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Channel Distinctions 

PRIVATE CLIENT GROUP (PCG) 
 
The Private Client Group (PCG) is the traditional full service brokerage channel within Wells Fargo 
Advisors. There are approximately 10,350 Financial Advisors (FAs) in 900 branches nationwide. PCG is 
comprised of the following legacy Firms: Wheat First, Butcher Singer, Everen Securities, First Albany, IJL 
Wachovia, Prudential Securities, A.G. Edwards, and Wachovia Securities.   
 
PCG FIELD STRUCTURE 
 
Regional President (RP) – The RP is the leader of the region and is responsible for the performance of 
the region and ensuring that it is run in the best interest of the client, branch associates and the Firm. The 
RP supervises the activities of the regional office and Market/Complex/Branch Managers, and ensures that 
business is conducted in accordance with regulatory and ethical standards of the Firm. There are currently 
10 RPs. 
 
Market Manager (MM) – The MM is responsible for the management of all branch offices within a PCG 
metropolitan market. The MM’s responsibilities include FA recruiting, local marketing, market planning, 
team development, and client events. Administration, compliance, and operations functions within the 
market are delegated to a Hub team, typically located with the MM at a large branch within the market. 
 
Complex Manager (CM) – The CM is responsible for two or more PCG branch locations. The CM is the 
direct supervisor for all Branch Managers/Branch Supervisors and/or FAs, and is responsible for recruiting, 
productivity and leadership, managing the profit and loss statement, developing the business plan, and 
growing the Complex. 
 
Branch Manager (BM) - The BM is responsible for the management of a PCG branch, which includes 
recruiting, productivity and leadership, managing the profit and loss statement, developing the business 
plan, and growing the branch. BMs are the initial point of contact within the PCG branches. 
 
Financial Advisor (FA) – The FA is the client relationship manager and provides full brokerage services, 
including investment and insurance solutions, to clients.  FAs are registered with Wells Fargo Advisors, LLC 
and their insurance licenses are held by Wells Fargo Advisors Insurance Agency, LLC.  For insurance sales, 
the FA serves as the agent of record on all sales, partnering with approved local third party General 
Agents (GAs) or, via phone, with the Insurance Solutions Center for expert support.  An FA has the option 
to partner with a Wealth Insurance Specialist (WIS) for an FA’s High Net Worth cases of $5 million or 
above.  When a WIS assists with a case, the WIS is the agent of record on the policy.  At the end of the 
first policy year, the contract will be moved to the FA as agent of record. 
 
Wealth Insurance Specialists (WIS) – The WIS is a Wells Fargo Advisors, LLC employed insurance 
specialist who works primarily with High Net Worth clients ($5 million Net Worth and above) within the 
PCG and WBS channels.  WISs are registered with Wells Fargo Advisors, LLC and their insurance licenses 
are held by Wells Fargo Wealth Brokerage Insurance Agency, LLC.  WISs serve as the agent of record on 
life/LTC/DI insurance sales for clients referred to them by FAs.  They also partner with external GAs and 
carriers to provide general insurance-related advice and guidance for FAs, and local FA insurance training. 
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WEALTH BROKERAGE SERVICES (WBS) 
 
The Firm’s bank brokerage channel is called Wealth Brokerage Services (WBS). WBS employs 
approximately 3,125 FAs and 3,350 licensed bankers*. FAs and licensed bankers are registered with Wells 
Fargo Advisors, LLC. In partnership with the Community Bank and Wealth Management, FAs provide 
investment services to clients in both Wells Fargo stores and Wealth hubs. 
 
WBS FIELD STRUCTURE 
 
Senior Directors of Brokerage/Directors of Brokerage (SDBK/DBK) – The SDBKs utilize business 
development techniques such as conducting investment seminars, participating in community activities, 
and networking with their Wealth and Community Bank partners to build relationships. The SDBK also 
refers cross-marketing opportunities to other Wells Fargo channels. 
 
Regional Brokerage Manager (RBM) - RBMs are focused on leading brokerage sales and office revenue 
goals through active coaching, including management of internal cross-sell, recruiting, and expense 
management while managing the regulatory supervision of FAs. The RBMs partner with other line-of 
business managers and specialists, as well as licensed bankers to uncover cross-sell opportunities and to 
deliver full-balance-sheet solutions to clients.  RBMs are the initial point of contact within WBS. Your 
Relationship Manager can provide you with a current list of RBMs. 
 
Financial Advisor (FA) – The FA may be, but is usually not, the client relationship manager; however, 
the FA provides full brokerage services, including investment and insurance solutions, to clients in this 
channel.  FAs are registered with Wells Fargo Advisors, LLC and their insurance licenses are held by Wells 
Fargo Wealth Brokerage Insurance Agency, LLC.  For life/LTC/DI insurance sales, the FA may serve as the 
agent of record on sales, partnering with approved local third party General Agents (GAs) and/or WFA 
Wealth Insurance Specialists (WISs) or, via phone, with the Insurance Solutions Center for expert 
support.  The FA may also choose to refer clients with life/LTC/DI insurance needs to the WIS for 
insurance sales; in this case, the WIS will be the agent of record and the FA will receive referral 
compensation.  At the end of the first policy year, the contract will be moved to the FA as agent of record. 
 
Licensed Bankers - Private Bankers (PB) and Wealth Advisors (WA) – The PB/WA is usually the 
client manager and provides full banking (deposit and credit) and trust services to clients in the Wealth 
(Private Bank) portion of this channel.  PB/WAs are registered with Wells Fargo Advisors, LLC and their 
insurance licenses are held by Wells Fargo Wealth Brokerage Insurance Agency, LLC.  PB/WAs are not 
permitted to sell insurance.  However, they may refer clients with life/LTC/DI insurance needs to FAs or 
WISs; the PB/WA, if appropriately licensed, may receive referral compensation. 
 
Unlicensed Bankers – The unlicensed bankers are usually the client manager and provide full banking 
(deposit and credit) and trust services to clients in the Community Bank portion of this channel.  
Unlicensed bankers are not securities registered or insurance licensed and may not sell insurance.  
However, they may refer clients with simple term insurance needs to the Wells Fargo Insurance 800# or 
website and may refer clients with more complex life/LTC/DI insurance needs to FAs or WISs.  They may 
receive nominal referral fees or other nominal credit for these referrals. 
 
Wealth Insurance Specialists (WIS) – The WIS is a Wells Fargo Advisors, LLC employed insurance 
specialist who works primarily with High Net Worth clients ($5 million Net Worth and above) within the 
PCG and WBS channels.  WISs are registered with Wells Fargo Advisors, LLC and their insurance licenses 
are held by Wells Fargo Wealth Brokerage Insurance Agency, LLC.  WISs may serve as the agent of record 
on life/LTC/DI insurance sales for clients referred to them by FAs, by PB/WAs or by unlicensed bankers.  
They also partner with external GAs and carriers to provide general insurance-related advice and guidance 
for FAs, and local FA insurance training. 
 
* Licensed Bankers are employed by Wells Fargo Bank, N.A.; Wells Fargo Bank, NA is a banking affiliate of Wells 

Fargo & Company.
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 INDEPENDENT BROKERAGE GROUP (FiNet) 

The Independent Brokerage Group (FiNet) complements Wells Fargo Advisors’ multi-channel client 
acquisition approach by capitalizing on fast-growing market segments. In this model, independent 
practices have a full wealth management platform with access to investments, deposits, transactions, 
credit, trust, insurance, planning tools and retirement offerings. 
 
Financial Network (FiNet) - The FiNet channel was created for FAs who want to utilize the products and 
services of a full service firm with the control of being an independent business owner. Like all Wells Fargo 
Advisors FAs, they benefit from our Firm’s robust offering of products and services. Meanwhile, they 
exercise the responsibility, judgment and control of owning a business outright. FiNet includes over 560 
practices and over 1,100 Financial Advisors.  
 
Branch Manager (BM) - The BM is responsible for the management of a FiNet branch, which includes 
recruiting, productivity and leadership, managing the profit and loss statement, developing the business 
plan, and growing the branch. BMs are the initial point of contact within the FiNet branches. 
 
Financial Advisor (FA) – The FA is the client relationship manager and provides full brokerage services, 
including investment and insurance solutions, to clients.  FAs are registered with Wells Fargo Advisors 
Financial Network, LLC and their insurance licenses are held by Wells Fargo Advisors Insurance Agency, 
LLC.  For insurance sales, the FA serves as the agent of record on all sales, partnering with approved local 
3rd party General Agents (GAs) or, via phone, with the Insurance Solutions Center for expert support. 
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Description of the Wells Fargo Advisors Insurance Model 
 

The Wells Fargo Advisors individual distribution model provides the maximum choice to an FA.  FA’s get to choose whether they want to work 
with a Wealth Insurance Specialist, a General Agent, Carrier Point-of-Sale, or the Insurance Solutions Center.  As for Licensed Bankers, 
Private Bankers/Wealth Advisors, they do not actively sell insurance.  Rather they have the choice to refer the business to a WIS or FA. 
 

 

• LIFE Team provides: 
• Carrier, GA, vendor & product: Due diligence, selection, contracts and management (excl. field sales mgmt) 
• Marketing: Calendar development, carrier/GA material review and WFA material development/review  
• Operations: Process and technology oversight and enhancement, problem resolution, and sales and management 

reporting 
• WFA home office engagement, including insurance integration into WFA non-insurance training & initiatives, VIP 

meetings, and Envision® & SmartStation development 
• Advanced case design consulting for WISs and GAs 
• Risk management 

 
Partners, Product, 
Marketing, 
Operations, 
Consulting & 

Risk 

 
 
Sales, Business 
Development, Field 
Marketing & Sales 
Mgmt. 

• Wealth Insurance Services provides: 
• WISs:  

• Retail sales support for PBs/WAs and FAs (focus on HNW clients) 
• Growth/penetration goals that encourage GA/Carrier partnering 

• Field marketing and sales management for WISs, GAs and Carrier Wholesalers: 
• Planning, goal setting & field sales activity review & support 
• Business development and training activity, including National Sales calls, 

WFA/Wealth insurance-specific sales/training meetings, and channel field 
leadership engagement 

• GAs & Carrier Wholesalers provide: 
• Retail and wholesale sales support for FAs (all client levels including HNW) 
• With goals and activities integrated into overall sales plan above 

Wells Fargo Advisors is the trade name used by two separate registered broker-dealers: Wells Fargo Advisors, LLC and Wells Fargo Advisors Financial Network, LLC, Members SIPC, non-bank 
affiliates of Wells Fargo & Company.  CAR-0214-01269 
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Expectations – General Agency Representatives 
 
Minimum Production Expectations: 
 
GA and Carrier Point-of-Sale representatives who choose to work in Wells Fargo Advisors 
are expected to: 

• Be a regular and professional presence in branch offices 
• Close at least 12 cases per year    
• Generate at least $24,000 of new target premium per year 

 
Consequences for Failing to Meet Production Expectations 
 
Production will be reviewed annually. Each situation is unique and will be evaluated as such.  
Special consideration will be given to GA POS representatives who: 

• Are new to the system (less than 12 months in the system) – We will use activity 
reports to evaluate new GAs engagement. 

