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The most questions we are getting about the IMSA Assessment
Manual are on the mandatory sampling requirements.  What are
they?  How do they work?  What are you looking for?  There is
considerable angst over these issues, which we would like to
alleviate.  First of all, the sample sizes, as reported in last
quarter's Excelsior are: 

U New Business: maximum of 100 minimum 50 (page 25)
U Licensing: maximum of 50 minimum 30 (page 47)
U Replacements: maximum of 50 minimum of 25 (page 25-26)
U Advertising:  maximum of 30 and a minimum of 15 (page 63)
U Complaints: maximum of 50 minimum 20 (page 68) 

Over the next 3 issues we will take you through our checklist for
each of the mandatory samples and share with you some
checklists that you can use to make sure your files are in order
and even to reduce the sample size.  IMSA is encouraging
companies to do their own testing to make sure that continuous
improvement is nurtured.  Our policy is to encourage this by
reducing the maximum sample we routinely take by the number
of files the company has reviewed down to the minimum size.
Some companies have chosen to do this, and some have not.
That is clearly a company decision.  But whether you do or not,
you need to make sure your files are in order. 

This is especially true in
the case of this quarter's
topic:

NEW BUSINESS
CONSISTENT USE
TESTING

The Manual speaks of
"new business files" as if
there were physical hard-
copy files available for
sampling, and this is
certainly true for many
companies.  Where you
have paper files, it is a
simple matter to check them according to the following
checklist:

Needs Analysis Continuous Use Testing

� All required forms are present and appropriately signed.
� Application is complete and fully documented.
� Customer's income, net worth, insurance needs, etc. are

documented as the Company requires.

7 Kalis IMSA Team Members To Upgrade IMSA Credentials
We are pleased to announce that 7 of our key IMSA Team
players are upgrading their credentials to help us serve you
better.  With some very large new client companies, our capacity
to meet your needs for IMSA expertise was in sight.  To
continue to meet our customers needs, we asked our IMSA team
members who would accept the challenge of becoming a
Qualified Independent Assessor or Associate Assessor.  The
good news is that 7 of our most experienced and skilled
professional subject matter experts have agreed to accept the
challenge.  IMSA has graciously arranged for a special training
session for our group in January so that all will be on board for
our assessments beginning in February.

Many of you know our team members from past experience in
working with them or from their prominence in the industry.
Some are nationally recognized experts in their fields, and others
have written articles or spoken at industry events.  We are proud
of all of them and of their willingness to take this challenging
step to gain these important credentials so that they will be able
to give you the top quality IMSA expertise that the Kenneth J.
Kalis specializes in.

Here they are, in alphabetical order: 

Ann Buffie has over 30 years experience
in the financial services industry and
served as Chief Compliance Officer of
IDS Life Insurance Company, American
Enterprise Investment Services and
American Express Service Corporation,
all subsidiaries of American Express.  She
also served as Chief Compliance Officer
of Cap Pro Brokerage Services, Cap Pro
Insurance Agency Services and Cap Pro

Advisory Services, firms that specialize in providing financial
services to large CPA firms. She has worked through more than
a dozen IMSA assessments and is the Kalis IMSA Team expert
on marketing through independent broker/dealers. Ann is NASD
registered, holding a Series 7 and 24, and operates from her
Minnesota office, Ann Buffie & Associates, where she provides
compliance consulting, investigative and registration services to
broker dealers, investment advisors, investment companies and
insurance agencies throughout the U.S. In 2001, Ann won our
Company’s “Most Valuable Player” Award and we are pleased
that she has decided to become a “Qualified Independent
Assessor.”  

continued on page 2
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� Product application and/or disclosure materials give customer
enough information to make an informed buying decisions.

� Required signatures/approvals, if applicable (e.g.,registered
principal, if variable product);

� Information was provided directly by customer or distributor
� New business written meets Company guidelines
� Guidelines are not met, corrective action is taken.

