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To understand our product,
it’s best to know who
we are.
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Because we’re all protectors

We make promises carefully
and deliver

No surprises,
no disappointments

We do the right thing
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Protective Highlights

11.7M1

Policies and contracts
in force

1As of December 31, 2020.
2As of January 1, 2021.

$991B1

Life insurance
in force

$127B1

Total assets

3,2751

Employees across
the U.S.

582

Acquisitions in
company history
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Asset Growth

1 Numbers not adjusted for recast of ASC 2010 – (DAC change).
2 Excludes Accumulated Other Comprehensive Income

Protective’s Continuing Growth

$127
BILLION

As of 12/31/2020

$47
BILLION

As of 12/31/2010

$15
BILLION

As of 12/31/20001

$6.5
BILLION

As of 12/31/2020

$3.1
BILLION

As of 12/31/2010

$1.7
BILLION

As of 12/31/20001

$7.8
BILLION

As of 12/31/2020

$3.0
BILLION

As of 12/31/2010

$1.2
BILLION

As of 12/31/20001

Revenue Growth Shareowner’s Equity2
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Financial Strength Ratings as of March 15, 2021. Ratings are subject to change at any time, and do not apply to products or their performance. A portion of Protective Life and Annuity Insurance Company’s policy liabilities are guaranteed by Protective Life
Insurance Company.

We Are Highly Rated

Protective Life Corporation Protective Life Insurance Company

Senior Debt Financial Strength

A.M. Best a- A+

Standard & Poor’s A- AA-

Fitch BBB+ A+

Moody’s Baa1 A1
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Numbers as of 6/30/21; Conversion at 110.58 JPY/USD
1S&P / Fitch / AM Best

We Have a Strong, Supportive Parent Company

Dai-ichi Life Holdings, Inc. Consolidated

Total Assets $588B

Total Employees 64,823

Premium and Other Income $11.3B

Net Income $12.5B

Market Capitalization $20.5B

Dai-ichi Life Insurance Company

Solvency Margin Ratio $948.4%

Insurer Financial Strength Ratings1 A+ / A+ / A+

Protective is the North American Growth Platform for Dai-ichi Life Holdings, Inc.

Dai-ichi’s Global Presence
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Protective Classic Choice Term
in New York
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Because we’re all protectors

Term periods
(years)

Policy Fee Expiry

10
15

20
25

30
35

40

commissionable

AGE 90
$65
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Rate Bands

Bands offered at: $250,001 | $500,000 | $1,000,000

$92.08

$102.90

$85.64

$400,000 $450,000
Face Amount

$500,000

Monthly Premium Comparison
Male, Age 50, Preferred Non-Tobacco, 20-Year Term

Price increase

Price break increase
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Issue Ages

Level Premium Period
Select Preferred, Preferred,

Non-Tobacco
Tobacco

10-Year 18 – 69 18 – 69

15-Year 18 – 69 18 – 68

20-Year 18 – 67 18 – 62

25-Year 18 – 57 18 – 52

30-Year 18 – 56 18 – 43

35-Year 18 – 50 18 – 40

40-Year 18 – 45 18 – 40
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Conversion

• Maximum Age at Conversion: 70
• Product availability may vary at time of conversion

Protective® ProClassic II UL NY

Protective® Non-Par Whole Life

10 Yr Term
Convert years 1-8

15 Yr Term
Convert years 1-13

20-40 Yr Term
Convert years 1-18
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Optional Riders

Children’s Term Rider
• Up to $25,000 for each child through age 25
• Convert up to 5X the initial death benefit

Income Provider Option
• Structured death benefit payments
• Lump sum and installment payment options up to 30 years
• Accumulated interest taxable to beneficiary
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Applications and Operations
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Reg 187 | Presale Requirements
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Presale Requirements

Reg 187

• Suitability and Best Interest of
Clients in Life Insurance and
Annuity

• Can be completed via RegEd,
Limra, Kaplan, QuestCE,
SuccessCE

Product Training

• Complete via RegEd
https://www.reged.com/annuities-
training-platform/

• Protective Classic Choice Term : PCCTNY

Submit to Protective

Email the following to plbcontracting@protective.com

• Reg 187: copy of certificate of completion
• Product Training: copy of certificate of completion
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Submitting Business
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Submitting an Electronic Application
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Best Practices for TeleLife

Help customers prepare for the interview:

