can stick to?

what goals should I set, and how much 
do I need to save to reach these goals?

Are there products available that can 
provide guarantees against loss?

what products can allow my money to 
grow but still allow me to have access 
to it without a penalty or being taxed?2

how much insurance do I need? what 
types of insurance should I consider?

will a professional work with me even 
if I don’t have a lot of money?



o
U

R 
PR

o
d

U
C

T 
So

LU
TI

o
N

S3
INSURANCE

TERm INSURANCE

UNIvERSAL LIFE

FIxEd ANNUITIES

INvESTmENTS

IRA

RETIREmENT

CoLLEGE SAvINGS

4, 5

4, 5

5

5

5
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ThE TRAdITIoNAL 
modEL INhIbITS 
LEAdERShIP 
dEvELoPmENT  
ANd GRowTh.

$$$CORP

$$$CORP

In the traditional model, 
there is an incentive to hold 
back a representative so 
they don’t surpass you.

In order for any representative 
to advance, they usually have 
to leave the brokerage/agency 
for other employment, which 
means that the brokerage/
agency is losing its best people.

Representatives

brokerage/Agency

Company
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TRAdITIoNAL modEL
Production oriented

wEAkNESSES
Incentive to hinder promotion(s)

difficult to keep talented people

Can deter loyalty

Lower energy

Environment can be negative

Stressful

Little to no growth

Little recognition other than  
your paycheck

STRENGThS
Good training

Professionalism

Strong products

Great earning potential

NoN-TRAdITIoNAL modEL
Recruiting oriented

wEAkNESSES
Products often based on a fad

Products have small earnings potential

No standards for participation

Inadequate training

No loyalty or buy in

Possible lack of professionalism

Lacking financial discipline

Get-rich-quick mentality

Low entry-level earnings

STRENGThS
Positive and inspirational

high-energy environment

business ownership

Potential for growth

major recognition

19
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wFG has taken the best of both the 
production- and recruiting-focused 
models and created a hybrid business 
model that rewards both production 
and leadership development.

ThE wFG hybRId modEL
our model offers:

Excellent, high-quality training programs

A high-standard of professionalism

Top-rated products

Excellent earnings potential

An energetic and positive working environment

Inspiration and motivation

Exciting growth potential

mentoring from top leadership

business ownership
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A wFG ASSoCIATE CAN 
EARN INComE IN oNE 
oF ThREE wAyS:

Personal production

override the production of the 
associates you help develop

Residual income from renewals 
and/or trails 
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wFG associates can 
develop their full potential 
as leaders and business 
owners while building  
their organization.

The guidelines for an 
associate’s next promotion 
are clearly stated and 
easily accessible from  
his/her first moment with 
the company. 

An associate’s personal 
production and hard 
work, as well as that of 
his/her organization, are 
among the factors that 
help determine when the 
associate achieves his/her 
next promotion.

PowERFUL. 
moTIvATIoNAL. 
INSPIRATIoNAL.
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  Many people have experienced different levels of success with World Financial Group. However, individual member experiences may vary. This is not intended to, nor does it, represent that any current 
member’s individual results are representative of what all participants achieve when following the World Financial Group system.

wFG offers an excellent income opportunity. The following example shows 
how helping a family results in a $2,808 commission paid to the field, with 
the commission based on an average Life Insurance Policy sale to a 40-year-old 
male who is contributing $185 per month to the policy.6,7

 Per month Per year

Associate8,9 $4,044  $48,528
(helps four families per month)

Senior marketing director8,9 $7,276 $87,312
(helps four families per month)

Senior marketing director leading  
a five-person organization8,9,10

only Senior marketing director’s associates10  
help four families each per month $16,174 $194,088

Senior marketing director and each member10  
of the organization help four families per month $23,450 $281,400
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Now IS A PERFECT 
TImE To CoNSIdER 
ThE wFG business 
opporTuniTy.

IN dIFFICULT ECoNomIC 
TImES, ThERE IS:
A greater demand for financial 
education and guidance

A heightened demand to earn 
extra income

Increased motivation to  
ensure security
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ThE STRENGTh oF A  
bUSINESS bEGINS wITh  
STRENGTh oF ChARACTER
In life and in business, especially financial 
services, a person should have integrity, 
honesty, dependability, and be worthy of 
someone’s trust. These traits help to build 
long-lasting relationships.

wFG bELIEvES IN FAmILy
wFG wants our associates’ families to be 
supported and involved in the business.