• Cover rural areas where regular presence may not be geographically feasible. 
• Cover lower-income markets where case work may be more sporadic. 

 
 
Process/Procedures/Compliance Expectations: 
 

• Execute appropriate documentation and agreements with Wells Fargo Advisors 
(WFA) indicating agreement to uphold all WFA requirements. 

• Provide annual due diligence information to WFA upon request. 
• Maintain appropriate licenses, registration, and appointments to conduct business 

within the applicable jurisdictions. 
• Discuss insurance solutions with WFA clients* only with express prior permission of 

the FA and only then discuss those solutions that are: 
o Suitable and appropriate for the client in the context of their complete 

financial circumstances, goals and objectives, 
o In compliance with all applicable statutes, regulations and advisory opinions, 

and 
o Chosen as most appropriate for the client without regard to any cash or non-

cash compensation available. 
• Present to and assist WFA FAs in soliciting only products on the current WFA 

Approved Product/Carrier list using only WFA approved sales concepts. 
• Use only client-facing sales and marketing materials (including proprietary material 

and tools) that have been approved by WFA prior to use. 
• Submit all applications on behalf of the FA only after FA approval and as required by 

WFA.  This includes, but is not limited to: 
o Submitting all applications to SBIA and waiting for WFA approval prior to 

submitting an application to a carrier,* 
o Including all WFA required forms in the application package, and 
o Conducting quality reviews of application packages prior to submission to, as 

much as possible, eliminate Not in Good Order conditions. (See Explanation - 
Not in Good Order Cases) 

• Actively engage with WFA and demonstrate a consistent and reasonable level of 
activity. 



GA Handbook Rev. 05/14 WFA Strategic Relationship Use Only Page 10 of 69 

• Provide reports, as requested by their agency and/or WFA, of their activity within 
WFA. 

• Support WFA insurance initiatives through marketing, training, and executing on 
WFA initiatives. 

• Comply fully with WFA’s “Third Party Rules of Engagement” and “Cash/Non-Cash 
Compensation Policy”. 

• Ensure that all communications containing client confidential data with Wells Fargo 
(and or SBIA on behalf of WFA) are always sent with encryption. 

 

Consequences for Failing to Meet Procedural Expectations 
Where patterns of General Agency Representative non-compliance are observed and/or 
where the General Agent Representative himself/herself fails to comply with the 
expectations, appropriate action, up to and including termination of the General Agency 
Representative’s approval to work within WFA may be taken. 
 
*Violations of these expectations are considered particularly grevious.  WFA reserves the 
right to accelerate consequences, up to and including termination of the 
Representative’s privilege to work with WFA FAs, for any offense. 
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Explanation - Not in Good Order Cases  
One of WFA’s goals is to significantly lower the number of GA submitted not-in-good-order 
(NIGO) applications.  To help reduce GA NIGO rates, we have organized NIGO situations 
into two classes (defined below).  To help you manage NIGO cases we will provide, on a 
monthly basis, each General Agency with a list of their NIGO cases which will include the 
specific GA point-of-sale (POS) representative on the case and the NIGO classification (i.e. 
why it was considered NIGO).  The two classes of NIGO cases are: Compliance Offenses and 
Administrative Offenses.   

Compliance Offenses 

The Compliance Offenses will be tracked and there will be consequences for repeat 
offenders (as previously outlined in our Expectations - General Agency Representatives).  
Below is an overview of what constitutes Compliance Offense NIGOs.   

Compliance Offenses by their nature are serious infractions of WFA rules and 
standards.  They include, but are not limited to: 

• Cases sent to carriers, issued and/or paid prior to CSU approval; 
• Cases issued prior to CSU re-approval, when required for offers of “other than 

applied for”;  
• Unsuitable recommendations made to clients; 
• Carrier and/or product recommended that is not on the WFA approved list; 

and 
• Sale facilitated by a POS rep who is not on the WFA approved list. 

 
For egregious breach of WFA rules and standards, we reserve the right to accelerate 
consequences, up to and including immediate termination of a GA POS rep’s privilege 
to work within WFA. 

Administrative Offenses 

Administrative Offenses offer an opportunity for us to collectively improve the FA and client 
experience with the insurance submission process.  We will work with each agency to 
ensure that GA POS representatives are informed of Administrative Offenses and NIGO 
situations/cases. 

Administrative Offenses are, in general, violations of WFA application submission 
requirements.  They include, but are not limited to: 

• Disclosure form not submitted or incomplete; 
• Illustration not submitted, not signed or containing incorrect information such 

as firm/address or agent/proposed insured name; 
• No WFA brokerage account number established or indicated; 
• FA not appropriately licensed or appointed on app sign date; and 
• Inforce illustration not submitted on replacement cases.   
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The consequences for such Administrative NIGO infractions are: 
• Initial offense:  Process reminder sent to General Agency and GA POS rep, 

including “Guide to Processing Business in WFA” (see Wells Fargo Advisors 
Insurance Submission Process) 

• Repeat offenses:  Required retraining for GA POS reps (and agencies on how 
to process business in WFA. 
 

In a situation where a GA POS rep refuses to learn or use the WFA process, we 
reserve the right to terminate that GA POS rep’s privilege to work within WFA. 

Consequences for Failing to Comply with NIGO Process  
• First offense – Verbal warning to General Agency and Representative, and retraining on 

requirements. 
• Second offense – Written reprimand to General Agency and Representative. 
• Third offense – Written reprimand to General Agency, Representative with copies to the 

Financial Advisor, appropriate WFA field leadership and the Managing Director of Life 
Insurance. 

• Final offense – Termination of Representative’s privilege to work with WFA FAs. 
 

For the purpose of administering the consequences of Compliance NIGOs, NIGOs will be 
tracked on a calendar year basis and reported monthly.  The intent of these rules is to 
provide individual GAs with training following each compliance offense so that they will be 
more aware of the rules and have an opportunity to change their practices to align with WFA 
policy.  As such, if an individual GA receives more then one Compliance NIGO in the course 
of a month, those NIGOs will be aggregated together and only count as one NIGO for that 
month so that the GA has the opportunity to receive appropriate notice and training.  
 
* Violations of these expectations are considered particularly grevious.  WFA reserves the 

right to accelerate the consequences, up to and including termination of the 
Representative’s privilege to work with WFA FAs, for any offense. 
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Illustration Guidelines 
The individual life insurance product illustration guidelines are to be used for all individual 
life insurance cases prepared for WFA FA’s.  Cases may be illustrated outside of these 
guidelines; however, reasons for any deviations should be documented, in writing, and 
included with the illustration for CSU review and approval.   

General guidelines for all illustrations: 

• Do NOT illustrate higher than the maximum rate of returns listed below. 
• Do NOT illustrate loans or withdrawals from MEC contracts. 
• Do NOT illustrate riders (where charges impact the illustration) with an unrealistic 

duration (e.g. policies with LTC/chronic care riders should last until age 85). 
• Do NOT illustrate variable rate loans – as the loan rate charged may vary 

resulting in an unrealistically positive illustration. 
• Do NOT illustrate Stepped and Graded premium structures. 
• Where the carrier software allows, run a middle rate - at current charges - 

between zero and the maximum illustrated rate.  
• Policies used to illustrate income/cash value distributions may be subject to 

additional CSU review. 
• All premium financing cases have special requirements that must be met, please 

refer to the premium financing training/requirements for details. 

The Chart Below Provides Additional Guidance for Specific Policy Types 

Policy Type Minimum Cash Value at age 
100 

Maximum Illustrated 
Rate of Return 

VUL 25% of initial face amount 7.5% 

IUL 25% of initial face amount 7.0% 

CAUL 25% of initial face amount Carriers Current Rate 

NLG UL No minimum CV, but illustration 
must show policy in force 

through age 100 

Carriers Current Rate 

WL No minimum CV, but illustration 
must show policy in force 

through age 100 

Carriers Current Rate 

 

VUL = Variable Universal life, IUL = Indexed Universal Life, CAUL = Current Assumption 
Universal Life, NLG UL = No Lapse Guarantee Universal Life (aka Death Benefit 
Guarantee UL), WL = Whole Life 
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Expectations – General Agency 
• Execute appropriate General Agency contract(s) and agreements with Wells Fargo 

Advisors (WFA) indicating Agency agreement to uphold all WFA requirements. 

• Provide annual due diligence information to WFA upon request. 

• Promptly notify WFA when:  
o New General Agency representatives wish to engage in business at WFA,   
o General Agency representatives terminate their agreement with your General 

Agency, or  
o General Agency representatives choose to withdraw from the WFA 

relationship. 

• Maintain appropriate agency licenses, registration, and appointments to conduct 
business within the applicable jurisdictions. 

• Supervise General Agency representatives: 
o As required to comply with all applicable statutes, regulations and advisory 

opinions, and  
o As required to ensure that all WFA requirements are consistently met. 

• Prioritize and manage submissions of Agency client-facing sales and marketing 
materials (including proprietary material and tools) to WFA for approval. (See 
Marketing Material Review Process) 

• Ensure that all Representatives choosing to work in WFA are actively engaged and 
demonstrating a consistent and reasonable level of WFA activity 

• Provide monthly and quarterly reports, as detailed in the General Agency Reporting 
Requirements document, and as may otherwise be reasonably requested by WFA 

• Support WFA insurance initiatives through marketing, training, and executing on WFA 
initiatives. 

• Comply fully with WFA’s “Third Party Rules of Engagement” and “Cash/Non-Cash 
Compensation Policy”. 

• Ensure all General Agent Representatives have attended required WFA training on all 
special processes, for example, premium financing. 

• Ensure that all communications containing client confidential data with Wells Fargo 
(and or SBIA on behalf of WFA) are always sent with encryption. 

 

Consequences for Failing to Comply 
Where patterns of General Agency Representative non-compliance are observed and/or 
where the General Agency itself fails to comply with the expectations, appropriate action, up 
to and including termination of the General Agency contract may be taken. 
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Marketing Material Review Process 
This process applies to all third party materials to be used within Wells Fargo Advisors 
(WFA) – including the PCG, FiNet, and WBS channels.  A summary of the process and an 
overview of content guidelines for the material are provided below. 

 
Overview 
 
1. Send all requests for marketing material review to 

LIFEINSMRKTINGAPPROVALS@WELLSFARGO.COM and include the following: 
a. Completed WFA Insurance Marketing Material Review Request Form (see 

attached) 
b. Marketing piece to be reviewed 
c. FINRA Review Letter (if applicable) 

Please note:   Materials submitted to other email addresses and/or incomplete 
requests will not be reviewed. 