• Personal information
‒SSN and Driver License numbers

‒ Information regarding other existing or pending life insurance policies

‒Payment information

• Medical information
‒Names and addresses of medical providers

‒Details of current medical treatments including prescriptions

‒Details of any past medical treatment, with dates
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• Electronic applications are retrieved immediately

• Customer interview calls initiated within 24 hours

• Interviews are conducted by Protective employees

Completes
TeleLife interview

Schedules exams

Orders records

Obtains customer’s
electronic signature

Submits
application

The TeleLife® Process
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Underwriting Highlights
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Underwriting Highlights

Aviation
• Instructors and students can qualify for Standard

Non-Tobacco
• Experienced private pilots can qualify for Preferred

Non-Tobacco

Preferred consideration for common impairments
• Anxiety or depression
• Asthma
• Sleep apnea
• Rheumatoid arthritis

Foreign travel
• Travel up to 8 weeks to more 150 countries may

qualify for best class

Coronary artery disease
• Dual manual approach allows for more favorable ratings

Obesity
• Flexibility for Table 2 risks obesity to standard

MEDICAL NON-MEDICAL



For financial professional use only. Not for use with consumers. 43

Dedicated Quick Quote Team

Allstate.quickquote@protective.com

Quick Quotes from senior-level underwriters

• 48-hour turnaround time
• Experienced underwriters for more consistent

underwriting offers
• Ability to monitor hot topics and industry tends

to respond to producer needs
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Replacements in New York
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NY Reg 60
Replacements

The NY Reg 60 questions will be asked during the application process.

NOT Replacing:

This form will be obtained and signed during the application process:
• Definition of Replacement – B-7377 (NY)

Agent signature obtained
through iPipeline.

Customer signature obtained after
the phone interview using Adobe.
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Application Submission – No Replacement

Protective Review by
Exception Handling

• If IGO, released to
Underwriting

• If NIGO, needed items
requested by team

Released to
Underwriting for
Review

Normal underwriting
guidelines apply

Exams outside of New York are
allowed with the addition of
the Non-Medical Declarations
(Part 1A Medical)- PL-402-NY

Paperwork Received

Application Packet

State Required Forms

Reg 60 Form

• Definition of replacement – B-7377 (NY)

Agent Contract code – TA or QA

NY State Appointment

Best Interest Training

Product Specific Training
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NY Reg 60
Replacements

The NY Reg 60 questions will be asked during the application process.

REPLACEMENT:

These forms will be obtained and signed during the application process:
• Definition of Replacement – B-7377 (NY)
• Notice to Insurer of Proposed Replacement – B-8704 (NY)
• Important Notice Regarding Replacement or Change of Life Insurance

Policies or Annuity Contracts – B-7378 (NY)

During the phone interview, the customer will be asked any follow
outstanding replacement questions.

Agent signature obtained
through iPipeline.

Customer signature obtained after
the phone interview using Adobe.
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Reg 60 Paperwork Process

Paperwork Received

B-7377 (NY) Definition of
Replacement

B-8704 Notice to Insurer of
Proposed Replacement

B-7378 Important Notice
Regarding Replacement or
Change of Life Insurance
Policies or Annuity Contracts

Paperwork Sent to
Existing Carrier

• Notice to Insurer of
Proposed Replacement

• Disclosure Statement

• Comparative
Information Letter

• Existing carrier has
20 days to respond

Comparative Values
Returned

• Paperwork received from
existing carrier

• Protective begins to
prepare the paperwork
agent signature

Finalize Disclosure
Statement

• The prepared Disclosure
Statement is sent to the
agent for signature

• Once agent’s signed copy
is received, compliance
reviews agent response
for IGO

• The final copy is sent to the
consumer for their records
(no customer signature
required)
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Reg 60 Paperwork Process

The minimum information we need from the agent
would include:

What if we don’t hear back from the other carrier?
If we don’t hear back from the existing carrier, we can take
good faith approximation values from the agent.

With this information, we will reach out to our actuarial team
to determine approximate values to be used on the final
Disclosure Statement.

• Guaranteed Interest
Rate

• Loan Interest Rate
• Loan Balance
• Surrender Charges
• Total Annualized

Premium

• Issue Date
• Face Amount
• Policy Type
• Riders

What if we don’t hear back from
the other carrier?

Good Faith Approximation Values

In this scenario, the more information we can get
from the agent, the better.



For financial professional use only. Not for use with consumers. 50

Tracking Application Status
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Real-time access to underwriting case status to you
manage your pending business.

