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Life Insurance Basics Social Media
Posts & Shareable Graphics

Use any of the text below with any of the images on the following pages.

Posts that Work for Facebook, Twitter, and LinkedIn Jm

You can only get life insurance BEFORE you need it. Make today the day! | can help.
It’s a great time to get covered with life insurance! | can help - contact me for a free quote.

40% of people *haven’t* bought life insurance because they don’t know how much they need or
what kind to buy. | can help - contact me for a free quote.

If you have loved ones, you need life insurance. Contact me for a free quote.

People without life insurance overestimate the cost by 3X! Don’t go without because you think it
costs too much. It probably doesn’t - and | can help you find out.

Life insurance is there to support the ones you love if something happens to you...but only HALF of
millennials own life insurance! Don’t be part of that statistic.

Shorter Posts that Work for Twitter and Instagram ol
If people depend on you financially, you NEED #lifeinsurance. #lifeinsurance
Need help figuring out how to buy #lifeinsurance? It’s my job to help you!

1/3 of people haven’t bought #lifeinsurance b/c they haven’t gotten around to it. No time like
the present!

40% haven’t bought #lifeinsurance b/c they don’t know how much to get - let me help!

1 in 3 wish their spouse/partner had life insurance...or more coverage. Got #lifeinsurance?
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Square Images: 1080 x 1080 pixels (Instagram ready!)

Click any image to view in a browser, then right-click and save to your computer.
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50 MILLION HOUSEHOLDS 1IN 5 PEOPLE WITH
NEED MORE LIFE INSURANCE. LIFE INSURANCE KNOW THEY
WHAT ABOUT YOURS? DON'T HAVE ENOUGH.
LIMRA FACTS ABOUT LIFE  #LIAM19 LIMRA FACTS ABOUT LIFE  #LIAM19
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DID YOU KNOW

you can get
life insurance
without a medical exam?
It’s easy! | can help.

You do it
for them.
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"Hmm...do | still
e have life insurance

through work?"
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LET'S TALK.
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{EED COVERAGE? | CAM HELR

50 MILLION HOUSEHOLDS MEED MORE
LIFE INSURANCE. HOW ABOUT YOURS?
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THIS GUY IS SUPER
EXCITED ABOUT
LIFE INSURANCE.

GUESS WHAT?
50 AM I
LET'S GET YOU COVERED.

' BEFORE you need it.
Make today the day. |
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DAILY SOCIAL MEDIA SAMPLE CAMPAIGN

Notes: Check with your compliance department before sending any message. All statistics used come from the 2016 or 2017
Barometer Study by Life Happens and LIMRA, unless otherwise indicated.

Almost & in 10 Amoricans ogree

Won the lottery, have a pension rarbvsind el .
and are confidgr’n i ouFr)SociaI ’ R Won the lottery, have a pension, and are
Day 1 Security? ..me neichr FNCRREILY confident in your Social Security? ...me
T R s neither. http://bit.ly/205TCES
8 in 10 Americans say family is ' }
most important to them, but only 80% Think life insurance doesn’t matter — think
Day 2 half (55%) have #life insurance to . 3":"_10‘ Am,.o.r.iffhrfs your family agrees? #LIAM18
protect them. }'” bt oty bl 337%) have https://bit.ly/2LUHPby
https://bit.ly/2L UHPby DR e
LIFE INSURANCE
Day 3 Life insurance is an unsung hero A hero whether you are with them or
http://bit.ly/20E8hZ2 not. #LIAM18 http://bit.ly/20E8hZ2
%h th ht life i 407 haven't bought | b.! insurance
ﬁwoofe zztietnbtecgjsge thlee’:‘r:ﬂrrwas::: 3; T ok S 40% haven’t bought life insurance or more of
Y 71707% it because they’re unsure of how much or
what type to buy. https://goo.gl/2afdz9

https://goo.gl/2afdz9

Day 4 how much or what type to buy. Llll

You're never fo young for life Iniurance

You’re already a few seconds older than when
you started reading this. Take advantage of
your youth before it’s too late... #LIAM18
http://bit.ly/2n1INMO

You’re never too young for life
Day 5 insurance #LIAM18
http://bit.ly/2n1INMO

Never forget - life insurance is for the living.
September is Life Insurance Awareness

