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Why Do We Need Life Insurance

Awareness Month?
By Cindy Gentry, CLU, ChFC, LUTCF

The percentage of
LIFE INSURANCE families with
AWARENESS MONTH dependent children

that admit they'll have
immediate trouble with everyday living expense®4dgercent.
Another 26 percent say that if a primary wage aadies they'll
only be able to cover expenses for a few months.

Insured husbands in the U.S. carry enough liferarsze to
replace their income for only 4.2 years, and wifegonly 4.9
years. To meet the expert recommendation of haemrogigh
life insurance to replace income for a term of Z@oyears, the
typical married couple would need to double itsent
coverage.

The percentage of married parents that believe toeient life
insurance protection is inadequate is 56 percent.

The above LIMRA statistics tell us that our indysieeds to do
a better job of educating and motivating consurt@raake
appropriate financial decisions to protect theuweld ones, and
this is what the LIFE Foundation is all about. Timgurance
companies and agents need to use the resourdas of t
independent non-profit organization to educateeamburage
all consumers to make the decision to protect tbged ones.
The LIFE Foundation was built for just this, tohgbu as a life
insurance agent with tools and ideas to preseyuuo clients,
motivating them to protect their loved ones the wWasy should.

Life Insurance Awareness month is a perfect timeyém to
start talking with your client about reviewing théfe insurance
plans to make sure they have the right kind arit agnount of
insurance to meet their needs for the future traetplanned.
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For 2010, LIFE has decided to build upon a theme
that generated a lot of enthusiasm when it was firs
introduced during LIAM 2009. The Wonders of

Life is a simple concept. We live for life’'s

wondrous moments. From simples pleasures like
enjoying quality time with loved ones to major
milestones such as seeing a child reach graduation
day, these are the moments we cherish most. Life
insurance is all about ensuring that the life yeu'v
worked so hard to achieve for your loved ones

won’t come to a halt if something were to happen to

you. Unfortunately, tens of millions of Americans
lack adequate life insurance protection. If theyave
to die prematurely, life would quickly become a
struggle for their loved ones, leaving little tirme
savor life’s wondrous moments. Read more about
the Wonders of Life theme by visiting the Wonders
microsite atwww.wondersoflife.org

So, we come back to “Why do We Need Life
Insurance Awareness Month?”. Bottom line, your
client’s income today is what helps put food on the
table and keeps a roof over their heads. But what i
they died tomorrow? Life insurance will guarantee
your clients family finances remain stable and
provide that their loved ones will be financially
secure. You can do that for them with life

insurance and Life Insurance Awareness Month is a

great time to talk to more people about life
insurance. You can get some great free tools to
help by visiting Lifehappens.org.

Doubling You Life Sales Can Be as
Simple as “Taking Two”

There is a large gap between the number of men and
women who are insured by Prudential. The
numbers are staggering — 82% male vs. 17%
female.

One way to close the gap isTAKE TWO -
applications that is!

If only one spouse is insured, then your client’s
family may only be half protected. Consider allttha
a non-working spouse does on a daily basis:

Managing the household

Caring for children and/or a parent
Maintaining the home

Handling repairs

And so much more

So, when you are visiting with a male client, beesu
to bring along another application for his wife dan
visa versa, of course). If she is a stay-at-home
spouse, she will most likely qualify for the same
amount of coverage as her husband.

Your Clients Can Buy a Higher Face
Amount Life Policy Using their Small
Cash Value Policy

Statistics tell us that many of your prospects are
underinsured and the big reason why is
affordability.

With the innovation of term life insurance being
built on a universal life chassis, you have the
opportunity to provide them more coverage at the
same or less cost.

Think about the young parents who each received a
whole life policy from their parents when they were
children. It may have been fine then but now with
the responsibility of raising and educating chiidre
providing a home, clothing and food, death of githe
parent and loss of their income would seriously
impact those left behind.

Using the cash value of the old policy to purchase
term UL policy via 1035 exchange may be just the
right strategy for your clients.

Lets take a look at an example. Rick, age 35 and
Veronica, age 34 are parents of two small children.
Both are in excellent health and don’t use tobacco
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products. They are interested in 30 years of
coverage taking them through childrearing and
college years.

They each have old whole life policies for $50,000.
Rick’s has $17,562 of cash value and Veronica’s

has $13,900. By taking advantage of a 1035
exchange into a new 30 year term UL policy, Rick

is able to purchase $981,641 of life coverage, evhil
Veronica can purchase $962,970 with no additional
premium required. If their life insurance needs go
beyond the 30 years they can extend the coverage at
an increased premium.

This is a great way to increase coverage and the
IRR on your client’s old whole life or universaidi
policies. It may also work well for your client’s
underperforming universal life policy.

Take a look at how this might work for your next
client by giving myself or Gail Yantis a call today
You may be very pleased with the results.

You can become the Ultimate
Insurance Sales Machine

How to Double Your Sales in 12 Months

All producers and advisors dream

of having their lead generating, marketing and
sales operate like a predictable, well-oiled
machine, one that delivers consistent and
predictable results over and over. In an
interview with author, Chet Holmes, he
discusses how you can create your own
“Ultimate Sales Machine” and the four major
strategies that any insurance producer can app
immediately to their business to achieve
astonishing results.
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ROP Premiums Coming Down!

Carriers are beginning to decrease Return of
Premium term pricing, again making it a smart
product for your clients.

In many cases, you may avoid bringing up the
topic of ROP term insurance because of the cost.
But by asking the question, “How would you like
to pay less for term insurance by paying more?”
there is only one way to answer that question:
"HUH? That makes no sense at all. How can |
pay less for something by paying mor&au

now have permission to explain Return of
Premium term. Explain that by paying more
every year, the client buys the GUARANTEED
right to get all of their money returned
(excluding substandard and rider charges)
income tax free under the current tax
code/scheme at the end of the level period. So
their net cost over the period is ZERO(not
counting the time value of money, which at
today’s rates isn't much)! You can choose to pay
less each year, but at the end you get nothing
back. Or you can pay more every year and get it
all back at the end for a zero net cost. It's your
choice.

This takes less than two minutes of additional
time on a sale. But if you do it on every term sale
you will sell a lot more ROP Term. You can't
help it. Given the choice, people will pay more to
pay lessespecially when it's GUARANTEED.

Start asking the question for ROP today. Not
offering ROP to all clients is leaving money on
the table. BBA Life Brokerage Agency is
happy to help. Give us a call today.

For your copy of Chet Holmes article “The
Ultimate Insurance Sales Machine” simple giv
Cindy Gentry or any member

of our team a call at

800.747.4445 or email
moremoney@bbalife.com

and we will send you an

E copy of the article right away!
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What we do at
BBA Life Brokerage Agency

We service, support, educate and
motivate insurance professionals to
meet their client needs.
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