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Ungrile Reynolds , Customer Service Representative  
Read more about Ungrile on back page

continued on page 2...

FOCAL POINT

“Every day you reinvent yourself.”   
                                                      – James Altucher

Who are you?
that I received made me wonder just how far I’ve actually 
progressed. The note was an equation that was alleged to 
be the world’s first actuarial limerick and it challenged me to 
figure it out. Here is the equation:

Now, I’m embarrassed to say that I nearly got it entirely right, 
but the limerick that goes with this equation is:

A dozen, a gross and a score, 
Plus 3 times the square root of 4, 
Divided by 7, 
Plus 5 times eleven, 
Is nine squared and not a bit more.

I know, right? 

12 + 144 + 20 + 3√4 _____________________  + (5 x 11) = 9² + 0 
               7

If you’ve been a loyal reader of Pacesetter for more than a 
few years, you know that occasionally we’ll write an article 
or two that somehow slips past the editorial board and has 
very little to do with anything insurance related. The annual 
Annual Enrollment Period (AEP) issue has sometimes been 
one of those occasions.

Yes, I really did complete the full regimen of exams and 
I am fully qualified to bore you to tears with my grasp of 
actuarial mathematics…but it’s been a long time since I had 
to take a present value. However, a recent LinkedIn note 

Most people who know me are 
aware that I consider myself to 
be a “recovering” actuary.
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The more I thought about how ill-advised it would be to 
publish something like that in the Pacesetter (over the 
objections of Robyn Raff, our editor, I might add) the more 
I thought about how “unique” actuaries are thought to 
be. But several people who are not actuaries (recovering 
or otherwise) with whom I shared this little gem actually 
thought it was kind of funny. I have to confess that I 
wondered if they meant funny in a humorous way or funny 
as in, “I think I ate something I shouldn’t have and I feel 
funny.” 

Nonetheless, I began to wonder if maybe all those exams 
just aren’t enough to tell if someone might be a hidden 
actuarial wannabe. Perhaps there are some people out 
there who are better able to hide the traits that those 
who have mastered the game “Spot the Actuary” seem to 
recognize. I wondered if there might be some sort of test 
that would help to identify undiscovered actuarial potential, 
but a search of the internet led me to believe that this is 
something that is evidently missing. 

And so with apologies to Jeff Foxworthy:

• If you’ve ever memorized your iPhone password as the 
smallest 4-digit integer that is the sum of two cubes, you 
might be an actuary. 

• If you can see more than three inches of your white 
socks between the tops of your shoes and the bottom of 
your pant leg, you might be an actuary. 

• If you’ve ever computed the number of unique ways 
you can lace up a sneaker allowing the lead aglet to 
pass through each eyelet only once, you might be an 
actuary. 

• If you already knew what an aglet is, you might be an 
actuary. 

• If you can name every movie with a character who is an 
actuary in it and who played the role, you might be an 
actuary. 

• If you’ve ever celebrated 
Wendell Milliman’s birthday, 
you might be an actuary. 

• And, if you’re already 
adding to this list, you at 
least know someone who 
might be an actuary. 

Happy AEP everyone! 
Thank you for your ongoing 
confidence in our growing 
Senior Supplemental 
Insurance family – we’ll never 
take any member you send 
our way for granted. Ever. ●

Ty Wooldridge 
President and

Chief Marketing Officer
(“Recovering Actuary”)

...continued from page 1 (Who are you?)

Welcome to the Annual 
Enrollment Period (AEP), 
the most wonderful time of 
the year! Here we are in the 
midst of a global pandemic, 
presidential election, 
wildfires, hurricanes…and 
through all of this we expect 
Medicare beneficiaries to 
make decisions on their 
healthcare benefits for the 
next year and beyond. Your 
job certainly seems a lot 
tougher this year. 

I would like to think that our 
technology solutions will make it just a little bit easier 
for you. Throughout this year, we’ve seen the adoption 
of our electronic application tool, Aetna Quote & 
Enroll, continue to climb with over 95% of new submits 
coming in electronically. The quick decision underwriting 
integrated into Aetna Quote & Enroll continues to be an 
agent satisfier. Our online agent contracting tool has had 
a steady usage increase with more automation added 
behind the scenes to reduce contracting cycle time.

TECH TALK

Look for these new technology features, just in time 
for AEP:

• Staff application entry – If you would rather 
work with a paper application while meeting with 
a client, then you can designate a staff member to 
enter applications (on the agent’s behalf) in Aetna 
Quote & Enroll to process – avoids faxing.