Licensing Continuous Use Testing

� Distributor is licensed and appointed in the state of sale
� Distributor is licensed and appointed in the client's home state
� If a securities product, distributor was also properly

registered; and

Replacement Continuous Use Testing

� Application replacement question is answered.
� Replacement form(s) signed and dated on or prior to app date
� Other company required documentation is complete
� Company replacement form(s) or questionnaire
� Commission adjustment documentation
� Letters to existing carrier;
� Information is correct and in the required format on the

replacement register/log (e.g., correct distributor, agency,
existing insured, policy amount, premium, etc.);

� Replacements conform with company's policies and
procedures or applicable state laws or regulations

� Commission was properly adjusted (e.g., see distributor
commission statement)

Advertising Continuous Use Testing

� Disclosure forms or certifications properly completed, signed
and dated (e.g., bonus annuity disclosure)

� Company required documentation (e.g., acknowledgement of
receipt of prospectus or buyers guide) has been provided.

� Copy of company approved illustration if required
� Dated and signed;
� For product ultimately purchased;
� Complete illustration (all pages).
� Other company required documentation.

Even such a review of paper files requires, of course, a detailed
familiarity with your companies new business procedures
including any requirements regarding licensing, replacement and
advertising (particularly the use of sales illustrations).

But more and more companies are moving to electronic files
these days.  So there is no physical file for either you or the
Qualified Independent Assessor to go through.  In these cases, it
is very important that you, as the company representative, go
carefully through your new business procedures to see what
documents are required and then to produce all those documents
for the Qualified Independent Assessor's review of your files.  If
you don't, you will find yourself in the sometimes stressful
position of having to go back and get additional materials, i.e.,

replacement forms, sales illustration, needs analysis tools to
confirm the proper completion of the new business application.

We suggest you ask your Qualified Independent Assessor in
advance for the checklist he or she will be using to analyze your
samples.  Then, use this yourself to get an idea of what your
files are going to look like and to avoid any last minute stress
during your Independent Assessment.

Next Quarter: Licensing and Replacement Sampling

IMSA Recognition by Regulators
One of the goals of IMSA is to achieve
more recognition from regulators.
New York State's Commissioner
Gregory V. Serio has issued an
important letter to all licensed insurers
that contained the following paragraph: 

The Department has been reviewing
the work performed by "best practice"

organizations during the examination process. As part of
the current examination process, Insurance Department
examiners routinely inquire as to whether companies are
members of the Insurance Marketplace Standards
Association (IMSA). If a company is a member, the
examiners request and review the documentation
gathered to demonstrate compliance with IMSA's
standards. Examiners may consider the IMSA
documentation in determining the scope of their own
review of the marketing and sales practices of a
company including such areas as: agent training and
licensing; replacements; and advertising. Examiners
may also make use of the IMSA documentation in
certain other areas such as consumer complaint
handling.

We're pleased to see this step in the right direction and
hope it is the first of many.  For the full text of the letter,
please check out IMSA's website at imsaethics.org.

New Location, New Phone Numbers, Same
Great Service, Same Great IMSA Expertise!

We've moved to new and larger quarter in Alachua, FL, about
15 miles from our former site in Gainesville.  Our new address
is 17220 NW 78th Avenue, Alachua, FL 32615.  Our new
phone numbers are 386-462-1074, fax -1075.  Our email
remains the same, and we will continue to monitor the voice
mails we get on our old number (352-375-4111) for six
months or so.

IMSA Issues continued from page 1



Lora Cheadle, JD, was formerly
associate counsel for the compliance
department of Great-West Life and
Annuity. Lora is an expert on annuities
and in marketing individual life
products through independent
producers.  She has expertise is
working with IMSA assessments from
both the company and independent
assessor sides and also has experience

with direct marketing IMSA assessments.  She lives in a
Denver suburb, where she keeps up with legal and IMSA
issues as well as dealing with priority #1, raising two young
boys and managing the Cheadle household (along with her
husband, of course).  Lora will become an Associate
Assessor, and we are very fortunate to have her on board.

