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Annuity Watch 

In this issue: 

• Updated Crediting Strategies Live Now 

• Rise to the Top: 2025 FIA Production Bonus 

• NEW First-Year Rate Enhancement 

 

In this issue: 

• Enhanced Training with Product-Specific Courses 

• Annuity Disbursements through Agent Portal 

• Paper Applications Minimum 

 

 

 
 

Advanced Social Security Claiming Strategies 
• Watch the webinar recording. 

• Social Security Rules & Strategies brochure (for producers) 

• Social Security: Making Choices, Maximizing Benefits brochure (for clients) 

• 2025 Social Security Reference Guide 

 

Athene Accelerate 

In this issue: 

• How female financial professionals differentiate 

themselves 

• How to help put your clients at ease — and why it 

matters 

• Bust these 5 myths to help grow FIA sales 

• 8 tips from financially successful women 

• Do you know what affects your Social Security benefit 

amount? 

 

 

 

http://www.uuinc.com/news/AN%20annuity%20watch%20march5.pdf
http://www.uuinc.com/news/AN%20annutiy%20watch%20march12.pdf
https://event.on24.com/wcc/r/4746668/F53527CA9E7390155D1F8DD95CCA7551
https://athenecentral.widen.net/s/gdbdfmb8d7/22902
https://athenecentral.widen.net/s/v7mjgfgxhs/22903
https://athenecentral.widen.net/s/cxtzbgw5cz/22904
http://www.uuinc.com/news/Athene%20accelerate%20march2025.pdf


 
 

 
 

Underwriting update 

Cincinnati Life has increased the maximum death benefit amount for Rapid Review Accelerated Underwriting from $1 

million to $2 million. In addition, they’ve increased internal retention to $2 million.   

 

Key Features: 

• Available on all four nonsmoker classifications for Termsetter and Termsetter ROP 

• Nonsmoker rates available for eligible clients who smoke cigars, pipes or marijuana or chew tobacco 

• Preferred Plus and Preferred consideration for clients who smoke no more than six cigars per year 

 

 

 
 

Empower women to control their financial future 

March is Women's History Month. It's a good time to remember the unique financial challenges women face, and how life 

insurance can be part of their plans to better prepare for their future.   

 

Did you know? 

• 84 cents are earned by women for every dollar a man earns.  

• 5.9 years is the average amount of time women outlive men. 

• 2 of 3 of those suffering from Alzheimer's disease are women. 

 

Start important conversations about these realities with these facts focused on women's financial needs and concerns. 

 

 

 
 

Enhance your understanding of Gerbers products 

These short videos cover Gerber’s Guaranteed Life, the Grow-Up Plan, and Accidental Death products, highlighting their 

key features in an easy-to-follow format. By watching, you’ll be better equipped to assist your clients and answer their 

questions. 

 

Myths & Truths of Life Insurance 

This Myths & Truths flyer serves as a valuable resource that clarifies misunderstandings and presents clients the facts in an 

easily digestible format. 

 

 

 
 

GMIR Increases  
Effective April 1, 2025, the Guaranteed Minimum Interest Rate (GMIR) increases to 3.00%* for fixed annuities and fixed 

accounts in our indexed annuities. This applies to new contracts. Apps signed before April 1 receive the then-current 

GMIR. 

 

*In OR, the GMIR for SPDA Series II is 2.40%. 

Kansas disclosure: Older versions accepted until April 30th BUT require manual GMIR correction at point-of-sale. 

 

2025 Retirement Planning Guide  
Download this guide to keep current on contribution limits, eligibility requirements, tax facts, target markets and more. 

 

 

https://adminplus.fgsfulfillment.com/View/corebridgefinancial/1/AGLC110487?utm_source=sfmc&utm_medium=email&utm_content=Share+compelling+stats-cta-button&utm_campaign=03042025_tlead_edu_life_life_ted_liam_brk_sfmc_email_own_awa_na|liam-womens-fin-concerns-lb-j1615208-aglc201990-rev0325-mar-04-2025&utm_id=10925987&sfmc_id=283579706
https://www.youtube.com/playlist?list=PLgdr0HFUN65VCxUfID4CNH5kNtj65hrhy
https://image.communication.gerberlifeindependent.com/lib/fe8513727c610d7973/m/1/17316f47-a908-4bf6-98a7-509925b94cd6.pdf
https://www.accessful.com/pdf/sh-00067-WD.pdf


 
 

 
 

LifeCare - a hybrid IUL with LTC benefits 

Whether your agents are working with existing clients or engaging new prospects, LifeCare's features and benefits can 

give clients more when they need it. Explore the product. 

 

 

 
 

Weekly Market Intel - See the latest insights. 

 

Announcing Lincoln's Elite IUL Portfolio 

Introducing Lincoln WealthBuilder Indexed Universal Life Insurance (IUL), the first new solution in Lincoln’s Elite IUL 

Portfolio. This product is built for growth, and designed for life providing clients with a balance of protection and 

performance through new features, such as: 

 

Empower clients with a life insurance product that’s simple, differentiated, and built to help drive performance. Review the 

launch article to see all the details.  Watch the Elite IUL Portfolio launch video. 

