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Top of the Day!
Rick Paulsen, 2015 AAC President

One of our most important assets is our
time and how we manage it. And one of the
most productive things an agent can do
with his or her time is become a member of
the AAC. Worried it will get in the way of your
production? The opposite is actually
true — members of
the 2015 “Dream Team”
— my term for every
single agent serving
on this year’s AAC —
actually increased their
productivity!
The 2015 AAC collectively increased their
Council Credits by 50 percent — two and a
half million credits! Life FYC for AAC
members increased by more than $2 million,
and five out of 16 eligible AAC members
jumped to the next Council level — that’s
more than 30 percent! And now, all AAC
members enjoy concierge service from our
Life and Annuity product consultants team
at the Home Office. So, I ask you: Why
wouldn’t every agent want to be part of the
AAC? A member of a top agent team and
super study group that can help you take
your production to new levels?
There’s a saying that to be successful,
model successful people. Consider that top
agents like Carrie Hall, Mark Wiskus, Gib
Surles, and Michael Broderick are all past or
current presidents of the AAC. These aren’t
people who can afford to give away their
time. But they serve on the AAC for

accountability, to give back to their colleagues, company, and communities. They
do it because whenever you give back, you
are rewarded — that’s how life works. So
consider running for the AAC next year and
becoming a member of the New York Life
“Dream Team.”
I’m also very proud of
all the great things the
AAC and our colleagues
in the Home Office have
accomplished this year.
From service and PCS
enhancements to client education pieces
on the Variable Loan Interest Rate, from
Successor Agent Program updates to Forms
Library enhancements and, just recently,
the Annuity and Long-Term Care grids. The
list goes on, and on and I personally thank
each and every one of you who has worked
so hard to make life easier and better for
our agents and, ultimately our clients and
company. For more information, go on
Agency Portal, > News > AAC News >
Progress.
Make this the best year of your life!

AAC membership
can increase your
production!

Rick Paulsen
2015 AAC President
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Positively Paulsen
Plan, Prepare, Accomplish
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‘‘

The people you shake hands
with and spend time around are
going to be the ones you insure.”

2015 Council President Rick Paulsen, Stockton Office,
comes well prepared for every meeting. So well prepared that sometimes he doesn’t have to say a word.
Around the table in the hotel suite sits a budding NBA superstar,
well-respected NBA agent Aaron Goodwin, himself a long-time
Paulsen client, and Paulsen. In the elevator,
Paulsen had psyched himself up, rehearsing
just one more time the opening to a presentation that had been on the table for more
than a year. He arrived shaking hands, laying
out the documents and ready for conversation. The superstar looked up and said,
“OK Rick, tell me why I should do this.”
Suddenly, the months of preparation
became real, but before Paulsen could
open his mouth, Goodwin spoke up — loud
and clear.
“We are going to do this, and I’ll tell you
why. Years ago when the NBA went on strike,
I went to Rick and I took money out of my

2015 Council President Rick Paulsen,
Stockton Office, cultivates a positive
attitude in all his activities whether
meeting with staff in his office (left) or
addressing agents (above).

whole life policy. It paid my bills; it kept
me afloat so I could be your agent today. I trust Rick. If it wasn’t for Rick,
I wouldn’t be here today.”
And with that, the NBA superstar took the pen from Paulsen
and signed a multimillion-dollar life insurance policy. Paulsen never
uttered a word.
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In actuality, Paulsen’s preparation for this meeting
started years earlier when he first met Goodwin.
Paulsen’s career is built not on selling life insurance, but
on developing and nurturing relationships, a commitment
to preparation, an affinity for
the word “no,” a positive attitude
inherited from his father, and
I made some sacrifices as a
strategic prospecting. Indeed,
young guy, but I knew I had to
when it comes to relationships,
study up. I did everything New
Paulsen is a master builder.
York Life told me to do. I did that, This past year, those relationships helped him to earn
plus more. I studied. I rehearsed. nearly 1.9 million Council
Credits to become the 2015
I role-played.”
Council President.
— Rick Paulsen
“When I first met Rick, I
couldn’t believe the energy
and enthusiasm he has on a continuous basis,” says 2003
Council President Rick Austin, Greater Kansas City
Office, himself a fairly positive guy. “It was almost surreal,
but the more I got to know him, I got to realize that was
really him. He’s one of the most positive people I’ve ever
met, and he uses that positivity in everything he does.”

