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Corebridge Financial (American General)

Millennial, Gen X, or Boomer client? Corebridge has you covered.
Younger clients on leaner budgets may be looking to get a foothold in their investments, while older clients may want
more flexibility to address changed circumstances. Start the conversations:

« Millennial
e GenX
o Boomer

Elite Producer Compensation Program continues through 2024 — Get details.

Annuity ‘updates corebridge

financial

Sa es, operations and com pllance news

Read the October 2023 Annuity Updates, including:

Product Simplification for Fixed Annuities
Suitability Program Enhancements
Individual Retirement Service Update
Annuity Playbook

Annuity rates

Elite Producer Compensation Program - extended
Product Offering in Idaho

Introducing Contract e-Delivery

AML and Large Case Exception reviews now only
required for submissions over $2 million

¢ New Advanced Marketing Resources

Genworth Financial

In-Force Rate Action announcements:
« Maryland: Privileged Choice & Classic Select with Flexible Benefit Option and 1% Benefit Increase Option
e Maryland: My Future, My Plan and Privileged Choice Flex with 1% Benefit Increase Option

Illinois Mutual

Expanded Benefit Periods for Chiropractors

lllinois Mutual now offers up to a five-year benefit period for chiropractors who apply for disability income insurance (D).
Historically, chiropractors have encountered difficulty finding insurance solutions to protect their income, making them
excellent prospects!

Download this Income Protection for Chiropractors flyer to learn more.



https://adminplus.fgsfulfillment.com/View/AIGAG/1/AGLC108983?utm_source=sfmc&utm_medium=email&utm_term=millennial-btn&utm_campaign=generational-infographics-email-aglc202201_10162023_life_agt_iae_egt_edu_life_othr_ss&utm_id=7161109&sfmc_id=283579706
https://adminplus.fgsfulfillment.com/View/AIGAG/1/AGLC108982?utm_source=sfmc&utm_medium=email&utm_term=gen-X-btn&utm_campaign=generational-infographics-email-aglc202201_10162023_life_agt_iae_egt_edu_life_othr_ss&utm_id=7161109&sfmc_id=283579706
https://adminplus.fgsfulfillment.com/View/AIGAG/1/AGLC108981?utm_source=sfmc&utm_medium=email&utm_term=boomer-cta-btn&utm_campaign=generational-infographics-email-aglc202201_10162023_life_agt_iae_egt_edu_life_othr_ss&utm_id=7161109&sfmc_id=283579706
http://www.uuinc.com/news/Corebridge%20epcp.pdf
http://www.uuinc.com/news/Corebridge%20annuity%20updates%20oct2023.pdf
https://pro.genworth.com/riiproweb/productinfo/pdf/158635V4MDCh2R8v2.pdf?utm_source=producer&utm_medium=email&utm_campaign=bulletin&utm_content=weekly_bulletin
https://pro.genworth.com/riiproweb/productinfo/pdf/158635V4MDFlexMFMPR3.pdf?utm_source=producer&utm_medium=email&utm_campaign=bulletin&utm_content=weekly_bulletin
http://www.uuinc.com/news/IM%20chiropractors.pdf

John Hancock

Tap into the employer market with Premier Benefit lUL
John Hancock’s Premier Benefit IUL offers you a new opportunity to sell voluntary life and optional long-term care rider
protection in the workplace. Watch this quick video to see why Premier Benefit IUL stands out:

//" Hancock.

Protect and repare

for the future you want
Premier Benefit UL

Also, download these resources:

= Seller's quide
=  Premier Benefit IUL webinar

Read the October 16" issue of Spotlight News, including:

= October 26" webinar: Accelerate your year-end success = November 2" webinar: Explore the strength of our
= Compliance reminder regarding advertising and sales newly expanded living benefits - now including a
materials Chronic lliness rider
= Protection solutions for your sales success - now = Introducing Premier Benefit IlUL
offering a Chronic lliness rider = New Vitality Points opportunity

Legal & General America (Banner and William Penn)

What clients can expect: The next steps after applying
Help them stay prepared and in-the-know by sending a follow up email detailing LGA’s process. They've done the work for

you. Download this document to easily share the next steps with your clients. As quick as you can copy and paste, your
clients will thank you for keeping them up to date.

