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SALUTATION

The Honorable John P. Crowley

Commissioner of Banking, Insurance, Securities and Health Care Administration
State of Vermont

89 Main St. Drawer 20

Montpelier, VT 05620-3101

Dear Commissioner Crowley,

Pursuant to your instructions and authorization, a market conduct exam has been made of
the Market Conduct affairs of:

Bankers Life and Casualty Company
- Hereinafter referred to as Bankers Life or the Company, at its home office located at 222

Merchandise Mart Plaza, Chicago, IL 60654-2001 and other locations. The.report is
being respectfully submitted.

Sincerely,

Charles Piasecki
Market Conduct Chief
Vermoint Division of Insurance




FOREWORD

On February 21, 2001, the New Hampshire Insurance Commissioner invited the Division
to participate in a tri-state market conduct exam of Bankers Life and Casualty. New
Hampshire had started an exam in May of 2000. Because New Hampshire believed that
the neighboring states of Vermont and Maine were experiencing stmilar marketing
concerns, a multi-state exam was started. In December of 2001, the Vermont examiner
withdrew from the exam because of 11l health. New Hampshire and Maine continued their
part of the exam as a bi-state exam. The Vermont Insurance Division decided to continue
the exam as single state exam after they were able to hire a new examiner. Therefore,
although this exam started as a multi-state report it ended as a single state report.

This Market Conduct Examination report is a report by exception. If there were no
exceptions to note in a particular area, that section was not included in the report.

Findings may not be matenal to all areas that would serve to assist the Commissioner.
Failure to identify or criticize specific practices does not constitute acceptance by the
examiners. This report should not be construed to endorse or discredit any insurance
company or insurance product. Statutory cites and regulation references are those
effective as of the period under examination unless otherwise noted. Examination
recommendations that do not reference specific insurance laws, regulations, or bulletins
are presented to encourage improvement of the Company's practices and operations.

SCOPE OF EXAMINATION

The market conduct examination of Bankers Life and Casualty Company was conducted
in accordance with the authority granted by the provisions of Title 8 V.S.A. §3564 and
§3573. This examination was conducted in accordance with guidelines and procedures
recommended by the National Association of Insurance Commissioners (NAIC), and the
Vermont Department of Banking, Insurance, Securities and Health Care Administration,

The examination covered the time period from January 1, 1999 through February 28,
2001, with analysis of certain operations of the company being conducted through
September of 2002. The purpose of conducting the examination is to determine whether
the practices and procedures used by the Company are in compliance with the provisions
of the Vermont statutes, regulations, and bulletins. The exam covered the company
operations/management, claims, marketing and sales, and complaint handhing.
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COMPANY OVERVIEW

Bankers Life is a wholly owned subsidiary of Bankers Life' Insurance Company of
Iliinois, which, in turn, i1s a wholly owned subsidiary of Conseco, Inc., a publicly
traded company.

Bankers Life operations are conducted through "Branch Sales Offices" ("BSO")
in all states except New York. The Company 1s also licensed in the District of
Columbia, Puerto Rico and Canada. The 180 BSQ's are supervised by Branch
Sales Managers ("BSM"}. There are over 4500 agents and 300 managers and unit
managers who report to twelve Field Vice Presidents (FVP).

The marketing, claims payment, underwriting and policyholder service
departments are located at the Company's home office in Chicago, IL.

The Company offers a broad range of individual insurance products targeting
senior citizens, including Medicare supplemental, long-term care, life, annuities,
and loss of time insurance. ,

Bankers Life booked the following direct sales income during the examination
period: '

1999 ,
Life Annuity A&H Total i
US| $ 150,067,547.00 $455,336,351.00 $1,236,415,387.00 $ 1,841,819,285.00 1
VT | § 704,582.00 5 695,681.00 $ 5.551,336.00 $ . 6,951,599.00
2000 x
. e ' %
Life Annuity A&H Total
US | § 163,327,577.00 $398,064,665.00 $1,300,833,122.00 $ 1,862,225,364.00 )
VT ]S 714,545.00 $ 6,695933.00 3 6,194,180.00 $ 13,604,658.00 :
2001
Life Annuity A&H Total
US| $ 117,802,704.00 $481,208,773.00 $1,372,272,505.00 $ 1,971,283,982.00

VT

$ 754,483.00

$ 8.,279,370.00

$ 6,897,117.00

$ 15,930,970.00




EXECUTIVE SUMMARY

The Vermont Division of Insurance conducted a market conduct examination of Bankers
Life and Casualty as a result of information we received from the New Hampshire
Insurance Department concerning marketing activities of Bankers Life and Casualty in
the New England region. ' |

The focus of the exam was on the Company’s compliance with Vermont’s unfair trade
practice laws, The exam revealed that Bankers Life, in certain circumstances, was not in
compliance with those laws. One major concern was in the area of suitability training
and management in the sale of annuity products. , After questioning company personnel
and reviewing company training material, it was clear that the Company’s agents were
not given specific training in suitability guidelines and the Company management was
not overseeing the suitability of each sale. To the Company’s credit, it has made
significant improvements in both of these areas during the examination period.
Nonetheless, the examiners review of these changes uncovered significant shortcomings.
The details of these additional recommendations are discussed in the report.

In addition to agent training and management issues, a major compliance violation was
found with respect to the Vermont replacement regulation for life and annuity products.
After reviewing the new sales client files maintained by the Company, it became clear
that neither the agents nor the Company was complying with the newly adopted
replacement regulation that was effective 3/1/02.

Also, the examiners found printed materials used by the Company’s agents that contained
violations of the Vermont unfair trade statute. These matenials either misrepresented the
product or failed to fully disclose the limitations of the product. They included: an agent
designed sales aid, a company prepared pre-approach letter, and three different company
approved sales brochures.

Finally, the examination uncovered misrepresentations on 10% of the annuity
applications reviewed. On these applications, the agents were filling in the special
remarks sections with the sentence, “This annuity will cause no harm to the annuitant™.
This was especially troublesome because the statement, without further disclosure, could
be interpreted by the applicant as a statement of fact. The positioning of this statement
was directly above the applicant’s signature and the agent’s signature on the application.
The potential for material misrepresentation resulting from the agent writing this
statement in the remarks section of the application is significant.

In light of the number of violations uncovered and the needed improvements in the area
of suitability, it is the opinion of the examiner that a follow-up target exam should be
conducted in one year.



PERTINENT FACTS OF THE CURRENT EXAMINATION

1. "Replacement regulation violations

The examiners reviewed 50 annuity policies that were sold in March and April of 2002.
Although the original focus of the review was on suitability issues, the examiners noticed
problems with those files in the sample that were replacement policies. Of the fifty
sample policies, 6 were identified as replacement policies. None of the replacement
policy files maintained by the Company had copies of the sales materials used by the
agent. Regulation 1-2001-03, Section 3(E), requires that the producer submit a copy of the
sales matenal used to the insurer. Also, none of the files contained copies of the signed
consumer notices described in Appendix A of regulation 1-2001-03.

