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Industry Articles 
 

Getting Deeper Into Annuities 
You already help a few clients use these tools. What if you want to do that more often? Read the article. 
 

Avoiding Tax Advice Liability: 9 Things Advisors Must Know 
Advisors can't file returns for clients, but there's still a lot they can do on the tax front. Read the article. 
 

How to Stay Top of Mind (and Not Be Annoying) 
To give you repeat business, a client has to remember who you are. Read the article. 
 
 

 
 

American National Named to Forbes List of Top 2024 Insurance Companies - AGAIN! Learn more. 

 

Signature GUL has strong pricing, return of premium, and living benefits. Request a quote for your next client. 

 

Signature Performance IUL – Get the Agent Guide. 

 

2024 Tax Chart – Download it here. 

 

Family Financial Needs Analysis   
Determining how much is required to fund your client’s desired retirement lifestyle can help govern what insurance 
solution will provide them with the best solution. This quick analysis tool makes it easy. 
 

Annuity Wealth Transfer Case Study  
Take a look at this great 2-for1 sales idea to pass on more assets to beneficiaries.  
 
 

 
 

Have you ever asked your clients, “How much money will you need in retirement?”  
Discover an approach that could help your clients answer more accurately. 
Read the article 7 client conversation tactics you’ll want to know.  And, download this helpful Conversation Guide. 

https://www.thinkadvisor.com/2023/12/27/getting-deeper-into-annuities/?kw=Getting%20Deeper%20Into%20Annuities&utm_position=4&utm_source=email&utm_medium=enl&utm_campaign=lifeannuitypro&utm_content=20240102&utm_term=tadv&oly_enc_id=4024G8629590D0Y
https://www.thinkadvisor.com/2024/01/05/avoiding-tax-advice-liability-9-things-advisors-must-know/?kw=Avoiding%20Tax%20Advice%20Liability:%209%20Things%20Advisors%20Must%20Know&utm_position=2&utm_source=email&utm_medium=enl&utm_campaign=dailywire&utm_content=20240105&utm_term=tadv&oly_enc_id=4024G8629590D0Y
https://www.thinkadvisor.com/2024/01/05/how-to-stay-top-of-mind-without-becoming-annoying/?kw=How%20to%20Stay%20Top%20of%20Mind%20%28and%20Not%20Be%20Annoying%29&utm_position=6&utm_source=email&utm_medium=enl&utm_campaign=dailywire&utm_content=20240105&utm_term=tadv&oly_enc_id=4024G8629590D0Y
https://img.anicoweb.com/wps/portal/img/home/about-us/news/recent%20updates/american+national+named+one+of+americas+best+insurance+companies+for+2024
http://image.email.anico.com/lib/fe641570706407797213/m/1/83840254-c3a0-489a-b43c-3c811a9ab040.pdf?WT.mc_id=
https://img.anicoweb.com/wps/wcm/connect/anicoweb/23a35b32-5419-4df7-901b-b3b0187ca51e/ePocketTaxTables_ANICO-IM.pdf?MOD=AJPERES&CVID=ou-dgEe
https://img.anicoweb.com/wps/wcm/connect/anicoweb/80888afe-dfe7-400e-b733-90e1b18d958b/IMG20709_07.21.pdf?CVID=nHfEDzM&MOD=AJPERES&WT.mc_id=
https://img.anicoweb.com/wps/wcm/connect/anicoweb/23a35b32-5419-4df7-901b-b3b0187ca51e/ePocketTaxTables_ANICO-IM.pdf?MOD=AJPERES&CVID=ou-dgEe
https://www.athene.com/producer/insights/7-client-conversation-tactics-youll-want-to-know.html?utm_medium=social&utm_source=hootsuite&utm_campaign=content_campaign&utm_content=7_client_conversation_tactics_bcc
https://athenecentral.widen.net/s/lskbpn9wpr/23849


 
 

 
 

CareScout Quality Network now available in MD & VA – Read the announcement. 

 
 

 
 

Insure Your Love Bonus Opportunities for DI Start in January! 
Earn a $50 bonus per qualifying Disability Income or Business Expense Insurance application. 
 
Show your clients how they can help safeguard their loved ones with life insurance and DI during the Insure Your Love* 
campaign in January and February. View the bonus specifications. 
 
 

 
 

Advisor Ideas – See the latest issue. 

 

Think about taxation later for sales now 
• Help lower taxes with the Nonqualified Stretch 

Exclusion Ratio  
o Not all carriers offer stretch 
o Not all carriers use the ratio 

• Move money now or later 

• Get comp now and later 

• Retain generational inherited client assets 

• Plus, we illustrate stretches 
 
 

 
 

In-Force LTC Rate Action notifications – Get details on the next round in late January. 

 
 

 
 

Pricing improvements for MoneyGuard Fixed Advantage effective January 22nd – Learn more. 

 

Weekly Market Intel – See the latest insights. 

