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Industry Articles

A Long-Term Care Planner's Confession
An LTCl veteran looks at why some clients still receive care outside their homes.
Read the article.

The 4 Types of Prospects and How to Sell to Them
Longtime sales consultant shares the keys to overcoming objections and adding clients.
Read the article.

American National

Signature Protection Plus |UL - Use the pre-approved client ad.

Palladium MYG SPDA - “Park Your Money Where It Matters” - Use the pre-approved client ad.

Assurity

Improved Critical Iliness claims process
e Claimants don't need to call to request correct form based on their diagnosis - a single form covers all situations.
e New Critical lliness Attending Physician’s Statement.

e Adirect deposit form was added to claim packages, allowing claimants to be paid faster if they choose.


https://www.thinkadvisor.com/2024/11/21/a-long-term-care-planners-confession/?kw=A%20Long-Term%20Care%20Planner%27s%20Confession&utm_position=2&utm_source=email&utm_medium=enl&utm_campaign=lifeannuitypro&utm_content=20250108&utm_term=tadv&oly_enc_id=4024G8629590D0Y&user_id=0ee925261546d91a5cac0f22969d3cf53a48fdaa745f24bf795463a8903ed847
https://www.thinkadvisor.com/2025/01/13/the-4-types-of-prospects-and-how-to-sell-to-them/?kw=The%204%20Types%20of%20Prospects%20and%20How%20to%20Sell%20to%20Them&utm_position=1&utm_source=email&utm_medium=enl&utm_campaign=dailywire&utm_content=20250113&utm_term=tadv&oly_enc_id=4024G8629590D0Y&user_id=0ee925261546d91a5cac0f22969d3cf53a48fdaa745f24bf795463a8903ed847
http://www.uuinc.com/news/AN%20protection%20plus%20client%20ad.pdf
http://www.uuinc.com/news/AN%20palladium%20myg%20client%20ad.pdf

Athene

Ascent Pro 10 Bonus sales idea: Solving for the essential income gap
Use this fact finder to determine whether clients have an essential income gap that can be filled with an annuity.

This example shows:
e A 60-year-old client looking to retire at 65. He has $300K saved for retirement.
e Using the fact finder, he will need $60K a year in retirement ($50K for essential expenses and $10K in discretionary expenses).
e  The guaranteed sources of income in retirement total $40K (starting at age 65).
e This leaves a gap of $10K a year.

This hypothetical illustration solves for that $10K gap in 5 years, using a premium of $95,648.
The client can use 17% less premium if they choose the accelerated option.
e $79,491 initial premium required to generate $10,000 in guaranteed income in 5 years at age 65!
e  $10K in guaranteed income that lasts for 10 years, then drops to $6,014 a year for the rest of the client’s life

e In 10 years, the $30K a year from social security should increase to $43,519 (historical COLA average = 3.79%), helping to offset
the decrease in annuity income.

Suitability webinar - Watch the webinar recording.

Corebridge Financial (American General)

Time-saving resources for 2025

e Need help prospecting to clients?
Access grab-and-go promotions customized for consumers with Campaign in a Box virtual marketing assistant.

e Need help to preparing for your initial client meeting?

Leverage compelling recommendations on what and how to sell in your client meeting using the Generation Station
advisor report.

o Need help explaining the value of IUL to clients?
Showcase the value in managing volatility with IUL to clients with the Life with Confidence digital tool.

e Get it all in one place
Visit Retire Stronger for resources at your fingertips.

Illinois Mutual

DI Quarterly Incentive: Earn up to $1,000 in cash bonuses each quarter by hitting the DI sales targets. Get details.


http://www.uuinc.com/news/Athene%20fact%20finder.pdf
http://www.uuinc.com/news/Athene%20mind%20the%20gap%20example.pdf
http://www.uuinc.com/news/Athene%20hypo%20illus.pdf
http://www.uuinc.com/news/Athene%20hypo%20illus%20accel.pdf
https://event.on24.com/wcc/r/4716160/FC19583CDF9167FB139F6E3A089007DF?utm_medium=email&utm_source=sfmc&utm_campaign=webinar_jan_2025&utm_content=suitability_updates&sfmc_id=125010136&utm_id=
https://www.corebridgefinancial.com/life/retirestronger/client-prospecting/campaign-in-a-box-client-prospecting?utm_source=sfmc&utm_medium=email&utm_content=campaign-in-a-box-text&utm_campaign=01072025_prod_edu_life_life_ted_liaevg_brk_sfmc_email_own_awa_liam-digitaltools-lb-j1568108-aglc202561-jan-07-2025&utm_id=10494789&sfmc_id=283579706
https://www.corebridgefinancial.com/life/generationstation/home?utm_source=sfmc&utm_medium=email&utm_content=generation-station-text&utm_campaign=01072025_prod_edu_life_life_ted_liaevg_brk_sfmc_email_own_awa_liam-digitaltools-lb-j1568108-aglc202561-jan-07-2025&utm_id=10494789&sfmc_id=283579706
https://view.officeapps.live.com/op/view.aspx?src=https://live.cloud.api.corebridgefinancial.com/lnr/dbp-fdm-admin/download/100AicF6FGkgO9MMYvefTIwGZHtRC-tXrfuztwQg5VcRri1p2_v7khBgBJDL-qwkPiGzj0-W9hB52foOYg65_kOMng&utm_source=sfmc&utm_medium=email&utm_content=life-with-confidence-text&utm_campaign=01072025_prod_edu_life_life_ted_liaevg_brk_sfmc_email_own_awa_liam-digitaltools-lb-j1568108-aglc202561-jan-07-2025&utm_id=10494789&sfmc_id=283579706
https://www.corebridgefinancial.com/life/retirestronger/home.html?utm_source=sfmc&utm_medium=email&utm_content=Retire+Stronger-text&utm_campaign=01072025_prod_edu_life_life_ted_liaevg_brk_sfmc_email_own_awa_liam-digitaltools-lb-j1568108-aglc202561-jan-07-2025&utm_id=10494789&sfmc_id=283579706
http://www.uuinc.com/news/IM%20quarterly%20incentive.pdf