The examiners contacted all of the policyholders involved in these replacement situations
and a team of investigators interviewed these clients at their homes. The investigators
found that none of the policyholders had copies of the notice required by Regulation I-
2001-03. The investigators found no indication from these interviews that the agents who
sold these replacement policies were aware of any of the requirements in Regulations I-
2001-03. : '

The examiners notified the Company of their findings and the company confirmed that it
had not complied with this regulation. It issued a regulatory update to its Vermont
agents, dated August 21, 2002. This notice explained that Vermont had adopted the
NAIC’s life and annuity replacement model regulation, effective March 1, 2002. A copy
of this notice 1s attached as Appendix A.

The examiners recommend the Company explain, in writing, to the Vermont Insurance
Division:

1. How it was able to completely overlook implementing the requirements of the
Regulation 1-2001-03;

2. That it has now complied with all sections of this regulation and describe what has
been done to accomplish this task; and

3. What procedures it will put in place to ensure that it will be aware of and timely
implement Vermont regulations in the future.




II. Unfair Trade Practice Violations
I. Sales aid comparing annuity to mutual funds.

While reviewing consumer complaint files, the examiners noticed that an agent of the
Company had used a handout comparing Bankers Life annuities to mutual funds. The
handout stated that the annuity guaranteed a rate of 3%, had zero risk, and that the
annuity could never lose value. None of these representations were backed up by further
explanation. The agent in question went on to sell the customer an equity indexed
annuity that did not guarantee a 3% return on the investment, did have a risk from early
withdrawal, and did have less value after the first year compared to the original
investment. The sales aid used by the agent misrepresented the limitations of the annuity
1t was purportedly describing. Consequently, this sales aid is in violation of the
prohibition on false or misleading advertising contained in 8 VSA section 4724(1).

Although finding only one file with this sales aid does not constitute a business practice,
it is significant. The examiners discovered this sales aid when reviewing the complaint
files maintained by the Vermont Insurance Division. When the examiners then sought to
review a sample of sales materials used by Vermont agents, they learmned the Company’s
agents were not required to keep copies of the sales material that they used. In addition,
agents were not required to keep their files in the regional office. Further, the managers
were not required to review sales presentations or sales materials. Consequently, the
examiners were not able to conduct a comprehensive review of this topic. Nor is the
Company able to review sales practices to ensure compliance with Vermont’s laws.
Because the use of misleading sales aids can cause great harm the public, it is critical to
have effective methods to monitor this area. '

A copy of the sales aid is attached as Appendix B.

The examiners recommend the Company:

1. Prohibit the use of this particular sales aid;

2. Implement a program to review all sales aids used by their agents.

3. Require that a copy of all sales material used with clients be kept in the
client folder so that the material can be available for review by company
management or future market conduct examiners; and

4. Require that these folders be kept at the regional office.

2. Pre-approach sales letter 98-A006

The pre-approach sales letter 98-A006 does not adequately explain the Bankers’ Equity 1
product. A pre-approach letter is sent to Company prospects explaining a product’s
benefits. After receiving this letter, the consumer is contacted by a company agent who
attempts to sell the consumer this product. '

The letter states:




“And what happens if the index goes down? Can you lose Money? NO! In
fact, you’ll still enjoy growth on your original single premium, even in the
event of a flat or declining market!”

After reading this statement, a reasonable person would expect growth on the entire
original single premium. In reality, only 90% of the investment, less withdrawals,
qualifies for the guaranteed growth. Although this limitation is significant to the
performance of this annuity product, it is not mentioned in the letter. Further, in at least
four complaints received by the Department, the consumers indicated that they believed
that the 3% guarantee would apply to the entire premium they had paid. Consequently,
this sales letter violates Vermont Law prohibiting the use of false or misleading
advertising.

The examiners asked Bankers Life compliance personnel to demonstrate why this sales
material should not be considered in violation. They answered that it was not the intent of
the company to mislead the consumer in any way. They indicated that marketing letter
98-A006 would be withdrawn as of October 4, 2002.

A copy of this letter is attached as Appendix C.

The examiners recommend that the company explain, in writing, to the Vermont
Insurance Division: ‘
1. What procedures are in place to ensure its sales material is in compliance with
Vermont law;
2. How the company failed to discover this advertising piece did not comply
with Vermont law; and '
3. What procedures the company has put in place to ensure that this situation
will not happen again.

3. Annuity applications

The examiner reviewed a random sample of 50 annuity files from a population of
531 and found 5 files that contained the following statement in the special
remarks section of the application:

“This annuity will cause no harm to the annuitant”.

Directly below this statement is the applicant’s signature, and below that is the
agent’s signature. The applicant signs to certify that the above information 1s
correct to the best of his/her belief. Since the agent fills out this part of the
application, the applicant could logically conclude that the agent is promising in
writing that in fact under no circumstances will the annuity harm the applicant. It
is the examiner’s opinion that a broad statement such as this is indefensible. All
annuities have some limitations that could potentially cause harm. For example,
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all the annuities sold in these cases have withdrawal charges that could cause
financial harm. This statement, which is written in the agent’s handwriting, is
misleading and could easily be interpreted by the applicant as a special warranty
made by the agent.

The special remarks section of the application, according to the Bankers Life
manual, 1s used to add pertinent information that the company should have. It is
not clear why these particular words were used, but the statement by itself is
inaccurate. This wording is misleading and in violation of the Vermont’s unfair
trade practices taws.

When the examiners discussed this situation with the COmpany it indicated that it would
instruct its Vermont agents to stop using this statement in the remarks section of the
application.

A copy of this statement is attached as Appendix D.
The examiners recommend the company implement a review procedure to monitor the

agent statements that are used on the applications and provide a written description of this
procedure to the Vermont Insurance Division.
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4. Sales brochure — Retirement Activity

The supporting data used in sales brochure, RetirementlAnnuity #10573(9/97), overstates
the difference between the interest of the one-year CD and an annuity.

The brochure states on page 2:

Single premium tax-deferred annuities are becoming even more popular because
of: The simple historical fact that annuity interest rates normally exceed the
popular one-year CD rates.

This statement references a supporting chart that compares historical CD rates to annuity
rates. However, the CD rates used in the.chart are for 3-month CD rates, not one-year
rates. Using 3-month CD rates causes the comparison to unfairly favor the annuity and is
misleading. Because the 3-month CD rates are typically lower than the 1-year CD rates,
the 1-year rates should have been used. The company is in violation of 8 VSA section
4724(1) because the use of a comparison of 3-month CD rates to annuity rates to support
a statement concermning one-year CD rates 1s misleading,

A copy of this brochure is attached as Appendix E.

The examiners recommend that the company change the misleading information.