2. Every effort will be made to review complete submissions by the end of business of the 
fifth business day following the initial request. 

 
3. Once review is complete, the all parties included on the original request will receive 

notice showing one of the following statuses outlining WFA’s decision: 
a. Approved: Material is approved for use within WFA (all channels) only 

through the date shown on the approval (no longer than 18 months from 
approval date).   Use beyond this date is prohibited. 

b. Changes Required:  Material requires edits as detailed in response.  The 
revised item, with all required changes, made must be resubmitted for 
review.  

c. Declined:  The piece is NOT approved for use in any WFA channel.  Reponses 
will include rationale for rejection. 
 

Marketing Material Restrictions 
 

WFA Insurance has put additional guidelines in place to streamline the marketing material 
approval process.  Please follow these guidelines when submitting materials for review as 
we will not approve more than indicated.  These guidelines are as follows: 

 
• Product Pieces (describes a product and how it works)-One client use piece and 

one financial professional piece per product. 
• Concept Materials (describes ways to use insurance for particular purposes)-

Must conform to the WFA insurance marketing message (limit 2 per month). 
• Seminar Materials (client facing seminars) - Must align with WFA insurance 

marketing messaging (limit 2 per month). 
• Producer Training Materials (producer facing training) - Must align with WFA 

training priorities (limit 2 per month) 
• Prospecting Letters (including business reply mailers) - Will generally not be 

approved as these materials are only produced internally. 

mailto:LIFEINSMRKTINGAPPROVALS@WELLSFARGO.COM
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Special Instructions for Client Facing Material 

• Insurance sales and marketing material must provide complete and accurate 
information.  

• Internal Use Only brochures are only to be shared with licensed financial 
professionals.  They are not to be shared with the public. 

• Distinguish between products and services. For example, make it clear that life 
insurance is not a retirement plan but it can provide funding for retirement needs as 
a secondary benefit. Therefore, do not refer to "plans" or "programs" when only life 
insurance is presented. Additionally, do not refer to life insurance as an investment 
or savings plan.  

• Sales and marketing material discussing Variable Life Insurance must be filed with 
FINRA, since Variable Life Insurance products are composed of both insurance and 
investment components. Additionally, the material may have to be filed with certain 
states. Include a copy of the FINRA review letter with your submission.  FINRA 
review letters contingent on content changes will not be accepted. 

• Sales and marketing material that discusses the use of life insurance for estate 
planning purposes or estate planning concepts or vehicles must include a tax and 
legal notice. 

• When offering an estate planning consultation and discussing its potential benefits 
(e.g. minimizing taxes), it must be disclosed that the estate plan may include the 
recommendation of a life insurance product. 

• The standard disclosure used by the Firm is shown below. Note: this disclosure must 
be boxed and in bold text. 

 

Wells Fargo Life Insurance Relationships and Marketing Team 
 

David Seifers is the Marketing Manager responsible for this process and will be your primary 
point of contact regarding marketing material submissions. 
 

Don Davenport - Manager, Relationships and Marketing 
Ph. 612-667-3592 Donald.davenport@wellsfargo.com 

 

Diane Casey - Carrier Relationship Manager 
Ph. 612-667-4654 Diane.k.casey@wellsfargo.com 

 

Katie Ratkewicz - G.A. Relationship Manager 
Ph. 314-955-2934 Katie.ratkewicz@wfadvisors.com 

 

David Seifers-Marketing Manager 
                Ph. 612-667-8231 David.M.Seifers@wellsfargo.com 

mailto:Donald.davenport@wellsfargo.com
mailto:Diane.k.casey@wellsfargo.com
mailto:Katie.ratkewicz@wfadvisors.com
mailto:David.M.Seifers@wellsfargo.com
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General Agency Reporting Requirements 
Monthly Reporting: 

• Pending and Paid Sales 
o Agency Name 
o Report Date Range 
o By Status (Pending or Paid) 
o Then by Representative (Name and Territory) 
o Then by FA 
o Show each for each app/policy: Client Name, Carrier, Product, Face 

Amount, Replacement (Y/N), Target Premium, Excess Premium, Single 
Premium, and Total Premium 

• Activity Reporting 
o Agency Name 
o Report Date Range 
o By Representative (Name and Territory) 
o Show # Branch/Complex Manager Contacts, # FA Contacts (# in person 

and # phone), # Indivdiual Client Meetings, # Group FA Training 
Sessions, # Client Seminars 

 
Quarterly Reporting: 

• Entertainment, Meals & Gifts 
o Agency Name 
o Report Date Range 
o By Representative (Name and Territory) 
o Then by FA 
o Show for each expense: $ Amount, Type (Entertainment, Meal, or Gift), 

Short Description 
 
Ad Hoc Reporting (within 30 days of Event): 

• Representative terminations (include reason for termination if for cause or other than 
voluntary, and listing of WFA cases in the pipeline along with a description of how 
each will be supported) 

• Representative choosing not to work in WFA any longer (include listing of WFA cases 
in the pipeline along with a description of how each will be supported) 

• New representative desiring to work in WFA  
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Third Party Rules of Engagement 
Shown below is the” WFA Third Party Rules of Engagement” document, taken straight from 
the WFA Partner Guide.  It was not written by, or specifically for, insurance people, so you 
will need to do some investment- to insurance-lingo translations.  Please interpret 
“investment products” to mean all insurance products, whether fixed or variable; “WFA 
Relationship Management Group” to mean the LIFE team; and “wholesalers” to mean 
General Agency Representatives and/or Carrier Point-of-Sale Representatives.  Importantly, 
all the rules in this document apply to General Agencies’ and their Representatives’ work 
within WFA.   
 
 
At Wells Fargo Advisors, we want to ensure that all relationships with our partners are 
successful. This information, along with the cash/non-cash compensation policy, provides 
guidance on the best ways to work with Wells Fargo Advisors’ team members, including all 
branch associates. 
 
This document applies to companies offering investment products to Wells Fargo Advisors, 
including but not limited to: mutual funds, insurance, annuities, closed-end funds, exchange 
traded funds, UIT’s, alternative investments, and separately managed accounts. 
 
This document applies to all Wells Fargo Advisors channels including: 
 

• Private Client Group (PCG) 
• Independent Broker Group (IBG) 
• Wealth Brokerage Services (WBS) 

 
Our commitment to you is to provide timely and useful information to help your firm 
navigate through the Wells Fargo organization. This commitment is carried out on a day-to-
day basis through the Wells Fargo Advisors Relationship Management Group. The 
Relationship Management Group serves as your central point of contact at Wells Fargo 
Advisors assisting you with: 
 

• Creation of marketing campaigns and partnerships with others areas of the Firm 
• Timely delivery of information through periodic newsletter and frequent e-mail  

communications 
• Information on dates for periodic conference calls, used to provide updates on 

product, sales, strategy, operational issues, manager research and marketing 
• Contact information for branches and Productivity Consultants 
• Facilitation of product or operational issues 
• Coordination of all contracts and agreements 

 
WORKING IN OUR OFFICES 
 
We appreciate all the time your firm spends providing education and product support to our 
Financial Advisors. We ask that your wholesalers obtain approval prior to initiating any 
meeting with the following sales professionals. The approval process varies by channel: 
 

• Private Client Group – contact the branch manager or designee for branch meetings 
• Independent Brokerage Group – contact the appropriate office 
• Wealth Brokerage Services – contact the Regional Brokerage Managers (RBMs) 
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Wholesalers should coordinate with the appropriate Sales Management for all group 
meetings. Unless specifically invited by a Branch Associate, wholesalers are not permitted to 
freely walk around an office after a meeting or drop in unexpectedly on other branch 
associates. 
 
In order for your organization to work effectively in our branches we will provide you 
periodic updates on our branch locations and branch manager information. We require that 
you report back to us on a quarterly basis the activity in our branches including: 
 

• Number of visits and locations 
• Type of visits (lunch, seminar, one-on-one meeting, etc.) 
• Topics discussed 
• Success stories 

 
TRAINING AND EDUCATION EVENTS 
 
All training events (outside of branch presentations) should be coordinated through your 
Wells Fargo Advisors’ Relationship Manager. By coordinating training and education events 
through the Relationship Management Group you ensure that you are following all Wells 
Fargo Advisors policies regarding cash/noncash compensation and all rules surrounding 
training events. Keep in mind: 
 

• Wells Fargo Advisors only allows Financial Advisors to attend training events with 
other Firm Associates. Financial Advisors may not attend events that involve 
Financial Advisors from other firms. 

• All events, such as due diligence meetings and large training events, require prior 
Home Office approval and all proposed attendees must go through a formal approval 
process initiated by the Relationship Management Group. All of the policies 
surrounding meeting attendance are included in our Cash/Cash-/Non-Cash 
Compensation Guide and FAQs. 
 

A few things to consider when determining if you would like to sponsor an event: 
 

• The primary purpose of the event must be training and education. 
• Attendance by Associates at the event must not be contingent upon achieving any 

sales targets or goals. 
• The event must be held at an appropriate location (i.e., a local office or a facility 

nearby for local events, or a regional location with respect to regional events). 
• The event must occupy a substantial amount of the work-day (i.e. approximately 6 

hours per day). 
• Training and education support must not be used to pay for the guests of Associates 

at these events. 
 

APPROPRIATE BUSINESS COMMUNICATION (EMAIL, MAIL, 
IN-PERSON) 

 
• Email - You may provide standard email communications, such as market 

commentary, fund performance updates, etc. to Associates only upon the request 
or via the consent of each Associate. Emails to Associates who have not 
requested nor consented to receive them are not permitted.  All email messages to 
Associates must include an opt-out section. No general distribution of any email lists 
will be provided. 
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• Conference Calls - Associates may attend conference calls hosted by your firm. 
Communication of conference call logistics can be coordinated by your Relationship 
Manager and posted to our intranet, if appropriate. 

• Client Communication - Third Parties are not permitted to correspond directly with 
any Wells Fargo Advisors’ clients, including, but not limited to, marketing letters, 
welcome letters, proxies, prospectuses, ADV’s and change in ownership. ADV’s and 
prospectuses are made available at the time of the account opening and/or upon 
client request. Exceptions may be outlined in specific agreements with Wells Fargo 
Advisors and handled by your Relationship Manager. 

 
THIRD PARTY MARKETING COLLATERAL GUIDELINES 
 

• Internal –  
o All marketing materials intended for “Internal Use Only” or “Broker/Dealer 

Use Only” produced by a third party product provider may be used with any 
Associate as long as it is not used with clients. Marketing materials include, 
among other things, all sales sheets, brochures, seminars or presentation 
materials, hypothetical illustrations, etc. 

o All materials that are specific to WFA and mention the Firm, or any 
group/product within the Firm, must be pre-approved before use.  Please 
submit to your Relationship Manager for approval and an “Approval Code” 
that must be added to your materials.  This includes emails, written 
materials, etc. 

