
 

Final Expense Agent Manual 
 

To: SNLIC Final Expense Agencies and Appointed Agents 
 
From:  Guy V. Winstead, CPC 

Vice-President 
Security National Life Insurance Company 

 
RE: Agent Manual 
 
This is the current edition of the Final Expense Agent Manual for Security National Life 
Insurance Company (SNLIC) as revised January 1, 2018. 
 

PLEASE NOTE THAT THIS MANUAL REPLACES ANY PRIOR MANUALS IN ITS ENTIRETY. 
 

The following information is provided to you in sections that are in numbered order. If you 
need a copy, please call SNLIC at 1-855-SNL-4SNL (Then press 4) to request one. 
 
This Agent Manual is provided in PDF form for easy updating. This will ensure your Agent 
Manual will stay current as long as you immediately replace all updated material as it is 
distributed. 
 
Security National Life Insurance Company is committed to providing its customer base and sales 
force the most current information available in our ongoing effort to provide consistent policy, 
commission and customer service information. We welcome your input on the Agent Manual, 
as we recognize this is an evolving document. The Company reserves the right to update and/or 
changed this manual at any time and for any reason. 
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SECTION 1 
 
INTRODUCTION & GENERAL INFORMATION 
 
Security National Life Insurance Company (SNLIC) is a Legal Reserve life insurance company that 
sells life insurance and annuity products. Security National Life Insurance Company is a wholly 
owned subsidiary of Security National Financial Corporation, a publicly traded company. You 
can view our company details on NASDAQ by searching SNFCA. Security National Life Insurance 
Company is also very active in the acquisition of insurance companies and trust funds. 
 
This manual was developed and distributed to each Final Expense Agency and producing agent 
in an effort to disclose company procedures regarding specific and non-specific issues. This is 
proprietary information, and should be used exclusively by those who sell Final Expense 
insurance for SNLIC. SNLIC urges each agency and producing agent to read this manual in its 
entirety.  SNLIC reserves the right to let management resolve situations that should arise 
outside the scope of this manual. 
 
HOME OFFICE ASSISTANCE: 1-855-SNL-4SNL 
 
In an effort to serve the field force, SNLIC offers the following contact list of departments and 
people most frequently called. Additionally, SNLIC provides our main toll free line so there is no 
cost incurred to you for questions as you perform your duties in the field. Our home office 
employees work from 8:00 a.m. (MST) until 4:45 p.m. (MST) daily, Monday – Friday. New 
business cut off time is 10:30 AM (MST). All new business corrections must be submitted by 
2:00 PM (MST), except on the last day of the month when corrections must be submitted by 
12:00 PM (MST). SNLIC welcomes questions and comments. 
 
At SNLIC, our commitment is to you our customers and producing agents! If for some reason 
the individual you are trying to reach is away from their desk or on the phone, a voice mail 
system will allow you to leave a message. You may also email your questions and we will be 
happy to assist you with anything you need. 
 
AGENT SERVICES & ADMINISTRATION: 1-855-SNL-4SNL 
 

Guy Winstead, Ext. 11008    Vice President 
Guy.Winstead@SecurityNational.com 
 
Tommy Overton, 501-470-6868  National Sales Director – Final Expense 
Tommy.Overton@SecurityNational.com 
 
Marty Rich, Ext. 11157    Director of Sales Operations 
Marty.Rich@SecurityNational.com 
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Jennel Riggs, Ext. 11215    New Business Manager 
Jennel.Riggs@SecurityNational.com 
 
Wendi Beauchaine, Ext. 11212   Chief Underwriter 
Wendi.Beauchaine@SecurityNational.com 
 
Brian Nelsen, Ext. 11147    Death Claims Manager 
Brian.Nelsen@SecurityNational.com 
 
Brandi Turner, Ext. 11204    Policy Service Manager 
Brandi.Turner@SecurityNational.com  
 
Kelly Stoddard, Ext. 11328    Commissions Supervisor 
Kelly.Stoddard@SecurityNational.com 
 

SALES & FIELD SUPPORT 
Security National Life Insurance Company has a versatile and dynamic sales structure that 
consolidates decision-making and ensures efficiency and accountability. Company Vice-
President Guy Winstead, takes a very active role in sales, marketing leadership, and decision-
making. The sales management positions within the organization are described in the following 
brief job descriptions: 
 
Vice President of Sales (Guy Winstead) – Mr. Winstead’s responsibilities include management 
and oversight of sales managers, agency managers, and the entire sales force. His activities 
include daily monitoring of sales and procedures for the entire sales process, as well as the 
quality of business submitted to the underwriting team. Mr. Winstead is also responsible for 
product development as well as new ways to efficiently streamline the sales process. 
 