Lincoln Financial Group

Time to take the scare out of long-term care

Lincoln is kicking of LTC Awareness Month with a virtual event that will provide insights into the shifting landscape of LTC
— including the state of long-term care legislation — and highlight the latest consumer research. Get details and useful
information about their pricing and tools.

Weekly Market Intel — See the latest insights.



https://sales.johnhancockinsurance.com/content/dam/JHINS/documents/life-products/employer-solutions/pbiul/LIFE_8281_Sellers_Guide.pdf?mkt_tok=MDE0LVBCWi0xMDcAAAGO4divyo29xd4Jo0t0ZQnj8339bozQP5Faua0TpsH3I6TzodF6scDgzpMKWVyjfcpaK4MfVjXCtR6SnR2VuDRyS3h0pRu_qjBkwEgTTVP9nl0c3Bo
https://event.on24.com/wcc/r/4349374/4F5947E40F0C1311EB91F308AFAA13C3?mkt_tok=MDE0LVBCWi0xMDcAAAGO4divyuz5koZSWZCkNI14STCJv7y8HU0HXkcOD6X6ovj068aoR9JU3uOjHBtJOgBEpJ52Jx88rGE5n8eDLkKDs0b79SZg6NseUBnCi7TEPEPGgiU
http://www.uuinc.com/news/JH%20spotlight%20oct16.pdf
https://view.officeapps.live.com/op/view.aspx?src=https%3A%2F%2F7087813.fs1.hubspotusercontent-na1.net%2Fhubfs%2F7087813%2FWhats%2520Next%2520Email%2520from%2520Advisors%2520to%2520Clients_LGA.docx%3Futm_campaign%3DEmail%2520Templates%2520for%2520BGAs%2520and%2520Advisors%26utm_medium%3Demail%26_hsmi%3D278595714%26_hsenc%3Dp2ANqtz-_HT5ZTs2i57CVJsRi9Ry_UOmtyUd2oCF3JJUpGCVp86mlcIjXraP0xyCHKzE0A2VIlF2FTfSB6yp7j7Vf5K8Bt6sp6oQ%26utm_content%3D278555681%26utm_source%3Dhs_email&wdOrigin=BROWSELINK
http://www.uuinc.com/news/LFG%20ltc%20awareness.pdf
http://www.uuinc.com/news/LFG%20ltc%20awareness.pdf
https://www.lincolnfinancial.com/public/professionals/partnerwithus/lincolnfinancialinvestments/marketinsights
https://players.brightcove.net/72312192001/sqTCIY0Mf_default/index.html?videoId=6336123319112&mkt_tok=MDE0LVBCWi0xMDcAAAGO4divyv8ZhBH9Run9fXG7bi7wyfbjIbTIR2Ditkp0XdZtDFiffW9jp8STQdD3NWz_F2gRicYyHavHaL1ayjLSIt13e2g3xDxAX-9MCmNP7DZLOXU

LIFE SOLUTIONS

The Lincoln Leader

Read the October 16" issue of the Lincoln Leader for Life Solutions, including:

Product Update - Lincoln WealthAccelerate UL
Enhanced Underwriting Program (reprint)
Ready to Sell Lookup Tool

Updates to eSubmission Email

Data Prefill and Expansion
Online billing and payment
EFT & Premium Payment Best Practices
2023 Life Insurance Year-End Guidelines

Optiblend Fixed Indexed Annuity — See the increased rates effective October 23

Introducing WealthEDGE — LFN’s reimagined approach to national meetings
Learn about this meeting and save the date.

MassMutual

Estate Planning and The Whole Life Insurance Solution

During Estate Planning Awareness Week, help educate clients about what estate planning is and how they can benefit
from some form of estate and wealth transfer planning, be it simple or complex. Learn how whole life insurance could be
an ideal solution to meet their needs in this Advanced Sales Success Strateqgy.

Will your clients’ Group Long Term Disability coverage be enough?

Now is a great time to talk with clients about the limitations of the Group Long Term Disability (GLTD) provided by their
employers. View this infographic flyer that illustrates the limiting features of GLTD and the benefit of owning supplemental
DI coverage.

Planning Now for Tax-Advantaged High-Net-Worth Outcomes Later

This new white paper highlights why integrating whole life insurance into a financial strategy for high-earning younger
investors can address challenges in accumulation, decumulation, and protection that may not have been fully considered
before.