• External –  
o If used by FAs with clients - The FA is responsible for reviewing the materials, 

obtaining the approval of their qualified supervisor, obtaining a clean FINRA 
letter and maintaining records of usage in the Branch.  WFA FAs can access 
these policies via the Associates Guide: Section 8, available on InfoMAX. 

o If used by WFA Home Office – Some material may be used by the Wells Fargo 
Advisors Home Office via posting on InfoMAX or distributed in other ways to 
FAs.  All client-facing materials for “Public Use” must be submitted for review 
and approval prior to use.  Client materials include brochures, fact sheets, 
seminars and presentation materials, etc. 

 
• Materials should be submitted to the Relationship Management team and the Product 

Marketing and Communications mailbox (lifeinsmrktingapprovals@wellsfargo.com) 
along with the corresponding clean FINRA Advertising Review comment letter (if 
applicable) for review and approval by a subject matter expert. 

• Remember to use the correct verbiage when referencing the Firm.  The brokerage 
Firm is Wells Fargo Advisors, LLC not Wells Fargo.  This is very important as there 
may be differences in the research, advice and products between the groups. 

Co-branding of marketing material with the Wells Fargo Advisors logo is NOT permitted. 
 
CASH/NON-CASH COMPENSATION POLICIES 
 
At Wells Fargo Advisors we have very specific and in-depth policies around cash and non-
cash compensation. Those policies and frequently asked questions that accompany the 
policy are sent to you on an annual basis or when updated. It your responsibility to ensure 
that your firm abides by those policies and that all sales representatives from your firm 
abide by the policy. A copy of this policy is included in this guide. 
 
 

mailto:lifeinsmrktingapprovals@wellsfargo.com
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Questions 
 
Your Relationship Manager is your central point of contact at Wells Fargo Advisors. If you 
have questions about any of our policies and procedures, please contact your Relationship 
Manager. 
 
Policy could change without notice. This document is for GA use only. 
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WFA Cash/Non-Cash Compensation Policy  
Shown below is the ”WFA Cash/Non-Cash Compensation Policy” document, taken straight 
from the WFA Associate Guide.  It was not written by, or specifically for, insurance people, 
so you will need to do some investment- to insurance-lingo translations.  Please interpret 
“affiliated or unaffiliated third parties” to include insurance carriers, as well as General 
Agencies and their Representatives; “investment products” to mean all insurance products, 
whether fixed or variable; “WFA Relationship Management Group” to mean the LIFE team; 
and “wholesalers” to mean General Agency Representatives.  Importantly, all the rules in 
this document apply to General Agencies’ and their Representatives’ working within WFA.   
 
SUMMARY 
 
SRO regulations require that Registered Associates base investment recommendations on 
the suitability of the investment for the client and not be influenced by an offer or receipt of 
cash and non-cash compensation from a Vendor. Associates may not: 
 

• Accept any cash or non-cash compensation that is preconditioned on the 
achievement of sales targets or granting access to the Firm’s sales force; 

• Participate in product and product-category specific sales contests or similar 
incentives organized by Vendors; 

• Allow vendors to sponsor, attend, or pay for client or associate appreciation events 
such as holiday parties, entertainment events or theater nights; and/or 

• Accept payment directly from the Vendor for reimbursement of expenses under the 
Firm’s cash and non-cash compensation policy. All reimbursement payments must be 
processed through the Firm’s systems. 
 

DEFINITIONS 
 
Cash and non-cash compensation: 

• Includes any item of monetary value received from a Vendor in connection with the 
sale and distribution of securities or any other product offered by, or through, the 
Firm.  This type of compensation does not include regular product sales 
compensation. 

 
The term “Vendor” includes, but is not limited to, companies that: 

• Sponsor or distribute investment products; and/or 
• Provide services that may be offered by the Firm to its clients 

 
Examples of Vendors include: 

• Mutual Fund Companies; 
• Investment advisors; 
• Wholesalers; 
• Distributors; 
• Unit investment trust sponsors; 
• Trust administration managers; 
• 529 plans; 
• Affiliated or unaffiliated third parties; and 
• Any other third-party sponsors or distributors of investment products or services. 
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VENDOR GIFTS 
 
Associates may accept certain gifts from Vendors that do not exceed $100 in total per 
Vendor per year.  Permissible gifts include: 

• Merchandise; 
• Gift cards or gift certificates redeemable for merchandise or services; and 
• Instances where a Vendor provides or pays for a social meal, or tickets for a sporting 

event, the theater, cultural events, or other comparable entertainment and does not 
attend the event with the Associate.  

 
Associates may accept Vendor branded promotional items of nominal value. These gifts are 
not subject to the $100 per year per Vendor limit. 
 
Associates must refuse the following types of gifts of any dollar amount from Vendors: 

• Securities; 
• Cash; 
• Checks; 
• Cash equivalents such as money orders or traveler’s checks; 
• Gifts checks or gift cards that may be redeemed for cash; 
• Loans; 
• Charitable donations; 
• Discounts; 
• Blocks of tickets for distribution to other Associates, clients or prospects; and 
• Any other gifts that do not comply with Firm policy. 

 
Gifts are valued at the higher of face value or market value. 
 
OCCASIONAL MEALS AND ENTERTAINMENT 
 
Occasional meals and entertainment (an Entertainment Event) include situations where a 
Vendor provides or pays for and at least one representative of the Vendor attends: 

• Social meal; or 
• Sporting event, the theater, cultural events, or other comparable entertainment. 

 
Associates may participate in an Entertainment Event if: 

• The Entertainment Event is: 
o Not frequently held, lavish or extensive as to raise any questions of propriety; 

and 
o Held in the Sales Location’s vicinity. 

• Participation is: 
o Not preconditioned or based on achievement of sales targets; and 
o Limited to an Associate or a small group of Associates and guests of 

Associates. Guests of Associates may only include other Firm Associates or 
members of the Associate’s household. 

• Clients and prospective clients do not attend the Entertainment Event as a guest of 
the associate or the vendor who is providing or paying for the event. 

• The value of one Entertainment Event (including the cost of the guest’s attendance) 
is less than $400 per Vendor per year. 

• Aggregate value of all Entertainment Events (including the cost of the guest’s 
attendance) in one year does not exceed $1,000 for the Vendor. 
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Entertainment Events do not include informal lunches or snacks provided by Vendors to 
groups of Associates in connection with sales presentations conducted in the Sales Location. 
 
Associates must not accept: 

• An invitation to attend highly publicized special entertainment or social events such 
as: 

o Super Bowl; 
o World Series; 
o NCAA Final Four; 
o NHL Stanley Cup 
o NBA Championship; 
o Indianapolis 500 
o Kentucky Derby; 
o Music and entertainments award shows; or 
o Other similar high profile events. 

• Contributions from Vendors or third parties toward organized office, holiday or 
recognition parties, team appreciation events, social outings, large receptions, or 
other general attendance events: 

o Held exclusively for Associates; or 
o That will include clients and prospects. 

 
Business entertainment items such as tickets are valued at the higher of face value or 
market value. 
 
ASSOCIATE TRAINING AND EDUCATION MEETINGS 
 
Due diligence and training and education meetings, paid in whole or in part by a Vendor, 
and conducted by the Firm or Vendor (Training and Education Meetings) consist of: 

• Meetings held outside the Sales Location; or 
• Informal educational presentations held at the Sales Location. 

 
Associates may not accept payment directly from the Vendor for reimbursement of 
expenses. All reimbursement payments must be processed through the Firm’s systems. 
 
Different requirements apply to each type of meeting as outlined below. 
 
TRAINING AND EDUCATION MEETINGS HELD OUTSIDE THE 
SALES LOCATION 
 
Associates may attend a maximum of three (3) Vendor-sponsored Training and Education 
Meetings held outside the Sales Location in one calendar year. The Firm must pre-approve 
all Training and Education Meetings. Associates must not accept invitations sent directly by 
the Vendor to the Associate. 
 
The Relationship Management Group of the appropriate product area: 

• Must verify that: 
o The Vendor has a current selling agreement with the Firm; 
o Participation by an Associate is not pre-conditioned on the achievement of 

sales targets or a condition of access to the sales force; 
o The meeting is held exclusively for the Firm and its Associates and associates 

of other broker/dealers are not permitted to attend; and 
o Clients and prospects are not permitted to attend the meeting. 
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• Must pre-approve: 
o Vendor sponsorship; 
o The meeting location which must be appropriate such as: 

 The Vendor's local office; 
 A facility (such as hotels with conference facilities) located in the 

vicinity of such Sales Location or Vendor’s local office; or 
 A regional location for regional meetings; 

o The purpose of the meeting as the presentation of due diligence, training or 
educational information must comprise the majority of the duration of the 
meeting; 

o The meeting agenda and that the Vendor participates as a speaker for a 
substantial portion of the meeting; and 

o The list of invited Associates. 
• Forwards a list of potential invitees to the Regional Office and the Qualified 

Supervisor who are given the opportunity to reject any potential invitee. 
• Coordinates with the Vendor to notify approved Associates of their invitation. 

 
Upon acceptance of an invitation, Associates must: 

• Complete the Vendor Education Meeting Attestation and attest that they: 
o Plan to attend the event in its entirety; and 
o Understand that the meeting’s purpose is for training and education; and 

• Retain the Attestation in a central file in the Sales Location in accordance with the 
Firm’s Record Retention Schedule. 
 

In connection with a Training and Education Meeting, Vendors may pay for: 
• Associates’ meals, transportation, lodging for the nights of the event; 

o The Relationship Management Group and Vendor may consider additional 
lodging nights if an additional travel night will lower the overall cost to the 
Vendor. 

• Items directly related to training and education aspects of the meeting (e.g., a 
booklet of educational materials). 

 
Vendors may not pay for: 

• Recreational events, tours, or other forms of entertainment; and 
• Any expenses related to spouses or guests in attendance. 

 
INFORMAL EDUCATIONAL PRESENTATIONS 
 
Associates may attend informal educational presentations held by the Vendor in the Sales 
Location if: 

• Clients and prospects do not attend these meetings; 
• The meeting: 

o Does not include any entertainment events or activities; and 
o Is exclusive to Firm Associates and does not include associates of other 

broker/dealers; and 
• Participation by an Associate is not pre-conditioned on the achievement of sales 

targets or a condition of access to the sales force. 
 

There is no limit on the number of informal educational presentations an Associate may 
attend in a year. 
 
Vendors may pay costs related to: 

• The presentation; and 
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• Snacks, refreshments, or informal lunches of nominal value. 
 

SEMINARS FOR THE PUBLIC 
 
Associates may hold sales seminars and meetings for clients and prospective clients in 
which the expenses are paid in full or in part by a Vendor if: 

• Associates follow the Firm’s policies for these events 
• All event materials, advertisements, invitations and presentations to the public must 

prominently disclose the Vendor’s sponsorship of the event. 
• A representative of the Vendor: 

o Attends the seminar; 
o Is recognized as a sponsor of the seminar; and 
o Speaks for a significant amount of time at the seminar. 

