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Julian H. Good
Jr., CLU,
ChFC, has lost

his fear. The uncer-
tainty that held him
back long ago is
gone. Challenged
twice in his career
by forces beyond
his control, Good’s
spirit of survival has
carried him through
to greater things.

Good, 51, a 
24-year MDRT member from New Orleans,
Louisiana, has persevered through disasters of
both business and nature. He’s learned that not
only did he survive them, they’ve made him
stronger. With this strength, he’s prepared to
lead the Round Table when his tenure on the
Executive Committee culminates with the 2011
Presidency.

Slow and steady
Always calm and calculated, Good began his
career with a precision that helped him easily
recover from the obstacles he has faced in a
quarter-century in the business. What accounted
for a slow start has paid off in a secure future.

But before he found himself in the life insur-
ance business, he tried hard to stay away from it.

Good attended Washington and Lee
University in Lexington, Virginia, and majored
in English Literature. He didn’t have any career
plans, but he loved reading and knew that the
ability to think critically and write would help
him in any field. After school, he worked for
Wembley Industries, a now-defunct company
that was the world’s largest manufacturer of
neckwear. There, he learned about business from
the inside out, working in production, merchan-
dising and even trying his hand at design. “I was
like the kid in the candy store who couldn’t get
enough,” he said.

The one piece of candy they wouldn’t let him

sample was sales. Good saw Wembley’s salespeo-
ple making a lot of money working six hard
months per year. He decided he wanted to be
paid for his performance, too. When he took the
company’s sales aptitude tests and failed miser-
ably, his dream was crushed.

That wasn’t going to stop Good from moving
on to what he wanted to do. “When the CEO
told me I couldn’t do something and that those
tests said this, I thought, ‘But you don’t know
what I’m made of,’” he said. “He wouldn’t even
give me a chance.”

Good knew his career with Wembley was
over, but he didn’t know what his next move
should be. He interviewed professionals about
their careers in property and casualty insur-
ance, banking, stock brokerage and other
fields. The only thing he knew he didn’t want
to do was follow in his father-in-law’s foot-
steps in the life insurance business. He wanted
to make his own way.

After some time passed, Good’s father-in-law
convinced him to meet with the general agent at
Mutual Benefit Life. At the appointment, Good
found himself talking to the general agent for six
hours. “I just sat there hearing him talk about
the life insurance business and how it was evolv-
ing into the financial services business — how
there was no ceiling,” he said. Good was hooked.

Mutual Benefit was interested in hiring
Good, but they first required him to list 100
people he could potentially sell to. His next test
was completing 20 appointments and fact-find-
ers in a week’s time. Though still working full
time at Wembley, Good finished the assignment
in less than a week. “That’s when I learned about
night and weekend appointments,” he said.

Good started with Mutual Benefit in April
1982 at age 26. He had worked hard to prove
himself, but his confidence in his sales ability
was not yet established. It took him until July to
make his first sale. “I was so scared of looking
foolish,” he explained. Good spent four months
studying everything he could about selling life
insurance. He consulted other producers in the
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office and devoured the “Capital Needs
Analysis” system, written by 50-year MDRT
member Thomas J. Wolff, CLU, ChFC, of
Vernon, Connecticut.

Good credits Wolff ’s system with giving him
the confidence to leave the safety of his office. It
was an invaluable resource, as Good used the
system’s fact-finder for his first five years in the
business.

Good qualified for MDRT with his 1983
production — his first full year — and every
year since. He increased his activity, improved
his selling techniques and began to receive more
client referrals. Things were going well when
Good experienced his first serious challenge.

When disaster strikes      
While he might not have been quick out of the
gate as a new producer, he was very careful in
how he built his client base. That likely is what
saved Good’s book of business when Mutual
Benefit failed in 1991. “That’s when you find
out whether you have customers or clients,”
Good explained. “A lot of people look at those
words as similar, but I think they couldn’t be
more different.”