5. Sales Brochure -The Key to Golden Retirement.

The chart on the back page of brochure #12680(10/96) — The Key to Golden Retirement,
compares a tax-deferred annuity to a taxable account. The chart states “Advantage
annuity $35,331” to describe a comparison of an annuity to a certificate of deposit. The
chart fails to indicate that the $35,331 will be taxed when withdrawn from the annuity. In
this type of a comparison, it is essential to show an after tax amount compared to an after
tax amount. Therefore, the $35,331 should be reduced by the appropriate taxable amount.
The $35,331 has little relevance to the customer if compared to an investment that is

already taxed. The brochure states in printed text farther down the page that “you pay no -

taxes on your interest until you take it out”, but this reference is not sufficient to
overcome the misleading comparison in the chart. In addition, the examiners noted that
in brochure #12219-2, the charts used describing the benefits of tax deferral did include a
third category describing after tax withdrawal. Showing all three categories as the
company did in this chart gives the customer a complete picture.

The chart, in brochure #12680(10/96), fails to adequately disclose the taxable aspeét of
the annuity. The $35,331 figure used is misleading and violates Vermont Law prohibiting

misleading advertising.

A copy of this brochure 1s attached as Appendix F.
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The examiners recommend that the company insert a third component to the chart
contained in brochure #12680 that shows the after tax income and implements procedures
to insure that similar misleading charts are not included in future sales materials.

6. Sales Brochure — Equity Indexed Annuity

Both the sales presentation materials for the Company’s Equity Indexed Annuity and the
illustrated handout on Equity Indexed Annuity, insert # 14405, contained a chart
purporting to illustrate a hypothetical cash value accumulation of the Equity 1 annuity
product. The growth is based on an index value at an 80% participation rate. When the
examiners reviewed the historical participation rates used in Vermont, they did not find
any year that averaged an 80% rate. The average annual participation rate never exceeded
75.83%. There was a consistent pattern of having an 80% rate in the months of Apnil
through October and then using a 70% rate for the other five months. The product has

~ been in Vermont since 1999 and the company has not varied from this pattern. The rate
used in the chart should be 75.83%, not 80%. Even though this is a hypothetical
illustration, it must be based on some historical and/or realistic projections to give the
consumer a true picture of the potential returns. Using a higher participation rate gives a
misleading projection. Consequently, these two sales aids are in violation of 8VSA
§4724(1).

A copy of this brochure is attached as Appendix G.

The examiners recommend that the company change the participation rate used in the
sales matenal to reflect realistic projections of future participation rates. -

7. Unsuitable Sales

In compilaints nos. 20010171 and 20010080, which were received by the Department, the
customers purchased indexed annuities that were not suitable to their needs. In both
situations it was clear from the investigation of the complaint that the customer was only
interested in a product that had a guaranteed return on their entire investment. However,
the product that was sold did not have a guarantee on the entire investment and therefore
was not suitable to the needs of the client.

Vermont law prohibits agents from selling a policy if he/she knew or should have known
that the sale was unsuitable. The information in the complaint file indicated that the
product sold was not suitable in light of the client’s objectives. The company produced
no information to indicate that a reasonable attempt was made to determine the objectives
of the client.

The examiner acknowledges that the Company did act responsibly to the insured in each
case. After the Company investigation, in complaint # 20010171, the insured was given a
different annuity, which met the insured’s needs. After the Company investigation, in
complaint # 20010080, the insured was given a full refund of the investment plus the
tnterest they would have eamed if the product were not purchased.

13



Even though the Company did act responsibly in these cases, the original sale of the
indexed annuity was not a suitable sale. Vermont statues are clear that an insurance
company is responsible for the acts of its producers. Consequently, the company violated
8 VSA §4724(16). The examiners note, however, that the Company has implemented
changes intended to prevent the sale of unsuitable policies. These changes are discussed
in more detail in the following section. Beyond making the changes discussed below, the
examiners have no further recommendations regarding suitability.
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III COMPANY IMPROVEMENTS

In the summer of 2002, the company made significant improvements in the area of
suitability. First, the company implemented a requirement that agents attend a specific
class on suitability. Second, the company now requires the selling agent to fill cut a
suitability questionnaire. The sales manager must then approve the sale after determining
the sale is suitable

Although both of the new requirements are positive improvements, the examiners
discovered problems in both the suitability training and the suitability questionnaire.

1. Suitability Training

The suitability training that Company agents are now required to attend instructs the
agents to determine whether a customer meets the following guidelines before selling a
policy:

That the customer needs the insurance

That the proposed coverage fits that need.

That the customer can afford the insurance.

That in a replacement situation, the proposed new coverage is better for the
prospect considering benefits gained and benefits lost.

R o

The guidelines above are excellent, but the examiners noted problems relating to the
means used 10 determine whether a prospective client met the guidelines. The training
instructed the agents to use the company fact finder forms to determine the customer
needs. After reviewing the Company fact finders forms, the examiners found that these
forms were not designed to get a complete and accurate picture of the prospect’s
situation.

A copy of this fact finder form is attached as Appendix H.

The examiners recommend that the fact finder forms for annuities be designed to include
questions that give a total picture of the prospect’s situation. To do an adequate review of
a client's needs, the agent must understand the person’s total financial picture: all assets,
liabilities, income and expenses. In addition, personal objectives, risk tolerance,
customer’s age, investment sophistication and tax issues should be reviewed.

Another major weakness in the Company’s training concemns how agents are suppose to
determine whether the prospect can afford the insurance. When the examiners asked the
company what training and or guidelines it provided its agents in order to determine the
liquidity needs of the prospect clients, it stated it did not have any standards or training.
Without training or standards, agents will have a difficult time following the Company’s
guidelines. In addition, the Company will be unable to determine that these sales meet
this suitability guideline of affordability.

15




The importance of affordability issues is heightened with Bankers Life because it targets
the elderly population. Emergency liquid funds are an especially important factor for
people on a fixed income since they may no longer have any income producing ability to
rebuild their losses. Consequently, the losses incurred from the early withdrawal penalty
could be dramatic.

The examiners recommend that the Company provide training in determining
affordability and set standards for the agents to follow in this area.

Suitability training relating to the fourth guideline also concerned the examiners. The
principle used is an excelient one: considering benefits gained versus benefits lost.
However, this standard only applies when replacing life insurance or annuities. The
training manual states that when replacing life insurance or annuities, the agent needs to
consider this test of benefits gained versus benefits lost. It is clear from the accounts
reviewed that Bankers Life agents are encouraging their prospects to replace many other
investments (such as CDs or mutual funds) with annuities. Vermont laws prohibit the
sale of unsuitable policies. Therefore, an agent must consider using the test of the
benefits gained versus the benefits lost for all replacement situations.

The examiner recommends that the Company change its suitability training so that agents
are instructed to use the replacement testing of benefits gained versus benefits lost in all
situations where the policy they are selling is replacing another investment.

A second issue regarding the fourth guideline concerns the lack of agent training
regarding the benefits offered from investments replaced. It is clear from the annuity
accounts reviewed that a significant number of annuity sales come from replacing CD’s,
mutual funds, stocks and bonds. The examiner did not find any training material that
helped agents understand the benefits of these other investments. Therefore, if the agents
do not understand the investments they arereplacing, they are not qualified to
recommend that their clients replace these products.