• The invitation lists all speakers for the event. 
• An appropriate meeting location is used such as: 

o The Vendor's local office; 
o A facility (such as hotels with conference facilities) located in the vicinity of 

such Sales Location or Vendor’s local office; or 
o A regional location for regional meetings; 

• A significant portion of the seminar is devoted to a general discussion about: 
o The products offered by the Vendor; or 
o Financial training or education. 

 
 
In connection with a Seminar with the Public, Vendors may: 

• Pay for: 
o Meeting room rental; 
o Meals provided to all attendees, including Associates and clients/prospects; 

and 
o Marketing materials used during the meetings. 

• Not pay for: 
o Entertainment associated with the seminar (e.g., round of golf after the 

meeting); or 
o Associates' travel or lodging expenses for any such meetings. 

 
The Associate or the Firm must pay for any costs associated with a seminar. Vendors may 
reimburse the Associate or the Firm for these expenses provided that all reimbursement 
payments are processed through the Firm’s systems. Associates may not accept payment 
directly from the Vendor for reimbursement of expenses. 
 
MEDIA ACTIVITIES AND BUSINESS DEVELOPMENT 
 
Media activities and business development include situations in which a Vendor provides or 
pays in part or in full for: 

• Media activities such as: 
o Paid advertisements on a television or radio broadcast; and 
o Sponsorship of an Associate’s television or radio broadcast. 

• Business development such as: 
o Software; 
o Sales and marketing literature; and 
o Signage. 

Associates may accept vendor sponsorship if: 
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• Associates comply with all Firm policies; 
• Is not pre-conditioned on the achievement of sales targets; 
• The media activities is pre-approved in writing by the Qualified Supervisor and 

retained in a central file in the Sales Location; 
• Is prominently disclosed to clients: 

o On advertisements, signage, marketing materials, and output from software 
programs; and 

o During media broadcasts and advertisements. 
 

CHARITABLE EVENTS AND CONTRIBUTIONS 
 
Associates may not: 

• Request or solicit Vendors to 
o Make a charitable donation or contribution; or 
o Sponsor any community activity; and/or 

• Attend charitable events as the guest of a Vendor if a client is also present as a 
guest of the Vendor. 
 

Associates who attend a charitable event as a paid guest of a Vendor: 
• Must be accompanied by a representative of the Vendor; and 
• Comply with all Firm policies including dollar limitations outlined in the “Occasional 

Meals and Entertainment” section. 
 

REIMBURSEMENT PROCESS 
 
To obtain reimbursement from a Vendor for cash and non-cash compensation expenses, 
Associates must: 

• Send a “Vendor Reimbursement Request Letter” to the Vendor with copies of all 
receipts. 

o This letter requests the Vendor to make the reimbursement check payable to 
the Firm. 

o Vendors affiliated with the Firm may journal reimbursement funds to the sales 
Location RC number in lieu of payment by check.   

• Submit the “Vendor Reimbursement Request Form" along with the Vendor’s 
reimbursement check and other required documentation to the Qualified Supervisor 
for review and approval. 

o All requests for reimbursement of $1,000 or more also require Regional Office 
approval. 

• Upon receipt of all required approval(s): 
o Retain a copy in the Sales Location of: 

 Vendor Reimbursement Request Letter; 
 Vendor Reimbursement Request Form; 
 All invoices and receipts paid by the Associate; 
 Seminar Attendee Long and invitation, if applicable; and 
 Vendor’s reimbursement check, made payable to the Firm, if 

applicable; and 
o Submit a reimbursement request through the Firm’s expense management 

systems. 
 

In addition, Associates may submit any reimbursement requests for costs not reimbursable 
by the Vendor through the Firm’s expenses management systems. 
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Policy could change without notice. This document is for GA use only. 
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Wells Fargo Advisors Insurance Submission 
Process 
 

• FA must validate that he/she is appropriately licensed and appointed PRIOR TO 
solicitation by accessing the G2 Producer Licensing database found on SmartStation. 

o FA resident / branch state 
o Policy owner/Client(s) resident state 
o Trust domiciled state 
o Application signed state  
o LTC certification (if applicable) 

For assistance, FA can contact the Licensing & Appointment team at: 
o For WBS - 800-743-7210 Option 3, Fax 866-354-8566, 

wbslicensing@wellsfargo.com 
o For PCG and FiNet – 866-297-8705 Option 3, Fax 866-354-8566, 

wfainsurancelicensing@wellsfargo.com 
View InfoMax (Products>Insurance>Licensing & Appointments) for more information  

 
• FA contacts General Agent (GA) for product, illustration and sale assistance. If there is a 

replacement, an inforce illustration must be provided.  
 

• FA presents suitable and appropriate insurance solutions to the client.  GA may provide 
expert support on behalf of the FA in client meetings. 
 

• FA completes all carrier and Wells Fargo required forms with client, with GA assistance, 
as necessary.  

o Insurance Client Suitability Worksheet (complete electronically via 
SmartStation/Trading/Other Trading/Insurance Solutions, print and sign; do NOT 
use a pre-printed copy as this form is dynamic and changes based on the answers 
provided to some questions) 

o Life Insurance Disclosure(s) 
o All required carrier application and forms 
o Inforce illustrations on replacements 
o Provide the client with “A Guide To Buying Insurance” (this does not need to go to 

the GA, SBIA or CSU)  
 

• FA opens a brokerage account via the New Account Opening tool (NAO).  Account titling 
between the brokerage account and insurance application MUST match. The client is 
considered the owner of the insurance policy.  

 
• GA reviews all forms for completeness and forwards copies to The Insurance Solutions 

Center (SBIA) for facilitation of Central Supervision Unit (CSU) review and approval.  
 

• SBIA enters the case into the system of record; performs verification of licensing and 
appointments; reviews for good order; packages documents for CSU review and notifies 
the FA and the GA of CSU approval upon receipt.  

 
• After notification of CSU approval, GA orders underwriting requirements; forwards 

application and paperwork to carrier for processing. CSU approval MUST be obtained prior 
the application submission to the carrier.  

 

mailto:wbslicensing@wellsfargo.com
mailto:wfainsurancelicensing@wellsfargo.com
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• GA provides FA updates throughout the underwriting process and also reports milestone 
events to SBIA.  

 
 
 

If the carrier offer is “other than applied for” the GA is not to accept the offer until the case 
has been re-reviewed and approved by CSU (and Advanced Case Design, if Premium Finance 
involved).  The FA is required to update the Insurance Client Suitability Worksheet and 
submit it with a revised illustration to SBIA (with GA assistance, as necessary) to log and 
submit for CSU re-review.  

 

Wells Fargo Advisors, (WFA), requires that in certain situations, cases are returned 
to CSU for re-review.  This is required to ensure that as situations change, WFA can 

ensure continued suitability.  WFA's CSU re-review guidelines are listed below. 

Change Yes, requires CSU re-approval No, does not require CSU        
re-approval 

Premium  Same benefit value with cost 
increase by 10% or more 

Same benefit value with cost 
the same or lower. 

Benefit Value (Death or 
Income)  

Benefit value decrease by 10% 
or more with same cost 

Benefit value increase with 
same cost. 

Premium and Benefit 
Value  

Change of 10% or more of both 
will require a re-review (higher 
cost and or lower benefit value) 

Change of less than 10%  

Rating / Class  Change of 10% or more of either 
the premium or benefit value 
due to a rating or class change 
will require a re-review (higher 
cost and or lower benefit value). 

No change or lower cost / 
higher benefit value due to a 
rating or class change.  

Financials Change or update to lower a 
client’s financial information such 
as income, net worth, or liquid 
net worth will require a re-
review. 

Not Applicable 

Carrier If the carrier changes, the 
application should be treated as 
a new application – not as a re-
review.  

Not Applicable 

Product If the product changes, the 
application should be treated as 
a new application – not as a re-
review. 

Not Applicable 

 
• Issued policy is mailed from carrier to GA who reviews for accuracy.  GA forwards copies 

of policy spec pages and unsigned delivery requirements to SBIA.  GA releases policy to 
FA/Branch for delivery.  
 

• FA must complete the Policy Delivery Log.  
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• FA delivers the policy to the client as soon as received.   

 
• FA sends delivery requirements including the initial premium to GA, who will review and 

forward to carrier for processing.  
 

• GA will send copies of all delivery requirements to SBIA; updates are entered into the 
SBIA system and SBIA will work with carrier to ensure that commissions are paid. 
 

• FA will be able to view compensation details on reports within 10-14 days of submitting 
delivery requirements. 



GA Handbook Rev. 05/14 WFA Strategic Relationship Use Only Page 41 of 69 

Wells Fargo Advisors GA Case Coversheet 

To: Key Client Specialist __________________________ 

General Agency: ________________________________    

GA General Contact information (Case Manager): 

 Name: __________________________________________________________________ 
 
 Telephone:_______________________________________________________________ 
 
 Email: __________________________________________________________________ 
 
POS/SVP:  ____________________________________________________________________ 
 
Client Name:__________________________________________________________________  

FA Name: _____________________________________________________________________ 

Date application received at GA: ___________________________________________________ 

 

� We have verified that the Producer submitted the WFA Suitability online 
 
Included in transmittal: (Copies only; originals are not needed) 

� Wells Fargo Advisors Insurance Disclosure Statement (ALL CASES) 
� Carrier application and all carrier forms 
� As sold signed illustration 
� For Replacement cases, current inforce illustration  
� Signed/Completed Carrier Asset Allocation (variable products only) 
� Reg 60 paperwork if applicable 

 
Note: Please update your Key Client Specialist during the underwriting process. 
Any material changes to a case may require WFA  re-approval prior to issue.   
Please notify your Key Client Specialist to discuss Wells Fargo Advisor mandates for 
reapproval. 
Special Handling Notes:  

Insurance Solutions Center 
14601 27th Avenue North, Suite 101 

Plymouth, MN 55447-4819 
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Insurance Client Suitability Worksheet 
 

The Insurance Client Suitability Worksheet can be found on SmartStation/Trading/Other 
Trading/Insurance Solutions under the Suitability Tab.  

