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A message from UUI’s Annuity Service Center 
 

Fixed Annuities - A Wise Choice for a Healthy & Steady Financial Portfolio 
A fixed annuity is a tax-deferred retirement savings vehicle that provides fixed asset accumulation. With a fixed annuity, 

you can invest over a specified time horizon, earning a fixed return.  

  

A fixed annuity can be a valuable addition to many financial portfolios for many reasons: 

  

• Safety & Stability: Fixed annuities offer principal protection, ensuring that the initial investment is safe from 

market fluctuations.  

  

• Tax-Deferred Growth: Earnings in a fixed annuity grow tax-deferred, allowing funds to compound faster over 

time compared to taxable investments.  

  

• Competitive Interest Rates: Fixed annuities offer competitive interest rates that are higher than traditional 

savings accounts or CDs.  

  

• Diversification: Adding a fixed annuity to a portfolio can help diversify investments, reducing overall risk by 

including an asset class with low correlation to stocks and bonds.  

  

Spending a moment to visit our Annuity Page or to give us a call – 800-932-3469 - to inquire about the current annuity 

rates will be a worthwhile investment of your time! 

 

 

Industry Articles 
 

5 Secrets to Unlocking Profitable Facebook Ads for Financial Advisors 
Facebook, obsolete? Not for life and annuity prospects. Read the article. 

 

 

 
 

Signature GUL - still #1 with highly competitive pricing 

Contact us for a quote – 800-258-7296 / jphilibotte@uuinc.com!  Highlights include: 

• Dialable No Lapse Guaranteed Death Benefit Rider from Ages 95 to 121 

• Market-Leading Return of Premium Feature (as long as T-4, Std. or better, Surrender in Years 15 (65%), Year 20 

(100%) and Year 25 (100%)  

• Living Benefits (T-4 or better, $50k+ Face amount) included on all life policies – Critical, Chronic and Terminal 

Illness Riders available (no Critical in NY) 

 

http://www.themarketingalliance.com/distributor/portal/lines-of-business/annuity/annuity-registration?id=3e0fe484-518a-432b-baf9-7ca6b3405b35
https://www.thinkadvisor.com/2024/01/30/5-secrets-to-unlocking-profitable-facebook-ads-for-financial-advisors/?kw=5%20Secrets%20to%20Unlocking%20Profitable%20Facebook%20Ads%20for%20Financial%20Advisors&utm_position=4&utm_source=email&utm_medium=enl&utm_campaign=lifeannuitypro&utm_content=20240208&utm_term=tadv&oly_enc_id=4024G8629590D0Y
mailto:jphilibotte@uuinc.com


 
 

Signature Protection IUL  
This Guaranteed Index UL product offers: 

• Guaranteed coverage and premiums from ages 80 to 121 

• Competitive cash accumulation options using the S&P 500, S&P MARC 5% and the Nasdaq-100 indices 

• Accelerated Benefit Riders - offer the potential for partial or full acceleration of the death benefit upon the insured 

experiencing a qualifying illness 

 

 

 
 

Hidden Cost of Cash - Watch the webinar replay. 

 

Athene has a complete e-app walk through webinar - Watch the demo. 

 

Athene Connect Guides 
• Connect Guide for producers. 

• Portal Guide for clients 

 

 

 
 

SimpliNow Legacy – only on Connext 
SimpliNow Legacy goes from applications issued to in-force in minutes! Only available through Connext.  

Run a quote and register today. 

 

 
Read the February 8th issue of In the Know, including: 

 

• Web address changes for Connext and customer 

websites 

• IRS Forms 1099 have been mailed 

• Million Dollar Round Table Certifying forms for 2024 

• Credit card information no longer accepted by email 

• Temporary suspension in effect for Tennessee 

customers 

• Update on Hawaii temporary suspension 

• Life Insurance Awareness page re-tooled 

• New sales concept for ILITs 

 

 

 
 

In-Force Rate Action announcements:  
• Arkansas: Privileged Choice & Classic Select with Flexible Benefit Option and 1% Benefit Increase Option 

• Arkansas: Privileged Choice Flex with 1% Benefit Increase Option and Reduced Covered Percentage Option 

• Minnesota: PCS II with Lifetime Stable Premium Option 

• Nevada: AARP Group, My Future, My Plan 2.0 

• Nevada: PCS I 

• Tennessee: PCS II with Lifetime Stable Premium Option 

• Tennessee: Privileged Choice & Classic Select with Stable Premium Option and 1% Benefit Increase Option 

 

 

 

