
WEUVE RETIRES AFTER  

36 YEARS WITH CMG 

“I knew on that very 

first day, this would be 

the last company I 

would ever work for.”  

On November 13, 1980, Gary Weuve arrived bright and early for his first 

day of work with Lutheran Mutual.  After joining the Waverly Iowa-based 

insurance company, the 26 year old Weuve was beginning a six month 

management development program at the home office. 

“It was really exciting,” Gary remembers. “I knew on that very first day, 

this would be the last company I would ever work for.” He was right. The 

commitment he made that day in 1980 would span nearly 36 years. 

Gary’s first official position with Lutheran Mutual was Assistant Manager 

to Luther Burkett in the Waterloo, Iowa office. After nearly six months, he 

transferred to the Des Moines Iowa office where he was Assistant      

Manager to Wayne Wageman. Suddenly, life got very busy and quite 

challenging. 

“I was responsible for recruiting and developing all the new advisors in the district,” says 

Gary, “which was a fulltime job in itself.  At the same time, I had to work on my own   

personal production and that was a struggle, especially at first, to try and establish a 

practice in a town where I didn’t know a lot of people.”   

In the mid-80’s, industry-leading financial products included life insurance (Universal Life 

and Variable Universal Life), disability insurance and investments, along with financial 

planning services for retirement and small businesses. Gary estimates during these 

years about one-third of his personal book of business was families, another third young 

professionals (lawyers and doctors) and one-third small businesses.   

It was also during this time that Gary had an epiphany.  “While helping all of the new  

advisors we recruited build their businesses, I realized this is what I was meant to do,” 

he says, smiling. “I really wanted to help them be wildly successful. I had found my calling.”  

Gary has fond memories of his early days with Lutheran Mutual, among them his first ever national conven-

tion.  Advisors and managers from across the country along with home office personnel converged in        

Oklahoma, at a resort called “Shangri La”.   

“They gave everyone a huge straw cowboy hat to wear.  I kept mine for over 30 years – I just recently gave it 

up,” laughs Gary.  “Those company conventions were not like the mega-events they are today,” he adds. 

“There were only 100-200 attendees tops, and everyone brought their spouses and kids.  It was more like a 

family reunion than a business meeting.” 

 



Gary was tasked with developing a Small Business market division from the ground up.  He created a business 

plan, designed small business marketing materials and built a strong reputation for the department throughout the 

company.  He developed and conducted small business training programs for advisors and began traveling around 

the country as a case consultant. The seven years he worked in the Small Business area would be among some of 

the most fulfilling of his career, also some of the most fun.  

Arnie Barnel had joined the company in 1990 and was in charge of 

the Disability Insurance area.  He and Gary became fast friends 

and worked together to raise the profile of the Small Business de-

partment through some innovative marketing. In an homage to the 

Blues Brothers, Jake and Elwood, the two became the Business 

Brothers.  Building a loyal following, the duo made appearances 

around the home office and at many company functions, including 

national conventions. They even popped up at the company     

president’s retirement party.  Whether or not the outgoing         

president really appreciated their appearance was never fully    

determined. 

Beginning in 1987, the company went through another transformation when it began a permanent affiliation with 

CUNA Mutual, a Wisconsin-based insurance company that served credit unions. As a result, Gary’s role changed 

and his focus would become company-wide product marketing. 

In 1995, Gary was named Marketing Manager for Life Insurance, Long Term Care Insurance, Annuities and Retire-

ment Planning. This position required a move to Madison, something Gary saw as a blessing. 

“At this time my wife and I were still practically newlyweds, having gotten married in 1993,” he says.  “She had   

actually grown up in Waverly and we were living there then. The move to Madison allowed us to ease away from 

the small town scrutiny and really begin our married life together.”  But while the 

change was good, it still brought challenges. 

“The size of the Madison office and the entire culture there was like a whole new 

world for me,” says Gary. “It was the first time that I had a significant staff to 

manage, requiring a lot of learning on the job.”  And because the organization 

marketed exclusively to credit unions, there was a steep learning curve, as he 

tried to acclimate to new products and lingo. 