Norman C. Koefoed, CPA, CFE was
one of the original class of Qualified
IMSA Assessors.  Norm is Principal of
Prairie States Insurance Consultants,
L.L.C in Springfield, Illinois.  He has
served as President and CEO of a small
insurance company, and spent nearly 20
years in the Illinois Department of
Insurance, where he was promoted
through various positions to Assistant

Deputy Director in the Insurance Regulatory area.  He has
sat on or chaired several committees of the NAIC, served on
the Illinois CPA Society Insurance Committee and
Reinsurance Committee representing the Illinois Department
of Insurance.  He has worked with us on independent
assessments since 1997, and we will be very pleased to see
him re-enter the corps of Qualified Independent Assessor's.

Gary V. Powell JD, CLU, ChFC is
President and CEO of CenterG, Inc.
(formerly Gary V. Powell and
Associates). CenterG designs and
develops instruction for the financial
services industry and provides
performance support and marketing
materials to bankers, insurance
agents/brokers and financial planners.
Recent projects include authoring of all

three textbooks used in HIAA's Disability Income Associate
Certification program, design and development of
coursework and assessment strategy for Wachovia Bank's
Retirement Initiative, and development of a five lesson E-
Learning course on Advanced Estate Planning for Emerald
Learning Solutions, Inc. Mr. Powell was formerly Managing
Director, Wealth Accumulation and Transfer Planning,
KPMG Peat Marwick, Director, Advanced Markets, Principal
Mutual Life, and Assistant Director of Advanced Marketing,
Northwestern Mutual Life. A resident of Charlotte, North
Carolina, he also has expertise in the distribution of life
insurance and annuities through banks and has consulted

with two major banks to establish their distribution systems.
He has been working with us on independent assessment
since 1997.  He is exceptionally qualified to be a Qualified
Independent Assessor, and we are thrilled to see him gain
this important credential.

Wayne G. Vosik, is an Attorney at Law
based in the Philadelphia area specializing
in health insurance issues.  A member of
the original class of qualified IMSA
assessors, Wayne was among the first
people trained by Ken Kalis in the KJKC
methodology for IMSA assessments.
Fluent in long-term care and the ethical
market conduct issues it surfaces, Wayne
has been engaged by some large health

insurers to guide them in this area.  His expertise in long-term care
has been a real blessing to our IMSA Team as he has discovered
some "gaps" that even company lawyers were unaware of.  He
adds real value to every assessment he's on, and we are please that
he has decided to "re-up" as a Qualified Independent Assessor.

Roy V. Washington is an Attorney at Law
based in Houston specializing in life
insurance and securities compliance issues.
Most recently serving as Senior Vice
President & Chief Compliance Officer for
the Life Division of American General
Corporation, he was also Chief
Compliance Officer at Lincoln National
Life after beginning his career with the
Prudential.  He also holds NASD Series 4,

7, 24, and 65 licenses and is President of RVW Consulting Group,
specializing in securities and insurance compliance consulting.  We
were pleased to have him join the Kalis IMSA Team in 2002 where
he immediately added value on an important independent
assessment that we could not have done without him.  We believe
he will make a great Qualified Independent Assessor.

Dick Weber, MBA, CLU was a member
of the first class of Qualified IMSA
assessors and is President of the Ethical
Edge with offices in Carlsbad and San
Francisco, California.  Dick has over 30
years' experience in life and health
insurance, is nationally recognized as an
expert in sales illustrations and has served
as both an expert witness and trainer in this
area.  Dick knows more about sales

illustrations, I believe, than anyone else in the world.  Needless to
say, his encyclopedic knowledge and currency with emerging
issues on providing customers the information they need to make
an informed buying decision makes Dick invaluable to our Team
and to the companies he works with.  We are pleased to have
worked with him on IMSA assessments since 1997 and are excited
about seeing him rejoin the ranks of Qualified Independent
Assessor's where he certainly belongs.
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This year's close focused on the Russian Holidays which begin
with the Russian Orthodox Christmas on January 6.  We've done
this, partly because we have been "Rushin'" and were unable to
make it to the press before December 25th, but also because of the
following Babushka stories that capture the spirit of the holiday
season.  I hope you enjoy them as much as I do.

If you were a Russian child you would not watch to see Santa
Klaus come down the chimney; but you would stand by the
windows to catch a peep at poor Babushka as she hurries by.