National Sales Director-Final Expense Division (Tommy Overton) – Mr. Overton’s responsibilities 
include building, managing, training, developing, and supporting the final expense sales force to 
achieve maximum results. Mr. Overton is constantly searching for talented and compassionate 
sales people to help build, grow, and expand our sales team across the country. 
 
SUPPLY ORDERS 
 
We offer several options for ordering materials from SNLIC. The preferred method of ordering 
supplies is through the agent portal www.SecurityNationalLife.com/agent. If you would like to 
check the status of an order, or if you have any questions about supply order procedures, or the 
website, you may call our toll-free number at 1-855-SNL-4SNL (Then press 4). 
 
SNLIC REQUESTS THAT THE PRODUCING AGENT ORDER SUPPLIES AT LEAST ONE WEEK PRIOR 
TO ACTUALLY NEEDING THEM TO ALLOW FOR SHIPPING AND HANDLING TIME. 
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Materials available FREE OF CHARGE to our sales force include: 

• Insurance Applications 

• Rate Books 

• Funeral Planning Fact Sheet Brochures 

• Final Expense Brochures 

 
INCENTIVE PROGRAMS 
 
Security National Life Insurance Company has a rich history of outstanding incentive programs. 
These incentive programs are designed to go beyond the compensation plan in place to 
promote extraordinary sales performance. These incentive programs offer the producing agent 
an opportunity to qualify for cash, merchandise, events, and trips throughout the year. 
 
FOUNDER’S MONTH CONTEST – In October of 1965, Security National Life was founded by 
George Quist. The next year, he began a series of sales contests in an effort to help his agents 
earn clothing suitable for the insurance industry, as he had noticed that many of them wore the 
same suit every day. This is how the Founder’s Month Contest was born. Over the years, 
Founder’s Month has evolved into the biggest sales contest of the year as well as a way to 
reflect on the great heritage and history of the company. Each October, the Founder’s Month 
Contest allows every agent the opportunity to earn bonus commissions and production 
bonuses. The top sales producers are also rewarded throughout the month and announced in 
the company’s newsletters.  The contest format, qualifications and rewards can change from 
year to year but SNL’s dedication to recognizing the efforts of the sales force each Founder’s 
Month remains the same. 
 
SALES INCENTIVE TRIPS – Since 1966, the Company has sponsored outstanding trips or cruises 
to exotic places such as Hawaii, Mexico, The Caribbean, France, Italy, Spain, England, Costa 
Rica, Thailand and Fiji. Our next Security National Sales Incentive Trip is an Alaskan Cruise. You 
will be kept informed of upcoming incentive contests. 
 
OTHER INCENTIVE CONTESTS: 
· Winter Blitz Contest 
· Fast Start Contest 
· Up Your App Contest 
· Mid-Summer Sales Contest 
· SNL Top Agent Award (with name to be added to Sales Heritage Cup in Salt Lake City, Utah) 

 
SECTION 2 
 
ADVANCES, EARNED COMMISSION, COLLECTION PROCESS, CHARGE BACKS, NEW BUSINESS, 
FRAUD POLICY & AGENT NON-SOLICITATION CLAUSE  
 
 



ADVANCES 

SNLIC understands the importance of getting agents paid quickly and accurately. Each agent is 
paid according to the commission schedule outlined in their respective agent agreement. An 
agent may request a copy of their commission schedule at any time by calling the home office 
and asking to speak to the Commissions Department. 