‘‘

Relationships Can Start with a “No”
So positive, that Paulsen considers a “no” a first step in
developing a rapport with clients. His staff jokingly

refers to it as the RP Method. A “no” is the beginning of a
conversation that will eventually produce business,
directly or through a referral. To become Paulsen’s client is
an invitation to a give-and-take relationship that is often
cultivated for years before any business is done. Over
time, he creates trust and confidence in his services until
a need arises that he can fulfill. Paulsen’s willingness to
accept “no” with such optimistic certainty stems from a
personal philosophy heavily influenced by his father, Max,
who no doubt overcame many career hurdles of his own
as managing partner of the Stockton Office.
Max set a path to bring his son into the business when
he named him after top agent Richard Bowers, a Chairman’s
Council Agent and MDRT President. By the time Paulsen
graduated college and joined New York Life in 1983, Max
had retired and moved to Mesa, Arizona. He left his son
with sage advice:
1. Write 10 apps a month,
2. Make MDRT and,
3. Pick the brain of the most successful people
in your industry.
He also gave him a copy of the book The Power of
Positive Thinking, by Norman Vincent Peale.
As a manager, he did not leave his son a book of
business. And his skill as a recruiter cut deeply into any
potential natural market. In fact, Max had hired Paulsen’s
high school athletic director and baseball coach, as well as his
best friend’s father — all of whom sold to Paulsen’s friends
and family thoroughly. “I was in the business three years
before I could sell anything to a friend,” says Paulsen, who
now realizes it was his father’s greatest gift to his career.

Rise and Shine

Paulsen with client Brian Martucci, co-owner and general manager of Stockton Mercedes
Benz, who Paulsen sought out early on as he was building his affluent client base.
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The legacy of a blank slate caused Paulsen to move past his
comfort zone and focus his activity. Stockton, California,
long a farming hub — it’s the fifth-largest agricultural
county in the U.S. — provided a growth engine. At 24, he
saw the opportunity to do business with the people who
were shaping the future. And those people were not his
peers. “I wanted to be the life insurance guy for people with
money,” he says. He created a plan to put himself in a
position to meet those people and earn their trust. “When
it comes to prospecting,” says Paulsen, “the people you
shake hands with and spend time around are going to be
the ones you insure.” (See sidebar “Follow the Money.”)
For this business decision to work, Paulsen knew he
needed to be seen in places where he didn’t quite belong
— country clubs, fund-raisers, hospital cafeterias. “I did
everything that was uncomfortable. I had too much
pride to fail.”
That’s how he wound up as a frequent visitor in the
empty, half-lit Dameron Hospital cafeteria at 4 a.m. early

Team Paulsen: Just as Paulsen develops long-lasting relationships among clients, his small staff is made up of people who join the team, stay, and
thrive. Administrative Assistant Laura Myers (right) joined in 2005, Shari Castles-Lange (left), has been with Paulsen since 1993 as his chief of staff,
and Joanie Bello (far left) has worked side-by-side with Paulsen since 1988 providing client service and processing business. Bookkeeper and
personal assistant, Susie Ellis, an integral part of the team, is not pictured.

in his career. As his coffee cooled, Paulsen remained neat
and sharp in his business suit ready to greet night-shift
doctors — they fit Paulsen’s net-worth client profile
— wandering in for a snack. And it worked. He recalls
springing to his feet at the sight of a white coat. “Good
morning, doctor,” he’d beam.
Inevitably, the baffled doctor asked,
“Paulsen, what are you doing here?”
In my community, where there
“Well,” Paulsen would say with a
is a lot of competition, I always smile, “a lot of my clients work from
midnight to 6 a.m., so why shouldn’t
believed my skills have to be
I?” It was an ice-breaker that
a little sharper. I have to walk
launched an avalanche of prospects.
After the hospital, Paulsen hit
the talk and do it with confithe fund-raising circuit. He skipped
dence — on my toes and never
the $25.00-a-plate fundraisers and
on my heels.”
showed up at the $1,000 events. He
— Rick Paulsen didn’t write a check; he volunteered
to handle cleanup. During the
event, Paulsen, in black tie, presented himself as an equal
to the Stockton elite. After shaking hands and making
new friends, he rolled up his sleeves and started clearing
tables. The more events he attended, the more the guest
list began to resemble his growing book of business
— doctors, business owners, civic leaders.
Still pushing boundaries, Paulsen approached the owner
of his health club — a high-end gym he paid for on his
credit card — about forming a membership committee to

‘‘

address club improvements. “I put myself in a leadership
role where people could respect me.” When the owner
agreed, Paulsen made strategic choices as to who should
join him on the committee: “Let’s grab that attorney; that
guy owns a grocery store; this CPA over here.” Front and
center among this influential group, Paulsen was able to
showcase his talents with leading, organizing, and, most
important, executing on his promises.
“Over time, those guys became my clients,” says Paulsen.