 

https://register.gotowebinar.com/recording/6037106523868879107
https://register.gotowebinar.com/recording/2748995002302689709
http://www.uuinc.com/news/Athene%20connect%20guide%20for%20producers.pdf
http://www.uuinc.com/news/Athene%20portal%20guide%20for%20clients.pdf
https://econnections.aglife.com/mvc/SimpliNowQuoter?utm_source=sfmc&utm_medium=email&utm_campaign=SIWL-Email+Journey-Connext%2c+your+ticket+to+write+business-58430-113022&utm_term=https%3a%2f%2feconnections.aglife.com%2fmvc%2fSimpliNowQuoter&utm_id=5214762&sfmc_id=370028055
http://www.uuinc.com/news/Corebridge%20in%20the%20know%20feb8.pdf
https://pro.genworth.com/riiproweb/productinfo/pdf/158635V4ARCh2R9.pdf?utm_source=producer&utm_medium=email&utm_campaign=bulletin&utm_content=weekly_bulletin
https://pro.genworth.com/riiproweb/productinfo/pdf/158635V4ARFlexR4.pdf?utm_source=producer&utm_medium=email&utm_campaign=bulletin&utm_content=weekly_bulletin
https://pro.genworth.com/riiproweb/productinfo/pdf/158635V4MNPCS2R10.pdf?utm_source=producer&utm_medium=email&utm_campaign=bulletin&utm_content=weekly_bulletin
https://pro.genworth.com/riiproweb/productinfo/pdf/158635V4NVAARPR4.pdf?utm_source=producer&utm_medium=email&utm_campaign=bulletin&utm_content=weekly_bulletin
https://pro.genworth.com/riiproweb/productinfo/pdf/158635V4NVPCS-R10.pdf?utm_source=producer&utm_medium=email&utm_campaign=bulletin&utm_content=weekly_bulletin
https://pro.genworth.com/riiproweb/productinfo/pdf/158635V4TNPCS2R10.pdf?utm_source=producer&utm_medium=email&utm_campaign=bulletin&utm_content=weekly_bulletin
https://pro.genworth.com/riiproweb/productinfo/pdf/158635V4TNCh2R8.pdf?utm_source=producer&utm_medium=email&utm_campaign=bulletin&utm_content=weekly_bulletin


 
 

 
 

Disability Income and Business Expense Insurance 

Small business owners love what they do and treat employees like family. Show your clients how income protection helps 

safeguard their paychecks and employees.  

 

 

 
 

15 Retirement Income Resources 

Income videos. Income fact finders. An income calculator. And more. Find 15 retirement income sales support resources – 

all in one spot – to help you kick-start income conversations.  

 

NAIC Best Interest Model Regulation for VT – See the compliance update. 

 

 

 
 

Three ways to approach an LTC need 
Living a long life - and enjoying many years in retirement - is a major goal for a lot of clients. And it requires careful 

planning that goes beyond a one-size-fits-all approach. That’s why John Hancock offers you three distinct solutions to 

help clients deal with the possibility of needing extended care in retirement. Explore John Hancock’s solutions. 

 

 

 
 

OptiBlend FIA – as easy as 1-2-3!  
Take 5 minutes to read this, it’ll be worth your time.   

• Download the accompanying illustration. 

• See the rates effective February 5th.  

 

MyGuarantee Plus – See the increased rates effective February 12th. 

 

Important change to MoneyGuard backdating rules 

Beginning February 12th, Lincoln will no longer offer backdating to save age for MoneyGuard. The insured’s insurance age 

will be the clients actual age when the application is signed.  Lincoln will save age for up to one month after the insured’s 

birthday if the policy is placed within 30 days of the client’s age-change during the underwriting process. This change will 

not impact business that is already in-house.   

See the new policy dating rules. 

 

https://www.illinoismutual.com/learning-center/di-learning-center/is-your-income-protected
https://www.westernsouthern.com/distributors/insights/planning-and-marketing/retirement-income-matters
http://www.uuinc.com/news/Integrity%20naic%20vt.pdf
https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/life-products/riders/chronic-illness-rider/producer/LIFE_1608_0923_FINAL.pdf?mkt_tok=MDE0LVBCWi0xMDcAAAGRI-6G3xayj-N8bZZt6ZjR1YFkaAhvhm6WzbD9a8PApDMf966PluWoJbIQMEXHsvoz0NcGJIKOQQ5u6nZB9EJ_kn0sh2gq67vqpkpykVvVYHzptOc
http://www.uuinc.com/news/LFG%20optiblend%20123.pdf
http://www.uuinc.com/news/LFG%20optiblend%207%20illus.pdf
http://www.uuinc.com/news/LFG%20optiblend%20rates%20feb5.pdf
http://www.uuinc.com/news/LFG%20myguarantee%20rates%20feb12.pdf
http://www.uuinc.com/news/LFG%20mg%20policy%20dating%20rules.pdf


 
 

Lincoln WealthAccumulate 2 IUL – See the product update. 