 

Lincoln Leader for Fixed Annuities 

In this issue: 

• Market Intel Exchange 

• Blog post: Can the roaring 20s continue? 

• NEW material available: Fixed Annuity Resource Guide 

• Tax form information 

• Protecting Customers from Fraud 

 

 

 
 

Life & DI Debrief 60 

In this first-issue: 

• New Underwriting Success Story: Maximize Sales with 

Industry-Leading Retention and Reinsurance Treaties 

• Whole Life Solution Replaces an IUL Policy in Distress 

• Watch The Quick Connect Video Series  

• The Connelly Decision: Advanced Sales Soundbite and 

Action Plan Guide 

• New Dividend Difference Resource Site 

• Help clients utilize their tax forms with this1040 At-a-

Glance 

• MMSD Portal: Make Workbench Work for You 

• Visit our New Business Learning Center for help with 

Life & DI applications 

• Enhanced Reference Guide for Life Underwriting 

Requirements 

• New CMI Enhancements boost ease of business 

• DI Occupational Class Upgrades 

• Visit MMSD University to access our illustration 

guides, and more educational resources 

 

 

 
 

Express Newsletter 

In this issue: 

• IUL historical rate flyers have been updated for 2025 

• New Welcome Email for IUL Express Customers 

• From Accidents to Assurance: Guaranteed Protection 

for Your Clients 

• Mutual of Omaha's Cancer Insurance offers 

competitive rates  

• Protect Your Client's Retirement with a cancer or heart 

attack/stroke insurance policy  

 

 

 

 

https://advisor.johnhancockinsurance.com/financial-professionals/NLI/life-insurance/products/hybrid-solutions/long-term-care-life-insurance.html?cid=US_JH_IS_EM_Marketo_LifeCare2025_LifeCare____GDMtofillin3%2F13____&utm_source=Marketo&utm_medium=EM&utm_campaign=_LifeCare2025&utm_content=_&utm_term=JH_IS_US_LifeCare_____&mkt_tok=MDE0LVBCWi0xMDcAAAGZKkeJF7iVdL2hASqghJjbeLkwlQIb7712PcFM2cJp_onlb826hFfXeZIK_o7aXjFWZm9WwryXVW1LmfvtAPNIiPxKGJqgJHlO2FkIwpkirtHvJE8
https://www.lincolnfinancial.com/public/professionals/partnerwithus/lincolnfinancialinvestments/marketinsights
https://cdn1-originals.webdamdb.com/13193_161647248?cache=1741745287&response-content-disposition=inline;filename=Leader%2520article_WealthBuilder.pdf&response-content-type=application/pdf&Policy=eyJTdGF0ZW1lbnQiOlt7IlJlc291cmNlIjoiaHR0cCo6Ly9jZG4xLW9yaWdpbmFscy53ZWJkYW1kYi5jb20vMTMxOTNfMTYxNjQ3MjQ4P2NhY2hlPTE3NDE3NDUyODcmcmVzcG9uc2UtY29udGVudC1kaXNwb3NpdGlvbj1pbmxpbmU7ZmlsZW5hbWU9TGVhZGVyJTI1MjBhcnRpY2xlX1dlYWx0aEJ1aWxkZXIucGRmJnJlc3BvbnNlLWNvbnRlbnQtdHlwZT1hcHBsaWNhdGlvbi9wZGYiLCJDb25kaXRpb24iOnsiRGF0ZUxlc3NUaGFuIjp7IkFXUzpFcG9jaFRpbWUiOjIxNDc0MTQ0MDB9fX1dfQ__&Signature=moFZY2Pjw4KvqXl18HaOMiS1k5cec5V~9nGEoWeSMmYjPM0qlBSoap80KyFEMiNqESseIljJ1mo1QLdOhb1SifIosHdqNTLcuvCUVvCrKF~hhf9lssmH4q75u3lNebBbR7iYXHB7DibZL3Ow9Qd0KXcVsJ3ljLpTbG-a~KNyooVs2riiaz1zy-LncRepRsOn837Kw3XgiAXLejTGKoBSXjssWFHnCy9f96uZmHu2tKHSnItkNy5w0p-V5ohfS52hv~gBtqehRANo~JQi81IxITpCI4a1PvpryXMHlmdWBTshgEgIr-VFDTCCiAiKEhGuiKq0v~ZT6~kukT3Qj-XK3w__&Key-Pair-Id=APKAI2ASI2IOLRFF2RHA
https://cdn1-originals.webdamdb.com/13193_161647248?cache=1741745287&response-content-disposition=inline;filename=Leader%2520article_WealthBuilder.pdf&response-content-type=application/pdf&Policy=eyJTdGF0ZW1lbnQiOlt7IlJlc291cmNlIjoiaHR0cCo6Ly9jZG4xLW9yaWdpbmFscy53ZWJkYW1kYi5jb20vMTMxOTNfMTYxNjQ3MjQ4P2NhY2hlPTE3NDE3NDUyODcmcmVzcG9uc2UtY29udGVudC1kaXNwb3NpdGlvbj1pbmxpbmU7ZmlsZW5hbWU9TGVhZGVyJTI1MjBhcnRpY2xlX1dlYWx0aEJ1aWxkZXIucGRmJnJlc3BvbnNlLWNvbnRlbnQtdHlwZT1hcHBsaWNhdGlvbi9wZGYiLCJDb25kaXRpb24iOnsiRGF0ZUxlc3NUaGFuIjp7IkFXUzpFcG9jaFRpbWUiOjIxNDc0MTQ0MDB9fX1dfQ__&Signature=moFZY2Pjw4KvqXl18HaOMiS1k5cec5V~9nGEoWeSMmYjPM0qlBSoap80KyFEMiNqESseIljJ1mo1QLdOhb1SifIosHdqNTLcuvCUVvCrKF~hhf9lssmH4q75u3lNebBbR7iYXHB7DibZL3Ow9Qd0KXcVsJ3ljLpTbG-a~KNyooVs2riiaz1zy-LncRepRsOn837Kw3XgiAXLejTGKoBSXjssWFHnCy9f96uZmHu2tKHSnItkNy5w0p-V5ohfS52hv~gBtqehRANo~JQi81IxITpCI4a1PvpryXMHlmdWBTshgEgIr-VFDTCCiAiKEhGuiKq0v~ZT6~kukT3Qj-XK3w__&Key-Pair-Id=APKAI2ASI2IOLRFF2RHA
https://marketingmedia.lfg.com/lfg/DOCS/lfd/emailMarketing/Video/6365048201112.html
http://www.uuinc.com/news/LFG%20annuity%20leader%20feb28.pdf
http://www.uuinc.com/news/MMSD%20debrief60%20march2025.pdf
http://www.uuinc.com/news/MOO%20express%20march5.pdf