The producers in the New Orleans Mutual
Benefit office searched for an affiliate and settled
with MetLife. Good only lost a couple of
clients, which he said reaffirmed the strength of
his client relationships. “I’ve got a lot of clients
on the books who’ve been with me for 25 years,”
he said.

Good’s second disaster hit land August 29,
2005. Good and his family were visiting relatives
in Georgia when the levees failed after Hurricane
Katrina, destroying the city they knew and loved.
It was more than a month before they could
return to New Orleans to see the damage to their
neighborhood and MetLife’s office.

Good and his family moved everything sal-
vageable from their flooded New Orleans home
to a rented house in Atlanta. He was granted

access in October to MetLife’s office to retrieve
his hard drive, important records and valuables.

Working was next to impossible for five
months following the storm. His assistant quit
to be near her family, so Good had to handle
every service call alone. Clients needed his
help with everything from updating their
address to borrowing against the cash value of
their policies.

Returning to New Orleans in January 2006,
Good slowly began to get his office back in
order. He found a new assistant in May and
was able to squeeze in five months of real pro-
duction, qualifying for the Round Table and
just missing his fourth Court of the Table
qualification.

Hurricane Katrina hadn’t chased away Good
or his clients. He lost only a few clients, and
many are having incredible business years. “If
you don’t know it’s a relationship business, then
wait until a catastrophe happens and you really
find out,” he said.

Looking to the future of his business, Good
sees only opportunity and growth. “There’s a
reason I am where I am, and it’s because I chose
really good people to work with,” he said. “My
opportunities are only going to get better going
forward.”

Business is good
Good’s ideal clients are small- to mid-size busi-
nesses with less than 250 employees. That natu-
rally evolves into working with the employees on
an individual level, too. He focuses on estate and

Good helps construct a home in New Orleans during the 2006 MDRT
Foundation/Habitat for Humanity home build.  

“If you don’t know it’s a
relationship business, then wait
until a catastrophe happens and

you really find out.”
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retirement planning, and business insurance, with
an emphasis on qualified retirement plans. With
many of his clients close to his age, Good sees his
business’ emphasis moving from the accumula-
tion phase toward the distribution phase.

Most of his new business comes from refer-
rals. Good learned 25 years ago that the only
way to avoid dreaded cold calls was to get
prospects elsewhere. He excels at building rela-
tionships with other motivated advisors and
opening new business, but is slower at closing.
“I’d rather people make decisions at their pace
instead of mine,” he said.

While Good keeps busy with 10 to 12
appointments per week, another producer is
managing the employee benefits business he
began early in his career, and they share in the
revenues. Two years ago, Good transitioned the
business, knowing that kind of practice is best-
handled by a large firm.

Putting family first
Good’s wife of 26 years, Wendy, grew up with a
father in the life insurance business and under-
stands the time it can take away from a family,
but also the flexibility it offers. An attorney prac-
ticing in the areas of estate planning and succes-
sions, Wendy decided to end her career when
their first daughter was born. Allison, 18, and
Emily, 15, have enjoyed having their mother
present at all of their activities, with their father
making time to attend as many as possible.

Good firmly believes this career offers its

professionals the opportunity to be better par-
ents. “If I hadn’t been in this business, I don’t
think I would have been able to spend as much
time with my children,” he said.

His life boils down to two separate parts: his
life as a producer and his role as a father and
husband. Good knows his limits and refuses to
spread himself too thin. His commitment has
paid off in both a successful practice and a close-
knit, active family.

Serving MDRT and the industry
When he was in his early 20s, Good learned the
importance of volunteerism. He got involved
with the United Way, wanting to give back. Ten
years later, he noticed a lack of volunteerism in
the industry, so he moved his focus away from
community organizations and started giving
time to local association chapters. Good eventu-
ally served as president of NAIFA–Greater New
Orleans and the local chapter of the Society of
Financial Service Professionals. He is the incom-
ing president of the New Orleans Estate
Planning Council.