 

Indexed Universal Life Portfolio – See the rate updates. 

 

Weekly Market Intel – See the latest insights. 

 

 

 
 

From IUL to Whole Life: a client case study 

MassMutual is excited to share the first in a series of success stories - beginning with a concerned business owner who 

replaced their Indexed Universal Life Insurance (IUL) policy* with a MassMutual 10 Pay Whole Life Insurance solution. 

 

Download this flyer and watch the video below to learn more about the client’s journey in seeking the right solution with 

whole life. 

 

 

Update to large term life case business 

After a review of their 2023 large case term life insurance business, which meaningfully increased over prior years, 

MassMutual is making an update to their large case process to ensure they are supporting the increased demand in a 

balanced and responsible manner. 

 

What you see isn't always what you get  
When it comes to a disability, perception is not reality. As a result, many people do not protect their most valuable asset 

— their income. Here are some helpful facts to start conversations with clients about expecting the unexpected. 

 

 

 
 

 
 

Read the February 2024 edition of Advanced Markets Sales Kit, including: 

 

• Long-Term Care Planning 

• February 14th LTC Taxation Webinar 

• Podcast: Where is the long-term care market headed, 

and how can you position yourself for success in it? 

• Long Term Care – The Cost of Waiting 

• 2024 Tax Guides 

• Visit the Advanced Markets Training Hub 

• Mutual of Omaha's Wild Kingdom:  The Forest 

Beneath the Sea 

 

 

 

https://lfg.workfrontdam.com/embedpdf.php?size=original&embedAssetId=Q0Kk4qKXOdW142nm
https://lfg.workfrontdam.com/embedpdf.php?size=original&embedAssetId=wXIKWsO7lFW61U6D
https://www.lincolnfinancial.com/public/professionals/partnerwithus/lincolnfinancialinvestments/marketinsights
https://fieldnet.massmutual.com/public/life/pdfs/sdp7151.pdf
https://mmsd.massmutual.com/mmsd/life/Large_Term_Case_2024.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di2706.pdf
http://www.uuinc.com/news/MOO%20advanced%20markets%20sales%20kit%20feb2024.pdf
https://vimeo.com/903905665/8bd1c04e9f?share=copy


 
 

 
 

Read the February 7th issue of the Express Newsletter for the latest updates, including: 

 

• Enhancements to Policyholder Information 

• Advertising Compliance Requirements 

• When submitting applications that include the Long-

Term Care Rider, please remember that Drop Ticket 

application method cannot be used 

• Our Guaranteed ADvantage Accidental Death 

Insurance just got even better with an increase to the 

Auto Pedestrian Benefit.  

• Use our new Fluidless Underwriting Program for fewer 

requirements to help your larger cases get a jumpstart 

on their application processing 

• Tackling the rising costs of Long-Term Care 

• Explore the Long-Term Care Return of Premium 

Option 

• The Role of Disability Insurance in Financial Security 

• Help clients understand the need and value of the 

Mutual of Omaha's Critical Advantage portfolio 

products 

• February is American Heart Month - protect it with 

Heart Attack Insurance 

 

 

 
 

Care Solutions – See the interest rates effective February 15th. 

 

 

 
 

 
 

Read the February 2024 issue of Field News Monthly, including: 

 

• There's no better time than now to help your clients 

insure their love 

• A brochure for clients to help them see what PL 

Promise Term can do for them and their families 

• An affordable alternative to Whole Life 

• Help your clients with a special-needs child 

 

 

 
 

Help clients show how much they care in 3 easy steps 
• Show clients how to say “I love you” - Share this promotional flyer which helps clients see that purchasing life 

insurance speaks volumes about how much they care. 

• Cover the basics - Help clients learn how life insurance works, how much it costs and what type of insurance best 

fits their needs. 

• Determine a client’s specific needs - Identify clients’ needs with ease and find a life insurance solution that 

supports their goals. 

 

http://www.uuinc.com/news/MOO%20express%20feb7.pdf
https://image.aulind.oneamericaemailservices.com/lib/fe5815707c610d787112/m/1/be9fd34b-dc80-4b8f-9b8f-6cc48579a94a.pdf
http://www.uuinc.com/news/PacLife%20field%20news%20monthly%20feb2024.pdf
http://www.uuinc.com/news/PL%20how%20to%20say%20i%20love%20you%20flyer.pdf
http://www.uuinc.com/news/PL%20cover%20the%20basics.pdf
http://www.uuinc.com/news/PL%20worksheet.pdf


 
 

Classic Choice Term 

It’s not always easy to align a client’s budget with their protection goals. Protective just lowered prices on their Classic 

Choice term policies to help you balance both. 

 

• 35- and 40-year term periods make them one of only three carriers in the market to have level term coverage for 

up to 40 years. 