“Ultimately, we did some incredible stuff,” says Gary proudly of the marketing department. “Our group launched the 

company’s first ever long term care product and began marketing annuities, where it had been primarily life  insur-

ance up to that point.” 

In this role, Gary traveled nationally as well as internationally. “I was fortunate to have been able to go to London 

twice with our product group,” he remembers. “One of my most memorable trips was to the twin islands of Trinidad

-Tobago, where I held retirement planning workshops for credit unions.” 

After a major company reorganization in 2001, Gary became Manager of the Estate Planning area, and in 2003 

was offered a Vice President position leading the Financial Planning unit. Later that year, Gary would face a life-

altering challenge that would change the trajectory of his career. 

“In 2003, I was in the best physical shape of my life,” said Gary. “I ran competitively and had run three marathons 

that year – two of them nearly back to back.  After my last marathon, which was in Cape Cod, my wife and I were 

eating a celebratory dinner, when I found myself having trouble swallowing. I told her I felt like I had a fish bone 

stuck in my throat.” 



Quotable 

“Change is  

Inevitable.  

Embrace 

change.  

Live in the      

moment.  

Enjoy the       

journey.”   

      -Gary Weuve 

The alarming symptoms worsened and when he went to the doctor, a tumor 

the size of a peanut M&M was discovered growing on his right tonsil.  He 

was diagnosed with Stage 3 throat cancer. Gary’s seven week treatment  

began in December of 2003 and the long, difficult process gave him time to 

reflect on his life and what was really most important. 

“It gave me pause and I had to ask myself, ‘Am I doing what I really want to 

be doing?  If not, I better figure it out, because life is too short.’” 

He decided what he really wanted was to go back into the field and as soon 

as he was able, accepted a position as the Southwest Regional Sales Direc-

tor for the company’s investment product group. He would travel every week 

throughout a territory that covered Texas, Oklahoma, New Mexico, Louisi-

ana, Kansas and Arkansas, calling on financial advisors in credit unions and 

convincing them to sell CUNA Mutuall products. This also meant he and his 

wife would be relocating to Texas. 

“Out of all the positions I had with the company throughout 36 years, this was 

my favorite,” declares Gary. “I only had myself to answer to, wasn’t confined 

to an office or desk, and best of all, was able to work with advisors and help 

them build their business. Plus,” he adds with a smile, “I was really good at 

it.” 

After five years in that role, Gary was named National Sales Director in 2010 

and came out of the field to manage both an internal sales team as well as a 

team of regional sales directors. It was another great learning experience. “I 

quickly realized I had to remain confident in my abilities,” he says. “Here I 

had a team of sales people with extremely strong personalities. Ultimately we 

all worked well together, but I often reminded myself I had to stay strong in 

my convictions and beliefs.” 

It was during this time that Gary wrote his 

first book. “It was meant to be used as a 

marketing piece – something we could 

give to the advisors we were working 

with as a value-added service,” he ex-

plains.  Writing and prepping the book, 

“Close More Sales in Financial Institu-

tions”,  ended up being what Gary calls 

an “interesting two-year process”. It was 

published in 2012. 

CUNA Mutual continued to reinvent and 

rearrange itself. In April of 2013, Gary 

took over as VP of Training and was    

given the enormous task of  reorganizing 

and re-energizing the faltering department. “It took some time, but eventually, 

we built a world-class training unit!” says Gary, still pleased with his group’s 

accomplishment. “We created the Center for Advisor Excellence and were 

able to provide top-level training to our advisors. We also offered formal  

training for experienced advisors and delivered online training on demand, 



Congrats Gary! 

Send your favorite 
memory of working with 

Gary, your favorite quote, 
or your best wishes to: 

Garyweuve@yahoo.com 

 

In April of 2016, after nearly 36 years with the same company, Gary Weuve made the decision to retire. His 

final day was August 1.  He says he’s ready to go, and is looking forward to beginning his “second act” in 

retirement. 

Looking back on his remarkable career, Gary can appreciate the many lessons he’s learned along the way. 

“I learned that change is inevitable,” he says. “And just because it’s different, doesn’t mean it’s a reason to 

leave. Embrace change. Live in the moment. Enjoy the journey.”   

 

 

 


