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TOP 5 SALES BEST PRACTICES

More and more these days, consumers are concerned about who they can trust to give
them advice in their search for financial and insurance products to fill their needs. Tt is
up to you to build trust and reassure confused, fearful, or angry consumers that they
can have confidence in you and the life insurance industry. It’s never been more
important to learn and adhere to certain guidelines to help you maintain that trust. By
following these best practices, you can demonstrate your commitment to an ethical
sales approach. ... more on page 3.

EXCITING UL NEWS!

LIMRA data show us that despite the lingering effects of the recession, sales of
permanent life insurance and universal life in particular, are up. Of more than $1.3
billion in permanent insurance premium in the first quarter of 2010, more than $1
biltion was UL premium -- up 20% over the same quarter last year. Now is the
perfect time to explore how permanent life insurance can be a critical part of your
clients’ long-term financial plan. Consider American General’s recently redesigned
ContinUL". Through December 31, 2010, American General is offering a 5 point
increase in writing agent compensation on certain UL products. The 5 point bonus
applies to sales of ContinUL", ContinUL Extend Plus **, Elite UL", Elite Index*,
and Elite Survivor Index”.

Company Spotlight

LIFESCAPE’

SIMPLIFIED WHOLE LIFE FOR

Simplified application
+  Nomedical exams

+ A few health questions
«  Yes/No underwriting

= Noillustration required

applicationst

SIM/ART BROKERS! {

Tumaround time of four _
business days on-properly .
completed, quatified®

Mo adverse MIB or drug screen cudes, no
contradiciury answers on application, agent
propedy licensed and appointed, etc.

- Make the
BRIGRNT
Decision!

REWARDING}
Competitive commissions
Qualify for Assurity's 2011
Leaders Conference - at
Puerto-Rico, held Aprif 6-10,
2011, Unwind, rejuvenate,
notrish, celebrate &
axplore! Don't miss out!

CALL: MARTY SHANTON
703-691-1122

FOR YOUR FREE
LIFE PROSPECTS!

'/‘ Assurity

Life nsurance Commpany

Call us Today!

Policy Form Nos 1-0601, 1-L602, and |-1.603. For mt Use Ooly. Poli ilabiti
!eatu¥es and rates may vary by state. A522 -0 A‘E‘ e oy n:y avatiabity.
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Assurity- You are invited to the

TURBOCHARGE YOUR DI! e Pl BN A
Assurity turbocharged their new individual DI product! On August o erpw
13th Assurity will start accepting applications for the updatc of ‘Talk Radio Meets Tele-Conferencing
their DI product, AssurityBalance Century+ Individual Disibility
Income. Designed to compete effectively in a broad range of middle
-income occupations, Century+ DI is ideal for individuals as well as
small-business owners, managers and cmployees. Century+ is now
available in states where approved! New turbocharged features
include (but not limited to):

» Many premium rates have been lowered

+ Additional benefit periods - 10-year and to-age-67

¢ Extended Own Occupation Rider options ‘

e 15% multi-life discount Thursday

August 26,2010
2:00 PM (eastern)

Presented By:
. American General

Topic:
UL Sales Opportunities

Questions? Call us Today!

Fidelity Life- A

RAPID DECISION TERM UNDERWRITING! - Participant Code: 274202#
- - Fidelity improves their Rapid Decision-Term Underwriting. Check . . M —— 3 —

out these benefits: LISTE N, LEARN,

¢ Increased Acceptance

s Increased Placement Rates ENGAGE.

» Incrcased Premium Opportunities Ask questions,

« Sane quick application processing (decisions in 24-48 hours)
» Applications can be submitted via paper or via Rapid App 2
o New Rate Class Criteria guidelincs and quote engines available.

and
join in the discussion

FOR AGENT USE ONLY. NOT TO BE USEP FOR CONSUMER
SOLICITATION PURPOSES. T5050109

Need more information? Call us today!

