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Disclosures

This training is for informational purposes only and will cover a variety of topics examining the role insurance and
other financial products may play in financial decisions. The information presented here is not intended as tax or
other legal advice. For application of this information to your specific situation, you should consult an attorney.

In approved states, DInamic Cornerstone Income Protection® (forms 4601NC and 4602GR) is issued by Ameritas
Life Insurance Corp. Policy and riders may vary and may not be available in all states.

In approved states, DInamic Foundation (forms 4501NC, 4502GR and 4503NCBOE) and DInamic Fundamental®
(form 4504LS) are issued by Ameritas Life Insurance Corp. In New York, DInamic Foundation (forms 5501-NC,
5502-GR and 5503NCBOE) and DInamic Fundamental® (form 5504-LS) are issued by Ameritas Life Insurance
Corp. of New York. Policy and riders may vary and may not be available in all states.

This information is provided by Ameritas®, which is a marketing name for subsidiaries of Ameritas Mutual Holding
Company. Subsidiaries include Ameritas Life Insurance Corp. in Lincoln, Nebraska and Ameritas Life Insurance
Corp. of New York (licensed in New York) in New York, New York. Each company is solely responsible for its own
financial condition and contractual obligations. For more information about Ameritas®, visit ameritas.com.

Ameritas® and the bison design are registered service marks of Ameritas Life Insurance Corp. Fulfilling life® is a
registered service mark of affiliate Ameritas Holding Company. © 2023 Ameritas Mutual Holding Company.

Ameritas%

fulfilling life

For financial professional use only. Not for use with clients.



* A quick word about Cornerstone IDI product launch.

« Medical market +/-.

* Business owner and executive market opportunities.
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Cornerstone IDI

 Avallable in 44 Compact States as of June 10, 2024

* Building upon our strong Foundation...

« Same Foundation product with enhancements- three new riders,
Improving key features and keeping industry unigue built-in provisions.

» Revised product pricing using updated CSO tables and pricing
assumptions; allows us to meet needs of field while maintaining a
competitive product that sustains the product line.

* Focus on technology enhancements to help improve the overall customer
experience and leverage new home office systems and processes.
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Reality Check

» The medical market is full of eligible clients.
 Carriers offer lots of discounts.

« Easier to market to doctors and dentists due to income potential
and their higher awareness of the impact of injuries and ilinesses.

Ameritasm

fulfilling life.

For financial professional use only. Not for use with clients.



Reality Check

While all of this is true...
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Perspective

* Maybe we treat too many other clients like doctors t00?
« Can’t use same approach with business owners and executives.

* Non-medical clients may not have same obvious income potential
or an inherent understanding of the need, but what do they have?
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Perspective

ASSETS!
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Business Owner &

Executive Market

* What do they need to protect?

* Open doors to this market with asset protection and income
continuation discussion.

* Business owners have a specific need to protect their key asset —
their business.

* EXxecutives may not realize their biggest asset is the retirement
account their employer is helping to build.
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Business Owner Market i

* Begin with a multi-policy approach.
* Business Overhead Expense (BOE) can open the door.

* Protect business with BOE insurance that can help preserve the
money maker.

* Ameritas — helps owner pay the salary of owner’s replacement.

* Ameritas — Business Loan Repayment (BLR) rider can help cover
business loans on top of normal expenses.
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Business Owner Market i

* Begin with a multi-policy approach.
* Individual DI can take pressure off owners.

* Owners don’t have to take income out of business if they are not
working.

* Buys them time to get most value for their business.

* Protects any retirement assets other than the business.
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Executive Market

 Executives will fall into two buckets:
 |nsured.

e Uninsured.

* Group long-term disablility (LTD) is not a given nor is it a discussion
stopper.

* Fill the gaps to complete the asset protection and income
continuation plan.

* Look for multi-life opportunity.
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Discount Opportunities

Multi-life.
10% from sex-distinct rates.*
Association/Affiliation.

10% from sex-distinct rates.*

Ameritasm

fulfilling life.

For financial professional use only. Not for use with clients.



Guaranteed Standard Issue

(GSI) Qi

* Permanently discounted rates.

Employer-Paid Voluntary Discount
5-9 lives 10-49 eligible 15%
10-49 lives 50-149 eligible 20%
50-99 lives 150-299 eligible 25%
100+ lives 300+ eligible 30%
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Aggregation Opportunities i

* Multi-policy.

* Individual DI, BOE, life insurance, etc.
o Multi-life.

* Multiple client relationships within a business.
 Warm leads and referrals.

* Business owners have partner businesses or know other
business owners through community organizations.

* EXxecutive carve out planning works similarly from business to
business.
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Ameritas Opportunities

» Customizable individual DI products.

« Strong BOE product with Business Loan Repayment and
Substitute Salary Expense riders.

» Fully underwritten multi-life.
« GSI.
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Different Approach

Take a different path to success in the DI market.

A different approach can open you up to a world of opportunity with
Ameritas — especially with your business owner and executive

clients.
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DI Stepping Stones Training Program LM |

DI Stepping Stones

Help strengthen your client’s

financial future with income protection.
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https://nam11.safelinks.protection.outlook.com/?url=https%3A%2F%2Fdisteppingstones.videoshowcase.net%2F&data=05%7C02%7CMarcia.Little%40ameritas.com%7C52f0ca84a7df426833c508dc87136f3f%7C7f17b26a711046aba570fbc53306129f%7C0%7C0%7C638533764820957773%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=kTj6%2BAHSId5X7YZR9ij%2BcpZQcANkuNf4eCcB2N4%2F91w%3D&reserved=0

Upcoming DI Connect With Us Sessions ||| ||

 Monday, June 17, 2024 — 11 a.m. ET — Business Overhead
Expense (BOE) Policy Provisions.

* Monday, June 24, 2024 — 11 a.m. ET — Understanding the
Benefits of the DInamic Cornerstone Benefit Increase Rider
(BIR).
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