The Drive to Prepare
With access to his preferred clientele shaping up, Paulsen
developed the substance that would set him apart from
his competition, especially in his hometown. “In my
community, where there is a lot of competition, I always
believed my skills have to be a little sharper. I have to walk
the talk and do it with confidence — on my toes and never
on my heels,” he says.
That meant no short cuts — a path he knows well.
Paulsen attended the University of the Pacific on a
basketball scholarship. He had to play well and keep his
grades up. The skills he developed practicing and preparing
for games served him as a new agent. “My edge as a player
was preparation,” he states. That same mind-set as a new
agent meant faithfully following the company’s training.
“I really engaged myself in the process,” he says of his
serious approach to the training. “I made some sacrifices
as a young guy, but I knew I had to study up. I did everything
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Research, or just looking up someone online. He’s insatiable
in his quest for information: Who’s their business partner?
What college did they attend? What boards do they sit on?
They represent all the bricks he needs to start laying a
foundation, and it provides tremendous confidence. “I
might not be the smartest guy in the room, but I’ve done my
research and I know the people, I know the products, and I
know no matter what direction they go in I can adjust.”
That’s how Thank God It’s Monday (T.G.I.M.) became
part of the Paulsen parlance. He’d be so well prepared, he
could hardly wait for Monday to dig in and get to work.

Conscious Victories
Every summer, Paulsen and the coaching staff at St. Mary’s put on the Presentation
School Basketball Camp for boys and girls entering kindergarten through tenth grade.
Even though it runs during the last two weeks of June, Paulsen didn’t let his Council run
get in the way of the camp.

New York Life told me to do. I did that, plus more. I studied.
I rehearsed. I role-played,” he says.
Prior to any prospective client meeting, Paulsen does his
homework — whether it’s sourcing information through a
referral, researching a person’s business using First

Scan Paulsen’s to-dos for the day, and you’ll see the
markings of a habitual planner. The top-right corner of his
“Victory Every Day” schedule reads, “1. Call the Home
Office; 2. Call mom; 3. Write thank-you cards . . .” It’s the
first three items of his renowned “10 Before 10!” 10
activities before 10 o’clock.
A one-page document lists his priorities for the day
and phone calls to make.
The left side of the page breaks down Paulsen’s day,
from 5 a.m. to 8 p.m., into 30-minute chunks. Scroll

Support Teams
at Home and Away
Paulsen

doesn’t go it alone. At home, his wife Nancy
provides balance or, as Paulsen’s assistant Shari Castles-Lange says,
“She’s the anchor.”
Nancy describes her husband as “the most positive person on the
planet,” and considers herself the more grounded partner. “We
complement each other,” she says. Paulsen says she is a perfect
match: “I fell in love with her passion, her energy, and her empathy
for others.” And Nancy encouraged her husband to make the run.
“He’s always taking care of everybody. It was important that he do
this,” she said.
Paulsen’s sons, Max and Grant, consider their dad their hero.
Both play on basketball teams and enjoy backyard ball with their
dad, who relaxes on weekends, cheering them on at various tournaments around the state. They wanted their dad to make a run
for Council President, too. “We pushed him,” says Max. “I told him,
‘Do this for yourself.’”
In the office, Paulsen relies on Joanie Bello, with him since 1988, to
lead underwriting and business processing, and Shari Castles-Lange,
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Myers, Castles-Lange, Paulsen, and Bello set a high bar of professionalism.

who’s been his chief of staff since 1993. Laura Myers and Susie Ellis
handle administrative work. Together, they make it possible for
Paulsen to be fully prepared, and spend most of his time with clients.
Paulsen is in the MPI and Summit study groups, and he relies
heavily on New York Life’s resources. “The people on the sales and
marketing desks, in the Advance Planning Group, in Platinum Service,
it’s like having an employee right next door in my office. I use
everyone. They’re part of my team,” he says.
“The culture and core values of New York Life are our secret
sauce. We’re in this together. If it wasn’t for everyone who helped
me, I wouldn’t be here today,” he says. “My Council Presidency was a
true victory for New York Life.”

