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Protective 4.

Life Insurance Company

Communication

TeleLife No Longer Required for
Tina Knight Secure-T Applications under $1 Million

J D CPA

Thank you for your past support of the TeleLife process and while we still believe TeleLife
‘RN A1 can help enhance your productivity through less paperwork, we've listened to your
-1 R d feedback. As a result, we’'d like to announce some changes that will provide you options for
submitting your Secure-T applications.

QO

SRIIGCE -] Effective immediately Protective Life will no longer require Secure-T life insurance
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The New Business Guidelines for submitting applications through either the TeleLife or
Paper process are as follows:

TeleLife:
o Forall Secure-T TeleLife Online and Fax Entry submissions, TeleLife will order

medical records (APSs) and schedule the exam once the interview has been
completed. (Please note: If the agent/BGA also orders the exam on a TeleLife case,

Protective Life will not cover the cost for the additional agent/BGA ordered exam.
The paramedical vendor reserves the right to charge back any difference in exam
cost to the writing agent/BGA.)
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Paper Applications:
For all Secure-T paper application submissions, the BGA will be required to order
the medical records (APSs) and schedule the paramedical exam.
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In addition, our new Secure-T rates are very competitive and have decreased by as
much as 20% in some risk classes, specifically in the Select Preferred and Preferred
categories. Larger decreases can be seen when paying monthly. To find out more, or to
run a quote, visit www.protectivelifebrokerage.com/secure-t.

hei

titli

o f Be sure to watch your inbox for our latest Secure-T promotions. Should you have any
aar | immediate questions, please contact your Regional Sales Manager or the Protective Life
S Sales Desk at (877) 778-3500, option 2.

NS ur 4
p r ot ¢ Different premium payment modes have different premium amounts. More frequent payment modes typically require higher
premiums.

Protective Secure-T, policy form UL-17 and state variations thereof, is a flexible premium universal life insurance policy issued by
Protective Life Insurance Company, 2801 Highway 280 South, Birmingham, AL 35223. Product features and availability may vary by
state. Consult policy for benefits, riders, limitations, and exclusions. Subject to underwriting. Up to a two-year contestable and
suicide period. Benefits adjusted for misstatements of age or sex. In Montana, unisex rates and benefits apply. All payments and all
guarantees are subject to the claims paying ability of Protective Life Insurance Company.
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Disability: Are You Financially Prepared?

It strikes like a bolt from the blue: unwanted, unexpected, unwelcome. Unfortu-
nately, many of us are totally unprepared for the financial hit that disability can
bring.

Imagine: you're suddenly unable to work. Without an income, you quickly exhaust
your savings, undermining your family's financial security. The money you've man-
aged to put away for a vacation, the kids' education, and your own retirement now
has to be spent on gas, groceries, and other necessities. The worry is suffocating.
The stress and sleepless nights can seem unbearable.

Worse, it could continue for a long time, so the long -term financial impact can be
devastating. Over half of all personal bankruptcies and mortgage foreclosures are a
consequence of disability, according to a 2005 Harvard study.

Most Americans live paycheck to paycheck. There's little or no money left for unex-
pected emergencies like an injury or illness - the primary causes of disability.

Start planning today so youol | be ready

-386 -6161

Call JC or Mitch Mitchell for a DI Quote! 866
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http://www.quickview.net