Daily Pay is a secured loan against policies first year commission and is paid off of the Target 
Premium. The Target Premium is the Annualized Premium minus the policy fee. Daily Pay is 
available for all agents and agencies, if they are set are set-up on direct deposit, and are 
receiving an advance. Advances are paid daily pending contract verification and correct 
contract submission.  Agents not set-up for direct deposit will be paid weekly, and checks will 
be mailed the last working day of the week. Commission checks are not issued for amounts 
less than fifty dollars ($50.00). REPLACEMENT CHECKS FOR LOST COMMISSION CHECKS WILL 
NOT BE ISSUED BEFORE 10 BUSINESS DAYS FROM THE MAILED DATE OF THE ORIGINAL CHECK. 
To setup or change your direct deposit information, please contact the home office and ask to 
speak with the Commissions Department. 

Commission statements are available on our Agent Portal at: www.SecurityNationalLife.com. 

It is standard policy of SNLIC to advance at the below rates: 

• 75% for all policies that are written on Bank Draft, with pro-rated charge back. A

$1200.00 maximum advance will be issued to agents appointed with SNLIC on/after
January 1, 2017. If client’s bank account is declined in underwriting by our bank account
verification system the agent will be notified by email, and commission will be paid as
earned.

• 0% for all policies that are written on Direct Bill, Credit/Debit Card or Direct Express pay

modes; these will be paid as earned only.

An agent may choose to go as earned at any time and receive no advances; as earned refers to 
commissions being paid as premiums are paid on the policies. Agents may also choose a lower 
advance rate at any time. The company reserves the right to change an agent’s advance rate at 
any time and for any reason. 

Controlled business is defined as contracts written on any SNLIC agent's immediate family 
members, including but not limited to spouse/partner, children, or children's spouses. 
Controlled business will be paid as earned. Personal business written on any agent, active or 
terminated with SNLIC, regardless of who wrote the contract will be paid as earned. Contracts 
where an agent, active or terminated, or agent's spouse/partner is the owner, payor and/or 
beneficiary of the contract, will also be paid as earned.  

If a contract is re-written after the policy has lapsed the agent will be paid their standard 
advance rates. 



MONTHLY EARNED COMMISSIONS 

SNLIC runs the monthly earned commission statements on the first of the month and every 
Wednesday, or the following business day if these dates fall on a holiday or weekend. Monthly 
earned commissions are paid on an as earned basis. Commission is earned from premium 
payments made by policy holders. This is for first year and residuals and these commissions are 
paid at the same time. 

Secured advances are the amount of commission advanced on a policy that is active and paying 
premiums. Unsecured advances are the amount of commissions advanced on a policy where 
the policy is no longer actively paying premiums. 

Monthly earned commissions on a policy will be applied in the following manner: 
1. Toward secured balance
2. Toward unsecured balances
3. Toward negative unpaid advance balances
4. Toward negative unpaid commission balances
5. Toward any negative reserve balances (if active in Preneed also)
6. The remaining earned commissions will be paid to the agent.

PRE-PAID ACCOUNTS 

Bank accounts that are associated with prepaid debit cards such as MetaBank, GreenDot, Net 
Spend, card.com and Money Network will be processed at the commission advance rate equal 
to that of credit/debit cards which is 0%. 

CHARGE-BACKS 

There is a standard pro-rated charge back on all policy advances. This means that the remaining 
advance that is left unsecured is charged back toward the agent’s next daily pay or monthly 
earned commissions. 

COLLECTIONS PROCESS 

SNLIC has a very proactive collection process. Once an agent goes $0.01 negative a letter will be 
sent to the agent and the manager letting the agent know they have ten (10) days to respond 
with a plan to be positive again. It serves as a reminder that a debt is owed and can either be 
paid by submission of new business or with cash, check or a credit card. If there is no 
communication during those ten (10) days we will send a Demand Letter to both the agent and 
manager. This letter gives the agent five (5) days to communicate a plan to get positive or they 
will be terminated, placed on Vector and sent to the legal department for debt collection. Once 
an agent is terminated they will not be considered for re-hire unless their prior debt has been 
paid in full and they will have to go thru the hiring process again. 



 

PERSISTENCY 
 
Every month there will be a review of the agent’s persistency. The advance rate may be 
changed according to the agents P1/P2%. The company reserves the right to change an agent’s 
advance rate at any time for any reason. 
 