Life Insurance is for the people that live month. #LIAM2018

BEY (5 #LIAM2018 http://bit.ly/2n40nM3 hitp://bitly/2n40nM3
More people protect their “things” with . . “ 7 .
insurasce pthapn protect their Iovged ones AL VeI S [ S i
Day 7 with life ir;surance Life Insurance Awareness month. #LIAM2018
http://bit Iv/2LOh.csW http://bit.ly/2L OhcsW
Half of people put expenses such as Half st saapls Do you pay your cable or cell phone bill like
cable and cell phone ahead of buying 0 k] your life depends on it? September is Life
ohead of bu
Day 8 s . Insurance Awareness month. #LIAM2018

life insurance. http://bit.ly/207KL5J

http://bit.ly/207KL5J
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Day 9

Day 10

Day 11

Day 12

Day 13

Day 14

Day 15

54% of Americans would have trouble
paying living expenses immediately or
within several months if the primary
wage-earner died. http://bit.ly/2n60Y]q

4in 10 Americans wished their spouse
or partners had more life insurance.
http://bit.ly/2n5mWijv

8 in 10 American overestimate the true
cost of life insurance.
http://bit.ly/2LWOtTL

Taking the time to mourn is natural;
anguishing over bills is not.
http://bit.ly/2n60Yijq

Almost 9 in 10 Americans agree that
most people need life insurance, yet
just 60% say they have it.
http://bit.ly/205TCES

Odd are your partner may wish you had
more life insurance. #LIAM2018
http://bit.ly/2n5mWijv

You can’t rely on jukebox heroes- have
a plan. #LIAM http://bit.ly/20E8hZ2
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September is Life Insurance
Awareness month. #LIAM2018
http://bit.ly/2n60Yjq

Don’t make them miss you anymore
than they already will. September is
Life Insurance Awareness month.
#LIAM2018

http://bit.ly/2n5mWijv

Most people overestimate the cost of
life insurance by a lot! September is
Life Insurance Awareness month.
#LIAM2018

http://bit.ly/2LWOtTL

Taking time to mourn is natural;
anguishing over bills is not. September
is Life Insurance Awareness month.
#LIAM2018

http://bit.ly/2n60Y]q

Won the lottery, have a pension, and
are confident in your Social Security?
...me neither. September is Life
Insurance Awareness month.
#LIAM2018

http://bit.ly/205TCES

Odds are your partner may wish you
had more life insurance. Have a talk
and then come discuss options with
me. September is Life Insurance
Awareness month. #LIAM2018
http://bit.ly/2n5mWjv

You can’t rely on jukebox heroes —
have a plan. September is Life
Insurance Awareness month.
#LIAM2018
http://bit.ly/20E8hZ2

Policies issued by: American General Life Insurance Company (AGL), Issuing company AGL is responsible for financial obligations of insurance products
and is a member of American International Group, Inc. (AlG). AGL does not solicit business in the state of New York. Products may not be available in
all states and product features may vary by state. Guarantees are backed by the claims-paying ability of the issuing insurance company.

© 2018 AIG. All rights reserved.
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If you're over 50 and don't have as many financial
obligations as you used to, you may not think life
insurance is necessary. But if your spouse dies, a
life insurance payment can be a source of near-
immediate cash to help you take care of expenses
such as funeral costs, flying in family, and final
bills.

Read this story from Jennie who explains in her
own words how cash from her husband'’s life
insurance policy helped make a difficult time a
bit easier.

Your Action Plan:

o Talk with your spouse about the family
finances—today.

e Consider both your short- and long-
term expenses.

e Don't assume that your need for life
insurance ever ends.

e Contact your financial professional
to discuss your options, which may
include PruLife® Universal Protector.

HOW LIFE INSURANCE
HELPED ME GET ON
WITH LIVING

MY HUSBAND DIED 15 MONTHS AGO, AFTER
A YEAR OF BATTLING AGGRESSIVE CANCER
AND TWO DIFFICULT MONTHS IN HOSPICE
CARE AT HOME.

Jim was a CPA and, although I've spent the last 20 years
writing about financial topics and thought | understood
them, he was the financial manager in our family. When he
died, | was gobsmacked by the complexity of unraveling our
financial life.

At his death, | was immediately locked out of our credit

card accounts, investment accounts, and even his checking
account, from which | had been paying bills because | had
power of attorney. Months later, | would inherit all of this, but
immediately—like many widows—I was in a terrible cash
crunch.

