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The Funeral Trust

– Perfect add-on product
– Guaranteed Issue, No Und
– Easy to use Application & 
– Significant income potentia
– All of your clients need it

• How to market the Fune
– Exclusive marketing mater

derwriting
Funeral Trust documents
al

eral Trust:
rials
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Funeral Planning is…

• The most overlooked pie
planning puzzle.

…

ece of the financial 
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Lots of decisions, v

WEDDING  CEREMONY

Church/Synagogue/FacilityChurch/Synagogue/Facility
Flowers & Decorations

MusicMusic
Minister

Food
Family Travel

6 - 12 Months

ery little time.

FUNERAL  CEREMONY

Church/Synagogue/FacilityChurch/Synagogue/Facility
Flowers & Decorations

MusicMusic
Minister

Food
Family Travel

6 - 12 HOURS
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Two questions are 
asked at the time of deasked at the time of de

How do we
f th

Pea
pay for the 

funeral? o
MinMin

eath:eath: 

ace What did they

f 
nd

want for their 
funeral?nd
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Marketing

• Legacy Safeguard com
T t iTrust gives you a powe
that your clients need! 

mbined with the Funeral 
f l k ti ierful marketing service 
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Why Offer Advanced 
Funeral Planning?Funeral Planning?

of Ameri
f dipre-fundi

good ideag

Howeve
actually 

ffunera

cans believe that
i th i f l iing their funeral is a 
a.1

r, only 12% havey
pre-funded their 
l 2

7
l.2

Sources: 
1. American Funeral Director, January, 2005
2. International Cemetery & Funeral Association, 2004



Market Research

• A Study from the Nationa
Association found the fol
appropriate times to pre-

80% when afflicted

71% with their

61% when plann61% when plann

9% h li it9% when solicite
Sour

1

al Funeral Directors 
lowing regarding the most 

-fund a funeral:

d with a serious illness

r trusted advisor

ning for retirementning for retirement

d b f l h
8

ed by a funeral home
rce:  National Funeral Directors Association Wirthlin Report, 
1999



Current Size of the M

$2 2 Billi$2.2 Billi
Annual pre-funding mar

through funeral homesthrough funeral homes

Market

ionion
ket 
ss.
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The NGL Funeral TrThe NGL Funeral Tr

• Unique ProductUnique Product

• Features:
– Guarantee Issue, Ages 0-
– Policies from $500 – $50
– Interest Growth
– Tax-Free Benefits

• Significant New Income

• Complete Marketing Sy
– You don’t have to reinve

ustust

-99
0,000

e Potential

ystem
ent the wheel!
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Benefits of the NGL Fu

•
•
••

••

•

•
1 We
will w
requ

uneral Trust

• Protected from CreditorsProtected from Creditors
• Medicaid Exempt1

• Benefits are paid o t• Benefits are paid out 
Income Tax-Free

• Funds available• Funds available 
immediately upon death
• No Death Certificate is• No Death Certificate is 

required2

• Portable to any funeralPortable to any funeral 
home in the country

• Your clients need it
11

Your clients need it
e recommend consulting with an elder law attorney to see if this produ
work with your specific needs.  2 Depends on  individual state 
irements.



Simple Application

• NGL has created a 
simple one page p p g
application for you to 
complete with your p y
clients. 
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NGL Funeral Trust

• Easy to use Funeral Trust Docum

• Protects funds from all creditors, 
nursing homes, and even Medica

• The  Funeral Trust will pay funer
costs with any excess funds goingy g g
the estate or to a named beneficia

• T d d T F• Trust documents and Trustee Fee
provided to your clients for FREE

ments

aid.*

ral 
g to g
ary

es 
E
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Extremely High Com

Commission Example

A couple, both 65, each set 

commission would be, ($12commission would be, ($12
$4,000.*

With only one couple peWith only one couple pe

additional $16

mmissions

e:

$aside $12,500 then your

,500 x 2) x 16% =,500 x 2) x 16% 

er week, you can make aner week,  you can make an 

,000 per month!
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Target Market

Ideal Prospects are P
 Over the age of 55 Over the age of 55
 Who have children
 Who “plan ahead”
 Who don’t want to bu
 Who have or are crea
 That are afflicted with That are afflicted with
 Who don’t want to vis

People:

urden their family at death
ating a will
h a serious illnessh a serious illness
sit a funeral home
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The Funeral Trust provide
the most protection comp

es your client’s family with
pared to other funeral funding options.
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• Legacy Safeguard is a s
• through one of the most• through one of the most

• By funding and protectin
NGL Funeral Trust you

into Legacy Safeguard wh
end of life planning suend of life planning, su

ervice that assists families
t difficult times in their lifet difficult times in their life.

g final expenses through a   
ur clients can be enrolled
hich entitles their family to 
upport and guidanceupport, and guidance.
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Membership Benep

• Impressive Membership Kit –
allows your clients to place copy p p
of their important documents to
their family locate them in an 
emergency.