 

 
 
 
 

 

SAMPLE 
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Insurance Disclosure Form- Sample 

 

SAMPLE 
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SAMPLE 
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SAMPLE 
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Approved Insurance Carriers/Products for GA Use 
        

Type Approved 
Carrier 

Approved Products 

Individual 
Life 

Insurance 

American General AG Select-A-Term, AG Secure Lifetime/Survivor GUL II, AG Choice 
Indexed GUL, Elite UL, ROP Select-A-Term, Elite Global Plus II 

AXA Equitable 

BrightLife Protect, BrightLife Grow, Athena SUL series, AXA Equitable 
Term 151 series, Incentive Life Optimizer series, Incentive Life Legacy II, 
Survivorship Incentive Life Series 149, Interest Sensitive WL, Corporate 
Owned Incentive Life 

ING 
Term Smart 10-20, ROP Endowment Term 20-30, Strategic Accumulator 
SUL, UL-CV, UL-ECV, IUL Protector, IUL-GDB, IUL Global, IUL Global 
Choice, Corporate VUL, VUL-CV, VUL-DB, VUL-ECV, SVUL-CV 

John Hancock 

Protection UL series, UL/SUL ’13 series, Protection VUL ’12, Protection 
SVUL, Premier Life UL ’11, Accumulation Indexed UL ’14, Accumulation 
UL/VUL/SVUL ’09, Term 10-20, Survivorship Term, Corporate VUL, 
Protection IUL ’13, Protection SIUL ’13, ULG ’13, SULG ‘13 

Lincoln National 

Preservation Edge SVUL, VUL One (2014 series), SVUL One (2013), 
AssetEdge VUL (2009), AssetEdge Exec VUL, LifeCurrent UL, LifeReserve 
UL/IUL, LifeReserve IUL Accumulator, LifeReserve Protector, 
LifeGuarantee UL/SUL (2013), LifeElements 10-30 

Met Life GLT 10-30, Guarantee Advantage UL, Provider UL, Legacy Advantage 
SUL, Equity Advantage VUL, Promise WL series 

Nationwide 

YourLife IUL, YourLife NLG SUL II, YourLife Protection VUL, YourLife Term 
10-30, YourLife Accumulation VUL, YourLife Current Assumption UL, 
YourLife SVUL, YourLife NLG UL ’13, Next Generation Corporate VUL, 
Future Executive UL/VUL 

Pacific Life 

Versa Flex Pro II, Versa Flex NLG, Prime UL,  
Prime UL-NLG, Estate Preserver III, Indexed Accumulator IV, Indexed 
Performer LT, Indexed Estate Preserver, Prime IUL, Select Estate 
Preserver VI, Select VUL, Prime VUL, Flex XV, Flex Protector II, PS SVUL 

Principal Term 2012 series, UL Protector IV, SUL Protector II, UL Flex II, UL 
Accumulation II, VUL Income III, Exec VUL II, Benefit VUL II 

Protective Life Custom Choice 10-30, Survivorship Term 10-30, ProClassic UL, 
Advantage Choice UL, Survivor UL, Premier III 

Prudential Term Elite 10-30, Term Essential 10-30, ROP Term 15-30, UL Plus, 
Universal Protector, Index Advantage UL, SUL Protector, Custom Premier 
II, VUL Protector, Founders Plus 

Transamerica Trendsetter Super YRT and 10-30, Trendsetter Express 10-15, 
Trendsetter LB10-30, TransUltra SP, TransUltra Plus, TransACE 
CV/UL/SUL, TransProtector, TransSecure II 

Type Approved 
Carrier Approved Products 

Individual 
LTC 

Insurance 

John Hancock Custom Care III Benefit Builder, Custom Care III 

Transamerica TransCare II, TransCare III and Transamerica Secure 

Individual 
Disability 
Income 
Insurance 

Met Life Omni Advantage series, Omni Select series, Omni Essential series, Salary 
Saver series, Expense Plus, Buy Sell Protector, Income Guard 

Principal 
Series 700 Individual DI Solutions including: Disability Income 
Insurance, Core Value Income Protection, Key Person Replacement, 
Overhead Expense, Disability Buy-Out and DI Retirement Security 

 
Other Carriers and Products are available to FA’s through direct carrier relationships. 
Approved list may change without notice.  Approved products in NY may differ.   
Please check current list prior to presenting solutions to an FA 
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Approved Insurance Sales Concepts 
Client Planning Category Approved Concepts/Solutions 

Individual 
Clients 

Family Protection 
Life Insurance Needs Analysis 

Income Maximization 

Education Planning Education Funding with Life Insurance 

Retirement Planning Supplemental Retirement Income Plan 

Estate/Legacy Planning 

Irrevocable Life Insurance Trust (ILIT) 

Charitable Remainder Trust (CRT) 

Intentionally Defective Grantor Trust 

Dynasty Trust 

Estate Maximization 

Estate Equalization 

Annuity Maximization 

IRA Maximization 

Muni Bond Maximization 

Charitable Gifting 

Premium Financing* 

Business 
Clients 

Continuity Planning Key Person Life Insurance 

Key Employee 
Recruiting/Retention Endorsement Split Dollar 

Executive Benefits 

Executive Bonus 

Controlled Executive Plans 

Section 79 Plans** 

Split Funded Defined Benefit Plans** 

COLI – NonQualified Executive Deferral 
Plans** 

COLI – Supplemental Executive 
Retirement Plans** 

 
Approved list may change without notice.  Please check current list prior to presenting solutions 
to an FA. 

 
 
 * FA is required to work with a GA or WIS in offering these plans.  Additional approvals are required, 

see next page for details.  Once the above mentioned premium finance review is completed the 
case should follow the WFA insurance submission process, including the “other than applied for” 
requirements, that has been previously outlined in this manual. 

** FA is required to work with a GA or WIS in offering these plans.  A Third Party Administrator (TPA) 
will be needed to administer these benefits. Wells Fargo Advisors does not recommend or endorse 
any TPA. The client is free to engage the TPA they wish to use to administer the plan.    
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Prohibited Insurance Sales Concepts 
 

The following concepts are prohibited within WFA.  This applies to new business and 
servicing transactions. 

Prohibited Concepts 

412(e) 

412(i) 

419 

Life Insurance in an IRA 

Private Placement Life Insurance 

Premium Financing with no exit strategy other than death 

Premium Financing with Variable Life or Variable Universal Life 

Captive Programs used for Life Insurance 

The “Dolgoff Plan” 

Accounts Receivable Finance 

CHOLI (Charitable Owned Life Insurance insuring large group donors in one 
package for outside investors) 

IOLI (Investor Owned Life Insurance) 

STOLI (Stranger Owned Life Insurance) 

Intergeneration Split Dollar where a discount is used 
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WFA Special Case Situations 

 

Special Case Situations: 

Non-Resident Alien/Foreign National Business: 

We can write individual life insurance, DI, or LTC on an international/NRA client provided 
that: 

• The WFA client is a US citizen living abroad or a resident alien in the US, and 
• Only our currently approved domestic carriers are utilized, and 
• The client has a legitimate US address, and 
• The client is in the US to sign the application, and 
• The carrier will accept the application given full disclosure of the 

citizenship/residency status 
 

Please note:  WFA does not have the contracts, licensing and controls in place to write 
individual life insurance on clients who do not meet the above criteria and we do not write 
offshore/foreign products. 

 

Specialty Risk Disability Insurance: 

WFA representatives can write specialty disability insurance (e.g. pro athlete) through select 
syndicates of Lloyds of London and Ace America.  These syndicates are accessed via 
Peterson International and Pro Financial.  Since these products are accommodative and 
require special processing each solicitation requires advanced notice to the WFA LIFE 
Relationships and Marketing Team.  Prior to solicitation please contact the LIFE 
Relationships and Marketing Team for details. 
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Premium Financing – Special WFA 
Procedures/Forms 
Where it is suitable and appropriate, WFA will approve, on a case-by-case basis, premium 
financed life insurance strategies for high net worth clients (target client profile of 
$50,000,000 net worth and $3,000,000 liquid net worth). While premium financing may be 
very suitable and appropriate for some clients, it is an advanced strategy and not without 
risk. FAs are required to work with GAs or WISs who has been trained on WFA’s policies and 
processes concerning premium financing.  In addition to working with a trained GA or WIS, 
there is a specific supplemental client disclosure that needs to be reviewed and signed by 
the client and pre-approval of any premium financing proposal is required prior to client 
presentation.    
 
Wells Fargo’s Private Bank premium financing group is available to assist with the lending 
component.  
 
WFA CLIENT PROFILE GUIDELINES 
 

• Net worth in excess of $50,000,000 (others may be considered based on client 
relationship) 

• At least $3,000,000 of liquid assets 
• Planned life insurance premium to be financed is over $350,000 per year, or over 

$1,000,000 single loan amount 
• Capable of making premium payments from cash flow or current assets 
• Sophisticated – has active internal or external financial planning, legal and 

accounting advisors 
• Purpose of insurance is well defined 
• Client is not engaging in a IOLI or STOLI transaction 

 
WFA STRATEGY DESIGN GUIDELINES 
 

• Total amount financed is less than 50% of client’s liquid assets 
• Shorter term premium payments 
• Loan repayments scheduled 
• Interest is not capitalized 
• No VUL/VWL policies 
• Loan structure matches premium structure 

o If not, identify source of additional premium (i.e. if loan is less than 
anticipated premiums) 

• Exit strategy, other than death, is defined  
o Where continuing the policy is required, look at viable repayment strategies 

(grantor assets, GRATs, Loan Buyout) 
 
All GAs are required to successfully complete the WFA premium financing training. 
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FA PREMIUM FINANCING REVIEW/APPROVAL PROCESS 
 

• Trained GA or WIS completes the training requirement (participation in the training 
webcast).  Attendance will be recorded at the webcast.   
 

• FA engages a trained GA or WIS to assist in this transaction. 
 

• FA, with GA assistance, completes and submits (via email to: 
Casedesign@wellsfargo.com), the Advanced Case Design (ACD) Initial Review  Form 
(see pages 32-33).   The Initial Review Form can be found on InfoMAX (InfoMAX > 
Products > Insurance > Forms). 

•  
o Confirm that the client profile satisfies the minimum requirements 
o Explain the rationale for the premium financing request 
o Define the exit strategy for loan repayment 
o Outline the parameters of the design that will be stress tested 

 
• ACD performs a concept review and, if approved, performs the stress testing.  FA will 

be notified of the results by email. 
 

• If the concept review and stress testing are approved by ACD, FA, with assistance of 
the GA, creates a formal client proposal and submits it to CSU for approval prior to 
client presentation. CSU will e-mail their approval and attach the proposal. 

o If approval is not provided, a reason will be given. It may require re-
designing the financing strategy or product configuration. 
 

• FA, with assistance of the GA, conducts the client meeting. If the client agrees to 
proceed with the insurance application, then in addition to the typical forms 
completed for a life insurance application, a Supplemental Insurance Disclosure (see 
page 34-35) must be completed as well.  The Supplemental Disclosure form may be 
found on InfoMAX (InfoMAX>Products>Insurance>Forms) 

 
• If the carrier offer is more highly rated that what was applied for then an additional 

stress test must be performed by ACD to ensure that the premium financing design 
is still viable.  

 
• Once the above mention premium finance review is completed, the case should 

follow the WFA Insurance Submission Process, including the “other than applied for” 
requirements that have been previously outlined in the manual. 