 

MYGuarantee Plus – See the rates effective January 2nd. 

 

Lincoln Leader for Life Insurance 

Read the January 8th issue, including: 
• Pricing improvements for Lincoln MoneyGuard Fixed 

Advantage 

• Pricing improvements for Lincoln MoneyGuard II 
(2020) 

• Automatic Notification of Premium Due Date 

• HIV Underwriting Guidelines  

• New eSubmission Portal for Lincoln Life and 
MoneyGuard cases  

• Lincoln Financial Group to Work with Policy Owners 
Impacted by Tornadoes in Tennessee 

• The Market Conduct Manual 

• Resource Roundup 

 
 

 
 

How do MassMutual’s Universal Life products work?  
To help clients make the best financial decisions, it’s important to better understand the products being recommended. 
That’s why MassMutual has put together a comprehensive resource answering all your frequently asked questions about 
UL and SUL Guard. 
 

 
 

https://pro.genworth.com/riiproweb/productinfo/pdf/751101CQNv2.pdf?utm_source=producer&utm_medium=email&utm_campaign=bulletin&utm_content=weekly_bulletin
https://mcusercontent.com/fc814bfa21df7868ca6509df0/files/199ec01d-8478-d433-7069-9be33a3870f5/A9725.01.pdf
https://www.accessful.com/pdf/CF-51-0102.pdf
https://www.accessful.com/pdf/CF-61-11006.pdf
https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/unsecured-documents/hidden/LTCNewslink%20RateAction_R79_R80_Final.pdf?mkt_tok=MDE0LVBCWi0xMDcAAAGQdBGwSr9NL2V6FoITBveVy3RoJzQ8aGRtsQVotvQzPFh8EctmKOkCsMIfj6ESaOgbX3Tj0CLVwdtO7i6_vDd5fiZxRqt3fQUX3k_9vMjE40wNOg
https://lfg.workfrontdam.com/embedpdf.php?size=original&embedAssetId=gnLT0h16sTL67oAa
https://www.lincolnfinancial.com/public/professionals/partnerwithus/lincolnfinancialinvestments/marketinsights
https://cdn1-originals.webdamdb.com/13193_98268379?cache=1703222821&response-content-disposition=inline;filename=FA-MGP-RST001_FINAL.pdf&response-content-type=application/pdf&Policy=eyJTdGF0ZW1lbnQiOlt7IlJlc291cmNlIjoiaHR0cCo6Ly9jZG4xLW9yaWdpbmFscy53ZWJkYW1kYi5jb20vMTMxOTNfOTgyNjgzNzk~Y2FjaGU9MTcwMzIyMjgyMSZyZXNwb25zZS1jb250ZW50LWRpc3Bvc2l0aW9uPWlubGluZTtmaWxlbmFtZT1GQS1NR1AtUlNUMDAxX0ZJTkFMLnBkZiZyZXNwb25zZS1jb250ZW50LXR5cGU9YXBwbGljYXRpb24vcGRmIiwiQ29uZGl0aW9uIjp7IkRhdGVMZXNzVGhhbiI6eyJBV1M6RXBvY2hUaW1lIjoyMTQ3NDE0NDAwfX19XX0_&Signature=cyrxRlwxXZs1jvyOEdVRNviyxQDfMgj-fWYLh1kMjiwhYa9iAW~F7NDpQh6jERVOS-wKJTGqensNPHrOetT6vfep-5LzMCn0OkKAMLe1j30loLSTGklUmYENR3cHsFCK1SPb4yXESATtEqb4~AUKFGgru39JlH30xF8xMNJLBoIsXhzhMW9YmF6boiCmyb4vsEokeXYNtPeWOnlauhQhsKoFIFzWZGIIQ97YXMM5thwAiHXDMy~0LtTE0ds-mxLHaDCbBNN9w3jpyx3CTWI4gzLGoUNr500YwfoPoePxG7KSXir9~PTrKQ3mn02P3pYGGNtXXr5IQqrU5more4JbNg__&Key-Pair-Id=APKAI2ASI2IOLRFF2RHA
https://cdn1-originals.webdamdb.com/13193_106977846?cache=1602261600&response-content-disposition=inline;filename%253DLincolnLifeLeader101220.pdf&response-content-type=application/pdf&Policy=eyJTdGF0ZW1lbnQiOlt7IlJlc291cmNlIjoiaHR0cCo6Ly9jZG4xLW9yaWdpbmFscy53ZWJkYW1kYi5jb20vMTMxOTNfMTA2OTc3ODQ2P2NhY2hlPTE2MDIyNjE2MDAmcmVzcG9uc2UtY29udGVudC1kaXNwb3NpdGlvbj1pbmxpbmU7ZmlsZW5hbWUlMjUzRExpbmNvbG5MaWZlTGVhZGVyMTAxMjIwLnBkZiZyZXNwb25zZS1jb250ZW50LXR5cGU9YXBwbGljYXRpb24vcGRmIiwiQ29uZGl0aW9uIjp7IkRhdGVMZXNzVGhhbiI6eyJBV1M6RXBvY2hUaW1lIjoyMTQ3NDE0NDAwfX19XX0_&Signature=jO08DybuykwvpXRCjmD8cDzh2KNfLgW3QID9UmSKlvRaM7n1olVuCWWJBrH4PA1HlcMNkgqt-NEZ25v7QpqKvH0SmfanZ7jeeoaNsKgEb1t51U8WdX701vpMfBd4c6ay-9Qy5NvHst371Squ9G73-gVR2pXYQSXcj9eSDmwi2r2vlGtdn0zbR-x93yxiz76o-lawTW7C5XG5s9h33jVblh8fcyc3Gc3UCbSEf7cpKVdvlzFJeE7wqBTji5c2pqwUonGt3SedFp~X-zceVSS1xIqBuQr-WTh2fBQORRBbENTWwLJt0FH8RyCPxH0Nx6Mrkgtu4m9m7U867Nt0yYp-WQ__&Key-Pair-Id=APKAI2ASI2IOLRFF2RHA
https://fieldnet.massmutual.com/public/life/pdfs/li3003.pdf