The examiner recommends that the agents:
1. Teli their prospects to check with their current licensed agent or other financial
adviser before they decide to change investments, or
2. Receive adequate training so that they are qualified to advise the prospect on the
benefits lost when replacing their existing investment with an annuity.

2. Suitability Questionnaires
Bankers Life started using suitability questionnaire in Vermont in July of 2002, The
examiner reviewed all of the questionnaires that had been completed. The questionnaires
are a good start to help ensure that the suitability issues are addressed. The company now

requires a manager to sign off on the suitability of a sale.

A copy of the current suitability questionnaire is attached as Appendix I

16
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Although the examiners commend the Company for implementing this requirement, the
examiners did find the following deficiencies in the current program:

1.

Although the examiners were told that a policy would not be issued without the
manager’s signature concurring with the suitability decision, the examiners found
that a manager-did not sign seven out of the seventeen questionnaires we received
for review. The examiners recommends that the Company take additionat steps to
insure compliance with its own internal procedure and make sure that no policy
be issued without a manager’s signature.
Although the forms did ask relevant questions, they did not follow the suitability
training guidelines. The examiner recommends that the questionnaire ask the
agent to answer the four questions that their training recommends.

a. Isthere a need?

b. Does the policy meet the need?

c. Can the customer afford the policy?

d. Ifareplacement, are benefits gained better than benefits lost?

17




SUMMARY OF RECOMMENDATIONS

Recommendation 1.

Page 8- Replacement regulation violation

The examiners recommend the Company explain, in writing, to the Vermont Insurance
Division:

1. That it has now complied with all sections of this regulation and describe what has
been done to accomplish this task;

2. How it was able to completely overlook implementing the requirements of the
Reguiation I-2001-03; and

3. What procedures it will put in place to ensure that it will be aware of and timely
implement Vermont regulations in the future.

Recommendation 2.
Page 9 — Use of Sales Aid — Bankers Life Annuities vs. Mutual Funds
The examiners recommend the Company:

1. Prohibit the use of this particular sales aid;

2. Implement a program to review all sales aids used by their agents.

3. Require that a copy of all sales material used with clients be kept in the
client folder so that the material can be available for review by company
management or future market conduct examiners; and

4. Require that these folders be kept at the regional office.

Recommendation 3.
Page 10- Use of pre-approach letter 98-A006.
The examiners recommend that the Company explain, in writing, to the Vermont
Insurance Division: .
1. What procedures are in place to ensure its sales material are in compliance
with Vermont law;
2. How the company failed to discover this advertising piece did not comply
with Vermont law; and
3. What procedures the company has put in place to ensure that this situation
will not happen again. '

Recommendation 4.

Page 11 — Agents using the phrase, “This annuity will cause no harm to the annuitant.”
The examiners recommend the Company implement a review procedure to monitor the
agent statements that are used on the applications and provide a written description of this
procedure to the Vermont Insurance Division..

Recommendation 5.
Page 12 — Sales brochure # 10573(9/97)- Retirement Annuity
The examiners recommend that the Company change the misleading information.
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Recommendation 6.

Page 13 — Sales brochure #12680(10/96) — Key to Golden Retirement

The examiners recommend that the Company insert a third component to the chart
contained in brochure #12680 that shows the after tax income and implements procedures
to insure that similar misleading charts are not included in future sales matenals.

Recommendation 7. ,

Page 13 — Sales presentation on Equity Indexed Annuity & Insert # 14405

The examiners recommend that the Company change the participation rate used in the
sales material to reflect realistic projections of future participation rates.

Recommendation 8.

Page 15 - Concerning needs analysis forms:

The examiners recommend that the fact finder forms for annuities be desi gned to include
questions that give a total picture of the prospect’s situation. To do an adequate review of
a client's needs, the agent must understand the person’s total financial picture: all assets,
liabilities, income and expenses. In addition, personal objectives, risk tolerance,
customer’s age, investment sophistication and tax issues should be reviewed.

Recommendation 9.

Page 16 ~ Concerning affordability:

The examiners recommend that the Company provide trammg in determining
affordability and set standards for the agents to follow in this area.

Recommendation 10.

Page 16 — Concerning suitability training:

The examiner recommends that the Company change the suitability training so that
agents are nstructed to use the replacement testing of benefits gained versus benefits lost
in all situations where the policy they are selling is replacing another investment.

Recommendation 11,
Page 16 -- Concerning agents’ recommendations to sell existing investments:
The examiner recommends that the agents:
1. Tell their prospects to check with their current licensed agent or other financial
adviser before they decide to change investments, or
2. Receive adequate training so that they are qualified to advise the prospect on the
benefits lost when replacing their existing investment with an annuity. '
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Recommendation 12.

Page 17 — Concerning the suitability questionnaire review: ]

The examiners recommends that the Company take additional steps to insure compliance
with its own 1nternal procedure and make sure that no policy be issued without a
manager’s signhature.

Recommendation 13.
Page 17— Concerning the suitability questionnaire design:
The examiner recommends that the questionnaire ask the agent to answer the four
questions that their training recommends. '
1. TIs there a need?
2. Does the policy meet the need?
3. Can the customer afford the policy?
4. If a replacement, are benefits gained better than benefits lost?
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APPENDIX A

TO: ALLAGENTS

RE GUL ATORY ALL BRANCH SALES MANAGERS

ALL ADMINISTRATORS
- STATE OF VERMONT-

CC: M. KELLOUGH, DVP # 1060
: R. BRADY, VP Agency
. R HARMAN, VP New Business Dev
S. PERRY, SVP Sales

FRCOM: G. GRESIK, MANAGER
AGENCY RELATIONS/FIELD PROCEDURES

DATE: August 21, 2002

SUBJECT: REPLACEMENT OF LIFE INSURANCE OR ANNUITIES - VERMONT
VERMONT ADOPTION FOR MODEL REGULATION EFFECTIVE 3/1/2002

Vermont has adopted the NAIC's Life Insurance and Annuities Replacement Model Regulations effective -

31/02.

The regulation is self-explanatory and a copy is attached. With the implementation of this regulation our
current replacement procedures and forms L-6831 (VT) are obsoclete. Any existing L-6831 (VT) forms
should be destroyed.

A careful reading of the attached regulation is mandatory but here are the highlights as far as all Agents
are concemed:

To accommodate specific language in the regulation regarding the “existence of life insurance’, a
supplemental form # LA -14959 (available on COINS) must be completed, signed and submitted with
every life/ annuity contract.

A. if the question, “Does the proposed Insured have any existing Life and/or Annuity covérage?" is
*no”, there are no further replacement responsibilities.

B. If the applicant answers “yes" to the question referenced in A above, the following items apply:

1. The Agent must present and read aloud to the applicant a nofice regarding
replacement. The notice, Form L-14697, is shown as the last page of this distribution. The notice
must be signed by both the applicant and the agent attesting that the notice has been read aloud
or that the applicant did not want the notice to be read aloud. A copy of the notice must be left
with the applicant.