 
 

 

 

 

mailto:Casedesign@wellsfargo.com
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LIFE Insurance Team 
Linda Need, Managing Director, Life Insurance  Kristin Hernandez, Admin 
linda.need@wellsfargo.com    kristin.d.hernandez@wellsfargo.com   
Phone: 704-715-8170     Phone:  704-383-5250 
 
Market Growth & Development 
The Market Growth & Development team is responsible for partnering with the WFA 
distribution leaders to develop channel-specific strategic plans for growing the life 
business.  This team also focuses on market and producer segmentation analysis and 
meeting planning. 

Primary Contact E-mail Address Phone Number 
Bruce Colbeck bruce.colbeck@wellsfargoadvisors.com 314-955-5030 

 
Relationship & Marketing 
The Relationship & Marketing team is responsible for nurturing and monitoring 
relationships with our carriers and GA partners and for enhancing how insurance is 
marketed through all Wells Fargo distribution channels. 

Primary Contact E-mail Address Phone Number 
Don Davenport donald.k.davenport@wellsfargo.com 612-667-3592 

Diane Casey diane.k.casey@wellsfargo.com 612-667-4654 
Katie Ratkewicz katie.ratkewicz@wellsfargoadvisors.com 314-955-2934 

David Seifers David.seifers@wellsfargo.com 612-667-8231 
 
Operations & Vendor Management 
The Operations & Vendor Management team is responsible for managing and 
streamlining all operational processes, interfacing with internal technology and 
accounting partners, as well as leading our partnerships with key vendors SBIA and 
AIM.  

Primary Contact E-mail Address Phone Number 
Peter Landry peter.j.landry@wellsfargo.com 704-715-8164 
Patrick Fahy patrick.r.fahy@wellsfargo.com 704-715-8185 

Brandy Lamberth brandy.n.lamberth@wellsfargo.com 612-667-2740 
Michelle Radtke michelle.j.radtke@wellsfargo.com 612-667-8889 

 

Advance Case Design 
The Advance Case Design team is the center of excellence for technical knowledge on 
advanced uses of life insurance in financial, estate, and business planning 
applications.  This team is also responsible for consulting with producers on individual 
High Net Worth client situations and delivering supplemental, advanced training 
across all distribution channels. 

Primary Contact E-mail Address Phone Number 
Craig Averill craig.averill@wellsfargo.com 704-715-8174 

Chris Bilodeau chris.bilodeau@wellsfargo.com 704-715-3002 
Rosemary Spivey rosemary.spivey@wellsfargo.com 704-715-8171 
Raegan Whitaker raegan.whitaker@wellsfargoadvisors.com 314-955-2859 

INSURANCE SALES SUPPORT 
 
For local, in-person support, you have access to: 
• PCG & FiNet: 

• Approved General Agents 
• Approved Carrier Point-of-Sale Reps 
• See InfoMAX > Products > Insurance > 

GA/POS Support for the approved list. 
 

• WBS: 
• Wells Fargo Wealth Insurance 

Specialists (WISs) 
• Approved General Agents 
• Approved Carrier Point-of-Sale Reps 
• See InfoMAX > Products > Insurance > 

GA/POS Support for the approved list. 
 
 
When not using local, in-person support, you have 
access to: 
Insurance Solutions Center, a centralized phone team 
that provides phone/email-based illustrations, case 
design and sales support exclusively for Wells Fargo 
Advisors FAs. 
• Call 866-769-2936  

• Option 1 for Term Insurance 
• Option 2 for Permanent Insurance 
• Option 3 for Disability & LTC Insurance 
• Option 4 for Commission questions (all 

products) 
 

• Fax 508-770-0149 
 

• Mail (Term, Disability & LTC Insurance): SBIA, 542 
Main Street, Worcester, MA  01608 
 

• Mail (Permanent Insurance): SBIA, 14601 27th 
Avenue North, Suite 101, Plymouth, MN  55447 

 
 
LICENSING & COMPLIANCE 
 
• PCG & FiNet:  

• 866-297-8705, Option 3 
•  wfainsurancelicensing@wellsfargo.com 

• WBS:  
• 800-743-7210, Option 3 
• wbslicensing@wellsfargo.com 

 

 

mailto:linda.need@wellsfargo.com
mailto:kristin.d.hernandez@wellsfargo.com
mailto:bebe.l.gersbach@wellsfargo.com
mailto:wfainsurancelicensing@wellsfargo.com
mailto:wbslicensing@wellsfargo.com
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SBIA/Insurance Solutions Center Support Team 
Primary Contact Role E-mail Address Phone Number 

Brian Mason Managing Director, SBIA bmason@sbia.com 763-852-0755 
Rosie Jasinek Director of Operations rjasinek@sbia.com 763-852-0744 

Michelle 
Peterson 

Manager, Broker Services mpeterson@sbia.com 763-852-0746 

Linda Wagner Support for TIME Financial and WIS lwagner@sbia.com 763-852-0735 
Connie 

Wagener 
Support for Millennium Brokerage and PLAN cwagener@sbia.com 763-852-0748 

Alyssa Wester 
Support for Capitas Financial and Mercury 

Financial 
awester@sbia.com 763-852-0738 

Pam Meleen 
Support for Highland Capital and Insurance 

Designers 
pmeleen@sbia.com 763-852-0766 

Joe Nolle Support for Saybrus Partners jnolle@sbia.com 508-770-0364 

 

Other WFA Resources 
  Department Phone Number 

Envision Support Team 888-474-6676 
Contact Management: Client Mining 800-775-7021, Option 7 

Annuity Sales Support 1-800-339-6600 
WFA Estate Attorneys 314-875-2420 

Trust Support - Kevin Shaughnessy 314-955-3197 

 
 

 

 

 

 

 

 

 

 

 

mailto:bmason@sbia.com
mailto:mpeterson@sbia.com
mailto:cwagener@sbia.com
mailto:jnolle@sbia.com
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Group Insurance Opportunities: 

WFA representatives cannot write group insurance contracts.  FA’s/WIS with group insurance 
opportunities should refer those to a Sales Executive from Wells Fargo Insurance.  Below is a list of 
contacts that can help address group insurance referrals.  Please note:  At this time there is no 
compensation or referral fee available for the WFA representative.  There are other benefits of 
referring, including building a relationship with other Wells Fargo Team Members who can refer asset 
management, estate planning, and other opportunities to WFA. 

WFI Resources: Group Insurance 
Region Regional Managing Director E-mail Address Phone Number 
West Bob Volkel 650-413-4418 robert.volkel@wellsfargo.com 
North Mike Mascolo 973-261-9101 michael.mascolo@wellsfargo.com 
South Peter Moore 904-351-7470 peter.moore@wellsfargo.com 

mailto:robert.volkel@wellsfargo.com
mailto:michael.mascolo@wellsfargo.com
mailto:peter.moore@wellsfargo.com
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WFA Wealth Insurance Specialists (WISs) 

WIS WBS Region* E-mail Address Phone Number 

Robert Chewning National Manager, Life 
Insurance robert.chewning@wellsfargo.com 704-715-8168 

Matt Curran Great Lakes, Southeast, 
Mid-Atlantic, Northeast matthew.curran@wellsfargo.com 203-917-1304 

Steve Matter California, Mountain 
Northwest, Southwest steve.matter@wellsfargo.com 949-253-4331 

Mike Stockalper California mike.stock@wellsfargo.com 858-622-6922 
Gary D. Ruff California gary.d.ruff@wellsfargo.com 415-222-3117 

Lilian Tsi California lilian.tsi@wellsfargo.com 408-691-8687 
Claudia Schumacher California claudia.schumacher@wellsfargo.com 310-285-5919 

Vince Mastro California vincent.mastro@wellsfargo.com 559-437-3178 
Joe Rhodes California joseph.e.rhodes@wellsfargo.com 916-788-4529 

Mike Dinardo California michael.dinardo@wellsfargo.com 213-253-7250 
Kit Carson California kit.carson@wellsfargo.com 949-253-4209 
Ed Hellier Great Lakes ed.hellier@wellsfargo.com 612-316-3672 

Jeff Tomski Great Lakes jeffrey.j.tomski@wellsfargo.com 248-723-3093 
Paul Neri Great Lakes paul.neri@wellsfargo.com 612-667-4378 

John Blaha Great Lakes john.blaha@wellsfargo.com 216-378-2762 
Ansel Kay Mid-Atlantic ansel.kay@wellsfargo.com 843-724-1237 

John Taylor Mid-Atlantic john.p.taylor@wellsfargo.com 864-467-2831 
Barry Cronin Mid-Atlantic barry.cronin@wellsfargo.com 704-383-8727 
Scott Enoch Mid-Atlantic scott.h.enoch@wellsfargo.com 804-697-6788 

Jorge Fuentes Mid-Atlantic jorge.fuentes@wellsfargo.com 703-760-5543 
Dave Melfi Mountain Northwest david.melfi@wellsfargo.com 720-947-6606 
Brett Balch Mountain Northwest brett.a.balch@wellsfargo.com 503-886-4646 

Arthur Gravanis Northeast arthur.gravanis@wellsfargo.com 212-981-3952 
Michael Moskowitz Northeast michael.moskowitz@wellsfargo.com 732-219-6025 

Lee McManus Northeast lee.mcmanus@wellsfargo.com 215-670-7577 
Vic Heineman Northeast victor.heineman@wellsfargo.com 908-598-3382 
Kevin Welsh Northeast kevin.m.welsh@wellsfargo.com 484-280-1043 
Mike Tivnan Northeast michael.s.tivnan@wellsfargo.com 617-312-0422 

John Crockenberg Southeast john.s.crockenberg@wellsfargo.com 904-351-7520 
Steve Schumacher Southeast steve.schumacher@wellsfargo.com 813-225-4362 

Cary Lucas Southeast cary.c.lucas@wellsfargo.com 404-504-2801 
Tanya Pages Southeast tanya.pages@wellsfargo.com 305-789-4926 
Olin Barnes Southeast olin.b.barnes@wellsfargo.com 205-877-5818 
Kit Carson Southwest kit.carson@wellsfargo.com 949-253-4209 

Chuck Adam Southwest Chuck.adam@wellsfargo.com 713-319-1122 
 

mailto:robert.chewning@wellsfargo.com
mailto:steve.matter@wellsfargo.com
mailto:lilian.tsi@wellsfargo.com
mailto:claudia.schumacher@wellsfargo.com
mailto:joseph.e.rhodes@wellsfargo.com
mailto:kit.carson@wellsfargo.com
mailto:paul.neri@wellsfargo.com
mailto:john.blaha@wellsfargo.com
mailto:ansel.kay@wellsfargo.com
mailto:john.p.taylor@wellsfargo.com
mailto:barry.cronin@wellsfargo.com
mailto:scott.h.enoch@wellsfargo.com
mailto:jorge.fuentes@wellsfargo.com
mailto:david.melfi@wellsfargo.com
mailto:brett.a.balch@wellsfargo.com
mailto:arthur.gravanis@wellsfargo.com
mailto:michael.moskowitz@wellsfargo.com
mailto:lee.mcmanus@wellsfargo.com
mailto:victor.heineman@wellsfargo.com
mailto:kevin.m.welsh@wellsfargo.com
mailto:michael.s.tivnan@wellsfargo.com
mailto:steve.schumacher@wellsfargo.com
mailto:cary.c.lucas@wellsfargo.com
mailto:tanya.pages@wellsfargo.com
mailto:olin.b.barnes@wellsfargo.com
mailto:kit.carson@wellsfargo.com
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What NOT to do in WFA 
OPERATIONS 
 

• Recommend an insurance solution that is not suitable for the client 
• Submit an application prior to an FA getting their carrier appointment in place. 
• Submit an application without the necessary WFA paperwork (Insurance Disclosure 

form and Client Suitability form). 
o Forget to remind FA to complete Client Suitability Worksheet via 

SmartStation/Trading/Other Trading/Insurance Solutions with every insurance 
case submitted. 

o Forget to remind FA that a brokerage account needs to be opened through 
the NAO system for any CASH Value insurance sale. (No brokerage account is 
required for term, traditional LTC, or DI.) 

o Leave the Replacement information blank on the Disclosure form. 
• For a replacement policy, submit an application without an inforce illustration or with 

an inforce illustration that is over 6 months old.  AN INFORCE ILLUSTRATION IS 
REQUIRED FOR ALL CASH VALUE POLICIES BEING REPLACED!   