fe Moves Pretty Fast. .. TOP PRODUCERS IN OCTOBER, NOVEMBER & DECEMBER
Ted Fravel, Senior-Ametecanl G8&het a e FntE e
Life Mber December
Ni net een-O%ev avatsy an mexmor ehd ley year in the world ofD. Bop cultlgeer@ndj hlstorlcal—e-v?ent L—Ife
Cooper made his infamous and still myst éreiaduwe m afpqutit-om Fl ig (';1? rHever t o ag B_r|an Y
west Airlines, Di sney Worl d, The Matghieci rKidnogodrosm faonrd bGJrseiennepsesa eNaasI aq ened Bert J. Wi | | F.
made itendehbheatstock mar ket and my personal favorite...Schoo I-?ou%e Rocks airpaéarfion tkhe firspoth mMB.
TV.All undeniably great things; however, nowhere in the histMa&lyVbobks does 'tStmérnki é>l;1 Gb'rthBé’f'ta Jone, Ted
I was just | ike any other kiDurwhng gtrheew sucph a onl tyheear7,0'ls satnrdu \&j0eldd .afFound t he I
of gwyammar school in plaid pants and Ted "Nugentesque" shirts thinking, " Oh éjah 'S cWurdn d@rob¥ tPtter i
tri &hi'le in thel swomwured tjiomen al | itrh ea nglaagsheblidridllo®adm &k | Rlesd Annuities : . . :
Rover weht iolwastturiftehwst he onl y wahregnu niehnet wtaapiis@anogy day mor ni ng Wn Mtles Annui ti es
was the besktt wasmeaugr eatoft odegoadwedsupt ' s easy to | ook on tho Q/ rs WIET h . a Erasn E5W. 1G e et Y22
sense of nostalgia and |l onging for simpler times. It also mheéd Yme Pwonder thblhtah)pg\ned to Bbebfli Me TV pro
mi ng Tlhiek &dact s aonf@hlairflee,s AlAfs CYhaummg ®ne of t hds/e themepy, 80" d& l an W. Aprll B .
' i ke to make a simple point that no matter what decade you |@epew wpain, Life Mg‘\feks Qretty homhk Wwou don'
| ook ar owaul,d ymiuss it St an| J o ey
I |l ook baokthoedl dgays where my only source of income came IBrroumcﬁ rrH)'nade stan]desr,riyeIFP.lng baseball
cards and hosting Yeasckyayr cROd arcroiud al mever buy me more than pack of Hostess Cupecakes Securi i S
and a Mellow Yellow at the local Dairy Mart, but it was my Mk&'sep%nd onS@rtyut,h|qq d §a :F-g_a/_‘_d_rgt %ny t e
outSur e, |l could have bought the generic doughnuts and soda TaomddmaHbe had a ﬁyv o7 nles Ieft % céeeror a pi e
of Bazooka bubble gum, but | I|iked Hostess and | |I|iked MeIIDwnYeFQIow Why . wo‘,ge &i ordin%?pb%hé\ﬂn | coul
extraordrionvagrhyl yf otrheEgsamet penceP Wavenfdiyve syeams yl.ater, | am I§arn|ng COtt C Don R.
the same |l esson. |t vadeams meladts"ovarn et irmesen fr onWhge tnmnerc k to ;‘é ‘in the inddetmy E. Roger A.
it's fast foodstbmessoprl angaeranrtai tompdrsi dh,e tchhe arpecd tadwza syo Bobby M . Se ot t~rCy
t hleest t Bomgh?mes yes andnsomectiameswnoh the doughnuts and sléear,ry \Ea_s W|II|n@:| Iof]cshesll
out the additional thirt eSanvicnegntas ffeow bau cskusp eorni oar hporuosdeuhcotl.d —-goods by going to -a -dis-
count store would fal/l i nt o When ciatt egomes otfq ["icthe aipresurn andetttreougdgh, i s cheaper
better?
I n an insurance world where guaranteed universal |l ife has become a commodity and carriers are racing to th
cheapest price. The cheapest price someAd mesmevitlilorndedvearyloiue wi-twhyn —ordinary —product-
have something ordinary when you ctame soamedAGmie ek rte aloirfdd tniamey - f or roughly Many of you may have already met Molly
GUlboffers the expected guaranteed premi ums andadelathobenetltalsoveraf i al | GHr'akeFSﬂébeg%hﬁo?krngforAMG|nDe-
of fers features that most oghar acnaeeidercasthofvlad xuiemialhidtdy nti | ueedc eass
the cashmakAlng tihti sa better choice for your clients. k cember 2011 as a Case Manager. Molly
To put all that | Atomyawa@eals ltiof prexampl ééis family in case someth uld hwep&s tw thhh mml | of AMGOs pr o
Guarantees as well as flexibility are very important 'to him L hi s wngfstatesland several @rodeiceisin Ggap-od  heal t h
knows he should be prepared. Because of the ability to access e gug@afl@ﬂ%fycﬁ;‘?oﬁ,l&w@sﬁr@ha\%eaahe‘éc?y accumul a
Tony has deci dedGt SepurehaskiebhemensWibance policy for himself o . )
Sol ution Details had the privilege of working with Molly
Tony (65) purchases AG Secure Lifetime GUL, a flexible premidu | i frd wpuidagreegshehas beenja greay ad-
YA $1, 000,000 policy with planned annual premiums of $20, 3352 ‘ dition to the team! Molly is a recent grad-
YAt age 85 he will have $154,415 of guaranteed cash value acg ¢ ‘ b he Bafel of theYUniversity of Georgia with a
y1f_ womuy d have an emergency need for cash when his other ass y: 4 Ial%IAelnCorﬂpﬁratWeoL'i{elra‘?urehAan‘étR/eotfhe fl exi:-
bility to access the guaranteed cash value accumul ati on
YAt 85, if he withdrew 50 percent of the policyds cash value/ o SPUWEstGegia, her professignal inie-a i n $500 |
guaranteed death benefit to age 121. ests include effectiveness in communica-
YAt the same time, his annual premiums would be reduced appr | f  tibn® andl cudt8nfe) service. She resides in
_ ; Athens where she enjoys cooking, reading,
1 Not an actual case; value and benefits presented for 111 us ar%irunnl ith her doa. Eranklin.
2 Quoted values based on -maba&ac¢cco,ssdk, GYeE, BBGO IPawdlerdeat Nomenn to nﬂ&”i 9,
Quote dated 2/14/ 2011 for the state of Texas.
3 The reduction in specified amount wil/l be subject to the same guidelines and restrictions as outlined i1
sulting remaining death benefit amount must be no |l ess than $50, 000
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CARE