 
 

Protecting employees and a business owner’s bottom line from the unexpected 

Check out our Advanced Sales Success Strategy about how a Qualified Sick Pay Plan, funded with MassMutual’s Radius 
Choice disability income insurance, can provide a financial resource for an employee who is unable to work due to an 
accident or illness, at the same time helping to protect the company’s cash flow. 
 

What if your client were to become too sick or too injured to work? 

Health insurance covers doctor visits, hospital stays and some medications. But what happens if clients couldn’t return to 
work right away? How would they cover the cost of their mortgage, utilities, food, and other expenses? View this 
consumer video to learn more about protecting their income. 
 
 

 
 

Express Newsletters 
 
Read the December 27th issue, including: 

• Protect what matters most in 2024 with Living 
Promise Whole Life Insurance 

• There's no one size fits all LTC insurance solution 

• 2024 LTC quoting software 

• Learn what your clients need to know about disability 
income insurance 

• Understanding Disability Income coverage 

• Make sure your Critical Advantage prospecting 
approach is ready 

• Real Wins with Critical Illness Insurance 

• Deferred Annuity new money crediting rates are 
decreasing 

 
Read the January 3rd issue, including:

• Our Income Advantage IUL and Life Protection 
Advantage IUL can be the solution to help your clients 
meet their financial goals in 2024 

• Our IUL Express product is a great way to help 
protect the future for clients who want a faster 
underwriting process and unique product features 

• 2024 Long-Term Care Tax Guides 

• Look back at some of the updated Long-Term Care 
content from 2023 and be prepared to have 
conversations that matter with your clients in 2024 
 
 

• Disability Income Return of Premium Options 

• Help your clients prepare for their future by getting the 
Disability Income coverage they need to protect 
themselves and their family 

• Review the Critical Advantage State Difference Matrix 
to determine what benefits are available in each state 

• Learn about our Critical Advantage products and how 
quick our underwriting process is by reading our 
Product and Underwriting Guide 

 
 

Classic Choice Term with PLUS makes it easy to do business with Protective 

Protective Classic Choice Term is the affordable solution for your clients and their short-term needs. 
 
Protective Life Underwriting Solution (PLUS) program ensures that your clients will experience a tailored, less invasive, 
expedited underwriting experience. 
 
Download the eligibility checklist for PLUS. 
 
 

 
 

Life Essentials 

Read the January 8th issue, including: 
• Annual Reviews & Political Landscape 

• January 2024 changes to Index Accounts 

• 10-Minute Mondays can change your business 

• Video: Get on the Trimester Sales Strategies Track! 

 
 
 
 
 
 

BSI, Inc. 53 Main Street, Unit 911, Warrenton, Virginia, 20186 
(p) 301-540-8484 / 800-229-9020 (f) 301-540-8787  www.bsibroker.com 

BSI does not offer variable insurance products. 

https://fieldnet.massmutual.com/public/adv/pdfs/as9034di.pdf
https://players.brightcove.net/4615932098001/default_default/index.html?videoId=6066191284001
http://www.uuinc.com/news/MOO%20express%20dec27.pdf
http://www.uuinc.com/news/MOO%20express%20jan3.pdf
https://finpro.protective.com/Protection/Term-Life/Protective-Classic-Choice?utm_source=accent&utm_medium=email&utm_campaign=PB0037&utm_content=6222PBNANANANA656
https://finpro.protective.com/doing-business/new-business/submitting-life-business/velocity/underwriting-plus
http://www.uuinc.com/news/PL%20plus%20eligibility.pdf
http://www.uuinc.com/news/PRU%20life%20essentials%20jan8.pdf
http://www.bsibroker.com/