Here is how you calculate the P1%: 
 

(Last 12 Months Production – most recent two months – NTO policies) – (lapsed polices 
within the last 12 months) / (12 Months Production – most resent two months – NTO 
policies) = P1% 

 
Here is how you calculate the P2%: 
 

(13th – 24th months of Production – NTO policies for same time period) – (lapsed 
polices for the same time period) / (13th – 24th months of Production – NTO policies) = 
P2% 

 
Here is how you calculate the P1/P2% (Pay Persistency): 
 

(Last 24 Months Production – most resent two months – NTO policies) – (lapsed polices 
within the last 24 months) / (24 Months Production – most resent two months – NTO 
policies) = P1/P2% or Pay Persistency 

 
FRAUD POLICY 
 
The purpose of this policy is to provide a clear, company-wide position on how to deal with 
fraudulent new business and claims experienced from the sales agent and sales management 
perspective. 
 
Confirmed Fraudulent Activity 
 
Once it has been determined and confirmed that a sales agent has intended to write a 
fraudulent insurance policy OR written an intentionally fraudulent policy resulting in a denied 
claim, SNLIC will enforce a “zero tolerance” policy for this type of activity. The Company will 
take the following actions: 
 

1. The Company may choose to remove the agent’s appointment thereby effectively 

terminating his/her sales status with SNLIC as a result. 
 

2. Pursue any and all legal remedies against the sales agent to include the recovery of 

damages via civil action. 
 

3. At the company’s discretion, a formal written reprimand will be in order for managers 



 

who are employees of the company to include a probationary term and/or a possible 
suspension. 
 

4. Managers will be charged back for their respective override/commission amounts 

DIRECTLY to their commission checks. 
 

5. In agency situations, SNLIC will refer to the respective agreement in place for issues 

pertaining to Principles and Code of Ethical Conduct. 
 

6. Any and all insurance fraud will be reported to the appropriate department of insurance 

for their action. 

 
Suspected Fraudulent Activity 
 
In a circumstance where fraud is suspected, but cannot be confirmed, the Company will take 
the following actions: 

 
1. Charge-back all commissions earned by the agent DIRECTLY to their commission check 

within the two-year charge-back period for any denied death claims. 
 

2. Managers will be charged back for their respective override/commission amounts 

DIRECTLY to their commission checks. 
 

3. At the Company’s discretion, a written warning will be issued to the sales agent and the 

Manager stating that the next suspected fraudulent incident will be treated as 

Confirmed Fraudulent Activity and the Company will take action according to said policy. 

 
4. In agency situations, SNLIC will refer to the respective agreement in place for issues 

pertaining to Principles and Code of Ethical Conduct and issue a written notice to the 
agency of the occurrence. 

 
AGENT NON-SOLCITATION POLICY 
 
All policyholder lists, applications for insurance, policyholder information, and all business 
records, memoranda, and other Company materials, are the property of the Company only and 
are confidential, and they and the information contained therein shall not be used or disclosed 
by an agent without the specific written authorization of the Company. 

An agent may NOT induce or attempt to induce, or cause or aid in any manner whatsoever any 
other agent or other person to induce or attempt to induce, any policyholder to terminate any 
policy issued by the Company.  An agent may NOT solicit, or cause or aid any other person to 
solicit, any policyholders of the Company to purchase policies of another life insurance company. 



 

These restrictions shall continue for a period of two (2) years after the termination of an agent’s 
authority. 

An agent may NOT induce or attempt to induce, or cause or aid in any manner whatsoever any 
other agent or other person to induce or attempt to induce, any policyholder of the Company 
with whom he, or any Sub-Agent of his, dealt or about whom he, or any Sub-Agent of his, received 
nonpublic information, to terminate any policy issued by the Company.  An agent may NOT solicit, 
or cause or aid any other person to solicit, any such policyholders to purchase policies of another 
life insurance company. These restrictions shall continue for a period of five (5) years after the 
termination an agent’s authority. 
 
An agent may NOT induce or attempt to induce any agent or other person to terminate his/her 
services with the Company, or any of Company’s agents to sell policies of another life insurance 
company. These restrictions shall continue for a period of two (2) years after the termination of 
an agent’s authority. 
 