S ti ll li t t d th• Sections allow clients to record th
• Family Values
• Personal InformationPersonal Information
• Historical Insights
• Financial Accounts
• Final Wishes

efits

–
pies p
o help 

h iheir:
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Membership Benep efits

Membership Card

24 H T ll F• 24 Hour Toll Free 
Number

• Member’s Information

• Provider’s Name and    
Contact Information

• Concise summary of the 
Legacy SafeguardLegacy Safeguard 
membership benefits. 20



Membership Ben
Legacy Planning Archive

• Records the Vital Statistics that 
are needed to complete the p
Death Certificate & Obituary.

• Outlines a member’s wishes for 
th i i l itheir memorial service.

• Created in carbon copy format. 
• One copy is returned to• One copy is returned to 

Legacy Safeguard to be 
securely archived until the 
time of need.

• The other copy is for your 
client’s recordsclient s records. 

nefits
e
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Membership Benefit

End of Life Planning, Guidancg

• Legacy Safeguard Advis
advisors are on call to guideadvisors are on call to guide 
entire end of life planning pro
informed decisions about fun

• Funeral Home Locator —
several funeral homes and ce
d iadvisors 

can contact the funeral home

• End of Life Planning O• End of Life Planning— O
create a dignified memorial s
member’s life. Legacy Safegug y g
informed decisions about how
set aside to help pay for the f

ts

ce, & Assistance

sor — At the time of need, our 
the member’s family through thethe member s family through the 

ocess to help them make the most 
neral related issues. 

— Assists the family in locating 
emeteries in their area. Our 

es to evaluate the service options. 

O d i h l th f ilOur advisors can help the family 
service that celebrates the 
uard will also help the family make 

22

p y
w to use the funds that have been 
final arrangements.



Member Benefits

End of Life Plann
& Ass& Ass

On average, Leg
hsaves each

$2$2,
fon a traditional f

ning, Guidance, 
istanceistance

gacy Safeguard 
h f ilh family over 
200200 
ffuneral service! 23



Support for Survivo

• Bereavement Travel Assi
inform the family about ber
discounts available to them
$620 per flight!

• Personalized AssistancePersonalized Assistance
survivors in a wide range o

• Filing death claims with insuran
• Making reservations at a local g
• Assisting the family with car ren
• Setting up reservations and ne
• Coordinating security for the fa
• Helping the family with other sp• Helping the family with other sp

• Grief Counseling Suppor
grief counseling programs tgrief counseling programs t
of a loved one.

ors

stance — Our advisors can 
reavement travel options and 

m. On average we help save over g p

— Our advisors can assist theOur advisors can assist the 
f services that include:
nce companies
restaurant
ntals and other transportation needs

egotiating discounts with hotels
amily’s home during the memorial service
pecial requestspecial requests

rt — We can also recommend 
to help the family through the lossto help the family through the loss 
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Legacy Safeguard D

Professionally 
produced DVD that 
includes:

M b T ti i l• Member Testimonials

• A Description of Benefits

• Membership Kit 
OverviewOverview

DVD
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Turn-Key Marketing

1 M il L tt d1. Mail Letter and 
Brochure to Current 
Cli tClients

 Plan
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Turn-Key Marketing

2. Direct Mail Leads
3. Newspaper Inserts
4. Funeral Planning  Seminars
5. Add on During Other5.   Add on During Other 

Presentations

 Plan
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Fast Start Incentive It

After your first policy, you wiAfter your first policy,  you wi
be enrolled into Legacy 
Safeguard so  your family will
receive the Legacy Safeguard
Membership Benefits that 
include:include:

• Legacy Planning Service
• Funeral Planning Advoca
• Funeral Price Negotiation
• Funeral Home Locator
• Bereavement Travel 

Assistance
• Grief Counseling Support

tems

illill 

l 
d 

s
ate
n
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The Funeral Trust & Le
Safeguard Just Make SSafeguard Just Make S

• 9 out of 10 of your clien
• Everyone qualifies ageEveryone qualifies age

underwriting
f• Portable to any funera

• Exclusive marketing syg y
• FREE NGL Funeral Tru
• FREE Membership in L

egacy 
Sense!Sense!

nts want it
es 0 to 99 - Noes 0 to 99 No 

l home in the country
ystemy
ust
Legacy Safeguard
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Questions?

To get started w
e mail info@e-mail info@

The Wealth Prese
3260 S L3260 S. La
St. Joseph,

269-21
roccy@thy@
www.the

ith this program, 
@thewpi org@thewpi.org.

ervation Institute
k h Dakeshore Dr.

, MI 49085
6-9978

hewpi.org
30
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