
During Insure Your Love*, you can help your clients understand that love is very often the 
reason behind many insurance purchases.

Here are some suggestions to help you reach as many clients as possible with the Insure Your 
Love message that buying life insurance is the way to say, “I love you.”

Set your personal goals for Insure Your Love.
For example, make a goal to talk to one extra person a day about Insure Your Love and see what happens to your activity level.

• Download the Insure Your Love Resource 

Guide Flyer (A5715) from the Resource Library 

on the Agent Forum.

• Order a supply of Insure Your Love Consumer 

Stuffers (STF163) and download the Pre-

Approach Letter (SD299) to send or email to 

clients and prospects. 

• Order a Life Insurance Poster (C5723, also 

available in Spanish) to display in your offi ce 

as a conversation starter.

• Direct your clients to our Life’s Moments site at 

www.IllinoisMutual.com/LifesMoments to help 

them make the connection between their 

everyday experiences and the need for life 

insurance protection.

• Make plans for a client appreciation event, and 

invite your clients to share the event with a 

friend. If you belong to a club, ask for 15 minutes 

to give a public service announcement about 

Insure Your Love at the next meeting.

*Insure Your Love is an industrywide event 
coordinated by Life Happens. Illinois Mutual 
is a member of Life Happens.
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Contact us for more information today!

(800) 437-7355, Option 2
Sales@IllinoisMutual.com

• Find out which clients have policy anniversaries 

coming up and reach out to remind them of 

their valuable coverage. Suggest connecting 

to make sure their needs are being covered.

• Embed our “Get a Quote” lead generation 

tool on your website. To learn more, see our 

“Get a Quote Web Tool” fl yer (A7067) 

at Agent.IllinoisMutual.com.

Resource Guide Flyer
A5715

A5716

. Insure Your Love 
Planning Ideas
Download this fl yer at 

Agent.IllinoisMutual.com
for a list of ideas you can 

use with your very own 

Insure Your Love campaign!

Insure Your Love Pre-Approach Letter  This document has been approved by the Compliance Department as shown. Any changes or modifications made to the letter must receive approval from Illinois Mutual’s Compliance Department. For approval, email the requested changes or modifications to Dave White, Assistant Vice President, Marketing Communications and Research, at ddwhite@IllinoisMutual.com.  Date  Client Name Address Address City, State Zip   Dear Client:   To love, to cherish, to guard and protect – So many of the biggest moments of our lives are accompanied by a promise made. For many of these moments, life insurance can be the way to help make sure it’s a promise kept.  It’s called life insurance, but it will likely matter most to those you love. I can help you keep your promise by evaluating your coverage options based on your individual needs.  Contact me today to keep your promise and insure your love!    Sincerely,  Agent Name                    SD299 (1/20) 

Take advantage of this industrywide life insurance awareness campaign coordinated by Life 
Happens* during February! To help you succeed, we have created complimentary sales tools 
to make the most of this special month. 

Life is made up of so many special little moments.Make sure your family’s moments are protected for the future.

Ask me about life insurance today!

*Illinois Mutual is a member of Life Happens.
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Consumer Poster
(Also available in Spanish 
except in CO) 

C5723 

Pre-Approach 
Letter/Email
SD299 

Life’s Moments Website

Life’s Moments aren’t always planned, but big or small, 

they all need to be protected. To help put that in context 

for your clients, we’ve crafted a website that connects 

your clients’ everyday experiences to their desire to 

protect Life’s Moments with life insurance. Show them 

today at www.IllinoisMutual.com/LifesMoments.

Sales Tools
Order or download these sales tools to show your 

clients why life insurance can be seen as love insurance.

Consumer Stuffer
STF127

Insure Your Love Resource Guide

Insure Your Love 
Planning Guide

A5716

. Insure Your Love  
Planning Ideas
Download this flyer at  

Agent.IllinoisMutual.com  

for a list of ideas you can  

use with your very own  

Insure Your Love campaign!

Insure Your Love Pre-Approach Letter 
 
This document has been approved by the Compliance Department as shown. Any changes or 
modifications made to the letter must receive approval from Illinois Mutual’s Compliance 
Department. For approval, email the requested changes or modifications to Dave White, 
Assistant Vice President, Marketing Communications and Research, at 
ddwhite@IllinoisMutual.com. 
 
Date 
 
Client Name 
Address 
Address 
City, State Zip 
 
 
Dear Client: 
 
 
To love, to cherish, to guard and protect – So many of the biggest moments of our lives are 
accompanied by a promise made. For many of these moments, life insurance can be the way to 
help make sure it’s a promise kept. 
 
It’s called life insurance, but it will likely matter most to those you love. I can help you keep your 
promise by evaluating your coverage options based on your individual needs. 
 