‘‘

down to 6 p.m.: “Prepare for tomorrow.” A box at the
bottom-center of the page is for reflection: “Check box
only if you’ve had a GREAT day!” “If I do everything on that
list, I’ve had a great day,” Paulsen says. “It’s not about
making sales. It’s my turbo-charged to-do list that
ensures I’m always having victories.”

Every single thing I’m going to do,

I have it mapped out. Every phone
call, every email, every to-do, every
miscellaneous thing. Now even if
I don’t make a sale, if I do everything
on that list, man, I had a great day.”
— Rick Paulsen
His system is action-oriented tasks intended to
generate momentum in his day. The only bar of success
associated with any of Paulsen’s to-dos is completion.
“Every single thing I’m going to do, I have it mapped
out. Every phone call, every email, every to-do, every
miscellaneous thing,” says Paulsen. “Now even if I don’t
make a sale, if I do everything on that list, man, I had a
great day. That’s the power of organization; it gives me
confidence. I don’t wing it.”
Paulsen’s planning, preparing, and organizing fuel his
larger goals. Back in June 2014, in a Victory Every Day
webinar, Paulsen committed himself to making Chairman’s
Council in the first quarter and Cabinet by Dec. 15. (he
qualified by Dec. 17). As president of the Agents Advisory
Council (AAC), he encouraged the entire AAC to push
themselves to reach higher goals. Paulsen is the second
agent to be both Council President and AAC president in
the same year. The legendary Ray Triplett Sr., San Jose
Office, did it in 1966. A rare feat, indeed.
His calendar typically holds time for practice — even
after 32 years. Early in his career, it was to rehearse his
elevator talk or sales concepts. Nowadays, the time
management guru leverages other engagements
to “sharpen his pencil.” When Paulsen speaks at a General
Office or on a webinar, he’s not only teaching, but honing
his craft.
“Working with new agents reminds him what he
needs to keep doing to be successful,” says Paulsen’s
wife, Nancy.
“That’s my kick in the pants. I love working with our
new agents, because it reminds me of those basic

fundamentals. Sports teams have spring training or
preseason. I have A Victory Every Day,” he says.

Passion for Life
Paulsen’s positive attitude and cheerful demeanor are
contagious, but his clients quickly realize that he’s serious
about their future. He believes in the power of life
insurance. “There’s no other product that
provides the benefits of life insurance. It
should be in everybody’s portfolio.
I tell people it gives them
independence.”
At the same time, he’s aware that
life insurance can be a scary thing for
some people. So his approach is
nuanced. He views himself as a
businessman and an educator. “People
will buy because I do my job. They
inevitably say, ‘I didn’t know it worked
this way.’”
“The best thing about Rick is that he’s
exactly who he presents himself as,” says
Frank Miller, a client of Paulsen’s for more
than 20 years. “He’s genuine. He recognizes that anything
that comes back in the form of business is the byproduct
of him being so supportive,” says Miller, who worked with
Paulsen when he was a sports agent and continues the

Max Paulsen enjoyed visiting his son at his office long after he had
retired as managing partner in the Stockton Office.
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relationship with his new business, Visiting Angels. “That’s
why he’s a valued friend. He speaks to what a financial
advisor should be all about, which is to truly work in the
best interest of your clients and not just doing something
because you’re going to collect a fee.”
Paulsen believes so completely in the company’s core
products that he relinquished his status as a registered
advisor in 2006 to focus on life products. His clients are
still invested through New York Life, thanks to his
partnership with Chairman’s Council Agent Mitch
Rosenberg, AEP, CLU, CFP, CPA, AEP, San Fernando
Valley Office. An Eagle Strategies advisor, Rosenberg
joined Paulsen’s Summit study group in 2002. “Meeting
Rick and joining that study group is probably the

most important decision of my business career,” he says.
“Mitch is really bright. He has more initials after his
name than anybody I’ve ever seen. He’s also the only Eagle
‘Plus Plus’ agent in the state of California. I trust him, and
my clients are tickled pink to have him working with us.
Together, we’re using all of our New York Life resources to
help them achieve their goals,” says Paulsen.

Stick to the Fundamentals
All the strategies and habits of the highly successful
Paulsen were essential to reaching the Council presidency.
Six weeks before Council close, Paulsen started
working his term conversion lists and identified clients
— people with whom he’d developed deep, personal

Follow

the Money

2015 Council President Rick Paulsen earned
nearly 1.9 million Council Credits applying his
master relationship-building and prospecting
skills, emphasizing the value of personal visits.
For a glimpse of what that looks like in practice,
Paulsen likes to share his “Follow the Money”
story, where he strategically wandered into
new clients and nearly $500,000 FYC.
First stop is ABC Premium Produce, a top
supplier for Walmart, where Paulsen speaks
to his client, Mike.
Paulsen: How many boxes of cherries go in
and out of your system?
Mike: 200,000 boxes of cherries each year.
Paulsen: Where do you get your boxes?
Mike: From Tim at Topline Boxes over on
Baxter Street. I’m his biggest client.