Though it took him awhile to volunteer at an
MDRT Annual Meeting, Good has attended all
but two he’s been eligible for. Good attended his
first Annual Meeting in 1985 with his father-in-
law, Richard Schornstein Jr., CLU, ChFC, of
New Orleans, now a 37-year MDRT member.
Once there, he soaked up everything he could.
“It’s almost like you’re an addict,” he said. “I was
crazy — I went to all of the sessions. Where else

Good with his family
in New York City’s
Rockefeller Center
in spring 2005
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can you get that kind of inspiration and motiva-
tion, along with sales ideas?”

Once he got his feet wet in MDRT volun-
teerism, there was no stopping Good. He start-
ed with the Program General Arrangements
Committee in 1987 as a special guest greeter
and served on his first standing committee,
Public Relations, in 1991. He remembers the
committee securing publicity for the 1991
MDRT Annual Meeting in New Orleans.
“The minute I got involved in committees,
I thought, this is really the way it should be
done,” Good said.

Good also found MDRT filled the void of
loneliness that many financial advisors feel.
“Relationships are a major part of the Round
Table,” he said. “It’s a place of excellence. It’s for
people who want to do their best and who want
to be around others like them.”

He has been a member of two study groups.
When his current study group invited Good to
join about seven years ago, he happily accepted,
joining 36-year MDRT member Richard T.
Brunsman, CLU, ChFC, of Cincinnati, Ohio
(see page 44 for a profile on Brunsman); 32-year
MDRT member Scott Foster, CLU, of
Conyers, Georgia; 22-year MDRT member
William P. Gettings, CLU, CFP, of Lafayette,
Indiana; 35-year MDRT member James A.
Jacobs, CLU, ChFC, of Chesterfield, Virginia;
30-year MDRT member C. Douglas Sutton,
CLU, of Raleigh, North Carolina; 31-year
MDRT member William E. Wrenshall IV,
LUTCF, of Sewickley, Pennsylvania; and 
12-year MDRT member Gary J. Wolf of Las
Vegas, Nevada. The group meets for dinner
every year at the MDRT Annual Meeting, and
they meet every January in a different location.
“We depend on each other for emotional sup-
port, even physical support,” Good said, explain-
ing that all of the group’s members offered help
to him and his family following Hurricane
Katrina.

MDRT’s future
With the experiences Good has survived thus
far, he knows that he has grown to have better
vision with more empathy and sensitivity to oth-
ers’ hardships. He knows, however, that tough
decisions have to be made for the good of the
organization. “Sometimes you don’t feel good
about it because people will be hurt or inconve-

nienced,” he said. “That was me, too. I’ve been
hurt and inconvenienced, but you come through
it. You’ve got to be a survivor, and that’s probably
what I am, more than anything.”

Emphasizing the difference between cus-
tomers and clients, Good said he views his role
on the Executive Committee as an opportunity
to serve clients — his fellow MDRT members.
“I have to be good enough to represent them

and to make decisions that are in their best
interests,” he said, “which is the same thing that
I do with my clients in my business.”

Good’s primary objective is to make a lasting
impact on the Round Table to make sure it con-
tinues in the right direction. That includes
building the membership to the best it can be,
no matter what that number is. “The cream of
the crop — those producers who should be here
— are going to be here,” he said.

One of the improvements Good sees MDRT
making in the future is getting newer and
younger members more involved in volunteering
for committees. He was lucky enough to discov-
er volunteerism early in his life, and would like
to help younger members find their way to lead-
ership positions, too. He urges first-time Annual
Meeting attendees to volunteer, which is the
gateway to meeting other members.

Though some volunteer assignments might
seem overwhelming, Good has learned to go to
others with questions and to seek advice.
“Someone will always help you if you’ve taken
the time to get involved,” he said.

As he moves forward onto MDRT’s
Executive Committee — a thought that is a bit
overwhelming — Good knows he will have the
support of four other members who will be
ready to offer their advice.

Though he might have changed some bits of
his past — like the four months he was too
scared to sell, or the years he waited before vol-
unteering at the Annual Meeting — Good is
proud of what he’s accomplished and is looking
forward to an even brighter future. KFK

“The cream of the crop
— those producers who should be

here — are going to be here.”
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