• Show a VUL subaccount allocation as 100% in the Money Market or Fixed Account.  
WFA REQUIRES AN ADDITIONAL ALLOCATION REFLECTING THE CLIENT 
INVESTMENT OBJECTIVES AND RISK TOLERANCE BE INCLUDED FOR CSU 
APPROVAL. 

• Submit an illustration that does not follow the WFA Illustration Guidelines. (See page 
10 of the Handbook) 

• Submit an application to the carrier prior to Central Supervisory Unit (CSU) approval. 
• Use an unapproved product or carrier. 
• Discuss compensation with the WFA FA. 
• Forget to follow the special procedure on a premium financing case. 

 
FIELD ENGAGEMENT 
 

• Use unapproved sales or marketing materials. 
• Send emails to FA’s without prior approval. 
• Communicate or correspond directly with any WFA client without the FA’s approval. 
• Fail to get appropriate field management approval prior to making a WFA office visit. 
• Walk around a WFA office and drop in unexpectedly on other FAs after an arranged 

FA or client meeting. 
• Exceed Cash/Non-Cash Compensation rules. 
• Sponsor sales contests or provide incentives to use your General Agency, a specific 

carrier or specific products. 
• Utilize an unapproved sales concept. 
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WFA Resources 
Tools for FAs 
 
Envision® Process – A dynamic process offered at Wells Fargo Advisors.  Envision is 
designed to help clients live the one life they have the best way they can, without undue 
financial sacrifice and overexposure to risk.  Combining goal based advice with sophisticated 
statistical modeling, Envision Planning creates an effective easy-to-understand process for 
prioritizing and achieving the client’s most important life goals.   
 
EPIC - Envision Plan Information Center is an interactive tool designed to help an FA 
manage his Envision relationships by providing key “Need to Know” items and possible sales 
opportunities pertaining to a client’s Envision plan. 
 
InfoMAX – Internal Intranet available to FAs in all channels.  FAs can access client-
approved marketing material, sales ideas, performance information, product overviews, 
commission rates, carrier and GA contacts and phone numbers, among many other 
marketing tools. Each product department has dedicated pages to promote their products, 
and each channel has its own version on InfoMAX. 
 
SmartStation – Brokerage platform that allows FAs an enhanced experience for servicing 
their business needs. The platform has integrated proven applications under a single 
framework that allows for simpler sign-ons, internet accessibility, short-cut navigation, 
household and account quick search, and integrated market data content.  Some enhanced 
features include industry-leading investment planning, timely market data with research 
and has unified work flow linking users to relevant back-office support.   
 
Insurance Solutions – A SmartStation application that allows FAs to obtain quotes and 
submit applications for some approved term, LTC and SPL insurance products.  This 
application also is a means for an FA to check whether or not they are properly licensed and 
appointed to offer a carrier’s insurance products. 
 
Marketing Tools 
 
Beyond the Bell – Wells Fargo on Demand allows team members to watch programs on 
their desktops anytime they choose.  Beyond the Bell is designed to harness the products 
and services available to better serve clients. This is a weekly program that offers timely 
advice as well as investment solutions. 
 
Business Development Daily – Daily sales, revenue ideas available on the home page of 
InfoMAX. The target audience for this publication is our FA base in all channels. 
 
Branch News Leader – Weekly email sent on Mondays to PCG branch managers. 
Newsletter contains pertinent product/operational updates, recruiting details and 
sales/revenue ideas (WBS version – WBS RBM Weekly). 
 
Branch Brief – Weekly email sent on Wednesdays to PCG FA’s (similar content to Branch 
News Leader). Newsletter contains pertinent product/operational updates and sales/revenue 
ideas (corresponding versions for each channel). 
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eAlert – Weekly Insurance email sent out to FA’s that have signed up to receive insurance 
updates. This is one way the Insurance Team communicates upcoming Live Meetings, 
product updates, sales ideas, etc.
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Data Mining for Insurance Opportunities 
(SmartStation) 
IRA Max (Currently own IRA, Age 60-80, Liquid net worth $500,000 or more) 
Click Advisors tab 
My Book  
Custom Queries  
Under Global tab, select appropriate Rep Code(s) and check all boxes in Display Options box 
Then select Account tab 
Under Account Category select IRA 
Then select Profile tab 
Under Liquid Net Worth select E-$500,000-$999,999, G, H & I-$10,000,000  
This will give you Liquid net worth $500,000 or more 
Under Client Age enter from 60 to 80 
Then click Update 
Click Submit 
Choose sort option box click OK 
Report will be generated 
 
IRA Activity Summary – RMDs 
Click Advisors tab 
My Book 
Analysis Workbook 
Business Dev 
IRA Activity Summary 
Select IRA in the IRA Plan Type box 
Type 70 or 70.5 in the From box next to Client Age: 
Click the Submit button 

Click on the Filter Icon  
 
Click on the First Row of Data for Each Column starting with the Rep Code through the AUM columns 
Example: click on the circled data 

 
 
These fields will be added to the Report fields section on the left side of the window.   
Type =0 in the YTD_Distribution Value field to find those that have not had a RMD this year (Or type <$ 
to find YTD_Distribution under a certain figure) 
Click the Filter button and the results will be displayed. 
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Annuity Max (Current Annuity lists)  
Click Advisors tab 
My Book 
Analysis Workbook 
Business Dev 
Positions by Product 
Select appropriate Branch and Rep Code(s) 
Select “Annuity” under Security Type 
Click the Submit button  
There are 2 ways to view the clients in your book that have an annuity 

One way to view a list of clients that own a particular annuity is to click on the blue drill down arrow  
Another way to get a list of all clients and all annuities in your book is to click View All Details 
Reports will be generated  
 
Long-Term Care (Liquid net worth $500,000 or more, ages 45-70) 
Click Advisors Tab 
My Book 
Custom Queries 
Under Global tab, select appropriate Rep Code(s) and check all boxes in Display Options box 
Then select Profile tab 
Under Liquid Net Worth select E-$500,000-$999,999, G, H & I-$10,000,000  
This will give you Liquid net worth $500,000 or more 
Under Client Age enter From 45 to 70 
Click update 
Click Submit 
Choose sort option box click OK 
Report will be generated 
 
Linked Benefit  (Liquid net worth $500K+, ages 50-70, Cash accts)  
Click Advisors tab 
My Book 
Custom Queries 
Under Global tab, select appropriate Rep Code(s) and check all boxes in Display Options box 
Then select Balance tab 
Under Money Market or Cash, put in the values you want to search for 
Then select Profile tab 
Under Liquid Net Worth select E-$500,000-$999,999, G, H & I-$10,000,000  
This will give you Liquid net worth $500,000 or more 
Under Client Age enter From 50 to 70 
Then click Update 
Click Submit 
Choose sort option box click OK 
Report will be generated 
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ILIT Reviews   (Current Trusts) 
Click Advisors tab 
My Book  
Custom Queries  
Under Global tab, select appropriate Rep Code(s) and check all boxes in Display Options box 
Then select Account tab 
Under Account Category select Trusts  
Then click Update 
Click submit 
Choose sort option box click OK 
Report will be generated 
Click on the account number 
Then select the Client Management tab 
This will bring up the account information   
 
Business Owners 
Click Advisors tab 
My Book 
Contact Search 
Click Profile and Preferences tab 
Click Profile field arrow 
Select Business Owner 
Click OK 
Click Search  
Results will show at the bottom of the screen 
 
Muni-Bond Max (Currently own IRA, Age 60-70, Liquid net worth $500,000 or more) 
Click Advisors tab 
My Book  
Analysis Workbook  
Business Dev 
Positions by Product  
Select MUNICIPAL BOND in the Security Type: field  
Click the Submit button  
Click the View All Details button when the results appear 
This displays the list of the accounts and Muni Bond position 
 
Retirement Supplement: age 35-60, income 200k+* 
Click Advisors tab 
My Book  
Custom Queries 
Under Global tab, input data in (*) required fields and check desired boxes in Display Options box 
Click Update 
Click Profile Tab 
Check Annual HH Income category and select items D-I (use Ctrl click to select the multiple options) 
Check Client Age category and enter 35 in ‘from’ field and 60 in ‘to’ field. 
Click Update 
Click Submit 
Choose desired sort option in Choose Sort Option pop up and click OK. 
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Report will generate. 
 
*Report will show Annual HH Income brackets starting at $200k+.   

 
 

Muni Max: Muni holdings over 250k 
Click Advisors tab 
My Book  
Analysis Workbook  
Business Dev 
Positions by Product  
Input data in (*) required fields 
Select MUNICIPAL BOND in the Security Type: field  
Click the Submit button  
Click the View All Details button when the results appear 
This displays the list of the accounts and Muni Bond position. 
 
*The report can be sorted by clicking on the Market Value column or by exporting the report into Excel. 

 
 

High Net Worth Estate Planning:  5mm+ NW 
Click Advisors tab 
My Book  
Custom Queries 
Under Global tab, input data in (*) required fields and check desired boxes in Display Options box 
Click Update 
Click Profile Tab 
Check Stated Net Worth category and select items H-I (use Ctrl click to select the multiple options) 
Click Update 
Click Submit 
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Choose desired sort option in Choose Sort Option pop up and click OK. 
Report will generate. 

 
 

For questions on how to produce reports contact SmartStation Navigation: 

PCG: 800-775-7021 

WBS: 800-775-7031 

FiNet: 877-252-1404 
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