Mutual / United of Omaha

Inforce LTCi Rate Adjustments for January 2024 - Get details.

Express

A Weekly Update for Mutual of Omaha’s
Brokerage Sales Distribution

Read the October 18" issue of the Express Newsletter, including:

e Life Insurance as a Unique Asset — webinar recording e Safeguarding Business Owners with DI

e  Customize a Living Promise Postcard e  Critical lllness Real Wins: Supplement Your Clients'
e Four crediting strategies available on our IUL portfolio Coverage

e Inforce LTCi Rate Adjustments effective January 1, 2024 e Prospecting Postcard for Critical Advantage

e Commitment to traditional Long-Term Care Insurance e  Watch Mutual of Omaha's Wild Kingdom Protecting
e Help safeguard your client's earnings the Wild on NBC


https://cdn1-originals.webdamdb.com/13193_106977846?cache=1602261600&response-content-disposition=inline;filename%253DLincolnLifeLeader101220.pdf&response-content-type=application/pdf&Policy=eyJTdGF0ZW1lbnQiOlt7IlJlc291cmNlIjoiaHR0cCo6Ly9jZG4xLW9yaWdpbmFscy53ZWJkYW1kYi5jb20vMTMxOTNfMTA2OTc3ODQ2P2NhY2hlPTE2MDIyNjE2MDAmcmVzcG9uc2UtY29udGVudC1kaXNwb3NpdGlvbj1pbmxpbmU7ZmlsZW5hbWUlMjUzRExpbmNvbG5MaWZlTGVhZGVyMTAxMjIwLnBkZiZyZXNwb25zZS1jb250ZW50LXR5cGU9YXBwbGljYXRpb24vcGRmIiwiQ29uZGl0aW9uIjp7IkRhdGVMZXNzVGhhbiI6eyJBV1M6RXBvY2hUaW1lIjoyMTQ3NDE0NDAwfX19XX0_&Signature=jO08DybuykwvpXRCjmD8cDzh2KNfLgW3QID9UmSKlvRaM7n1olVuCWWJBrH4PA1HlcMNkgqt-NEZ25v7QpqKvH0SmfanZ7jeeoaNsKgEb1t51U8WdX701vpMfBd4c6ay-9Qy5NvHst371Squ9G73-gVR2pXYQSXcj9eSDmwi2r2vlGtdn0zbR-x93yxiz76o-lawTW7C5XG5s9h33jVblh8fcyc3Gc3UCbSEf7cpKVdvlzFJeE7wqBTji5c2pqwUonGt3SedFp~X-zceVSS1xIqBuQr-WTh2fBQORRBbENTWwLJt0FH8RyCPxH0Nx6Mrkgtu4m9m7U867Nt0yYp-WQ__&Key-Pair-Id=APKAI2ASI2IOLRFF2RHA
http://www.uuinc.com/news/LFG%20fia%20rates%20oct23.pdf
http://www.uuinc.com/news/LFG%20wealthedge.pdf
https://mmsd.massmutual.com/mmsd/advsales/AS9025LI.pdf
https://fieldnet.massmutual.com/public/di/pdfs/di2222.pdf
https://fieldnet.massmutual.com/public/life/pdfs/sdp9112mmsd.pdf
http://www.uuinc.com/news/MOO%20ltc%20rate%20action%20jan2024.pdf
http://www.uuinc.com/news/PRU%20life%20essentials%20oct16.pdf

Pacific Life - Lynchburg

PL Promise GUL & PL Promise Conversion UL for Washington DC
The latest reprice and enhancements are now available in Washington, D.C. Read the full bulletin.

New Requirements for Trust and Power of Attorney Forms; Clarification on Payees

Effective November 15, 2023, Pacific Life will require Trust Certification and Power of Attorney Certification forms, along
with applicable inforce policy requests. See the full bulletin for more details. In addition, disbursement-related forms are
being updated to provide clarity regarding acceptable alternate payees. Note: New business requirements remain
unchanged.