John Hancock

Underwriting is kicking off the New Year in a BIG way! Introducing Autobind+
Through Autobind+, John Hancock's streamlined facultative reinsurance process, they can now offer your agents and their
high-net-worth clients up to $130M! View the new automatic reinsurance capacity and retention limits piece.

2025 Outlook: Exploring Popular Predictions - Listen to the podcast.

Spotlight
In this issue:
e New! Life Insurance with a Side Fund Concept e 2025 outlook: Exploring popular predictions (podcast)
e 2024 IRS Form 1099's will soon be available online e Coming soon — 2024 Year in Wellness for Vitality members

lLegal & General America (Banner and William Penn)

Accelerated underwriting has perks for you too

We all know the benefits of instant and exam-free decisions through accelerated underwriting (AUW) for clients, but there
are big benéefits for you too.

e The new $4 million AUW limit gives you the ability to quickly meet clients’ needs, increasing client satisfaction
while building loyalty and trust.

e Our efficient and simple process gives you time back to serve more clients. With over 40% of people who apply
for term life insurance receiving an instant decision, you can focus on what you do best.

e You can grow your business faster with access to products that open doors to more clients, larger cases and
higher revenue potential.

Share the advisor toolkit.

Lincoln Financial Group

Weekly Market Intel - See the latest insights.

Mutual / United of Omaha

Express Newsletter
In this issue:
e Mutual of Omaha discontinued Disability Income
Insurance sales
e The GRO Guarantee for IUL's
e Simplified Issue Life social media content ready for
you on the SPA Social Hub

Updated Long-Term Care Tax Guides for 2025
2025 updated LTC Claims Value flyer

Critical lliness Insurance quotes on the go
Managing cancer costs with Mutual of Omaha's
Cancer Insurance


https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/unsecured-documents/Doing-Business/Underwriting/LIFE-5097_Retention_and_Automatic_Reinsurance_Capacity.pdf?mkt_tok=MDE0LVBCWi0xMDcAAAGX3FZh3Kw3hneVrXZzPn5kD_AZkpIwO_iZrB2ScDdJiNhZ6iu7CC3GSlLg2Kw62GfvrVvHdPCXqMfMVzNss99a8K5dqkJhWbD5maw5lKyFNEQ10tw
https://sales.johnhancockinsurance.com/financial-professionals/NLI/life-insurance/sales-tools-and-resources/podcasts/hancock-talks.html?mkt_tok=MDE0LVBCWi0xMDcAAAGYE8XYuFpQJO0pQCKJdaKl52kuhrjYNReLPObcnsOQA-U9_kn3SeUbbWu2KjAfNSnrPwn7O2w3e2DrfouO4rQKvnZxuHjpCOLY-8sJ9TVdnu8T2sU
http://www.uuinc.com/news/JH%20spotlight%20jan13.pdf
https://www.lgamerica.com/docs/default-source/advisor/underwriting/auw-materials/auw-advisor-kit.pdf?utm_campaign=4087844-AUW-Increase&utm_medium=email&_hsenc=p2ANqtz--Pr1MW59nCl_53l9l_rUnSyAR-CBkj7NAT3Snk2ZD9a23qUMOgjXi7QMDqg8z-ZFFPP2vadTIU-GTrzjsANsjrDHfUkQ&_hsmi=342491454&utm_content=342486190&utm_source=hs_email
https://www.lincolnfinancial.com/public/professionals/partnerwithus/lincolnfinancialinvestments/marketinsights
http://www.uuinc.com/news/MOO%20express%20jan15.pdf

Nationwide

An innovative LTC solution for couples is now available in California
CareMatters Together is a linked-benefit policy designed for couples. Here's why it may make sense for many clients:

¢ Two lives, one shared pool of LTC benefits — This reduces the pressure of planning for who's more likely to
need care, when will they need it and how much each spouse might need.

e Payment flexibility — Single pay, 5-pay, 10-pay, 20-pay and pay to age 100 options.