• Transfer existing policy data to Aetna Quote 
& Enroll – From within your book of business (on 
our agent website) you can transfer existing policy 
data to Aetna Quote & Enroll with one click (in My 
Cases). Then it’s a simple quote for a new product, 
and to the cart – name, address, and bank info 
will be pre-filled. Saves time for you and your 
applicant.

• Enhanced email signature process – The new 
4-step process includes tracking (in My Cases) and 
eliminates you having to sign after the applicant. 
Once your applicant signs, it will automatically be 
submitted. No further action is needed from you 
or your applicant.

continued on page 3...

John Jevin 
Senior Director 

Technology
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As you meet with clients this AEP (whether it’s virtually or 
in person), it’s important to think about what you leave 
behind. And we’re not talking about your business card or 
brochures. 

By building an authentic relationship based on character 
and trust, your clients will be more likely to stay with you 
through the years and come back to you to help address 
additional coverage needs. Are you bringing your best to  
all areas of your life?

This summer, I had two life-changing experiences that 
impacted how I approach my personal and professional 
relationships. From the loss of a close family member to a trip 
that tempted fate, both events altered the balance of my life.
My cousin, Tory, was like a little brother to me. When he died 
unexpectedly this summer at just 36 years old, it was crushing 
to my entire family. I’ve been amazed and inspired by the 
hundreds of stories and memories that are being shared 
across the country about our Tory. He’s been described as 
kind, caring, good, considerate, godly, helpful, compassionate, 
joyful, carefree, fun, and sincere, just to name a few. There 
have also been many stories from people describing how 
Tory gave them hope during their times of struggle. If one 
young man can positively impact hundreds of lives across 
our nation, then we all hold that ability. He took the time to 
earnestly listen to others with sincerity. 

Tory focused on what 
he could do, not what 
he thought others 
needed to do. He’s 
inspired me to be a 
better man. My prayer 
is that we realize that 
putting others first will 
give us more happiness 
than we’ve ever known.

And two weeks prior 
to the tragedy of Tory’s 
death, we had just 
escaped a near-death 
experience during a trip to Alaska. 

There was very little phone or internet service, so it was the 
first time in a decade that I didn’t open my laptop for a 
week. It was refreshing to really take a break from day-to-
day business and connect with my family and friends during 
the trip. It helped me to recharge and be more effective 
when I got back. But there was another lesson I learned… 

My son, Jacob, and I were going to take one of those 
little flights across the inlet to do some fishing and bear 
watching. I talked to Greg at the air charter company that 
Wednesday morning about booking it and said I’d call 
back the next day to confirm the Friday morning flight. 
But something was making me uneasy about the whole 
thing, so I didn’t call back. We ended up sleeping in Friday 
morning and when I got in the car later, I heard on the 
radio, “air charter plane crashes, killing all six people on 
board.” That was the flight we were supposed to take. It 
was Greg, the guy I had talked to, and his five passengers. 
I spent the rest of the trip thinking, “Why was I not on it? 
Why didn’t I get on it? Why were those people on it?” It 
haunted me. 

Both experiences taught me that by being so focused on 
one area of my life, I’d been neglecting other areas of 
my life. Be your best for your family, your friends, your 
co-workers, your neighbors, your clients, AND yourself…
life is short.
How do you accomplish that lofty goal when you’re feeling 
spread thin professionally, especially during the AEP 
season? Let us help. Our online tools give time back to 
you, so you can invest it in your family, friends, and loved 
ones. Instead of waiting on the phone, get a quick answer 
using our Live Chat feature. Avoid time-consuming 
application errors by using Aetna Quote & Enroll. Get 
instant status updates using our enrollment tracker 
and application email alerts. All these tools are designed 
to save you time, so you can focus your energy on your 
relationships – and leaving lasting impressions. ●

What do you leave behind?
SETTING THE PACE

Article contributed by Nicole Palsa, 
Senior Marketing Operations Specialist

Steve Patton 
Executive Director 

of Sales 

Tory Blake 
Steve's cousin 

...continued from page 2 (Tech Talk)

• Advanced integration with industry quoting 
and enrollment aggregators –  
˳ CSG – Expanded quoting and enrollment, 

including our Accendo product.
˳ SunFire – Expanded quoting, including our 

Accendo product.
˳ Connecture – Aetna Medicare Supplement 

plans available on PlanCompare ONE. Link 
provides single sign on to our agent website.