Any engagement in activities described in the preceding four paragraphs will result in irreparable 
injury to the Company, for which there is no adequate remedy at law.  Thus, in the event an agent 
breaches any of said paragraphs, the Company may apply for and obtain immediate and 
continuing injunctive relief prohibiting further or continued breach of the agent's obligations, 
and may recover liquidated damages in the amount of two (2) years of annual premium for all 
policies which are terminated as a result of his activities and in the amount of the commissions 
for the preceding 365 days for any agents who terminate or reduce their activity as a result of his 
activities.  The foregoing do not limit other remedies in law and/or equity, and to the extent 
permitted in law and/or equity all remedies are cumulative and may be exercised as deemed 
appropriate by Company. 

An agent may not use, or share with others at the Company, any confidential or proprietary 
information of any other company and may not violate any enforceable restrictive covenant in 
his agreement with any other company.  Every agent represents that no non-compete, non-
solicitation or confidentiality agreement with any other company, that would prohibit the 
performance if his duties to the Company, is binding upon him. 

SECTION 3 
 
FINAL EXPENSE POLICES AND UNDERWRITING GUIDELINES 
 

The available products for Security National Life Insurance Company will vary from state to 
state, but will generally be Simple Security Plan, Security Care Plan (Funeral Plan), iCare, 
Monthly Increasing Benefit (MIB), and Annuity. 
 

It is the duty and obligation of every agent to fully understand all of the terms and provisions of 
each of the products that he sells, including the economic provisions, and to fully understand and 
abide by all of the rules and regulations pertaining to the offering, solicitation and sale of 



 

insurance and annuities, including those pertaining to the replacement of insurance policies and 
annuity contracts.  
 
SIMPLE SECURITY PLAN 
 
The Simple Security Plan is a whole life plan featuring full benefits for ages 40 – 90 and graded 
benefits for ages 40 – 85. Height and weight is an underwriting factor. Please check the build 
chart listed in the rate book. If any of the questions in Section One are answered “yes” the 
applicant will not qualify. If all answers are “no” in Sections One, Two and Three the applicant 
may qualify for the Preferred Plan. If Section Three is the only “yes” answer then the insured 
may qualify for the Standard Plan. If more than three (3) questions are answered “yes” in 
Section Two the applicant will not qualify for the Simple Security Plan. There will be a RX search 
ran on the applicant, and sometimes there is a follow up phone verification. The Graded Benefit 
is equal to 110% of the actual premiums paid during the first two years, and is full face amount 
thereafter, except for AR & NV. Age is as of the last birthday, and the plan maturity date is at 
age 120 with premiums ending at age 100. Minimum Face Amount is $2,500 and the maximum 
face is based on issue age; ages 40 – 75 is $35,000, ages 76 – 80 is $15,000, and ages 81 – 90 is 
$10,000. Make sure to complete the entire application. On bottom of page 2 list all medications 
the applicant is taking with dosage amounts and the reason for taking each medication. If you 
have any questions please call the underwriting department at 1-855-SNL-4SNL (Then press 5). 
 
SECURITY CARE PLAN 
 
The Security Care Plan (Funeral Plan) is a whole life plan with payment plan options. This plan 
requires that all health questions and information must be listed on the application. A RX 
search is required on all applications, and sometimes a follow up phone verification will be 
done. If you have any questions please call the underwriting department at 1-855-SNL-4SNL 
(Then press 5). There are three (3) levels of coverage on this plan; select, special, or limited 
death benefit (graded). If an applicant has no health problems they are given the select rates 
and have first day coverage. If the applicant has certain types of ailments, see rate book, they 
are given the special rates which has higher premiums than the select rates and are still given 
first day coverage, or they are given the limited benefit which has a three year limited benefit 
period. The limited benefit is 25% of the face amount the first year, 50% the second year, 75% 
the third year, and 100% thereafter. 
 
iCARE PLAN 
 
The iCare is a Level Whole Life benefit that matures at age 120. There are 4 riders that may be 
added to the base plan for an additional premium: 

1. Accidental Death Benefit on the base insured (face amount must be $50,000 or greater) 

2. Child rider 

3. Family plan rider 

4. Wavier of premium w/p on each piece – Expires at age 65 



 

 
The issue ages for this plan are 25 – 70 with face amounts from $25,000 to $500,000. This plan 
is intended for “Healthy People” with no major ailments. Height and weight are taken into 
account, please check the build chart located with the iCare rates. The higher the face amount, 
the more underwriting requirements. These could include phone inspection, Paramed, MVR, 
etc. 
 