• And with Protective Velocity, you can maximize the power of our digital solutions, saving time and enhancing 

processes — from application submission to sales commission. 

 

 

 
 

 
 

Read the February 5th issue of Life Essentials, including: 

 

• Retirement Income Tax Planning 

• Founders Plus Indexed UL & Essential UL 

enhancements now approved in CA 

• 10-Minute Mondays can change your business 

• Blueprints to Black Wealth Playbook 

• February 15th webinar: The Next 25: Planning for 

Retirement with High-Net-Worth Clients 

• Webinar replay: Is the next big tax reform on the 

horizon? 

 

 

 
 

Strategies to help build your business 

Looking for a go-to resource for estate planning? How about information on working with business owners, families who 

have loved ones with special needs or timely tax topics? Look no further than securian.com/life-ideas. The newly expanded 

ideas and tools library for financial professionals offers programs to help you find new clients, expand your influence and 

build your business. 

 

 

 
 

Chronic Care Advantage Rider 

Nearly half the U.S. population lives with at least one chronic condition, and 40% live with two or more. 

Fortunately, life insurance and protection against the unexpected financial impact of chronic illnesses can go hand in hand. 

 

With Symetra’s optional Accelerated Death Benefit for Chronic Care Advantage Rider - available on their indexed universal 

life (IUL) products - policyowners can choose to access a portion of the death benefit if the insured becomes chronically ill. 

 

This flyer shows how the rider works using a hypothetical 55-year-old male with a $500,000 IUL policy and Symetra’s 

Chronic Care Advantage Rider after he was diagnosed with a chronic condition. 

 

The bottom line: An IUL policy with Symetra’s Chronic Care Advantage Rider can help your clients pay for unexpected 

expenses today, and still provide death benefit protection for their beneficiaries. 

 

Annuities – See the interest rates effective February 15th. 

 

 

https://finpro.protective.com/Protection/Term-Life/Protective-Classic-Choice?utm_source=el&utm_medium=email&utm_campaign=PB0112&utm_content=01302024PBCCNAPLNA2463&utm_term=CPRLI000000002972
https://finpro.protective.com/Protection/Term-Life/Protective-Classic-Choice?utm_source=el&utm_medium=email&utm_campaign=PB0112&utm_content=01302024PBCCNAPLNA2463&utm_term=CPRLI000000002972
https://finpro.protective.com/doing-business/new-business/submitting-life-business/velocity?utm_source=el&utm_medium=email&utm_campaign=PB0112&utm_content=01302024PBCCNAPLNA2464&utm_term=CPRLI000000002972
http://www.uuinc.com/news/PRU%20life%20essentials%20feb5.pdf
https://www.securian.com/financial-professionals/ideas-tools/library.html?cid=rd_finpro&tid=2426501&sub_id=1448163163&jobId=43045802&listID=5148010&batchID=299#tab-3
https://symetra.bynder.com/m/7d276d7164679da7/original/Chronic-Care-Advantage-How-It-Works-Flyer.pdf
https://www.symetra.com/globalassets/documents/web/ir/PDF3/Page63.pdf


 
 

 
 

Sell more Final Expense with improved underwriting 

From application to issue, you can now help clients secure final expense coverage faster and easier than ever before. Take 

underwriting for example — enhanced adult underwriting guidelines provide superior clarity and are now more favorable 

to clients across a variety of medical concerns. 

 

Clients needs change.  So can their policy. 
When can term clients convert to a permanent product? 

Term life insurance can provide level premium protection for clients’ loved ones over a specified period. But needs can 

change. Fortunately, Trendsetter Super and Trendsetter LB now allow extended early term conversion to more permanent 

protection options for new and existing clients without additional underwriting. 

 

 
 

Download the conversion toolkit. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

United Underwriters, Inc. 3 Holland Way, PO Box 1103, Exeter, NH  03833 

(p) 603-778-0555 / 800-258-7296  (f) 603-778-7918   uui@uuinc.com   www.uuinc.com 

Please note: UUI does not offer variable products. 

https://www.transamerica.com/final-expense-toolkit?utm_source=exact-target&utm_medium=email&utm_campaign=20240205_feesuw_3319425_bkg_c1e1_product&utm_content=3319425_getdetail&SubscriberID=21187126&MID=523010189&SubscriberKey=0034o00001hdQryAAE&BatchID=6005&DataSource=FinalExpense_All#s-latest-enhancements
https://www.transamerica.com/term-toolkit?utm_source=exact-target&utm_medium=email&utm_campaign=20240208_nykotermconv_3360847_bkg_c1e1_product&utm_content=3360847_toolkit&SubscriberID=21187126&MID=523010189&SubscriberKey=0034o00001hdQryAAE&BatchID=4004&DataSource=Early%20Term%20Conversion#additional-resources