We’ve reached a number of technology milestones 
this year. Increases include: Quotes on the Go mobile 
app downloads, online contracting tool adoptions, 
speed of underwriting decisions, and Aetna Quote & 
Enroll usage (over 700,000 applications since launch!). 

It’s been a great technology journey with you. We will 
always stay committed to listening to your ideas and 
complaints – and do our very best to solve for them. 
Thank you for your confidence in us. Stay safe and 
best wishes for a successful AEP. ●

The impression you leave 
with your clients has a direct 
correlation to persistency.
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When I first started with this company 10 years ago, there 
was always anticipation and angst as we inched closer 
to the Annual Enrollment Period (AEP). October through 
January were historically nicknamed “the surge.” Coming 
from an automobile and appliance background, the concept 
of a surge was not something that registered with me. My 
childhood dream was to become a meteorologist (a storm 
chaser!), so it would make sense that my interpretation of a 
surge would align with a hurricane.

My wife and I recently purchased 
a condo on the beach in Destin. I 
decided to spend the week there 
when tropical storm (Category 3) 
Sally was supposed to make 
landfall. This was my chance to play 
storm chaser and provide personal 
updates via social media on my 
newly coined station, “The Fredder 
Channel.”

Planning for this trip was very 
similar to planning for AEP…I had 
contingency plans, emergency food 
and water, portable charging tools 
to stay connected, batteries, and a 
secure building to hunker down in. 
I provided updates every six hours 
from the balcony – wave size, wind 
strength, and eye location. Luckily, 
I was in one of two buildings that 
kept power throughout the storm. 

BEHIND THE SCENES

Speaking of staying connected, I just received the 
following AEP forecast and outlook from our Director of 
New Business, David Smith:

Acting as a barometer, we monitor the rise/fall of 
production and make changes daily, and sometimes even 
hourly. History has proven that large increases in agent 
production during AEP have resulted in high pressure 
situations for our staff that they are prepared to handle – 
with increased bandwidth, new processes, and intentional 
collaboration. Improved workflows, new technology 
implementation, and increased staffing will ensure the 
most efficient processes during this peak period. 

You can also be as prepared as possible. Use Aetna 
Quote & Enroll when submitting applications to 
take advantage of automated decisioning and priority 
routing. Remember to include all medications and the 
condition it was prescribed to treat. If the applicant 
doesn’t take any medications, please indicate “none” 
or “not applicable (n/a)” – do not leave it blank. All drug 
lists have been updated on aetnaseniorproducts.com 
(agent side). If you need to contact us, we now have Live 
Chat (on our agent website) with instant messaging to 
help keep you productive and eliminate excessive phone 
hold times.

We never take your patronage for granted and 
appreciate you allowing us to be the caretakers of your 
personal brand. I wish you all sunny skies and pleasant 
sailing during AEP. ●

Fred Roth 
Chief Operating Officer

FORECAST:  
Clear skies and smooth sailing 

Leaderboard
2020

Total production Medicare Supplement Final Expense

Year-to-date

1. James Collingsworth
2. Christopher Westfall
3. Steven John
4. Kevin Staszak
5. Maurice Weir

1. Christopher Westfall
2. Matthew Claassen
3. Steven John
4. Kevin Toomey
5. Kevin Staszak

1. Anthony Martin
2. Timothy Savage
3. Ronald Jackson
4. Robert Banks
5. Diana Scothorn

September

1. Jack (J.D.) Soloaga
2. James Collingsworth
3. Christopher Westfall
4. Robert Banks
5. Walter Mountain

1. Christopher Westfall
2. Cody Lucas
3. Howard Waldman
4. Richard Teska
5. Matthew Claassen

1. Megan Wood
2. Anthony Martin
3. Robert Banks
4. Eric George
5. Diana Scothorn
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FROM THE FIELD

