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. Purpoese and Function of Underwriting
®IRisk Assessment and Mortality
®Challenges
s Actuarial Interfacing
* Remote Possibilities
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Underwriter
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MUleERwriting Requires A Breadih of -
KeWiedge and A Variety of Skills




B isk profile correlates to the life

= = expectancy of the individual . The final
premium is based on the risk profile result
and its mortality implication




gdicall testing and the internet. Competitive
IOICES put the underwriter on the spot to make
== expectations. Consistent, accurate mortality
= = assessment is required to meet pricing
expectations. These turbulent factors result in
today’s life underwriting being more demanding
than ever.
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JIeczy’'s Undenwriting-World
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SPhysician Statement, MIB, Rx Search Engine
== Underwriting Manual Reference
" — Physician Consultation and Advice
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B=—from manual guidelines
~ & Expected — stay within manual guidelines

® | ess Favorable — pricing higher than
manual guidelines

referred, Standard, Rating, Postpone or
= Decline

10
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S=SDetermine Purpose and motivation

e Antiselection, Fraud, and STOLI issues
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Re=al Estats

1rasl estate 12 the cnmEry 32urce of net worth (arsater than SU5E1, Understiting 0l
repuines acnnnanl soopen by vishogslion foewanilivslion Lnsonilivg will accegs any of e
rllormg, wihnsh must e sant in wih he spplcetion;

= Lisling of cijedtve evidenss from 2 thind pary scurse, suUch 63 a |4esl £state
Corrparabls Recard Sales Listings of at least byvo similar propery sales upto a 12-mile
tendings beasess on Uree edly s sdate | his cwichene: skl inchele: only oooapenlives soki
willvrn ther presl Pescclaer roenlles, sl propuerlios o ez rren kel

s Correl e penly nesal csilishe progeanly wisosalion by aocelified appoatie Toe coch
croparty 1sted.

= Copy of lest progerty tax sppranzal Sl for each property stad.
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SNPECISION:

e VApprove amount applied for
= =Offer alternative amount
® Decline
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WUnRdennriting Lifestyle Assessmient
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isky Dehaviors
“high” profile applicants
Avocations
Aviation
Occupation

=== Decision:
- & Accept, rate, postpone/decline
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* Material Misrepresentation — Recissions
® Depositions — Expert Witness
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= changes and Q waves indicative of MI.

Had Angioplasty 3 years ago with limited physician visits
for follow-up.

Private Pilot and flies to business meetings

Center of influence for Agent — more associates to apply
with significant premium potential

200911-2036292
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= s nsurance Medicine differences

e | ess than ideal care

* \Wait and See approach - Decision needed
without all the facts
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—

Brokerage

— MGA
Closed

— Wirehouse
— Banks

— Institutions
Retail

— LFA

— ABGA

- GA

— IMO
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—

_egional Sales VP
e=Regjonal External Wholesalers
Regional Internal Wholesalers

e PLUS — Agency Case Managers, Agency “Underwrlters”
Agent/Broker, Agency/MGA Principle Partner

* AND — Relationship Management, Result vs. Goal daily
reporting
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Jifigl Shopping
smistakes”

= =Risk Class criteria differences
® Jime service

ieeay’s Undenwriter
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==hoth viewpoints
~ ® [ncorporate suggestions

® Team approach to Internal and External
audiences
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e Actuarial/Underwriting Product meetings
® Actuarial/Underwriting Bonding meetings
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*Video created and permission granted for use by Jim Godfrey, Audiovisual Services, Lincoln Financial Group

*Video created and permission granted for use by Jim Godfrey, Audiovisual Services, Lincoln Financial Group
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