1. Determine the cost of LTC services $3,120 per month $3,999 per month $5,080 per month
2. Determine an appropriate monthly $3,000 $4,000 $5,000
benefit amount
3. Generate a quote $968 peryear $1,290 per year $1,613 peryear
4. Calculate the total premium the client $968 x 25 years = $1,290x 25 years $1,613x 25 years
would pay if he went on claim at age 80 $24,200 in total =$32,250in total =$40,325in total
premium premium premium
5. Demonstrate how quickly the client could $24,200 premium $32,250 premium $40,325 premium
recover the premium dollars spent +$3,000 monthly + $4,000 monthly +$5,000 monthly
benefit = 8 months benefit= 8 months benefit= 8 months

Asyou can see, it would take just 8 months for the policy to pay more in benefits than the client paid in premium

over 25 years!

Remember keeping your presentation simple and sensible can help you make a sale. Starting with the actual cost
of services is a simple way to communicate the need for LTCi. And showing your clients how the benefits paid by

an LTCi policy have the potential to surpass their total premium is a sensible way to get them to act.

And don’t forget, while you have them thinking about the dollars and cents of the matter, make sure to tell
them about the inflation protection options built into Mutual Care 3 and 5 that can help the value of their

policy grow over time.
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a web-based life insurance application that allows our valued distribution partners to spend more time
taking care of Customers and less time filling out applications.

A@ne%:an General S partnere% NhJEbl:zFln% aln\(lj%xanY(')r?e tcl)\ld'BeIop Alg C§|CHT|cket powere% H

by LifeSpeed. Producers can access and complete an online application via single sign-on to
www.agquickticket.com or through American General's eStation website that provides access to a
wealth of product and client information.

—_ U y
:U<< v

Once submitted, the application information is electronically transferred to ExamOne. ExamOne will
perform a tele-interview for complete Part A and Part B information, obtain wet signatures from the client,
and submit the Part A and Part B applications and all ancillary forms to American General for processing.

AG Quick Ticket Benefits
¢ Licensed producer collects minimal client information online and submits
¢ Supports producer electronic signatures
¢ Trained interviewers gather the details needed by underwriting, reducing requests for additional
information
Producer is not required to capture the client’s signature
Examiner collects client signatures
Quicker submission means quicker commission
AG Quick Ticket is available for AG Secure Lifetime GUL® AG Select-a-Term® and
AG ROPSelect-a-Term®

2012 KICK OFF Meeting & advanced sales meeting
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