 
 

 
 

Rate updates for Indexed Choice UL and select in-force universal life products – Get details. 

 

 

 
 

Trimester Sales Idea for March: 

Balance Protection and Growth with Cash Value Life Insurance – Explore this idea and materials. 

 

Life Essentials 

In this issue: 

• Uncovering Income Opportunities 

• Using life insurance for college and education costs 

• Expand client options with Prudential’s flexible 

tobacco guidelines 

• Foreign Resident Auto Increase 

• New business marketing material brochure updates 

• Revised Military Disclosure forms 

 

 

 
 

Securian’s newest accumulation IUL 

Give clients a competitive accumulation option they can depend on with the enhanced Eclipse Accumulator II Indexed 

Universal Life (IUL) product. It offers immediate protection while keeping charges low to allow for accumulation potential and 

market resiliency.  

 

BOLD solutions for business owners 

Business Owner Life-stage Design (BOLD) is a ready-made marketing program for financial professionals to use with 

business-owner clients.  

 

BOLD helps you guide business owners to the right solution for their current business life stage. Whether they’re fully 

operational, focused on attracting and retaining key talent, or planning for retirement, BOLD has a solution. 

 

 

 
 

Protector IUL: Providing a higher level of flexible protection 

See how Protector IUL helped Carlos – a 50-year-old fire department veteran.  

 

Accumulator Ascent IUL: Taking their future plans to greater heights 

See the case study. 

 

 

 

 

 

 

 

 

 

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://finpro.protective.com/about-us/news/life-insurance/product-updates/2025/were-updating-rates-on-select-products?utm_source=el&utm_medium=email&utm_campaign=PB0146&utm_content=01212025NANANAPLNA3279&utm_term=CPRLI000000002972
https://www.prudential.com/landing/trimester-life-sales-strategies/2025-march?utm_source=marketo&utm_medium=email&utm_campaign=theme_march&utm_content=sales_idea&mkt_tok=NzAzLU5IUi04NDkAAAGZAG-y1spRFH-1UyjLXM065NAyTSEOT1bch6tlBTP8IMbuq2EeGY8xePFU27C1ucT2vTLLQcmtweaVxeA-yNgDpecSspX3WXgW0RN3dtEy
http://www.uuinc.com/news/PRU%20life%20essentials%20march10.pdf
https://www.securian.com/financial-professionals/products/individual-life-insurance/indexed-universal-life/eclipse-accumulator?cid=em_finpro_&tid=8516700&sub_id=1448163163&jobId=43226538&listID=5148011&batchID=9
https://www.securian.com/financial-professionals/products/individual-life-insurance/indexed-universal-life/eclipse-accumulator?cid=em_finpro_&tid=8516700&sub_id=1448163163&jobId=43226538&listID=5148011&batchID=9
https://www.securian.com/financial-professionals/ideas-tools/life-insurance/bold.html?cid=em_finpro_&tid=2406706&prz=1448163163&sub_id=1448163163&jobId=43230773&listID=5148013&batchID=1008
http://www.uuinc.com/news/Symetra%20carlos.pdf
http://www.uuinc.com/news/Symetra%20aaiul%20case%20study.pdf
http://www.bsibroker.com/