¢ The comfort of predictability — Your clients will always know what the premium, LTC benefit and death benefit
are because each is guaranteed.z

CareMatters Together helps clients make the most of their retirement years without having to worry as much about the
costs of long-term care. Explore joint LTC coverage options.

Pacific Life - Lynchburg

Why Life Insurance Now?
Here are 5 strategies to help you connect with clients and grow your life insurance business.

Protective Life

Address 3 common concerns during Insure Your Love month
Insure Your Love month is the perfect time to help clients show their love through life insurance — but having these
conversations can be challenging. These resources can help you guide clients and respond to these common concerns.

o ‘“Life insurance is too expensive.” Show clients how affordable life insurance can be and the cost of not having it.
Download the infographic.

e "I don’t know how much coverage I need.” Easily calculate how much life insurance clients need to protect what
matters. Download the worksheet.

e "Buying life insurance isn’t a priority right now."” Identify opportunities to educate clients on the value of life
insurance. Access the interactive guide.



https://nationwidefinancial.com/media/pdf/FLM-1578AO.pdf?utm_source=SFMC&utm_medium=email&utm_term=44803&utm_content=2025_Q1_Life_CareMatters_CA_Launch&utm_campaign=2025_Q1_Life_CareMatters_CA_Launch
http://www.uuinc.com/news/PacLife%205%20strategies.pdf
http://www.uuinc.com/news/PL%20iyl%20infographic.pdf
http://www.uuinc.com/news/PL%20iyl%20worksheet.pdf
https://protectivelife.relayto.com/e/protective-life-insurance-guide-aeqq69esgvzty/8bGaYHKC1

Prudential Financial

New Year, Time to Review Current Plans

As 2025 begins, set up policy reviews with clients to help identify outstanding loans on existing policies and address
important questions, such as:

e s their life insurance coverage meeting their needs?
e Are their beneficiary designations still accurate?

e Do their financial strategies need to be adjusted in light of a new administration?

In this success story, find out how a business with significant policy loan repayments improved its financial picture thanks to
a Prudential-advisor collaboration and a 1035 Exchange with a mirrored loan that addressed $2.4M in loans.

Find more tools for this sales idea - including a client profiler and ekit.

Life Essentials

In this issue:
e  Sales Strategy: New year, time to review current plans e January 2025 changes to Index Accounts
e The 2025 Easy Reference Tax Guide is here ¢ Modified Endowment Contract (MEC) process
¢ You can help Black Americans build generational wealth enhancement
e What Every Consumer Should Know brochure is ¢ New flyer to help clients set up online access

moving to "digital only”

Symetra

Innovative solutions for your new year's resolutions

e Cancer Care Compass
Be a part of your clients’ preventative health and well-being. Statistics show that 40% of Americans will be diagnosed
with cancer in their lifetime. Help your clients chart a course for better health outcomes with Cancer Care Compass,
available on Symetra’s core indexed universal life (IUL) products.

e Nasdaq-100 Index Strategy
Offer the growth opportunities plus death benefit protection your clients may want. Our Nasdag-100 Index Strategy
is now available on Symetra Accumulator Ascent IUL for greater diversification and cash value growth potential.

¢ High-net-worth foreign national market program
Serve the growing foreign national marketplace. Nearly 14,000 foreign nationals with EB-5 visas could have a U.S.
estate tax problem. Symetra’s HNWFN program and market expertise could be the solution they need.

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://prudential.scene7.com/is/content/prudential/Trimester_JanuarySpotlight
https://www.prudential.com/landing/trimester-life-sales-strategies/2025-january?utm_source=marketo&utm_medium=email&utm_campaign=theme_jan&utm_content=sales_idea&mkt_tok=NzAzLU5IUi04NDkAAAGX4AqCutP2j9Nz3ru7qvDBG4xEo1kdBaA4903Lmxe8irD8GHOHSvWWyL39tAuZ6qKLWZLcK5gxlnY94EsiQsxZXaAm7rvALUAidNaRg8no
http://www.uuinc.com/news/PRU%20life%20essentials%20jan13.pdf
https://www.symetra.com/cancercarecompass?utm_source=life-email&utm_medium=symemail&utm_campaign=ELIM-978&utm_content=text-link
https://symetra.bynder.com/m/7cd7aba774fd7552/original/Accumulator-Ascent-IUL-with-Nasdaq-100-Index-Core-Strategy.pdf
https://www.symetra.com/aaiul?utm_source=life-email&utm_medium=symemail&utm_campaign=ELIM-978&utm_content=text-link
https://www.symetra.com/hnwfn?utm_source=life-email&utm_medium=symemail&utm_campaign=ELIM-978&utm_content=text-link
http://www.bsibroker.com/