2. The Agent must leave the original or copies of afl sales materials used during the solicitation. if

the solicitation material was electronically displayed, the printed form must be provided no later
than at policy delivery. .

4100 ' VE12 (VT) 8102
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3. The Agent must submit a copy of the replacement notice with the application to the insured as
well as a statement identifying any preprinted or electronically presented company approved

sales materials used and copies of any individualized sales materials (including any iliustrations).

The new Form L-14697 accompanies this memo. Please begin using this form immediately. Forms are
available using regular supply ordering procedures.

Please remove existing pages VI-1 {(VT) through VI-3 (VT) in the Special Rules and Regulations Section of
your Agent information and Procedures Manual. Insert the new pages VI-12(VT) through VI-36(VT)

AGENT INFORMATION AND PROCEDURES MANUAL
- -SPECIAL RULES AND REGULATIONS-
Please remove pages VI-1 (VT) through) VI-3(VT)
Insert new pages VI-12{VT) through VI-36(VT)

AZMT

4100 . VI3(VT) 8/02
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APPENDIX B

Bankers Life Annuity
Moré secure

Annuity can never lose value
(zero risk) ~

e
e

Probate Free

No Fees
A Tax Defel;red

Guarantee of 3%

"Can be prbtected- against -
‘Nursing ‘Homes by Annuitizing

Can be converted into a
lifetime monthly income
Guaranteed for 20 years

(IRA - Annuity)
When annuitant dies 5 years to
withdraw funds

Mutual Funds
Less Secure

Funds can lose value

Goes to Probate

Some fees imposed

" {Taxable:

No Guarantee

~_|Cannot be protected -against

‘dagainst :Nursing Homes

Cannot be converted

1 year to withdraw funds when

it's a IRA
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APPENDIX C

Letter 98-A006 : Bankers Eguity I

Dear:

How would you like to enjoy the financial gains of a rising stock market,
without having to face the losses of a falling market?

_Impossible? Not at all.

Bankers Life and Casualty Company now offers you an exciting annuity called
Bankers Equity I. Instead of earning only a fixed annual interest rate, the
performance of Bankers Equity I is tied to the 5&P 500 Composite Stock Price
Index. If the index goes up, so does the value of your annuity.

And what happens if the index goes down? Can you lose money? NO!
In fact, you'll still enjoy growth on your original single premium, even in the
event of a flat or declining market!

So you get the best of both worlds -~ the growth of an equity-type product, AND
the safety of an annuity.

Here's the best part. Since this is an annuity, all of its earnings are free of
current income taxs* until you decide to withdraw funds!

1'11 be calling you within the next few days to see how Bankers Equity I could
fit into your future. I believe it's well worth a few minutes of your time.

Of course, there is no obligation whatsoever. Just an important opportunity
that deserves a closer look.

If you would like to get more information right away, please call me at the
number above.

Sincerely,

Agent

*Jnder current tax laws.

"SeP 500" is a trademark of The McGraw-Hill Companies, Inc. and has been
licensed for use by Bankers Life and Casualty Company. The Bankers Equity I
annuity is not sponsored, endorsed, sold or promoted by Standard & Poor's and-
Standard & Poor's makes no representaticn regarding the advisability of

purchasing this product.

98-A006
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APPENDIX D

Il

9 PAYMENT ~Amount Submitted With Application $_{50,000 =

Anticipated Annual Payments  TstYear $_______ Renewal Years $

Special Billing Information Payment Frequency {Check One}

< FINGLE PAYMENT TNINE PATMENTS
Oppsp OPRD ANRUAL TEN PAYVENTS
MI-ANNUAL -
Case No. [GUARTEALY *Manths To Bs Excluded
ONTHLY " {Circle Exclusions)
CIFIMI AN ITITATS [ B[R [T]
E—

10 Is the annuity now applied for intended to, or likely to, replaca or change any ‘existing insurance or
annuities? [ Yes ﬂ No W yes, complete and attach the required raplacement form. - -

. e _

11 BENEFICIARY DESIGNATION 4
Name, Addresgand Relationship _ .

Pimery oAU <. Aeice

Caontingent

han one beneficiary is designated, payment shall be made to such

Unless otherwise provided, if more t
h beneficiaries that survive the insured, in equal shares.

beneficiaries in equal shares or 1o suc

This Puwu‘-,-liy .r,j-.” couse. Lo Horan 4o Fla AN irfo

12 SPECIAL REMARKS:

i #

it applicable, authorize my Employer to withhold the amount above. | authorize
| represent that the above information Is commect

13 | hereby apply for an annuity and,
Bankers Life and Casualty Company to accept premiums on my behalf.

to the best of my knowledge and belief.

Dated at City Byl w-’:-{-p 0 State__ "V~ Zip_Siyd )

this__ 2L Dayof __Bpr’l | w_o/

——— e — =

Signature of Annuitant X__ —

Signature of Owner (If Other Thar Annuitant) X

L

14  Tao the best of my knowledge and belief, the policy herein applied for Ois, or ﬁis not, intended to or likely to, replics

any existing insurance or annuities.

2137 J013 Y2l
(Signature of Agent) {Agent No.)  (BSO No.) {Date) /
~(Eignature of Agent) TAgentNo)  (BSO Nol (Date)
MAKE CHECKS PAYABLE ONLY TO BANKERS LIFE AND CASUALTY COMPANY

-
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i e ke S ———T i



APPENDIX E

PN




Single premiuin tax-deferred annuities are
becoming even miore popular because of:
3 Tre simpie historicel fact that annuity
interest rates normally excesd the
popular one vear D rates

g Tho hnencial safety record of life
insurance Companiag.

2 The atil tske soma of the
faxable interest angd defar taxatio
on the rest of the earmings.,

i3 The advaniage of being probaie free
if going to a named henghiciary othar

For many wise investors and relirees,

€ \e& cf tleposits issued 9y ban |\5
stiutions have been
mvest:neni becsuse they orovid
income Siream while maintaining the
principal. and have a measwe of
securily in FDIC msurance.

However, some of these wise
Westors are now fno"mg their funds
into taxdeferred annulies offered
by large. financially secure life
NSUIANCS SOMpanies.

Single premium annuities
accumulate income on a tax-deferrad
hasis whiie nroviding competitive
interest . safety of principal. and
account availability upon demand.

Annuity earnings accurnulations are

tax-deforred. Mongy withdrawn from the

anauity is currently taxed on a LIFD
{Last In-First Qut) basis. This means

inat the hirst moneay aken nut will bhe
e interest portion and is laxed at
ardinary income rates,

Fupther, while tax laws provide an
incentive to save for retirement by
allowing accumuiations to be
tax-deferred, they also impose a
10% tax penalty for withdrawals
prior to age 59 1,2 unless the )
noficyhoidar is deceased. disatied. or
receiving the withdravea)
nayvinentis as oa ol & substanty.
ogud! periodic Gisinbuiion over ine .f;'ves
of the cwasr and/or benebeiary,

than the estate at death
(rormally a 3 to 5% savings).