Tim Sambado shows Paulsen the apple packing process at his plant in Linden, California. Sambado and
his business, Sambado & Sons, a grower, packer, and distributor of cherries, apples, and walnuts, is
a long-time Paulsen client, and is happy to refer business his way.

Paulsen: Don’t you think the professionalism and follow-through, the ideas and the
service I’ve provided you, could benefit Tim?

Paulsen: Don’t you think the professionalism and follow-through, the ideas and the
service I’ve provided you, could benefit
Joe, too?

Paulsen: Don’t you think the professionalism and follow-through, the ideas and
the service I provided you, could benefit
Tony, too?

Mike: Sure. Let’s give him a call.

Tim: Sure. Let’s give him a call.

Joe: Sure. Let’s give him a call.

Next stop is Topline Boxes, where owner Tim
is now his client.

Third stop is Acme Trucking, where owner
Joe is now his client.

Paulsen: Who trucks your boxes in and out?

Paulsen: Who services your tires?

Tim: Been using Joe at Acme Trucking for
years.

Joe: I only trust Tony at Stockton Tires and
Rims, over on Broadway.

And so it goes. From the tire shop, Paulsen is
referred to the laundry service that washes
Tony’s company uniforms, and from there to
the warehouse that supplies the washers
and dryers. Follow the money . . .

20 • New York Life The NYLIC Review • Council 2015

The Paulsen Family: Max Paulsen urged his father to make the run for Council President. “He’s my hero,” he says. And Paulsen credits family support
for his success. (Left to right) Max, 19, a freshman at the University of Colorado, Nancy, Paulsen’s wife of 21 years, and Grant, 17, a senior at St.
Mary’s High School, his father’s alma mater.

relationships — with conversion opportunities. And in true
Paulsen style, he didn’t just call. In one instance, he drove
140 miles to Monterey to discuss a client’s 72,000 term
conversion credit. In the meeting, the client told Paulsen
he recently sold a piece of property and wanted to know
more about whole life. “He says, ‘I
got $14 million in the bank and I’m
Rick’s approach to business is
thinking about a bond portfolio.’
Well, my foot almost kicked the
so different because his suctable up to the ceiling.” They
cess has come from his relaconverted the term to custom
whole life, and Paulsen had in his
tionships. He insures people
hand a sizable check. He realized
that he knows and that trust
the Council presidency was also
him because of his integrity.”
within his grasp.
A couple of weeks later he sat
— Nancy Paulsen
down with his office staff, acknowledged how close they were to the #1 spot, and told them
there would be no big push. “We had so much going on with
my dad’s health, I couldn’t make it my main priority. I just
had to stick to the fundamentals.”
In the final weekend before Council close, Nancy, Max,
and Grant gave Paulsen the push and permission to make
the run. They left him behind while they went to a longplanned basketball tournament. Nancy, in particular, knew

‘‘

that Rick just needed time. “Rick’s approach to business is
so different because his success has come from his
relationships,” she said. “He insures people that he knows
and that trust him because of his integrity.”
“That weekend, I got every file out. I had appointments
at 8, 10, 12, 2 on Saturday, 10, 12, 2 on Sunday, and 7, 8, 9,
12, and 2 on Monday,” Paulsen recalls. These were all
friends and associates with whom he had long-standing
relationships with financial needs that had been discussed
in previous meetings.”
In the end, it all came back to family. Paulsen received
the call from CEO Ted Mathas congratulating him on
becoming Council President. “I immediately went to visit
my dad to share the moment with my best friend,” says
Paulsen. Max Paulsen, Sr. passed away just a few days later
on July 23, 2015. (See “Remembering Max Paulsen,” The
NYLIC Review, Issue 2, 2015.)
As he looks to the future, Paulsen is thinking about his
sons. “For me, selfishly, for the next 10 years, I want
to do everything I can because my boys might want to be a
part of our business,” says Paulsen. “I want to create a
profit center, an organization that unites our goals. Maybe
I can do even more.”
Whatever the future holds in store for Paulsen, know
one thing: He will be prepared. Positively. n
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