CASH FOR THE IMMEDIATE NEED

Fortunately, Jim left me with a substantial life insurance
policy. Just as | was starting to panic over the demands for
large amounts of cash to pay for things like a funeral, flights
to the services for our children, bills from my attorney, and
the bills | had ignored in Jim’s final days when he needed me
nearly 24/7, the insurance check arrived.

| deposited it in checking and savings accounts in my name
and | could pay the bills. What a relief!

CASH FOR SPECIAL FAMILY NEEDS

| also was able to help my two stepchildren, who relied on
their father for help with living expenses. They expected some
money from their father’s estate, but it turned out to be nearly
nine months before they received it. In the meantime, | used
some of the life insurance money to keep them afloat.

And | committed part of the money to assist my late
husband’s mentally handicapped sister. She receives
government aid that would be threatened by a direct legacy,
and I had promised Jim that | would continue to give her
money when her limited Social Security, Medicare, and
Medicaid were insufficient. Thanks to life insurance, that

assistance was uninterrupted.

@ Prudential

>
Bring Your Challenges’
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WHO REALLY NEEDS LIFE INSURANCE LATER IN LIFE?
By the time we were in our 50s, | thought we probably didn't need much, if any,
life insurance.

When | was younger—and had young children and sizable debts, including a
large mortgage—the reasons to buy life insurance were crystal clear to me.

But after our children were grown, we experienced some financial success and
could afford to build a dream house on the lake and buy a boat to go with it.
Life insurance didn’t seem important to me then because | wasn’t worried about
paying off a mortgage or a loan on those assets.

When Jim bought this life insurance policy, | was very skeptical. It seemed like
a lot of money to spend on something that | thought we wouldn’t need anytime

What You Can Learn soon. At b0, life seemed to stretch on forever.
from My Experience But Jim, always the foresighted, money-smart man, persuaded me that if
Wt [ e e something happened to either one of us, we would still appreciate having cash

from a life insurance policy to cover not only immediate demands for cash, but
also ongoing obligations. Life insurance, he said, would give me security and
peace of mind. He also argued that a life insurance policy was a good investment
for people like us who were already maxing out our tax-advantaged retirement
savings plans.

before it happened to
me, was the financial
demands that come with
the death of a spouse.

Fifteen years later, | blessed him for his wisdom.

HAVE THE CONVERSATION

Hindsight is 20/20. If | had it all to do over, | would have talked more with Jim
about life, death, and money. | might have insisted on my having a larger role
in managing our finances. If you haven't raised these issues with your spouse,
there’s no better time to do so than right now.

Both of you need to understand enough about your financial situation to
know what to do in the event of the other’s death, or even physical or mental
incapacitation. Once a health crisis occurs, it's often too late to be figuring out
what needs to be done.

| also might have considered spending even more on life insurance because it
could have been a smart way to leave a bigger legacy to our grown children. While
the need for life insurance is pretty obvious when you have young children, it also
can be valuable later in your children’s lives when they still have financial needs to
be met, and perhaps families of their own.




REALIZE WHAT LIFE INSURANCE CAN DO FOR THOSE YOU LOVE
With an adequate amount of life insurance in place, you also can help meet the
future needs of those you love—whether those needs include funding college
educations, maintaining or completing mortgage payments, or providing for the
wedding your child’s always imagined.

Here's the bottom line for me: | don’t want my death to be a burden on the people
| love. | want to ensure that my children and granddaughter look back and say
Mom and Grandmom did everything she could to make their lives better. And, for
me, life insurance helps make that possible.

2

What You Can Do Next

Contact your financial advisor to start the conversation about how
life insurance can help protect your loved ones. Be sure to ask
your advisor if PruLife Universal Protector may be right for you. UL
Protector is economically priced coverage that features a lifetime
guarantee as long as you pay sufficient premiums.

PruLife Universal Protector is issued by Pruco Life Insurance Company in all states except New York, where it is issued by Pruco Life
Insurance Company of New Jersey; both are Prudential Financial companies located in Newark, NJ. Each is solely responsible for its own
financial condition and contractual obligations. The contract number is ULNLGA-2016 or ICC16 ULNLGA-2016.

Our policies contain exclusions, limitations, reductions in benefits, and terms for keeping them in force. A financial professional can
provide you with costs and complete details.