Annuities

7 REV EARN UP TO 10%! PREMIUM BONUS WITH
= THE NORTH AMERICAN
your annut
"

| Y CIARTERS FRIED NBEE ANNUTY

* Choice of 3 Surrender Charge Options

Diverse Line-Up of Index Accounts
* Ability to Generate an Income Stream and Receive a
Premium Bonus
Tax-Deferral Feature? ;
Ability to Avoid Probate o
Access to Withdrawals Penalty-Free? 1 0 /o

Up to a 7.5% income rider

PREMIUM
Call us Today! BONUS

North Amrican Chiarter * Serias s sswed on form LCILSES6A or anproprizte state vanzion by borth American for Life and Health Insurance, Wes Des Moines, 1A 58266, This annulty, its features and riders iy not be available i alf stas. 1. Products
offering pramium Sonuses may result in a tower rate then products INat don't offer 3 premeum bonus. Preaiium bomus. u 0 11%, may vary by keagth of surrender charge perod seiecled. 2. Undar cusent iaw. anntities grow tax defarred. An annuity is not
reguited ol (ax deferral in quakied plans. Annuies may be subject to taxation duning the incoms or withdrawal phase. “=e ngle that neiter Nort Aterican, nor any agents achng on it behall. shouid be wewed 25 prowding legal, tax or invesiment adwre.
3 Wr&szﬂrewas p;ior o g%eR 5% é i g\g}rﬁo&lmm 1p RS penaities. Withdrawas faken during the Sumender Charge Per o the penalty-ee amount wi be subject (0 Surender Changes and interss! Adiustment (see fiyer 113277 for compete details),
122847 - AGENT MUMBER. REV i ——




Top S Sales Best Practices

A great challenge facing today’s agents is the loss of consumer confidence in the industry due to recent financial
scandals. This challenge presents an opportunity for you to review your sales approach and recommit to a code of
business cthics. A good place to start is by following these top 5 sales best practices.

#1 Know the products

New products are introduced to the market every day. With the multitude of choices available, it can be very
confusing and frustrating to the consumer. It is important that you to stay on top of the latest product choices and
to be thoroughly informed about their specifications. With that knowledge, you will be able to educate your client
so that they feel more comfortable making a decision. Being able to answer any questions your client has about the &
product will inspire confidence and build their trust in you as their agent.

#2 Listen carefully

#3 Explain everything clearly

" In order to make the best product recommendation, you need to have a complete understanding of the consumer’s health,
history, lifestyle, and resources. Ask your clients questions, then be quiet and really listen to the answers. Your attention
shows your client that you are dedicated to finding the right solution for their insurance need. If you listen carefully, the
prospect may close the sale for you by highlighting their biggest fear or need that life insurance would alleviate.

In order for the consumer to fecl completely confident about making a decision, they need to have a full understanding of
the product. If the client is confused by your explanation, they may think you have misrepresented the product. To avoid
this situation, always respond to your clicnt’s questions accurately and clearly, in language they understand. The time
and patience you invest in making sure your client understands completely will be paid off with their trust and loyalty.

#4 Be the bigger person

Top agents know that those who speak badly of their competition can come across as negative and potentially
untrustworthy to prospects. Clients may suspect that you are criticizing someone because you simply lost a sale to them
in the past. Focus on the positive aspects that you bring to the sale, rather than comparing your work to your competition,

If you must tatk about your competitors, say something
positive about their work but then be sure to point out
how you do things differently (and why your perspective
is a better fit for your client.) Shine a light on why you
are unique and better than the rest, rather

than focusing on tearing down the

opposition. Q\ R

#5 Disclose everything

A sure fire way to losc your client’s trust is
failure to disclosc. It’s also an cxcellent way to end up
with E&O claims against you or other regulatory action.
The contract that you are asking your client to sign is a
legal document designed to protect all partics. It’s easy to
place the blame on the client for not knowing what they
are signing but it is your duty as an ethical agent to honor
the trust your client has placed in you and protect them.
Not only will your actions earn your client’s trust, it may
carn you referrals.

Everyone appreciates being treated fairly and honestly.
Treat your clients that way and you will be rewarded with
trust, closed sales, repeat business, and referrals. 1t just
makes good busingss sense to follow thesc best practices
and stay committed to an cthical sales approach.

Did You Know...

Did you know that most carriers
make their compliance rcgulations
casily accessible on their website?
Staying on top of compliance
procedures may seem like a hassle
but it demonstrates your ethical business practices
to the carriers as well as your peers, prospects, and
clients. Not only is following compliance
regulations an essential way to protect your clients,
the carrier, and your business, it’s also another
opportunity to make more sales by following sales
best practices.




Feeling
OVERWHELMED B oy 1 compeitiea
by the choices 3. L Bmeerai
in your AR

industry?

