
5 Things Insurance-Only Licensed Producers Should Do Right Now to Prepare for the DOL Rule 

 

As we all know, the DOL Rule will have a dramatic impact on the industry and the way in which some of 

you interact with consumers.  There is much we don’t know yet, but we do know that the industry may 

well be transformed in the next few months.  This leaves you in limbo and unable to take any action 

until others make decisions that will substantially affect your practice…or maybe not. 

Here are 5 concrete steps that you can take today to prepare yourself and your practice for the DOL 

Rule: 

1. Seek training and education on the DOL Rule and its requirements. 

It seems that everyone has something to say about the DOL Rule and its implications. The DOL 

Rule is over 1000 pages long and it is complex.  That means that it is critically important for you 

to obtain reliable guidance.  The good news is that there are reliable sources for information.  

Insurance carriers, IMOs, law firms, and compliance consultants can all be good sources of 

information.  IMOs, in particular, are well-positioned to provide compliance education and 

training since many of these organizations have training platforms in place that can be leveraged 

for this purpose. 

 

A few key things for you to understand about the DOL Rule include: 

 Only ERISA plans and IRAs are affected by the DOL Rule. 

 The DOL Rule’s definition of “education” and “recommendation” and how both relate to 

advertising, as well as other forms of communication and interaction. 

 The difference between a suitability standard and the DOL Rule’s fiduciary standard. 

 The Best Interest Contract Exemption and the 84-24 exemption. 

 

2. Weigh the advantages and disadvantages of becoming registered or affiliated with an 

investment adviser, broker-dealer, or bank.  

If you’ve never been registered, be sure you understand the additional requirements that 

accompany being registered such as the need to obtain additional licenses, what it means to be 

supervised, additional continuing education, and other compliance requirements.  You will need 

to decide whether registration makes sense in your particular situation.   

 

3. Analyze your current sales practices for compliance with state insurance regulations. 

Insurance regulations aren’t going away just because the DOL has issued a new rule.  They 

remain in effect and some insurance regulators may even feel the need to assert themselves in a 

more public manner to demonstrate that they are still the primary regulators of the insurance 

industry.  In addition, producers who have multiple complaints, regulatory actions, or other 

compliance issues may find it more difficult to become registered or appointed in the future as 

insurers and other financial institutions seek to reduce their risk under the DOL Rule.  Taking 

steps now to enhance your compliance with existing state insurance regulations will likely pay 

dividends later. 

 

4. Review your advertising. 



Advertising regulations have always required that advertising and marketing materials be fair, 

balanced and not misleading. The DOL Rule reinforces these standards, and has some specific 

requirements when dealing with plan participants and IRA owners including additional 

disclosures in advertising about compensation and conflicts of interest.  

 

You should start by first understanding what is deemed “misleading” by regulators and ensuring 

your advertising meets those basic standards now. For DOL compliance, it is particularly 

important to understand the difference between providing investment advice vs. providing 

education in your marketing.  Enlist the help of a qualified compliance professional to give you a 

second opinion on your advertising to reduce your exposure. 

 

5. Review your record keeping practices. 

Compliance professionals have a saying, “If it isn’t documented, it didn’t happen.”  Record 

keeping, especially client file documentation, will become even more important to protect 

yourself and your practice.  Under the DOL Rule, you should create more documentation to 

evidence what happened during client meetings, how decisions were reached, why 

recommendations were made and how they benefited the client, etc.  If your current record 

keeping practices are less than optimal, now is the time to improve your process.  Consider 

technology solutions like a customer relationship management system or other similar software 

to organize and retain records.  Decide what documents will be included in client files and how 

notes from meetings and phone calls will be managed.  In addition, ensure that advertising, 

sales literature, recommendations (and how they were developed), and other relevant 

information is captured and retained in the client file as well.  Ideally, the file will be able to 

“stand on its own” because it may represent your best chance of defending yourself against a 

complaint, lawsuit, or regulatory investigation.   

 

 

Currin Compliance Services, Inc., offers this article as general information on the topic provided. This material is not intended to 

provide legal advice. Individuals should consult with qualified legal advisors for their unique situation.     