Prudential Financial

(# Prudential
LIFEESSENTIALS

Read the October 16" issue of Life Essentials, including:

e Client-facing tool debunks 4 main myths and e eCapabilities offer a faster, easier, and virtual way to
misconceptions do business.

e Explaining complex life insurance concepts doesn’t o Lifelnsight is your one-stop shop for your inforce
have to be - complex policy needs!

e Transferring business/employer-owned life insurance e Year-end flyer now available

e Get the NEW Case Design Guide: FlexGuard Life e New Comprehensive Physical Program — Effective

e  Grow your business—and help women achieve October 2023
financial well-being—by using our new women'’s ¢ ExamOne Mobile Exams not available in Nevada
digital experience e Webinar replay: The Financial Confidence Correlation

e Updated Black Consumer Digital Experience and Tips for Closing Sales

SBLI

Need an insurance solution that's easy to customize?

SBLI offers a highly competitive term insurance solution, featuring a great new underwriting program that delivers real-
time decisions. This empowers you to safeguard your clients' families with a solution that is easy to customize to meet
their needs in the most cost-efficient way. Learn how.

Securian Financial

Increased premium limits
Securian has increased their premium limits for the first policy year only on new sales for select products sold with the No
Lapse Guarantee Agreement (NLGA).

Premium limits with the NLGA are now the greater of 5x target or $5mm for these products:
e Eclipse NY
e Eclipse Protector Il Indexed Universal Life (IUL)
e Eclipse Survivor Il lUL

View their product lineup.



http://www.marketing.pacificlife.com/documents/MasterLinks/BT-52643_BM.pdf
http://www.marketing.pacificlife.com/documents/MasterLinks/BT-52964.pdf
http://www.uuinc.com/news/PRU%20life%20essentials%20oct16.pdf
https://share.vidyard.com/watch/oKBcoWsYdpqASrjbU9TJZN?&utm_medium=email&_hsmi=278701774&_hsenc=p2ANqtz-_08T8R5ql8hXOumrAB1uMOgSzsdllZKcSUlRFprowgS7xrCH0GV-bonvpNcIpqJeDp-wH-DH8wFMBA0VpF3rBJy2woqQ&utm_content=278701774&utm_source=hs_email
https://www.securian.com/financial-professionals/products/individual-life-insurance.html?cid=em_finpro_&tid=2406450

Symetra

New Accelerated Underwriting Express path can put clients on the fast track

Symetra’s Accelerated Underwriting Program is designed to offer clients a permanent life insurance policy without
completing an exam or submitting an APS. To make the program even more attractive—and potentially deliver even faster
underwriting offers—we’ve added an Express path.

How does it work?
e Clients ages 18 to 60 with face amounts up to $1 million will automatically travel this path.
e No exam can be submitted or pre-ordered.
o Just submit Part | and Il applications and a HIPAA consent form. We'll do the rest!

If more information is needed to complete a client’s underwriting, we’ll let you know. Watch their video to learn more.

Transamerica

4™ Quarter Risk Class Upgrade

Transamerica is offering qualified clients a one-time, upfront risk class upgrade on new IUL policies through the end of the
year. This applies to both Transamerica Financial Foundation IUL and Transamerica Financial Choice IUL products.

Plus, in addition to the potential for cash accumulation and lower premiums, certain clients will also qualify for lab-free,
nonmedical underwriting.

Get full details.

Expanded Nonmedical Underwriting
Less time, more coverage, best rates. Take a deep dive into Transamerica’s expanded nonmedical underwriting.

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://symetra.bynder.com/m/70677175bf547552/original/Symetra-s-Accelerated-Underwriting-Program-Flyer.pdf
https://symetra.wistia.com/medias/c4obyd7rqe
https://cdn.bfldr.com/86JM1UOD/as/39t9mc983hk744n85nfrrmv/3126976_10-1_Upgraded_Underwriting_Program_Agent_Flyer_V5?SubscriberID=21187126&MID=523010189&SubscriberKey=0034o00001hdQryAAE&BatchID=5004&DataSource=BKG_IUL_Agents
https://cdn.bfldr.com/86JM1UOD/as/k6nk6mrnm55v9ngz49w55fpw/Expanded_Nonmedical_Underwriting_Less_Time_More_Coverage_and_Best_Rates?SubscriberID=21187126&MID=523010189&SubscriberKey=0034o00001hdQryAAE&BatchID=5004&DataSource=BKG_IUL_Agents