Please Note: Not all benefits are available in all states. Please check with underwriting as to 
what benefits are available in the state you are writing an application. 
 
MONTHLY INCREASING BENEFIT 
 
The Monthly Increasing Benefit Plan is a limited payment whole life increasing death benefit 
plan. The plan is for ages 0 – 85. Minimum face amount is $1,200, and the maximum ultimate 
death benefit is $10,000. The plan offers an immediate cash draft, accidental death benefit, 
common carrier benefit, and no policy fee. The immediate cash draft will pay to the beneficiary 
10% of the current death benefit or $500.00, whichever is less. The accidental death benefit is 
an additional amount equal to the difference between the current death benefit and the 
ultimate face amount if the insured’s death is due to accidental death within the payment 
terms of the policy. The common carrier benefit is an additional benefit that is equal to twice 
the difference between the current death benefit and the ultimate face amount if the insured’s 
accidental death occurs while a passenger in or on a common carrier (example: airplane, train, 
bus, taxi, etc.) within 10 years from the issue date. 
 
Please Note: Not all benefits are available in all states. Please check with underwriting as to 
what benefits are available in the state you are writing in. 
 
ANNUITY 
 
The annuity has a minimum deposit of $25 plus a first year policy fee of $50, CWA must be a 
minimum of $75. Maximum Initial Deposit is $25,000; any initial deposit that exceeds this 
amount must be approved by executives. Deposits are credited from the date of receipt at the 
Home Office. Issue ages are 0-99 which applies to both the owner and the Annuitant. There is a 
surrender charge for a period of 6 years and is 6% for the first two years and then is reduced by 
1% each year. Partial withdraws are allowed for 10% of the fund value per year without a 
surrender charge penalty, but a $25 service fee will be charged after the first withdrawal per 
year. This annuity is currently (as of January, 2015) paying a current 3% interest rate and it has 
a minimum guaranteed interest rate of 1%. 
 
Underwriting Guidelines 
 

1. All Application sections must be completed correctly, signed, and dated by the agent, 

proposed insured, owner (if different than the applicant), and payor. 
2. All applications are void 30 days after the written (signed) date; applications must be 



 

received by the home office before the 30 day deadline. 
3. CWA (cash with application) or a completed EFT form must be submitted by the 

proposed insured/owner. No agent checks are permitted. A Credit Card may be used 
for CWA, at the direct billing rate. 

4. Applications that are submitted with money orders as CWA will be issued as direct 

billing mode. 
5. If an initial EFT premium is returned to us as NSF the agent will have 48 hours to provide 

a new payment or we will cancel the policy as rescinded and the writing agent can 
resubmit (one time only) a new application for this applicant. 

6. All applications submitted as Bank Draft is recommended to provide account 

documentation such as void check, bank statement, or other documentation. 
7. All applications must be submitted and signed by a licensed and appointed agent. 

8. The Primary Insured must sign his/her own application. The only exception is for minor 

children. Insurance on those who cannot read or write and their signature is an “X,” 
must be witnessed by another person of legal age other than the agent. Our 
underwriters will also ask for an explanation as to why the signature is an, “X.” 
 

Medical Underwriting Guidelines 
 

1. All Health questions on the application must be asked of the proposed insured and the 

complete information written on the application. Depending on how the health 
questions are answered will determine which coverage will be issued. By following the 
application guidelines in the Health section of the application, the agent will easily be 
able to determine which plan to offer the proposed insured. 

2. Medication for medical conditions means the applicant is being treated for that medical 

condition. This means that Health Questions for that condition must be marked “yes”. 
Please call the Underwriting department with your questions. A complete list of 
ailments and medications is required on every application. List should include name of 
medication, ailment they are treating, dosage, and duration. 

3. All insured applications require Rx search as part of the underwriting process. We need 

the applicant’s SSN and signature on the application for process. If this information is 
not on the application, the application will be held for 30 days (from the application 
date) to allow the agent to get the necessary information. 

4. Applications that require an Rx search will be issued/amended/declined upon 

underwriting review. If amended/declined the agent and regional manager will be 
notified via email. 

