
Legal & General America 

Make Your Outreach Easy with LGA’s Microsite 
Marketing materials are just a click away. Everything 
on their level term product can be found there and 
more will be added in the coming weeks. You’ll find 
competitive info, PDF’s for agency personalization, 
JPEG’s to use on your microsite. Learn more. 

10 Reasons to Sell Life Choice UL 
With competitive prices, significant guaranteed cash 
value, late payment forgiveness and hassle-free early 
payments, if you haven’t taken a long look at Life 
Choice UL from Banner lately, you should! Learn 
more.  

Protective 

Fact or Fiction 
You might think that a traditional term policy is the 
only way to provide low-cost, short-duration 
coverage for you clients. But don’t believe everything 
you hear! For example, you’ve likely heard that you 
lose most of your body heat through your head. Is it 
true? Learn more.  

Working with Widows 
One of the hardest conversations you may have with 
your client is the first one after her spouse dies. With 
more than one million women becoming widows 
each year, it’s likely that one of your clients may 
become a widow soon. Learn more.  
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10 Reasons to Sell Life Choice UL 

MEMBER MATTERS 
Core Carrier Update for Week of October 27, 2014 

http://www.lgamerica.com/term/?utm_source=newsletter&utm_medium=email&utm_content=OPTerm%20Microsite&utm_campaign=OPTerm%20Transition%20Rules%20For%20Rate%20Change
https://www.lgamerica.com/forms/banforms/Marketing%20&%20Sales%20Material/LAA2019.pdf#zoom=70
http://www.protectivemarketing.com/life/realstory/heat.html?utm_source=et&utm_medium=email4soundslegit&utm_campaign=urbanlegends2
http://www.protectivemarketing.com/widows/


Mutual of Omaha 

The Living Benefits of GUL 
The primary reason you clients purchase life insurance is to protect their loved ones in 
case the unexpected happens. What many don’t realize is that a life insurance policy can 
also provide benefits while they are still alive. Learn more.  

Help Your Clients Get Their ‘Stache Back 
Your clients need guaranteed life insurance protection today, but life changes, and so can 
your client’s life insurance needs. The new Guaranteed Refund Option rider, issued at no 
additional charge, provides your clients with an exit strategy. Learn more.   

AIG 

A Powerful Way to Customize with AG Select-a-Term 
Learn how AG Select-a-Term’s customizable term period allowed the client to buy only the 
exact coverage needed and save a significant amount over the life of the policy. Learn 
more.  

Updated Field Underwriting, Visa Holders and Foreign Nationals Guides 
Slimmer, pocket-sized format and notice of change in treadmill EKG requirements are just 
some of the features of the new Field Underwriting Guide. Updates to requirements and 
an additional country are included in the Visa Holders and Foreign Nationals Guide. 

John Hancock 

Successfully identifying suitable options for executive benefit offerings is one basic 
challenge when working with business owners. REBA? SERP? Executive Bonus Plan? 
Finding the right answer means asking the right questions. Which is where John 
Hancock’s Business Analyzer comes in - to help you choose the optimal non-qualified plan 
option for your clients. To get started, click here. 
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http://blogs.mutualofomaha.com/express/files/2014/10/LY28860-Sales-Idea-3-Final.pdf
http://blogs.mutualofomaha.com/express/files/2014/10/Express-GRO.pdf
https://estationsecure.americangeneral.com/SharedFilePile/CommonFiles/AIGSelectaTerm/AGLC107732_SaT_SuccessStory.pdf
https://estationsecure.americangeneral.com/SharedFilePile/AGLC101638.pdf
https://estationsecure.americangeneral.com/SharedFilePile/CommonFiles/Underwriter/AGLC105410_Visa_Holders__Foreign_Nationals.pdf
http://www.jhbusinessanalyzer.com


Nationwide 

Long-Term Care Riders vs. Chronic Illness Riders 
Not all life insurance riders are the same, so don’t let the small print become the big print 
at claim time. Learn the difference between these riders by viewing this flyer from 
Nationwide. 

AXA 

As clients near retirement once common concern is 
how market instability will affect their retirement 
savings. Is there a way to offer clients some security in 
retirement years while protecting them during working 
years? Learn more. 

Transamerica 

Foreign National Sales Update 
Transamerica is excited to announce the addition of three “A” countries to their approved 
list of insurance residency locations: Greece, the Republic of Korea (“South Korea”), and 
Uruguay. Learn more.  

ACE Interest Rates are Changing 
Threshold interest rates have decreased 25 basis points for TransACE 2013 and 2014, 
TransACE CV and TransACE Survivor. Learn more.  

New form required on all permanent and term products. Learn more.  