B The ability 1o converl assets [annuitize:
o an income siream that the annaiant
cannot outive.

ANNUITY vs CD HISTORY:
ANNUITY

YEAR C.0.* ANNUITY *=  ACVANTAGE
1996 5.39% 6.15% 0.76%
1995 5.92% 6.00% 0.08%
1994 4.63% 5.92% 1.25%
1893 3.47% 9.75% 2.58%
1992 3.68% 5.50% 2.82%
1991 5.83% 8.03% 2.20%
1990 B.15% 8.50% 0.35%
19289 9.09% 8.63% -3.46
1988 7.73% 8.50% 0.77%
1987 5,87% 8.13% 1.26%
1986 5.51% 2.00% 2.4%%
1985 8.09% 10.50% 2.46%
1984 : 10.39% 11.43% 1.04%
1983 8.67% 10.88% 1.81%
1982 12.27% 13.34% 1.07%
Compounded .

Rate of Return:  7.12% 8.48% 1.37%

7.12% in @ 15% tax bracket vields, after taxes, 3.00%
7.12% in & 28 tax bracket weldc after taxes, 5.12%

LS B i BUR dnneal yield,
Py sl‘.on(‘“ ; ureg! Board of Governyrs.
Federi Ruser

Bramiun Dets

i0 poriod. Sour

Canaeities, fm
Ul rate o

A rgSearenin i syiment Porformance O
Chase Global Datd

Resarve Sysiem.
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INCOME MANAGEMENT
ATTRIBUTES

CERTIFICATE
OF DEPOSIT

ficate ¢f Deposit and An

nuity Comparison

SINGLE PREMIUM
DEFERRED ANNUITY

Ability to cenvert assets into & YES
monthly income Bul arty Intsrest Sas

Ability ¢ redeem part bafore maturity NG
vithoul affecting interest

cn the batance left to mature

CRtn DR o e cart

witndrgwir 230k yoar wit

Ability te defer income Tax on NO

ait vy a portion of earnings

YES

af the tex-defer:
fdso, faf gvampie !

inierest riio 6n 5

o idv-geloisid
S0% aanany.
Sompase in the 23% ;a0 pragest would

kave (6 parn 7.
raig ip

Tax-deferred intorest is a great advantagoe.

43 3 @ tacabie migrest

VR aflar fhifes.

NO
Dopesior can anb
Now ey YN S 1o plan for

Ability 1o converi to a guarantecd.
lifetime income using principai
andnierest

YES
By anruiizing for

lfgtins inuo

1.

NG

Aszels in g infee=Vivoy or L

Ability {0 avoid expenses
and delays of Probate

‘

fving Trus!

at ide of death are ot sulject

0 Brobare adnpnistration.

Inierest comnpounded without NO

current income tax

inrprost rate of 6
D8% tav prachel)

anly @
Yies fower fate oo

ey on

TEarly withdrawal penaltics YES

for the Iile of the insirument

excopl durng renewals of ine G0,

NG

Up to 0k ol e ¢

arthdrawy 2ach yea:

Withdraveals of more ihan 10% annually bre

subfect (o decreasing vathdrawal penallivs
during the first eight palicy years.

Current interes| Rate
being Credited : %

W




Benefits Sox Policy Form LAQSP
] Guaronised Projacten
Cash Values* Cash Cash Values
At End of
i Year

-

3 Years

5 Years o I
10 Years
20 Years

At Age __

Retirement Yalues

The values could provide a lifetime monthly msome
{10 years certain} at age i

Death Benefils
1 The death benefit before retirement is the cash value of the anauity.

1 The death benefit after retiremeant income payments have started degends upon
which income option was selected.

You may apply for this annuity for a premium of e e

Tie Guoranicoe Cash Valve 15 based apan a goaraniced inferest rale of 4%, Th arantaed Mooihly

Tne sbove oon
deckicen frctn ime 1o time,

sre $ased ypan 1Nt ¢

fe The Projuctag Cash Vatae and Projected Mo:
i n g guarantesd,

rafe o} Ya, and a current incen

o5 for fulure yoars.,

1.0% of your cash value can be withdrawn each year without incurring & withdrawal charge. Any further
Cash Value withdrawn is subject to 2 withdrawal charge if withdrawn in the first eight policy years, First
vear 8%, reducing by 1% each year. No withdrawal charge afer the Bh policy yeer.

NOTE: As of daie of printing, the Internal Revenue Code imposes 2 10% penalty tax on withdrawats

or surrender prior 10 age 59 12,

Nerther Bankess Life and Casuatty Company

aor ariy ol its agents or representaiives
are authonrzed to give legal, (ax or
accounting advice.

The infcrmation contained in this brochure
summarizes the provisions of the annuity palicy
and our understanding of ihe current tax laws
that relate to this annuity policy.

Please refer 10 the policy for the actual
governing conuaetual provisions.

We suggest you consull your atiorney.
accouniani or tax adviser on specific poinis of
interast ta you.

Single Premmum Culerred

1
¥
5

g

L0573 79787} P

oy Foint LA
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For most paeple. the retirement incoms fram
Social Secwrity alone will not be sufficient o
provide & comforiable retirement, one which
atlows them to maintair an independent lifestyle.

Even if their income is augmented by a company
pension bengfit, a comfortable retirement may not
be possible.

An Innovative way to greserve your present
savings and accumulate additional funds for
improved retirement security is through an annuity.

An annuity is a method of combining principal
and interest to provide a guaranteed reguiar income
and has several advantages over other conventional

retirement strategies.

What's Special About Annuities?

A retirement income which cannot be outlived.
No other tinancial instrument (other than Life
Insurance) can make the guarantze of a regular
income... an income for life. depending on the
plan selecied,

Anndity income is safe income. it arrives every
maonth for the same amount. for as long as the
annuitant lives.

B Peace of mind {rom knowing the income won't
fluciuate. Annuity inceme is safe income, it arrives
gvery month for the same amount. for as long as
the annuitant lives.
@ A Larger Income, often larger than income
crovided by other financial instruments, because
it's based on a method of using both principal and
interest... withoul the risk of outliving the money.
& Freedom from money management worries.
There 1s never any worry about the principal being
exhausied because the income is guaranteed for iife.
Substantial reserves are maintained to fulfilt
these guaraniees and the investments behind these
reserves are managed by experis. who in turn are
guided by vigid standards set farth by
governimental avihorities.

2 Tax Advantages can augment growth of funds.
During the accumuwlation period, interest earnings
arg lax deferred, accelerating the growth of funds
hecause of the special tas advariages which
annuitizs enjoy under current Federal Tax laws.

2 The monthly income gets a tax break, too.
At retirement, under present Federat Tax Laws, a
percentage of each monthly payment, from a Nen-
Qualified annuity, is considered a return of principal
and is not 1axakle incoma.

And, historical trends indicate that your taxation
rates could be at a lower rate in later years.