It’s important to have teamwork both at home 
and at work.

wFG believes that involving family helps create 
a more positive and effectual environment.

our associates are encouraged to always remain 
positive and to never give up on their dreams.
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Is the wFG business opportunity 
for you? Typically, people who are 
considering becoming an associate 
with our company look to do so:

PART TImE
Like their current jobs but would 
like to earn extra income

Are frustrated or dissatisfied where 
they are in their career/life, and 
would like more control over their 
time and income

Feel less secure or have recently 
lost a job, and are looking for 
options

FULL TImE
Are looking to change careers  
or want to own a business



27

C
o

N
SI

d
ER

 w
FG

LET’S ovERvIEw ThE 
ThREE qUESTIoNS 
wE ASkEd yoU To 
CoNSIdER whEN 
CoNTEmPLATING A 
CAREER wITh wFG.

who do you know that 
could benefit from our 
message?

 Could this information help 
my family or me financially?

Am I intrigued by this 
opportunity?

NExT STEPS
Consider the reasons why you  
may want to become a wFG 
associate and discuss them with 
your spouse/family.

In the next one to two days, meet 
with a wFG associate for a follow 
up meeting.

If you set an appointment with  
an associate, please keep it.
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World Financial Group, Inc. (WFG) is a financial 
services marketing company whose affiliates offer 
a broad array of financial products and services. 
Insurance products offered through World Financial 
Group Insurance Agency, Inc., World Financial Group 
Insurance Agency of Hawaii, Inc., World Financial 
Group Insurance Agency of Massachusetts, Inc., World 
Financial Group Insurance Agency of Wyoming, Inc., 
World Financial Insurance Agency, Inc. and/or WFG 
Insurance Agency of Puerto Rico, Inc.

Headquarters: 11315 Johns Creek Parkway, Johns 
Creek, GA 30097-1517. Phone: 770.453.9300. 
WorldFinancialGroup.com

For use in the United States only.

©2012 World Financial Group, Inc.        
2585/6.12

1   All figures are for illustrative purposes only and do not reflect an actual investment in any 
product. Additionally, they do not reflect the performance risks, taxes, expenses or charges 
associated with any actual investment, which would lower performance. This illustration is 
not an indication or guarantee of future performance. Contributions are made at the end of 
the period.

2   Tax and/or legal advice not offered by World Financial Group or its affiliated companies.  
Please consult with your personal tax professional or legal advisor for further guidance on 
tax or legal matters.

3  Tax and/or legal advice not offered by World Financial Group or its affiliated companies.  
Please consult with your personal tax professional or legal advisor for further guidance on 
tax or legal matters.

4  WRL, Transamerica Life Insurance Company, World Financial Group, Inc., World Financial 
Group Insurance Agency, Inc. and its subsidiaries are affiliated companies. 

5  The full names, city and state locations of these entities are: Western Reserve Life Assurance 
Co. of Ohio, Columbus, Ohio; Transamerica Life Insurance Company, Cedar Rapids, Iowa;  
Pacific Life Insurance Company, Newport Beach, California; ING USA Annuity and Life 
Insurance Company, Des Moines, IA; Nationwide Life Insurance Company, Columbus, Ohio.

6  Opportunities to build other income may be achieved by qualifying for additional 
compensation and by qualifying for bonus pools.

7  Commission amount may vary based on product type and size of purchase. This example is 
based on a Western Reserve Life Indexed Universal Life Insurance Policy.

8  This is a hypothetical scenario for illustrative purposes only. There is no assurance that 
these results can or will be achieved. Income is earned from sales of World Financial Group 
authorized products and services. No income is earned for recruiting. See the current World 
Financial Group Field Manual for compensation percentages on all diversified product lines. 
All compensation plans subject to change. Promotional criteria/designations are determined 
and offered by or through World Financial Group. Personal percentages earned on products 
may vary based on promotional level with WFG. As of Feb. 1, 2011, WFG Associate contract 
level of 35.6%, Senior Marketing Director contract level of 64%,Senior Marketing Director 
override level of 28.4%.

9  Associates of World Financial Group are independent contractors, regardless of field title/
designation.

10  Example assumes all Senior Marketing Director’s team members are at the Associate level.