Voya Financial 

What rate should I illustrate for IUL? 
Refer to history to create a level playing field when illustrating and comparing IUL 
products. Use Voya’s updated Historical Percentile Rate guide. Click here. 
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http://image.email-nationwide.com/lib/fe681570746c077e7412/m/1/EIP07614_EML__BGAeNews_June_LAM-2132AO.pdf?WT.mc_id=&WT.dcsvid=1746437166&utm_source=ExactTarget&utm_medium=Email&utm_campaign=EIP07614_EML__BGAeNews_June&utm_term=67749043
https://us.axa.com/life-insurance/universal/brightlifefp/assets/Smooth_sailing.pdf
http://view.transamericainsurance.com/?j=fe8d1776776c047a7d&m=fe93157070660c7b73&ls=fe0516757464017475167077&l=fefe1373756205&s=fe21177671600c7f731c75&jb=ffcf14&ju=fe2f157376630178751272&r=0
http://www.transamerica.com/marketing/products/ul/ace_interest_rates.aspx?WT.ga_co=marketing
http://view.transamericainsurance.com/?j=fe9217767661057f7c&m=fe93157070660c7b73&ls=fe0516757464017475167077&l=fefe1373756205&s=fe21177671600c7f731c75&jb=ffcf14&ju=fe3215737167057a761477&r=0
https://www2.ing-usa.com/stellent/public/160849.pdf?utm_source=LifePromoCenter&utm_medium=EMAIL&utm_content=FlFOEAABWRVCVlpyWFUZGVcCFw1YD1FbGFFeXA%3D%3D&utm_campaign=16882:ING%20Update:%20Your%20Business%20Lifeline%20-%20ILS


Lincoln Financial Group 

A Tax-Efficient, Wealth Preservation Solution with Predictability and Flexibility 
The current tax environment can present estate planning and wealth preservation 
challenges. Lincoln WealthPreserve Survivorship Indexed UL offers a strategy that helps 
clients minimize their tax exposure. Learn more.  

Lincoln’s Term Rates are Getting Even Better 
Effective November 10, Lincoln LifeElements Level Term is being refreshed with no pricing 
increases. Learn more.  

Accordia Life 

Why Settle on One Sweet Spot? 
Accordia Life Assure is a top 5 competitor in a wide range of scenarios. You can feel 
confident recommending it for affordable death benefit protection for your clients. Learn 
more.  

Control Your Destiny 
Many customers have concerns about the uncertainty of financial markets and desire 
financial independence with protection from those uncertainties. Take a look at this case 
study to see how the value and versatility of Accordia Life’s indexed universal life policies 
can help meet these needs. Learn more.  

Prudential 

Executive Bonus With Restricted Endorsement for a Key Employee 
Do you have business owner clients who are interested in retaining key employees? 
Creating an executive bonus with a restricted endorsement using life insurance is one way 
to achieve this. Using a permanent life insurance policy with a chronic/terminal illness 
rider not only offers the protection key employees need for their family, but may also be a 
convenient way to supplement their retirement income. Learn more.  
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http://lincolnfinancial.dmplocal.com/main/index.php?action=viewsenthtml&id=55939&ids=1463add4bd1f34649a63fc8a5b2d1ee6b94fa8f4&viewers_email=ryan@ida-national.com
http://lincolnfinancial.dmplocal.com/main/index.php?action=viewsenthtml&id=55790&ids=0f5c70cae45864c5d08b85c996e3c58117782c2c&viewers_email=newscentral@ida-national.com
http://salesandmarketingtoolbox.dmplocal.com/dsc/collateral/AUL2005_(08-14)_SpotlightOn_Assure.pdf?&utm_source=DMC&utm_medium=EMAIL&utm_content=CkxRDCMNUgRPV1lHUV0WVFxMAAtb&utm_campaign=5156:Field%20News%20Week%20in%20Review%20October%2017,%202014
http://salesandmarketingtoolbox.dmplocal.com/dsc/collateral/AIUL2037_(08-14)_Control_Your_Destiny.pdf?&utm_source=DMC&utm_medium=EMAIL&utm_content=CkxRDCMNUgRPV1lHUV0WVFxMAAtb&utm_campaign=5156:Field%20News%20Week%20in%20Review%20October%2017,%202014
http://pruxpress.prudential.com/documents/pruxpress/media/managed/pruxpress/0265987_PCPII2014_Client_Strategy_REBA.pdf


New Paper on 401(k)s and Retirement Income 
A new Prudential paper sheds light on how employer-sponsored retirement savings plans 
have become an increasingly important retirement income source for many Americans. 
Learn more.  

Four Pillars of U.S. Retirement 
How will Americans prepare for and live in retirement? Prudential developed the “Four 
pillars of U.S. Retirement” as a framework to discuss this issue and how life insurance can 
be a viable product to supplement retirement income for future planning. Learn more.  

Minnesota Life 

Long-Term Care Advisor Education 
To help you start conversations with clients, 
Minnesota Life has created a long-term care 
advisor education series that will assist you in 
initiating the conversation and creating a strategy 
for your clients’s LTC needs. Learn more.  