@ The Advantage of Avoiding Probate. If the
annuitant dies before income beging, the
proceeds may be payable to a propedy designated
beneficiary. thus avoiding the probate process.

B The Satisfaction in knowing that an annuity
may &iso be used to provide a lifetime income to a
needy dependent.

H Your Choice of Single Premium

or Flexible Premium Annuities
If funds have already been accumulated, a Single
Premium Annuity can be used to assure that you
can enjoy the funds without fear of outliving the
income,

If an ongoing schedule of deposits are contermn
plated. ask your agent about Fexibie Fremium
Annuities. ]

With either lype of annuity, if income is not
needed immediately, the accumulated funds can
continue to grow until they are needed.

Growlh is accelerated because of the special
tax advantages applying to annuities under curren;
Federal Tax Laws.
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Single Premium
immediate &nnuities

At retirement time. or ab any other ime. you
can select a setilemient option based on how
vOu want your income payments siructure.

& Single Life

Provides income based on one life. Income
nermally beging cne month from issue. You
have the choice of two payment options.
Straight Life
Fixed income payments are made
tiroughout the annuitant’s lifetime,
This option provides the argest
possible income. '
It i5 most often used when therg are no
dependents t¢ consider.

10 or 20 Year Certain and Life Thereafter
Fixed income payments are guaranteed for
a 10 or 20 year certain-period to either the
annuitant or the beneficiary.
I¥ the annuiiant is alive at the end of the
certain-period. payments are guaranieed as
iong as the annuitan fives,

B Joint and Survivor

Provides an income based on two lives,
usually hushand and wifa. Income usually
begins one month from issue.

You have the choice of three payment
oplicns. ’
Straight Life

Fixed income paymenis are made for as
lang as either of the two annuitants five.
Regardless of who dies first. the same
income continues during the lifetirne of the
survivar,
Joint and Two-Thirds to Surviver

Fixed income paymenis are made for as
iong as either of the two annuitanis live.
-With the death of one of the
annuitants. the amount of inceme
2ayments weuld be reduced by onethird.

The survivor would continue to receive
wo-thirds of the regular incoeme for lite.

Types of
Deferred Annuities

There are two ypes of deferred annuilies.

Single Premium’

Teax deferred interest is added until the dale
income begins.

3 Flexible Premium

Premiums are generally paid up to the daie
income begins. Tex deferred interest is added
untid ihe date income begins.

Deferred Annuity Payment Options
At retirement time, or at any other time. you
can select a settlement option based on how
you want your income paymenis struciured.
Period Certain
Fixed monthly income payments are made
for 2 period nol to exceed 25 years,
Amount Certain '
Fixed monthly income payments are made
for an agreed upon amount. until proceeds
and interests are used up.
Life Income with
Guaranteed Period or Guaranteed Retumn
of the Amount Placed Under the Settlement Option
Fixzd monthly income pavments are made
throughout the life of the annuitant and
continue 1o the beneficiary for the balance
of 10 year certain period; or income
payments made throughout e life of the
annuitant and continue 1o a baneficiary
uniil total pavments equal amount paid
for the annuity.
Based on Two Lives
Fixe¢ monthly income payments are made
throughoi the lifetime of lwo persons,
The surviving Derson receives:
1. Same manthly payment, or
2. 273 of monthly payment. or
3. 1/2 of monthly payment.

@ Withdrawals

Partial withdrawals can be made during |
the deferred period. The rules for handling
withdrawals depends on the policy selected.

Most plans allow 10% of the cash value to
be withdrawn each year williout charge.

When withdrawal charges do apphy. ususily,
the plan racuces them over a period of several
years (8 to 12}, until no further withdrawal
charges are applicable.




interested in How Large
An Annuity’s Tax-Deferred Advantage Can Be?

SHa3 e

. $107,297 in a Tax-Deferred Annuity

SR WK

5 BE $ 71,966 in a Taxable Account
L Advantage, annuity
$ 35,331
& 2300

1w
|
2

3 vears 10 o 15 e ERINITN

If &n individual irr 2 28% tax bracket, has an initial purchase of $25,000. what would be the
comparative growth in a tax-deferred annuity as opposed to a taxable ?ccount‘7 gach account
is projected to be earning 6% compounded annually, both accumulating for 25 years.

Graphing the growth of each type of account cledrt,r iltlustrates that $25,000 grows a 101
faster when you don't have to pay taxes on your interes! each vear,

And that's exactly how a deferred annuity works. [t lets you accumulate more money
{in this case $35,331 more) than in a taxable accouni, because you pay no taxes on your
interest until you take it out.

So. before you buy another CD, or any other taxable investment, take the time 1o lear
about the benefits of a tax-deferred annuity. After all, the few minutes it will {ake could he
worth $35,.331

At The interest rawes shown above are for Bustrativn purposes only. Actual vields may vary from tme o thme. Surrender
chirgen miy apply on oarly withdravnis,

222 Merchandise Mar; Plaza

Calcage, Nunheis 60A54°2001

ol s apeants or representatives sz guthonzed Lo pive fogal, 101 or arcounting arhace.
The information comaingd in (s brochure ners! infennation on ancuties and our understarkling of 1h2 curent tax Ews
Wl relite o annuities. Pleese refer 10 speciiic policios o0 the aolual puverning contractual provisions,
Ve sughtost vou corsull vour ailorney. acceuntant or tax adviser on speaific peints of interest 10 yeud.

Mopthar Bankors Lile snd Cascally Comgany nor &ty

12580 110,95}




APPENDIX G

Bankers Equity | Comparison Based
on Historical S&P 500 thdeXx Credits

HyrorHETICAL CAsH VALUE ACCUMULATION
Lysize e My 3, 1986 :
Single Presiwm 510000

$21,000

518,000

315,000

$12,000

59,000

36,000

$3,000

l I. o I

$o

baden Dute S/V/RE 430787, 4/29/R8 4/28/89.4/30/90 4/30F91 4/30/92 A/30/IT 4 29/94 428795 4/30/56 4730737 4/30/93
Ay draige LA D 9a1% 3.70%7 7.22%  Dulan A8 S.57TH Az 4.31%  A4.53% . 16.01% | 10.28% { 2GA2N

tagdey Virlue ann

e itimation et 710000 1 10,752 © 10,752 11,373 12,208 12,576 13.137 D 33,481 13956 ¢ 14,461 16,313 ;17,656 | 20,596
e | i N ¢ . i

Mtiaingeens: Ditpvanteest
Catsh nlae

S This podicy deses ot lose gy caslt valiee during a ne
- Index Value ey

ax due to e policy’s gleargniees,

diterage growils e

9.000  9.270 . 9.548 0,834 (10,129 10,433 10.7a6 11.068 11,400 11,742 | 12,095 ; 12,458 | 12,811

: I MGCV ® o Ul puarticipration rate is set by the campany o aach policy

aitsrersary and i gremanteed fur the foliowing policy year

Policy Values
Cash Value

. Exeals the greater of the Index Vatuee or the Mininuon
Crgraaieed Cash Vilue
Cash Surrender Valoe
Equeals ilre greater of the Lindex Value, less any withdraswal
Charges, or the Minmum Grarantecd Cash Viiae

iplease see fallounny page for inportan infurmaiion)




iNIURANCE
maRasrELACY

1TAnNDARD
ALADCiRZIDK

IMPORTANT INFORMATION

The vatues shown on the previeus page are based on hysotheneal
assumptions aod are e predictive of future vahues, The values
assume that there are ne surrendery, pactial withdeawals, or
amngitizations. The hypothetical participation rate may  be
different fram the rate that would have been applicable if this
indexed annwity had been available during the period iflustrated,
S&F 300 dividends are not nsed.