Guarantees are based on the claims-paying ability of the issuing insurance company.
Prudential, the Prudential logo, and the Rock symbol are service marks of Prudential Financial, Inc. and its related entities.

© 2019 Prudential Financial, Inc. and its related entities.
1020264 1020264-00001-00 Ed. 04/2019 Exp. 10/15/2020
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LIFE INSURANCE

Differences Between Individual and

DID YOU KNOW?

64% of adults agree they
personally need life insurance
and 30% say they need more
than they have??

Over 85% of employees in their
late 20s have been with their current
employer less than five years.’

Over 75% of employees in their
30s have been with their current
employer less than five years.!

40% of employers don’t offer
life insurance.?

AlG

Policies issued by American General
Life Insurance Company

®

The United States Life Insurance
Company in the City of New York

AGLC110998

Employer (Group) Life Insurance

If you need more life insurance, you may be faced with a question: Do |
purchase an “Individual” life insurance policy? Or, do | just get it at work?

Nearly 60% of employees have access to life insurance through work’
(commonly referred to as “group life insurance”). How does this coverage
differ from an “Individual” life insurance policy (which is purchased separately
from work)2 When does it make sense to buy an individual policy?

BASIC Term Life Insurance Policy:
For some, the policy coverage is a flat amount (e.g., $25K of coverage). For others,

it is based on one’s salary (e.g., coverage = 1 x salary).

* Advantages:
— Convenient—Sign up at work, premiums get deducted from paycheck
— Guaranteed coverage—No questions, no tests, no underwriting

— Free—Generally free, regardless of age, health, etc.

* Disadvantages:

— Work-Related Restrictions—Coverage typically requires “active”
working status. If you become ill and unemployed before dying, the
insurance may not pay.

— Not Portable—Can’t take policy with you if you leave the employer.
Next employer may not offer life insurance (40% don't?).

SUPPLEMENTAL Term Life Insurance Policy:
Some employers offer the option to buy additional life insurance — which

can be 2x salary, 3x salary, etc. This can be added to the “Basic” coverage.

e Advantages:
— Convenient—Sign up at work, premiums get deducted from paycheck (if issued).
— Minimal Underwriting (if any)—There may be some high-level medical
questions (e.g., “Have you ever had a heart attack?”) or a medical exam.
— Potentially Lower Costs for Unhealthy—Have health issues2 Your premiums
may be lower than for an “Individual” policy because they are based on

covering a group (the young, old, healthy and unhealthy).

* Disadvantages:

— Work-Related Restrictions—Like the “Basic” coverage, typically requires
you fo be “actively” working.

— Not Portable—Can’t take policy with you if you leave the employer. If your
next employer doesn’t offer “Supplemental” insurance, then you may need
to purchase an “Individual” policy to maintain the same level of coverage —
paying higher premiums based on your age and health.

— Increasing Premiums—Typically, costs increase each year as you age.

— No Options—Employer coverage typically offers few or no bells and

whistles that an “Individual” policy may include.

PAGE 1 OF 2



What is an “Individual” term life insurance policy?
A policy purchased from an insurance company or a licensed agent — outside

of the workplace.

e Advantages:

— Potentially Lower Costs for Healthy—Coverage is dependent on your
circumstances via underwriting. Healthy people will typically experience
significantly lower premiums compared to “Supplemental” insurance.

— Level Premiums—Term policies lock in the premium for a fixed period
(e.g., 10 years, 20 years).

— Portable—Since this policy is not connected to your employer, it is
completely portable, providing you continuous coverage.

— No Work-Related Restrictions—This means that an “Individual” insurance
policy is more likely to pay out benefits than employer-provided coverage.

— Multiple Options—Can choose from large selection of term policies which

offer variety of special features and riders that provide flexibility.

* Disadvantages:
— Underwriting process—Policies are, typically, fully underwritten, meaning
that your policy will be based on your health and other factors. There will
be more questions than for the “Supplemental” insurance, and may include

some medical tests.

e How do | decide what to do?

1. Always take advantage of free “Basic” employer-provided coverage.

2. Determine how much insurance you'd like to have.
— Online calculators, available at aig.com/ calculators, can help determine

the right amount. Or, you can work with a licensed insurance professional.