Cancer and Heart 
Attack or Stroke/Plus Home Care/Plus Hospital Indemnity/

Flex Recovery Care Dental, Vision and 
Hearing

Year-to-date

1. Leslie Albanese
2. Ashley Davis
3. Jack (J.D.) Soloaga
4. Kristina Platz
5. Maurice Weir

1. Terra Rinderle
2. Glenn Brown
3. Timothy Miles
4. John Mcbride
5. James Cain

1. Maurice Weir
2. Robert Banks
3. John Pribil
4. Enoch Prather
5. Philip Russell

1. Leo Lauzen
2. Kasie Depoorter
3. Patricia Hall
4. Marshal Noeller
5. Elizabeth Geis

1. James Collingsworth
2. Louise Fisher
3. Futurewise Insurance 
    Agency Ll
4. Marta Golterman
5. Walter Mountain

September

1. Jack (J.D.) Soloaga
2. Maurice Weir
3. Ashley Davis
4. Zachary Dixon
5. Matthew Rowlette

1. Terra Rinderle
2. Joshua Berger
3. Keith Daugherty
4. John Mcbride
5. Glenn Brown

1. Robert Banks
2. Maurice Weir
3. Michael Jarman
4. Troy Baldridge
5. Robert Bibb

1. Patricia Hall
2. Jeffrey Wright
3. Robert Mcbride
4. Kasie Depoorter
5. Leo Lauzen

1. Jose Estevez
2. James Collingsworth
3. Walter Mountain
4. Barbara Hiltermanhaider
5. Izaiah Febles

“We run a fairly large agency of 
in-house agents and external 
independent agents primarily 
selling Medicare Supplements 
and Advantage plans.  In my 
experience as a producer, and 
in the recent years as an agency 
leader managing many other 
agents, I can say the Aetna 
experience is world-class.  There 
is no better platform for an agent 

to write Medicare Supplement underwritten business.

We are re-designing our business model to be a true 
‘partner’ with Aetna and will shift our focus to meet 
the needs of the over 65 market, specifically with 
underwritten business.  The instant decision feature is 
paramount to our business model and will save us a ton 
of time with each prospect.  This time savings will allow 
us to work with so many more people!  We hope to be 
a top performer with Aetna. We are already attracting 
many large agencies that have been selling Aetna 
competitors to be part of our big thing.  

On a side note, we truly are grateful for our relationship 
with Premier Senior Marketing (Integrity), specifically Tom 
& Cord Schueth, Brian Tobias, and Brent Ehlers. We could 
not ask for a better team to help us grow!”

Joseph J. Tretola  
Nationcare Insurance Services LLC 
& Advocate My Insurance LLC 
Boynton Beach, Florida

“The real-time underwriting is 
a game changer! Clients LOVE 
knowing they are approved 
in minutes – no phone call 
required.  As an agent, having 
the approval at time of sale 
saves so much time and 
follow up.  I can be more 
productive and get more 
done in my day. It’s perfect, 
especially with busy AEP 

approaching.  It’s all about 
efficiency!”

Angela Damin 
Jewell Insurance 
Rockford, Illinois

“Aetna has really done a great 
job making things easier to 
enroll new business. The e-app 
is great and only requires a 
security question to submit. No 
more chasing email signatures. 
Real-time underwriting gives 
an immediate answer for 
those without health issues. It 
enables you to solidify the sale 
without waiting for approval. 

Keep up the great work!”
Keith Armbrecht 
Medicare on Video 
Treasure Island, Florida
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I realize it’s the Annual Enrollment Period (AEP) and 
maybe you aren’t going to read this the second it hits 
your inbox this month. You’re laser focused on getting as 
many Medicare Supplement applications in the door as 
you can over the next couple months. One of my mantras 
here is “you can’t go wrong by doing what’s best for 
the client.” If you aren’t having the conversation with 

We have other products!

As always, we are here to help. If you have any questions about any of our products, please contact our 
Agent Services team at 866-272-6630. ●

We’re offering multiple PDP options in all 50 states and D.C. 
All plans are fully commissionable.

Aetna’s 2021 Prescription Drug Plans (PDP)

your client about what other 
needs they have, you might be 
doing them a disservice. Whether 
you have that conversation 
during AEP or during a follow-up 
call in early 2021, here’s a quick 
tutorial on our “other” products:

Scott Root
Manager

Product Management
and Development

WORKING SMARTER

Sources:
¹American Cancer Society, 
Cancer Facts & Figures 2017, 
cancer.org

²Centers for Disease Control 
and Prevention, Dental Care 
Among Adults Aged 65 and 
Over, 2017, cdc.gov 

³National Funeral Directors 
Association 2020, nfda.org/
news/statistics

⁴http://modernhealthcare.
com/article/201602628/
NEWS/160629900, Home 
healthcare industry braces 
for another Medicare cut, Lisa 
Schencker, June 28, 2016

Full product name
Informal 
product 

name
Need to know

Cancer and Heart Attack 
or Stroke Plus CHAS+ 87% of all cancers are diagnosed in persons aged 50 or older¹

Dental, Vision and 
Hearing DVH Approximately 70% of older Americans lack dental insurance²

Final Expense Whole Life FE On average a funeral can cost $7,360 or more, not including the 
cemetery plot, tombstone, and other related fees³