This indexed amiity s a tax-deferred single premsiem anouiry
policy and, under cyrrenr tax aw, any incrense in the value of the
contract will not be mxable untl such tme as vou withdraw
funds from i Any taxable withdrawal prior to age 39 % s sabject
toran IRS 1O penalty rax under federal law, In addition, certain
states charge a premium fax which may be deducred at issue or
annuitization. Consuft your legal and tax advisors for the
applicagion of this information o your individual circumstances.

Past performance of the S&P 308 is no guarantee of s future
performance or of future values of this indexed annnity. Furare
performance may be grearer or fess than the examples shown. An
indexed annuity s ot a substitwe for an S&P 500% indexed
snutua] fund or any other equity investmuent.

“Srandard & Poors®r ) sggp®e egxep Si.)O@”, “Standard &
Poors 3007 and =3007 2re rrademarks of The MeGraw-Hill
Companies, Ine. and have been licensed for use by Bankers Life
and Casualty Company. The Bankers Egoity 1 annuiry s not
spoensared, endorsed, sobd ua'hprf,-nm[:v.‘l.l by Seandard & Poor’s,
amd Standard & Poor’s makes no eepresentation regarding the
advizability of purchasing this producr.

THIS IS A HYPOTHETICAL CASH VALUE COMPARISON,
NOT A CONTRACT,
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APPENDIX H

EDS ASSESSMENT
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FINANCIAL REALITIES

Affecting Your Life and Retirement

& Medical Expenses
- Hospital » Doctor
' Medicare » Critical lilness

o
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Nann . o Dare oF Bt

ATHRINENS N .
T . 7 i -
hetdeen Wt (R i AR

MEDICAL EXPENSES

Lo My peophs e comcerned shant ther ealif and fhe high cost of beafth care. What are you ds woproest vuenewit?

What 1¥pe of health insurance do you have now?

Company _ Plan Premium

220 S0 ehat [enit get 1o kaow yon adittle berrer, el me about your health dn the Last three vears,
-
3 -
4, What are vour concerns abeut the gaps in Medicare? e e e e+ e
3. 1 vou coudd <hange anviling abont vour presest heabth coverage, what would icher
3 : v L : f £ e e e

ot Dy cunshloen:

sre Supnivs

LONG-TERM CARE

What type of insurance do vou have o cover Long-Torm Care?

.
= Resfomsy $005ps parbic

Benelies Benefit Peried

Benefite Start Cost of Living Increase __

Company P'remium

Term Care, vither ar home o in s nursing facili
;

6, Do voy know anvone who has needed L

o adid 11 aliver them?

T Noer peopie have 3 cnacerns eogarding E1

what your Jonceens aee,
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S0 Ak peopit g o shour Bsecorsme an anononal or Enancad burden on thar childeen, How do v jog!?

sl rhar e o .

FINAL EXPENSES/SURVIVORS’ INCOME

Loy youw oven any e insorasee?

Face Amount M . £ _— ; .
Peacficiary Mro L M L e meem—
Company Moo e Mesc . S
Mremium Me o - | S - e e el

9o Wiat ave vang plans for vour fife bsarwee? Why dovon base ity

Loy vou have o willforuses Whoen was it as1 revicwael?

e

P Nany penple wondor if cheir

ach will crismee an estase cax prablem fordheie heirs, Is that o concern of vours?

e

tal bank account, rrust or nvestmens fond that was set up for a speciiic purpose such as pro

ar inceme for vour spense, grandchildren’s edocanon or Jeaving money o charis

o vou had ooway 1o groww the momey i thar aecount with guaranress, bow woukd thag wake vou seel?

RETIREMENT INCOME/SAVINGS

L3 Mane peaple are converied that Social Security does not provide ao adequare retirement income. Flow do von

fect whour So

14, Winen gou retired dredred, did iwill} rou qoalify for 383 dmonebly amouwny, e
A company pension? imenchiv amounty e Monthly expenditures? - o L
P30 A souable ro save some money or do vou need all of vour income 1o live on?
Share with me haw your saviags are invesred:
. o .
Saviags Aceounr Annutsics Cihys
Real Estate —— Sweks _ . RAS
Mutual Funds R ) Boods . MK _
Life tnsurance Cash Vajue __ . Muoney Markets Other
1. Why disl vou choose those st invesrmuents® L R
170 Are vou saisfied with the return on vour divestnenss .

gt l\\l{".llk'li!li%!i]ig; [EEH

Arcvouwsnll paving ineeine i N B _—
120 thes poani o s BfC BT more impormant to Hod ways o ieredse vous eome or lower veue piags?
200 What are s owr greanst soncerss cogarding voure sivings and retirement mgonn

P

ey o vou consalt whes making o neial decision?
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Neighbor Referral List

Do vou koo any of the peaple oo Lns isi? e e e e et e« — e e e .
What ran vou tell me about them? (Record informanon on form 1 28G3 or Project {35 Activity danager)

Vouid you mind if | mention your fame as o referince when { agproach them? | .

Additienal Information And Follow-Up Notes

The snformation |have provided G rhis Faer Finoer provides an accerare picrare of my current sitsation

by the agent are based on these responses, 1also aolnowledy

rarement {1620

nnderstiund that any recommendanons

been provided a copy of Bankers Life and Casualiy Company'’s priviicy
L It k pany s g }

5T Signnture

¢ condinie

| have par

wipated 10 a preseotain
;

recommended that T purchase the following insiance producs.

satient of s eorance needs, Thave decided nor o appl for e

sdecing the prosensaiios and carcful -

rance prodogts recommended o me B e~ Dby o Loasaaier Comipany ar this fme,

Sigaaine

[T TR O B . At Nten e el




APPENDIX I

Bankers Life and Casualty Company
Suitability Questionnaire

Agent Name: i Form #:

Client’s Name:

Address:

Phone #:

Date of appiicalion:

Questions to Applicant:
Is this a replacement? Yes No

Replaced Company

Are there any surrender charges or penalties associated with this transaction?

Yes No Amount: $

X ' Date
Applicant’s Signature

Questions to Agent:
Why is the issuance of the proposed insurance in the best interest of the client?

X : Agent #
Agent's Signature
Concurrence by Field Manager:
X : Date
Field Manager’s Signature
14818 _
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