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How to write SecureCare remotely e-toolkit

Sometimes you can’t meet with potential clients in-person,
but that doesn’t mean you can’t help them find a long-
term care (LTC) solution. From getting in front of prospects
to policy delivery, this e-toolkit takes you through a

SecureCare Universal Life sales process that doesn’t /sl\:

require any face-to-face interaction so you can help
your clients — no matter where they are:

% 1 Lean into digital
ol b Use our 12 tips for effective web meetings with clients to help you

embrace to a productive virtual meeting model.

.~ 2 Start the conversation
Initiate the LTC conversation by asking your clients to fill out the
LTC and chronic illness quick questionnaire. Use their responses as
an entry point into a larger conversation about their care needs

and concerns.



http://www.pardot.securian.com/1123340
http://media.marketpowerweb.com/file.cfm?pid=1948810&pdfid=1615721

3 Position a solution
Share your screen with clients and walk them through our consumer-
facing Why SecureCare brochure to help them understand the
importance of LTC protection in their overall financial strategy. Don't
forget to add your contact information to the brochure!

4 Pre-screen your client
Refer to our Impairment Guide and Pre-Screen Checklist fo
help you take a health history. Call 1-888-405-5824 or email
securecarequickquote@securian.com to complete an underwriting
pre-screen.

5 Submit an application using eApp
From filling out the application to collecting signatures, the eApp
process is entirely online so you can complete a SecureCare

application anytime, anywhere. Check out our eApp: how it works flyer

to learn more about the process. DocuSign® is also available.

6 Online scheduling, contact-free underwriting

Your client can use our online portal fo schedule their tele-interview and

begin the contact-free underwriting process: no paramedical exams
or labs required. Give clients our What’s next? brochure to help them
prepare for the application process.

7 Paperless policy delivery
ePolicy Delivery provides a paperless delivery experience so your
client can get the coverage they need without leaving their house.
Read our ePolicy Delivery: FAQ to get started. Please note, ePolicy
Delivery is not available for LTC replacements at this time.

Bonus
tip

Walk younger clients through a
multi-pay scenario. The earlier they
start planning, the better their chance
of qualifying for coverage may be.
Plus, paying monthly with no modal
factor can help keep the cost of
coverage reasonable. And if their
financial situation changes down the
road, they can reduce their coverage’
or get their money back?.

1. Reduced paid-up benefits refers to the reduced
paid-up nonforfeiture benefit that purchases
paid-up insurance in the event of premium lapse.

2. Upon surrender, the policy owner will receive

the surrender value proceeds. The surrender value
proceeds may not equal the sum of premiums
paid. Surrenders are subject to a return of premium
vesting schedule. Policies that are fully vested are
eligible for a full return of all premiums paid.
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Tools to get
I—] you started

Financial professional materials

12 tips for effective web
meetings with clients

Impairment guide Pre-Screen checklist

R R SecureCare
12 tips for effective web Pre-Screen Checklist

meetings with clients

Pre-qualification
impairment guide

Consumer materials

Why SecureCare?
- All states except CA,

LTC and chronic

illness quick FL, MT, NY
questionnaire - FL only What's next?

The SecureCare application
process —what’s next?

DocuSign FAQ

What you need to know
when using DocuSign

eApp: how it works ePolicy Delivery: FAQ

L % secyrian e

eApp: A tailored, online =
client application

.............

::: What you need to know when
—.. using DocuSign®

e e

Call or email us to
run a proposal

1-888-900-1962 or email the sales team
(Independent Brokerage)

1-877-696-6654 or email the sales team
(Securian Financial and Broker-Dealer)

Ready for more?

Go to securian.com/securecare

Check out the SecureCare video resource library
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Insurance policy guarantees are subject to the financial strength and claims-paying ability
of the issuing insurance company.

Please keep in mind that the primary reason to purchase a life insurance product is the
death benefit.

Life insurance products contain fees, such as mortality and expense charges, and may
confain restrictions, such as surrender periods.

Additional agreements may be available. Agreements may be subject to additional
costs and restrictions. Agreements may not be available in all states or may exist under
a different name in various states and may not be available in combination with other
agreements.

SecureCare may not be available in all states. Product features, including limitations and
exclusions, may vary by state.

SecureCare Universal Life Insurance includes the Acceleratfion for Long-Term Care
Agreement. The Acceleration for Long-Term Care Agreement is a tax qualified long-term
care agreement that covers care such as nursing care, home and community-based care,
and informal care as defined in this agreement. This agreement provides for the payment
of a monthly benefit for qualified long-term care services. This agreement is infended to
provide federally fax qualified long-term care insurance benefits under Section 7702B

of the Internal Revenue Code, as amended. However, due to uncertainty in the tax law,
benefits paid under this agreement may be taxable.
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These materials are for informational and educational purposes only and are not
designed, or infended, to be applicable to any person’s individual circumstances. It
should not be considered investment advice, nor does it constitute a recommendation
that anyone engage in (or refrain from) a particular course of action. Securian Financial
Group, and its affiliates, have a financial interest in the sale of their products.

Insurance products are issued by Minnesota Life Insurance Company in all states except
New York. In New York, products are issued by Securian Life Insurance Company, a New
York authorized insurer. Minnesota Life is not an authorized New York insurer and does not
do insurance business in New York. Both companies are headquartered in St. Paul, MN.
Product availability and features may vary by state. Each insurer is solely responsible for
the financial obligations under the policies or contracts it issues.

Securian Financial is the marketing name for Securian Financial Group, Inc.,, and its
affiliates. Minnesota Life Insurance Company and Securian Life Insurance Company are
affiliates of Securian Financial Group, Inc.

For financial professional use only. Not for use with the public. This material may not be
reproduced in any way where it would be accessible to the general public.

Not a deposit - Not FDIC/NCUA insured - Not insured by any federal government
agency - Not guaranteed by any bank or credit union - May go down in value