3. Get quotes for both “Individual” and “Supplemental” group life insurance
for the coverage needed in addition to the “Basic” employer policy.
— Get an “Individual” life insurance policy quote from a licensed insurance
professional.

— Get the price for “Supplemental” coverage from your employer benefits office.

4. When making your decision, consider the features/benefits that are

important to you.

FOR MORE INFORMATION SUPPLEMENTAL | 5 \vipuAL

Name Feature/Benefit |ns:::2|c?::|icy insurance Policy
Telephone | Email Convenient/Least Underwriting v
Address Best Price — Healthy v
License No. (if Req'd) Best Price — Less Healthy v
Level Premiums 4
Portable v
No Work-related Restrictions v
Multiple Options/Features/Riders v

! Bureau of Labor Statistics, News Release July 22, 2016

22015 Insurance Barometer Study, Insurance Happens and LIMRA
® Bureau of Labor Statistics, Economic News Release, last updated July 11, 2016

Policies issued by American General Life Insurance Company (AGL) except in New York, where issued by The United States Life Insurance Company in the City of New York
(US Life). Issuing companies AGL and US Life are responsible for financial obligations of insurance products and are members of American International Group, Inc. (AIG).
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Are you prepared for

Life’s Unexpected Expenses?

Life insurance products that provide access to cash while living put policy holders in control of
how and when to access funds - for some of life’s unexpected expenses.

HEALTH

42,

of older adults ‘ )
have at least one of non-elderly adults with health insurance worry

chronic disease; about paying medical bills if they
70% have at least two.' get sick.®

Average cost per year of
long-term care::

of people needmg |ong-term Assisted Living Facility Private Room in Nursing Home

O e $48,000 $100,375
750, $227000 @
(o] Amount of retirement

of U.S. parents savings parents could
million grandpclren'l's with adult kids help them miss out on by paying their

LONG-TERM
CARE

HELPING
FAMILY

are raising their grandchildren. ¢ pay debts or living expenses.” adult kids” expenses 8

RETIRING
EARLY

Healthy Aging; National Council on Aging, 2018

“The Imperative of Addressing Cancer Drug Costs and Value;” National Cancer Institute; March 15, 2018
The Uninsured: A Primer, Kaiser Family Foundation, December 2017

“What Is Long Term Care?”; seniorliving.org; accessed November 8, 2018

“Cost of Care;” Genworth; October 9, 2018

“The Age of Grandparents Is Made of Many Tragedies;” The Atlantic; June 1, 2018

“Poll: 3 in 4 Parents With Adult Kids Help Them Pay Debts, Living Expenses;” creditcards.com; December 10, 2017
“Supporting Adult Kids May Cost Parents $227K In Refirement;” Nerdwallet; accessed November 8, 2018
2017 Retirement Confidence Survey; AARP; December 2017

“This Is What Life Without Retirement Savings Looks Like;” The Atlantic; February 22, 2018

American General, a member company of AIG,
A I G can help you Retire STRONGER.
RetireStronger.com

‘ NOT A DEPOSIT | NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY | MAY LOSE VALUE | NO BANK OR CREDIT UNION GUARANTEE | NOT FDIC/NCUA/NCUSIF INSURED

© N O LA W N —

5]

Policies issued by American General Life Insurance Company (AGL), Houston, TX except in New York, where issued by The United States Life Insurance Company in the City of
New York (US Life). Issuing companies AGL and US Life are responsible for financial obligations of insurance products and are members of American International Group, Inc.
(AIG). Guarantees are backed by the claims-paying ability of the issuing insurance company. Products may not be available in all states and product features may vary by state.
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The Protective Way

Delivering what’s promised. 100 years and counting.
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WHEN YOUR LIFE CHANGES, SEEK CERTAINTY WITH
LIFE INSURANCE.

The Certainty of Life Insurance

(® Prudential

The Prudential Insurance Company of America - Bring Your Challenges®

1001811 1001811-00002-00 Ed. 06/2019



It's no secret that life keeps
changing and that change can bring
uncertainty. Whether the changes
you face are in your finances, in
your employment or earnings, with
your home, in your marital status,
or just in your overall feelings of
certainty, life insurance can help
provide the financial continuity and
security you seek.

LIFE INSURANCE stays by your

side when LIFE CHANGES.

Life insurance can help you take care of
the basics, and then some.