The Genworth Financial companies, however, take a different approach... Underwritten by
Genworth Life and

O ducing: colo“ysm Term U L’Affwdabia - Simple Process - Competitive and Flexible Annuity insurance

senworth Financial companies’ solution for the term life insurance market, Company
Genworth Life
Insurance Company

The choice is obvious. Call us today! Richmond, VA

rn UL offers a conditional deattt beneft guaraiea that can keep the palicy in farce even it policy vahies do not. Certain policy rights, if exercised, can end This guarantee. All guarantass ace based on the claims.paying
isslung snsurance company. Al products and their nders and benenies are subject to thes policy fares and 10 state availabil Ty and issue limstations, Colony™* Term UL: Paticy form Mo, [CCO9GATI02 or GA1002 (700 et
ntite & Annuiity;; Policy Form Mo, ICCOBGL 1002 o GL1002 0709 et al. {Genwaorth Lite). FOR PRODAICER/AGENTIBROKER USE ONLY. NOT YO BE REPRODUCED OR SHOWN TO THE PUBLIC.
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Call: M Shant t
v Tonfsgens.com NGNES CORMISSR Tom Pl n he Mt v,
Term Plan-In The Market"  1nfo on this Fiyer!

"”Colo ny*”
Term UL &

Colony™
Term UL NY

Life insurance is a smart choice to help you secure
your family’s financial future.

Uik recerthe of pou veere loeking for affordabia ife insurance. term e
NSLIANTE Was your primary option. Mot aryore. Therg's a riewy product that Genworth Life and
5 a0t orthy 3s atfordabibe as leeen Dt dlso prosdss Ts cebababity arad Peabality A .
, _ o nnuity [nsurance
o Lrversal ife sraurance - s Coborsy ™ lann LIR C |t‘f
. . . ampan
Carngiches he sdvantages of Colony Term i p V

+  Afordable - Farned prarmiums B inria peneds of 10, B, 200 0r 300 Genworth Life

years a2 generally the same as  of better than - term e insurance Insurance Company
Fot B RS Rictrr.ong, WA

s  Reliable - Urbke Lorm 45 sontinde coversgs bowond your imtial pesd. N
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We can put

Your Name Here
The Genwarth Financia! companies have 137 years of experience in Phone #
providing great life insurance solutions for people just ke you. Address

Colony Term UL - An affordable solution, Then you can send
where reliability and Hexibility come standard. !hem out to your
’ ) clients & prospects!
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COLONY
TERM UL

Simple Sales Process

Colony™™ Term UL is a uniquely designed universal life insurance product that
allows vour client to choose periodic planned premiums for death-benefit
guarantees that are comparable to term insurance premiums for the same
periods  Customers can choose different planned premiums that will be
sufficient to guarantee death benefit coverage for the period selected if they
are paid s plannad. The process for Colony®™ Term UL is very similar to our COLONY " TERM UL
traditional tarm insurance UNIVERSAL LIFE

INSURANCE
_ Traditional Term Colony Termy UL

Quoting Availahble on internal and 3rd v
party guoting engines
VitalTerm, iPipeling,

Cormpuhife®)
lllustration None required v
Fulfiliment Life Guick Regusst v
Commissions Cornpetitive commission v
schadules Paid on entire initial

premium period

With our Life Quick Regusst fulfillment process, low face policies are
made easier and faster without any commission reduction or l0ss of
CONIo|

Give Life Quick Request a try to see how it may help you increase your
profitability.

Next time you are looking

to serve the life insurance

needs of your client, take a

look at ColonyTerm UL and

see how competitive we are

and how simple the process
continues to be. !

tefms, issug limitations and conditions
of the Policy Forms below,
Colony Term UL: Policy Form No.
ICCO9GAT002 or GA? 002-0709 et al.
{Genwarth Life & Annuity)

Colory Term UL Policy Form No.
ICCO9GL1002 or GL10G2-0709 et al.

The deathbensfit guarantee can keep the palicy in foree even if policy values donot. This guarantse, hovwever, | iGenwoerth Lifel
is conditional. In addition, certain policy rights, if exercised, can end the gusrantee All guarantees are based

an the claims-paying ability of the issung insurance company. All products znd their riders and benefits are

subject to their policy forms and to state availability and issus lirmitations
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