Contact me today to keep your promise and insure your love! 
 
 
 
Sincerely, 
 
Agent Name 

 
 
 

 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
SD299 (1/20) 

Take advantage of this industrywide life insurance awareness campaign coordinated by Life 
Happens* during February! To help you succeed, we have created complimentary sales tools 
to make the most of this special month. 

Life is made up of so many 
special little moments.
Make sure your family’s moments 

are protected for the future.

Ask me about life 
insurance today!

*Illinois Mutual is a member of Life Happens.
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Consumer Poster
(Also available in Spanish 
except in CO) 

C5723 

Pre-Approach  
Letter/Email
SD299 

Life’s Moments Website

Life’s Moments aren’t always planned, but big or small, 

they all need to be protected. To help put that in context 

for your clients, we’ve crafted a website that connects  

your clients’ everyday experiences to their desire to 

protect Life’s Moments with life insurance. Show 

them today at www.IllinoisMutual.com/LifesMoments.

Sales Tools
Order or download these sales tools to show your 

clients why life insurance can be seen as love insurance.

Consumer Stuffer
STF163

Say “I Love You” with

Life Insurance

STF163 (12/23)

When you buy life insurance, you’re showing 

how much you care by taking steps to protect 

your loved ones even after you’re gone.

Contact me today to fi nd out 
how to get started.

Insure Your Love Resource Guide



Downloadable Social Media Posts

In addition to sharing our social media posts, you can 

download these posts, prepared by Life Happens, to 

bolster your campaign!

Download them from the Resource Library on our 

Agent Portal at Agent.IllinoisMutual.com. Search for 

“Insure Your Love”!

Contact your Life sales team for more ideas today!

(800) 437-7355, Option 2 • Sales@IllinoisMutual.com

**If sending items via email, you are responsible for 
ensuring compliance with CAN-SPAM laws.

A5715 (12/23)  Agent Use Only

Downloadable Flyers

Mail these flyers, prepared by Life Happens, to clients 

and prospects with pre-approach letters or send them 

as email attachments.**

Download them from the Resource Library on our 

Agent Portal at Agent.IllinoisMutual.com. Search for 

“Insure Your Love”!

Shareable Social Media Posts

Share our engaging social media content with your own social networks to extend your reach and help get more 

life insurance conversations started!

Search for Illinois Mutual on: 

Ernesto Hines

Ernesto “Peanut” Folks was the 
proud owner of an auto body repair 
shop, and his plan was to one day 
pass along the business to his son, 
Ernesto. Life insurance was never on 
Peanut’s radar until an insurance 
professional spoke to him about how it 
could help him protect the business and 
its 10 employees.

Downturns in the business would sometimes 
make it hard for Peanut to make his premium 
payment. He considered dropping the policy 
but ultimately kept it in place.

When Peanut was diagnosed with advanced-
stage lung cancer, his doctors gave him 
just six months to live. The treatments that 
followed kept him away from work, and 
medical bills mounted.

Given his terminal diagnosis, a provision in 
his life insurance policy called an accelerated 
death benefit allowed him to access a 
portion of the money from that policy while 
he was still alive. In the months before his 
death at age 49, Peanut was able to pay off 
his debts and turn the body shop over to 
Ernesto, fulfilling his dream.

Talk to an insurance professional about 
how life insurance can protect your 
business and your legacy.

Life insurance keeps a 
business in the family

This piece has been reproduced with the permission of Life Happens, a nonprofit organization dedicated to 
helping consumers make smart insurance decisions to safeguard their families’ financial futures. Life Happens 
does not endorse any insurance company, product or advisor. © Life Happens 2021. All rights reserved.

Hardworking, civic-minded, a family man. That’s 
how Sara Mathews Dixon describes her husband, 
Jay. And it was those qualities that made a great 
husband, father, and a dedicated police officer.

Like many young families, Sara and Jay juggled 
kids, school, work, sports and family time with 
sons Lorenzo, Anthony and Nico. And it was 
Jay’s dedication to his family that also made life 
insurance a priority, and so they both purchased 
coverage.

Despite being a lifelong athlete, his active 
lifestyle couldn’t prevent a serious illness from 
damaging his heart, which eventually lead to a 
heart transplant. After the operation, life returned 
to normal until Jay appeared to have a seizure. 

Paramedics were unable to 
revive him, and he died at age 40. 
“My world exploded,” says Sara.

But amidst all this, one thing she hasn’t had to 
worry about is money. “Jay’s life insurance has been 
a true financial lifeline,” she says. “It means we don’t 
have to make any major changes right now after all 
that’s happened to us.”