Life insurance pays a death benefit, a sum of money, to the
person or people you name as beneficiary. When you pass
away, your beneficiary can use this money to help maintain
some semblance of normalcy and certainty without you. The
death benefit can help:

» Replace your income. Because your paycheck is so
important to your family’s standard of living, losing it can
be financially devastating. A life insurance death benefit
helps to provide the money your paycheck does, to pay
the bills or pay for someone to help keep things going.

» Pay the mortgage or rent. Being able to stay in their
home means your children can stay in their school
district and familiar surroundings. A mortgage-free home
or rental payments can provide comfort for your family’s
future.

» Continue the dreams you set together. They can still
carry out dreams of a higher education or retirement
security.

» Continue a husiness. Being able to keep a business in
the family or maintain benefits you provide to employees
can help ensure the longevity of the business.



What's holding you back?

| don’t know how
much | need.

| don’t know what
kind | need.

| don’t think | can

| don’t understand it. afford it.

UNCERTAINTY

LET US HELP PUT YOUR UNCERTAINTIES TO REST.

We can help you with all of these challenges. You don’t need to figure
them out on your own. We can help you understand life insurance and

YOU'RE IN GOOD COMPANY.

» Four in 10 Americans are whether it's appropriate for your situation. Then we can work together
uninsured and 1 in 3 Americans to review your needs, determine how much you need, and look at some
believe they need more life options to help you find the solutions that are right for you. We'll find an
insurance. approach that fits your needs and stays within your budget.

THE SOLUTIONS ARE EASIER THAN YOU MIGHT THINK!

Having an idea of your options and a starting point for a discussion about
how much life insurance you need can help you feel more at ease. We've
already shown what life insurance can do. The next step is to understand
the types of life insurance, how much you need, and what it could cost.

1Facts from LIMRA, Life Insurance Awareness Month, September 2017,
http://www.limra.com/Posts/PR/LIAM/Life_Insurance_Awareness_Month.aspx, accessed 10/13/2017.


http://www.limra.com/Posts/PR/LIAM/Life_Insurance_Awareness_Month.aspx

TEMPORARY

PERMANENT

WHAT KIND YOU MIGHT NEED.

The best type of life insurance for you depends on what your needs are and how long those needs
will last. The two main types of life insurance are term, which is for short-term needs usually of 30
years or less, and permanent, which is for needs that tend to last indefinitely.

It's common for your needs to change as your levels of responsibility change throughout your life. As
you can see in the chart below, needs tend to peak at some point—when earnings and obligations tend
to be at their maximum—and then taper off again as you head into retirement. You could get only term
insurance or only permanent, or you could have a combination of both to address the way your needs
are likely to change. For many people, this means having a greater amount of term insurance and then
a smaller amount of permanent to handle their pre-retirement and retirement needs.

A BALANCED APPROACH

- college Il AMOUNT OF COVERAGE NEEDED

* spouse support
* income protection

. college ends
- mortgage is paid
« children are independent

- settle down
 buy a house
« have children

- final expenses
- retirement income for spouse
- leaving a legacy

. single
- few
responsibilities

Within each category of life insurance are many choices for specific policies. Identifying the policy or
policies that are right for you will come later in the process and will depend on your needs, budget,

and situation.

Your financial professional will guide you and stay with you every step of the way so you can have

the certainty you need.




HOW MUCH YOU NEED.

The simplest way to estimate how much life insurance you need is to multiply your annual earnings
by the number of years you'd like to supply this income to your family or business. Or, for a
somewhat more accurate estimate, follow these steps:

STEP 1 Determine the annual salary or earnings you want to replace. $
Multiply that figure by the number of years you want to replace the income. X years
STEP 2
Total $

STEP 3 Subtract other insurance or assets.

THIS IS YOUR “BALLPARK” ESTIMATE [BY

Once we have an estimate of your needs, we’ll discuss other factors, along with your budget. Then
we'll find a solution that’s right for you. Inflation and expected investment returns can change the
amount of life insurance you may need or want.

HOW MUCH YOU CAN AFFORD.

The cost of life insurance for you will depend on many factors, not the least of which is the
amount and type you purchase. Your age, health, and lifestyle factors are also part of the equation
insurance companies use to determine your price. Many people are surprised to learn how much
coverage they can get for their annual premium. To get an idea, take a look at these sample

death benefit amounts for two Prudential policies: a term insurance policy called Term Essential®
and a permanent policy known as PruLife® Universal Protector (UL Protector). Please note that
these figures are hypothetical. Availability and actual costs will depend on how you satisfy our
underwriting and eligibility criteria.