Home Care Plus HC+
The number of Americans over age 65 is expected to rise from 
56 million in 2020 to 84 million in 2050; 40% of these adults will 
need daily assistance⁴

Hospital Indemnity Flex HIIP Flex Flexible daily benefit periods are a great pairing with a Medicare 
Advantage plan

Prescription Drug Plan PDP For 2021, SilverScript SmartRx will have an average monthly 
premium of $7.38

Recovery Care RC Daily Nursing Facility benefit pays for all levels of care: skilled, 
intermediate & custodial care

New for 2021… 
SilverScript SmartRx (PDP)
✓ Low $7.15 average premium
✓ $0 Tier 1 copay at preferred pharmacies
✓ $0 deductible for an expanded list of  
     Tier 1 drugs

Contact your upline agency 
for details.
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I woke up the other night in the middle of a show about Tom 
Petty, the rocker from Gainesville, Florida who broke into the 
music scene in the late 70s. He embraced MTV unlike many 
other so-called mainstream musicians back in the day. His 
videos were like mini movies. I can still remember him in the 
huge chair with a big top hat on singing “Don’t Come Around 
Here No More.” Classic.

I started reminiscing a bit. Frankly, my wife and I both 
commented the other day how much of that we’ve been 
doing during this pandemic. She’s never done much of that. 
Me, I probably live too much in the past. The pain of losing 
my last high school basketball game in the semi-finals of the 
sectional tournament after being up 51-33 at half-time still 
hurts. Circa 1972. Ridiculous, but true. What can I say? 

Robyn blind-sided me with a deadline for this article. I’ve 
always given her lots of articles in advance. Well, we ran out. 
So in the spirit of reminiscing, since I’ve gotten so good at it 
this year, I decided to look back a bit. 

I began writing for the Pacesetter 
in 2011, the year after I joined 
the Senior Supplemental gang. I 
ran across something then that 
I thought might be of interest 
to the field and mentioned it to 
Robyn. She suggested I write 

something for the next issue. That began this journey. 
Every issue since. Unbelievable.

I decided to look back at my early writings to see if any 
of those topics are relevant today. Not surprisingly, the 
first topics seem as applicable today as they were back 
then. The topics of 2011 were as follows: gift and referral 
guidelines, advertising on social media, the consumer is 
#1, and privacy. All relevant. 

2012 brought the following: Medigap rate changes, do 
unto others, advertising, astonish the rest, don’t be stupid 
(sorry about that title), suitability and 
remember the alamo (no CLI/ACI). 

There were a few others in there, 
but all in all, relevant today. Many 
of you have been writing for us all 
these years, many more are new 
to us. I encourage you to go to 
aetnaseniorproducts.com (agent 
side) and look at these articles in 
the Compliance Corner (under 
Communications). You’ll find them 
worthwhile reading. Despite Tom 
Petty singing his song mentioned 
above, we want you to come around 
here as often as you can! ●

Michael Colliflower
CLU, ChFC, FLMI, AIRC 

Counsel

BEST PRACTICES

Come around here often

We've put helpful guides and 
links to frequently used tools 
all in one place, so you can 
quickly access the information 
you need during the Annual 
Enrollment Period (AEP).

aetnaseniorproducts.com > agent login > Your AEP resources

If you have any questions, contact the Agent 
Services team using Live Chat (on the agent 
website) or by calling 866-272-6630.

Your AEP 
resources 
are here



PRSRT STD
U.S. Postage

PAID
Permit No. 315

York, PA

100520©2020 Aetna Inc.   For agent use only. Not for public use or distribution.CGFLP02892

Aetna Senior Supplemental Insurance
1021 Reams Fleming Blvd. 
Franklin, TN 37064 

Pacesetter
Celebrating 35 years in print

1985-2020

As a long-standing member of our customer service team, 
Ungrile Reynolds has been part of the glue that connects 
our business to our customers for over 22 years. Ungrile has 
helped both agents and policyholders by listening to their needs 
and helping find solutions. Although the tools have changed 
(everything was paper in the beginning!), her passion sure hasn’t 
changed.
“I love meeting and talking to our customers…I get to interact with 
people from all across the country!”
When she’s not connecting with customers, you can find Ungrile 
spending time with her family, shopping, and watching movies.
Thank you and congratulations, Ungrile, for your 
dedication to taking care of our customers! ●

Ungrile Reynolds » Customer Service Representative

aetnaseniorproducts.com
AetSSIinformation@Aetna.com
866-272-6630

From our homes to yours…we’re still here for you. Happy Fall, y’all!

22 years
of service!
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