SBLI 

Against the Odds 
Picture this: a key executive at a privately-held company in pre-IPO status is seeking 
millions in term life insurance for his company and himself. Five years ago, his attempt to 
get coverage was declined because the company had considerable debt. With modest 
profits since, how could this attempt be different? Thanks to SBLI’s enhanced 
understanding of large and complex financial cases, it was. Learn more.  

MetLife 

By combining five of their Promise Whole Life flyers into two, MetLife has made all the 
information you need available at your fingertips. To see where they’re competitively 
priced, how they fare against competition, what sets the products apart from each other 
and which client needs are served by each product, view the flyers below.  

Sweet Spots Flyer 
Competitive Flyer 
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http://research.prudential.com/view/page/rp
http://research.prudential.com/documents/rp/FourPillarsonepagefinal.pdf?doc=4Pillars&bu=ILI&ref=Newsletter&cid=LifeEssentials
http://imagelibrary.securian.com/individual/pdfs/F71775-53.pdf
http://sblibrand.com/hosted-content/landing-page/SuccessStory1/
https://intramet.investmet.com/public/doclib/LifeMarketing/LMN/2014/061314/Public/Sweet_Spots_Flyer.pdf
https://intramet.investmet.com/public/doclib/LifeMarketing/LMN/2014/061314/Public/PWL_Competition_Flyer_Generic.pdf


Symetra 

Leverage Wealth Transfer Using a Private Financing Strategy 
Many clients recognize the value of a life insurance policy properly structured outside of 
their estate in an irrevocable life insurance trust (ILIT) as an effective estate planning 
technique. However, they may have used up limitation for their lifetime gift tax exemption 
and/or gift tax annual exclusions, or prefer not to use them to cover the life insurance 
premium. If so, they may want to consider a private financing strategy.  

Resources: 
Brainshark presentation 
Strategy flyer 
Sample illustration 

Success Stories: 
Zero gift tax  strategy using private financing 
Clients preserve step-up in basis using private financing 
Trust review creates opportunity 

Allianz 

The Changing Outlook on Retirement 
New realities are reshaping the American retirement. That calls for new strategies, and not 
just in helping your clients during the years leading up to their retirement. Your clients’ 
needs are different during the distribution years, due to factors know - and unknown. 
Learn more.  

Annual Life Insurance Policy Reviews May Lead to New Sales Opportunities 
Think of your top five clients. Does their life insurance still meet their needs? If you don’t 
know the answer, you could be missing a great opportunity. Learn more.  
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http://www.brainshark.com/symetra/privatefinancingstrategy
http://www.symetra.com/Catalog/LIM/LIM%20-%201240/LIM%20-%201240.1.pdf?utm_source=SilverpopMailing&utm_medium=email&utm_campaign=Life%20Sales%20Flash%20814%20(1)&utm_content=&spMailingID=21239485&spUserID=Njg2MzI4MDQ4ODgS1&spJobID=380429801&spReportId=MzgwNDI5ODAxS0
http://www.symetra.com/Catalog/LIM/LIM%20-%201241/LIM%20-%201241.1.pdf?utm_source=SilverpopMailing&utm_medium=email&utm_campaign=Life%20Sales%20Flash%20814%20(1)&utm_content=&spMailingID=21239485&spUserID=Njg2MzI4MDQ4ODgS1&spJobID=380429801&spReportId=MzgwNDI5ODAxS0
http://www.symetra.com/Catalog/LIM/LIM%20-%201245/LIM%20-%201245.1.pdf?utm_source=SilverpopMailing&utm_medium=email&utm_campaign=Life%20Sales%20Flash%20814%20(1)&utm_content=&spMailingID=21239485&spUserID=Njg2MzI4MDQ4ODgS1&spJobID=380429801&spReportId=MzgwNDI5ODAxS0
http://www.symetra.com/Catalog/LIM/LIM%20-%201246/LIM%20-%201246.1.pdf?utm_source=SilverpopMailing&utm_medium=email&utm_campaign=Life%20Sales%20Flash%20814%20(1)&utm_content=&spMailingID=21239485&spUserID=Njg2MzI4MDQ4ODgS1&spJobID=380429801&spReportId=MzgwNDI5ODAxS0
http://www.symetra.com/Catalog/LIM/LIM%20-%201247/LIM%20-%201247.1.pdf?utm_source=SilverpopMailing&utm_medium=email&utm_campaign=Life%20Sales%20Flash%20814%20(1)&utm_content=&spMailingID=21239485&spUserID=Njg2MzI4MDQ4ODgS1&spJobID=380429801&spReportId=MzgwNDI5ODAxS0
https://www.allianzlife.com/em/egen1372_LP?responsys_message_id=
https://www.allianzlife.com/em/elif1758_LP?responsys_message_id=