Term Essential UL Protector

$1,000 Annual Premium $1,000 Annual Premium
MALE FEMALE MALE FEMALE
$648,936 $831,818 $109,976 $132,460

This example assumes a lifetime guarantee and

This example assumes a 30-year level term. . .
premium payment in all years.

This coverage is for a 40-year-old male and 40-year-old female in the Preferred Non-Tobacco
underwriting category. In Montana, the rates for females are the same as those for males.

The issuing company may have the right to contest the policy for misrepresentation or to apply a
suicide clause.



Take Steps Toward More Certainty

This can all be a lot to think about, but you don’t have to figure it all out on your own. Sitting down with your
financial professional is the first step toward making sure your family is protected.

Contact your financial professional today to discuss your needs and determine which life insurance options
are right for you.

Term Essential (ICC16 PLTIC-2016 or PLTIC-2016) and PrulLife Universal Protector (ICC16 ULNLGA-2016 or ULNLGA-2016)
are issued by Pruco Life Insurance Company except in New York, where they are issued by Pruco Life Insurance Company of New
Jersey. Both are Prudential Financial companies located in Newark, NJ. Each is solely responsible for its own financial condition
and contractual obligations. Our policies contain exclusions,
limitations, reductions of benefits, and terms for keeping
them in force. A financial professional can provide you with Investment and Insurance Products:

costs and complete details. Not Insured by FDIC, NCUSIF, or Any Federal Government

. . o Agency. May Lose Value. Not a Deposit of or Guaranteed by Any
All guarantees and benefits of insurance policies are backed Bank, Credit Union, Bank Affiliate, or Credit Union Affiliate.
by the claims-paying ability of the issuing insurance company.

Prudential, the Prudential logo, and the Rock symbol are service marks of Prudential Financial, Inc. and its related entities.
© 2019 Prudential Financial, Inc. and its related entities.



Providing All the Tools for Your Successs™

Pinney Insurance

Founded in 1972 as a Transamerica branch office Quick Links

and later incorporated as Pinney Insurance Center, Pinney Insurance
Inc., we are headquartered in our own building in

Roseville, California. We provide a small local agency Insureio

feel with the power of a major national firm. Case Status

Pinney has expanded into a national distributor with thousands of contracted agents  Get a Quote

and offices in California, Illinois, Maryland, North Carolina, Oklahoma, Forms

Pennsylvania, Texas, Washington, and Mississippi. Pinney represents over 100 life,

annuity, disability, and long-term care companies with the intent of providing our  Contracting
clients & partners with the best possible product solutions at the lowest possible

costs. Email Brokerage Sales Support or contact one of our Brokerage Directors

today at 800-823-4852.

Most Popular Tools

< Full-Service Brokerage
Pinneylnsurance.com
Access to carrier forms, quote tools, and 24/7 case status.

< Insureio
Insureio.com - Insurance marketing evolved!
Innovative Features
Plans & Pricing

= Policy Assessment
Learn about our hassle-free Policy Assessment Kit.
- Ask the Underwriter
Introducing Our In-House Agency Underwriter
Click here for a Basic Underwriting Questionnaire



http://www.pinneyinsurance.com
https://insureio.com/product/lead-management/
https://insureio.com/pricing/
http://www.pinneyinsurance.com/emails/PolicyAssessmentKit.html
http://www.pinneyinsurance.com/emails/AskTheUnderwriter-Issue1.html
http://www.pinneyinsurance.com/emails/PDFs/Pinney-Field-Underwriting-Questionnaire.pdf
https://pinneyinsurance.com/
https://insureio.com/
http://pinneyinsurance.com/case-status/
http://pinneyinsurance.com/quotes/
http://pinneyinsurance.com/SSO/512_38.html
http://pinneyinsurance.com/contracting/
file:file:///M:/Brokerage/e-marketing/e-newsletters/PDFs/Product-and-Carrier-Summary.pdf
http://www.pinneyinsurance.com/emails/Tools-Of-The-Trade_2014-05-12.html
mailto:brokeragesalessupport@pinneyinsurance.com
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