Long, long ago, a great many yesterdays ago, the Babushka, who
was even then an old woman, was busy sweeping her little hut. She
lived in the coldest corner of cold Russia, and she lived alone in a
lonely place where four wide roads met. These roads were at this
time white with snow, for it was winter time.

Presently, down the widest and the lonesomest of the white roads,
there appeared a long train of people coming.  Babushka was
frightened at the splendor. There were Three Kings, with crowns
on their heads, and the jewels on the Kings' breastplates sparkled
like sunlight.

Each of the Three Kings carried and spoke kindly to her, asking
her to accompany them on their journey to show them the way as
far as she knew it. They told her they had seen a Star in the sky
and were following it to a little town where a young Child lay. The
snow was in the sky now, and the Star was lost out of sight.

"Who is the Child?" asked the old woman.

"He is a King, and we go to worship him," they answered.

"These presents of gold, frankincense and myrrh are for Him.
When we find Him we will take the crowns off our heads and lay
them at His feet. Come with us, Babushka!"

But the foolish woman shook her head. No, the night was dark and
cheerless, and her little home was warm and cosy. She looked up
into the sky, and the Star was nowhere to be seen. Besides, she
wanted to put her hut in order--perhaps she would be ready to go
to-morrow. But the Three Kings could not wait; so when to-
morrow's sun rose they were far ahead on their journey.

The next day, when the sun was shining, and she remembered the
glitter of the gold and the smell of the sweet gums and myrrh, she
wished she had gone with the travelers.

And she thought a great deal about the dear Baby the Three Kings
had gone to worship. She had no children of her own-- nobody
loved her--ah, if she had only gone! The more she brooded on the
thought, the more miserable she grew, till the very sight of her
home became hateful to her.

After a while the thought of the Little Child became her first
thought at waking and her last at night. One day she shut the door

of her house forever, and set out on a long
journey. She had no hope of overtaking
the Three Kings, but she longed to find
the Child, that she too might love and
worship Him. She asked every one she
met, and some people thought her crazy,
but others gave her kind answers.

People told Babushka how He was born
in a manger, and many other things which
you children have learned long ago.
These answers puzzled the old dame
mightily. She had but one idea in her
ignorant head. The Three Kings had gone to seek a Baby. She
would, if not too late, seek Him too.

She forgot, I am sure, how many long years had gone by. She
looked in vain for the Christ-child in His manger-cradle. She spent
all her little savings in toys and candy so as to make friends with
little children, that they might not run away when she came
hobbling into their nurseries.

Now you know for whom she is sadly seeking when she pushes
back the bed-curtains and bends down over each baby's pillow.
Sometimes, when the old grandmother sits nodding by the fire, and
the bigger children sleep in their beds, old Babushka comes
hobbling into the room, and whispers softly, "Is the young Child
here?"

Ah, no; she has come too late, too late. But the little children know
her and love her. Two thousand years ago she lost the chance of
finding Him. Crooked, wrinkled, old, sick and sorry, she yet lives
on, looking into each baby's face--always disappointed, always
seeking. Will she find Him at last? 

In another version, the story opens with Babushka cleaning her
house and talking to the village children. She is a kindly but house-
proud old woman.  When the three wise men and their camels
arrive, Babushka invites them to eat with her and rest. They accept
her invitation and tell her about their quest to find the new king. 

And so, after their meal, the three wise men set off, following the
star. But, Babushka is not ready to leave with them and stays
behind to finish cleaning her house and to look for presents to give
to the new king. She finds a child's pair of shoes, a child's coat and
a toy. She puts these, and many other presents, into a sack.

Babushka sets off to follow the wise men and looks for the star -
but it has gone! She searches everywhere for it, down roads and
through villages. As she searches she meets, in turn, three children.
The first has no shoes and so she gives her the shoes meant for the
king. The second has no coat and so she gives him the coat meant
for the king. The third has no toys and is crying and Babushka
gives her the toy meant for the king. 

Finally, after walking many miles and meeting
many children, Babushka stops to rest. She dreams
of a stable far, far away.  Even today Russian
children wake up to find gifts at the bottom of their
beds - left by Babushka as she continues her search
for the new king.
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