5. Applicant’s that are incarcerated in any type of facility cannot be issued on any type of 

plan. Do not submit an application. Applicant’s that are currently pregnant must be 
postponed. They may reapply 6 weeks after giving birth and doctor has cleared for 
regular activities. 

6. Any phone verification calls or underwriting clarification calls will be made by 

underwriting directly to the applicant. 

 



 

SECTION 4 
 
CLAIMS, CANCELLATIONS AND LAPSES 
 
CLAIMS 
 
SNLIC has worked to make the process of filing a death claim simple. In order to file a death 
claim, the beneficiary or funeral home must submit the following documents: 

1. Claimant’s Statement signed by the Beneficiary 

a. Original Policy or if lost please indicate on Claimant’s Statement and initial. 

b. If funeral home is not the beneficiary; the beneficiary completes Assignment on 

Claim Form with dollar amount. This will enable SNLIC to pay the Funeral Home if 
requested by the beneficiary. 

2. Certified Death Certificate 

3. Our Medial Director will review contestable Claims on insured plans. 

Once you have all of the documents, fax them to (866) 397-9668 for processing. We 
request the original documents are mailed to us for our records. If you have any 
questions concerning the claims process, please call 1-844-94-CLAIMS to reach the 
Claims Department. We strive for excellent customer service and we will be glad to 
assist you with any concerns or questions. Direct deposit for claims is now available. 
 

Security National Life has available online through the Agent Portal late and lapsed notices by 
agent by policy. The address to the Agent Portal is www.SecurityNationalLife.com/Agent. For 
access to the Agent Portal please call the home office 1-855-SNL-4SNL (Then press 4). 
 
CANCELLATIONS 
 
The owner of the policy must call or write to Security National Life Home Office in Salt Lake City, 
Utah at 800-574-7117. If paying by automatic bank draft, the draft will be stopped at that time 
and the policy placed on direct bill until cancellation is completed. 
 
Free Look – Owner can call Security National Life Home Office – The office will stop any bank 
draft and our office will request the policy owner return the original policy with a signed 
statement stating they do not accept the policy. The agent is then notified, and the information 
is given to our Agency Department. A call will be made to the policy owner to try and conserve 
the policy. If the policy cannot be conserved, the premium will be refunded. 
 
Cancellation with Cash Value: A form will be sent for signature of owner and request for return 
of policy. The information is sent to the Conservation Department. If the policy is not conserved 
and form returned, the cancellation will take place and the check will be sent to the 
policyholder. 
 



 

REPLACEMENT CHECKS FOR LOST CLAIM OR REFUND CHECKS WILL NOT BE ISSUED BEFORE TEN 
BUSINESS DAYS FROM ISSUE DATE OF THE ORIGINAL CHECK. 
 
LAPSES 
 
SNLIC has developed a lapse system to notify, you the agent and the policy owner in a timely 
fashion to help reduce lapses. A lapse occurs when a contract holder fails to make a payment 
which is due. This system gives the contract holder a great deal of flexibility, yet consistently 
reminds them if their premium is late. The lapse procedure is detailed below: 

1. Premium Notices are sent twenty (20) days before Premium is due. 

2. Reminder Notices are sent fifteen (15) days after Premium is due. 

a. A list of late payments (those sent Reminder Notices are sent to the Agent and 

SNLIC Manager – the list has the: Policy Number, Name of Insured, Premium 
Amount, Phone Number and Address of Policy Holder. 

b. Copies of notices go to our Conservation Department to call. 

3. Forty-Five (45) Days past due date, the Policy will convert under the Policy Option 

a. Be placed on Reduced Paid Up (RPU) status if there is cash value, 

b. Lapse if there is no cash value, 

c. The notice of action will be sent to policyholder and agent. 

 
We strongly encourage our clients and sales agents to immediately contact all past due contract 
holders when they are notified. If the agent or funeral home collects payments, please call 
SNLIC and notify the lapse department. 

 
AGREEMENT 
 
I, [AGENT NAME], acknowledge that I have read and understand all of the policies and 
procedures set forth in this Final Expense Agent Manual and agree to abide by the same. 
 
(Print Name)________________________________________________ (Date) ___________________ 
 

(Signature)____________________________________________________________________________ 

 
 
Rev 03-08-2018 