Tracking Your Cases with Protective’s Pending Website

Respond directly to the home office:

Upload documents, respond to requirements, and accept

offers, all from the website.

Access to policy documents:

Policy documents, including exams, medical records,

application/forms, and policy print, are posted once received,

allowing the agent to download if needed.

Determine next steps:

Quickly sort requirements and see “field ordered” status

to determine what, if any, action you need to take
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Use your existing Annuity
login information
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MyProtective.com: All My Business
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MyProtective.com: Field Ordered Requirements
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MyProtective.com: APS Statuses



For financial professional use only. Not for use with consumers. 61

MyProtective.com: Access to Policy Documents
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MyProtective.com: Policy Details
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Offer Acceptance Options

MyProtective.com: Offer Acceptance

Change Face
Request
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Electronic Policy Delivery: Agent View
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Policies will be issued using Electronic Policy Delivery, or EPD, an
innovative approach to life insurance policy delivery. It allows all
delivery requirements to be electronically fulfilled and provides a
copy of receipts for paperless documents.

Electronic Policy Delivery

Benefits:

• A quick, easy and safe delivery method for life insurance policies.

• There is no difference in the underwriting process.

• All documents are safely stored in our secure database.

Good to Know:

• A valid customer email address is required

• At issue, the agent will review and release the policy to the customer

• The customer has 30 days to accept the electronic policy before a physical

policy is generated and mailed

Exclusions:

• Trust owned policies

• Policies where the owner/payor are different
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Electronic Policy
Delivery: Ready
to Review Email
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Use your existing Annuity
login information
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MyProtective.com: Pending Dashboard
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Electronic Policy Delivery: Document Review
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Electronic Policy Delivery: Agent Review Complete
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Electronic Policy Delivery: Customer View
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Electronic Policy
Delivery: Ready to
Review Email
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Electronic Policy Delivery: Online Customer Service
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Electronic Policy Delivery: Dashboard
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Electronic Policy
Delivery:
Customer Inforce
Email
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Electronic Policy
Delivery: Agent
Inforce Email
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Steps in the life of an electronic application

Customer
servicePlacement

Issue
processUnderwriting

Phone
interview

Application
assigned to a
Case Manager
and Underwriter

Protective orders
medical records

Policy placed
inforce and credit
release

Protective orders
the exam

Application

Issued by electronic
policy delivery

Post issueSubmit through
iPipeline

Double check the
Allstate Agent ID

Prepare the
customer

Real time 25-30 minutes 25 days 2 days 2 days
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Monitoring Inforce Cases
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Using the Protective/Allstate Microsite, you can access your book

of business to review and manage your customer’s inforce policies.

Agent Inforce Policy Management

Available Tools:

• Inforce policy details

• Copies of customer correspondence + billing statements

• Basic inforce illustrations

• Delinquent premium reports
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Here when you need us
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Office Hours with Carrie Folger

• March 1st (Tuesday) 2pm – 3pm ET

• March 3rd (Thursday) 2pm – 3pm ET
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Questions?
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Important Information

Protective Classic Choice Term, policy form number ICC16-TL 21/TL-21, and state variations thereof, is a level death benefit term life insurance policy to age 90, issued by
Protective Life Insurance Company, Nashville, TN. In New York, Protective Classic Choice Term, policy form number TL-21-NY 4-16, is a level death benefit term life insurance
policy to age 90, issued by Protective Life and Annuity Insurance Company, Birmingham, AL. Policy form numbers, product features and availability may vary by state.
Consult policies for benefits, riders, limitations and exclusions. Subject to underwriting. Up to a two-year contestable and suicide period. Benefits adjusted for
misstatements of age or sex. In Montana, unisex rates apply. Premiums increase annually after the initial guaranteed premium period. All payments and guarantees are
subject to the claims-paying ability of Protective Life Insurance Company. Protective is a registered trademark of Protective Life Insurance Company and Classic Choice is a
trademark of Protective Life Insurance Company.

Protective and Protective Life refer to Protective Life Insurance Company (PLICO) and its affiliates, including Protective Life and Annuity Company (PLAIC). PLICO, founded in
1907, is located in Nashville, TN, and is licensed in all states excluding New York. PLAIC is located in Birmingham, AL, and is licensed in New York. Product availability and
features may vary by state. Each company is solely responsible for the financial obligations accruing under the products it issues. Product guarantees are backed by the
financial strength and claims paying ability of the issuing company.