It’s a True
Financial
Lifeline

Sara Mathews Dixon, with sons 
Lorenzo, Anthony and Nico

This piece has been reproduced with the permission of Life Happens, a nonprofit organization dedicated to helping 
consumers make smart insurance decisions to safeguard their families’ financial futures. Life Happens does not 
endorse any insurance company, product or advisor. © Life Happens 2021. All rights reserved.
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Nathan Stokes

Summer was much like her 
name—bright and energetic. 
She was also hardworking. At  
22, she was managing her own  
household, working full-time 
as a waitress, while attending 
school with dreams of becoming 
a doctor. She was also a single 
mom-to-be.

Although money was tight, 
Summer knew that getting life 
insurance was the responsible 
thing to do. That was a fateful 
decision. Just nine months after 
giving birth to Nathan, she was 
struck by a car and killed.

Summer’s policy has allowed 
her mom, Coleen, to adopt and 
care for Nathan and set money 
aside for college. “I’m so proud 
of Summer for making that wise 
decision for Nathan,” says Coleen.

The 
Responsible
Thing to Do

This piece has been reproduced with the permission of Life Happens, a nonprofit organization dedicated to helping 
consumers make smart insurance decisions to safeguard their families’ financial futures. Life Happens does not 
endorse any insurance company, product or advisor. © Life Happens 2023. All rights reserved.
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Eran casi las 11 p.m. de una noche en diciembre cuando 
el boxeador Oscar de la Hoya perdió su pelea contra 
Manny Pacquiao. La familia Virgen se despedía de sus 
familiares después de mirar juntos la pelea. Deleitándose 
aún en el buen ambiente de haber estado en familia y 
disfrutado de una buena comida, se dirigieron a su casa. 
En el trayecto, su camioneta chocó con un conductor 
que se dio a la fuga. El vehículo se dio vuelta dejando a 
Nicolas y a su esposa Teresa inmóviles en el interior. Sus 
hijos Gabriel y Mayra lograron arrastrarse hasta salir del 
auto y apenas sufrieron heridas. Cuando el equipo de 
rescate llegó, Teresa ya estaba muerta. Nicolas tenía tres 
vértebras rotas y múltiples fracturas en los brazos. “Tu 
vida cambia en un  segundo”, dice Nicolas.

Tras haber sido atendidas sus heridas, la familia Virgen 
intentó reorganizarse. Afortunadamente, Teresa tenía 
un seguro de vida que los ayudaría en ese proceso. Al 
comienzo, la pareja no estaba convencida de que Teresa 
necesitara una póliza propia dado que no trabajaba fuera 

del hogar. Como contratista de construcción, Nicolas 
entendía la lógica de contar con un seguro de vida para 
él. Sin embargo, su agente de seguros Marina Nuño les 
explicó que si algo le ocurría a Teresa, esto generaría 
gastos. “Piensen en todas las cosas que hace Teresa”, 
recuerda Marina que les dijo.

El seguro de vida les permitió pagar sus cuentas mientras 
Nicolas estuvo sin trabajar durante casi dos años 
recuperándose de sus lesiones, incluida la amputación de 
un dedo. También ayudó con los gastos de la universidad 
de Mayra y de su hermana mayor, Susana. Si no hubiera 
sido por el seguro, Nicolas está convencido de que su 
familia habría perdido su casa. “Teresa sigue cuidando y 
velando por nosotros”, señala.

Esta pieza ha sido reproducido con el permiso de Life Happens, una organización sin fines de lucro dedicada a ayudar a los 
consumidores a tomar decisiones inteligentes de seguros para salvaguardar los futuros financieros de sus familias. Life Happens no 
apoya ninguna compañía de seguros, producto o asesor. © Life Happens 2022. Todos los derechos reservados.

Ver la historia de Nicolas 
lifehappens.org/virgen/espanol
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Aún continúa cuidándolos

Nicolas Virgen con sus hijos (de izquierda  
a derecha) Gabriel, Susana y Mayra

Scott Young was living his dream. Through hard work, he had 
turned a one-man enterprise into a thriving business that he 
owned with his brother. Tragically, his dream was cut short 
when he was killed in a paddle-boarding accident.

Scott and his insurance professional had made sure he was 
properly insured at work and at home. A buy-sell agreement 
funded with life insurance ensured that his wife, Cathy, was 
compensated for Scott’s portion of the company. And his 
personal life insurance allowed his family to keep 
their ranch and to be OK financially.

A Dream 
Lives On Cathy Young with her daughters,

(from left) Kaitlyn and Brianna

This piece has been reproduced with the permission of Life Happens, a nonprofit organization dedicated to helping 
consumers make smart insurance decisions to safeguard their families’ financial futures. Life Happens does not 
endorse any insurance company, product or advisor. © Life Happens 2022. All rights reserved.
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