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The Math Hasn’t Changed

As you may have noticed, industry rates for insurance coverage have been on the upswing recently, and in
most cases, premiums for AG ROP Select-a-Terms™have increased. But it's important to remember that the
math remains the same. With the new rates, clients write larger premium checks, but those who survive and
maintain the policies will also receive larger endowment benefits at the end of the level term period. Their net
cost is still zero, not taking into account the time value of money.

Even at higher prices, when offered the choice, many consumers will embrace the notion of getting money
back if they survive to the end of the level term period. Let’s revisit the viability of some tried-and-true sales
applications for AG ROP Select-a-Term in light of the new pricing.

Just Ask: This approach doesn't change at all. Every time you quote term life with a level premium term from
20 to 35 years, always ask, “How would you like to pay less for your term insurance by paying more?"” The
response will typically invite you to explain how AG ROP Select-a-Term works. The math has not changed.
Offer the choice and let the client decide.

Mortgage Coverage: With 17 level term durations, AG ROP Select-a-Term enables you to structure coverage
to match the remaining mortgage term for most clients. If the client dies during the level term period, the
mortgage is paid. Clients who survive to the end of the level term period get the equivalent of their base
premiums paid in the form of an endowment benefit. Some clients may consider purchasing level term
coverage a few years shorter than the mortgage, using the endowment benefit to pay off the mortgage early.
AG ROP Select-a-Term should accommodate this concept because of the range of durations available.

Term to Retirement: Clients who buy AG ROP Select-a-Term to their retirement ages provide income
replacement coverage for their families until they retire and no longer need the protection. Those who survive
to retirement get all their base premiums back to help transition into retirement. It's forced savings that is
guaranteed to be there if the policy is maintained, and it's now an even larger check.

College protection: Clients can buy AG ROP Select-a-Term to provide extra coverage on themselves until
the youngest child finishes college and settles into a job, e.g. age 25. Clients who survive to the end of

the level term period can use the endowment benefit to help pay off college loans. Just like with Term to
Retirement, this forced savings is guaranteed to be there if the policy is maintained.

Divorce: When children are involved, most divorce decrees require that one or both parties maintain life
insurance on themselves until the children reach a specified age. Most people cover this need with term
life. Clients may be able to use AG ROP Select-a-Term to match the duration of the need more precisely and
receive an endowment equal to receiving their base premiums back if they survive to the end of the level term

period. For those who can afford to buy this type of coverage, the premiums paid are not a lost expense.

Key Employee Coverage: With 17 durations to choose from, AG ROP Select-a-Term enables a business

owner to better match key employee coverage to the precise duration of the need., e.g. retirement age. If the

employee survives to the end of the level term period, the employer can use the endowment benefit as cost

recovery or elect to pay it to the employee as a bonus to reward long-time service It's an idea that still works.
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Buy-Sell Agreements: Many buy-sell arrangements are best funded with permanent coverage because
the duration of the need is unknown. But if we know when an owner plans to retire, term can be a good fit,
particularly when you can choose among many term durations. Using AG ROP Select-a-Term, if the owner
survives to the end of the level term period, the endowment benefit provides some cash that can potentially
be used as a down payment on the retirement buyout.

Get Extra Premium Back at Death: One objection some clients have to AG ROP Select-a-Term is that

if they die during the level term period, their beneficiaries receive the same death benefit they would have
received from AG Select-a-Term.S™The extra premium paid for the endowment benefit is lost. An easy solution
is to increase the face amount by the projected endowment benefit, rounded to the next highest $5,000. This
way if the client dies prior to the endowment maturing, the beneficiaries receive a death benefit that includes
the originally projected endowment benefit. The higher face amount does increase the premium slightly, but
even that increase becomes part of the endowment benefit.

Even though AG ROP Select-a-Term premiums have increased, the basic concept and sales applications
haven't really changed. It still makes sense as it had before if the client can afford the higher premium. The
numbers have changed, but the concept remains the same.

You have come to rely on the insurers of American General Life Companies for one of the industry’s innovative
selection of life products. Our new fixed life portfolio will not disappoint. Please visit our Web site
(http://eStation@aglife.com) for details and materials.

Policies issued by:

American General Life Insurance Company
2727-A Allen Parkway, Houston, Texas 77019

Policy Form numbers: AG Select-a-Term 07007, AG ROP Select-a-Term 06001.

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

70 Pine Street, New York, New York 10270
Policy Form numbers: AG Select-a-Term 09007N, AG ROP Select-a-Term 08701N.

The underwriting risks, financial and contractual obligations and support functions associated with the products issued by American General Life Insurance Company (AGL) or The United States Life
Insurance Company in the City of New York (USL) are the issuing insurer’s own responsibility. USL is authorized to conduct insurance business in New York. Policies and riders not available in all
states. Guarantees are subject to the claims-paying ability of the issuing insurance company.

American General Life Companies, www.americangeneral.com, is the marketing name for the insurance companies and affiliates comprising the domestic life operations of American International
Group, Inc., including AGL and USL. American General Life Companies insurers offer a broad spectrum of life insurance, annuities and accident and health products to serve the financial and estate
planning needs of customers throughout the United States. Important: Prior to soliciting business, be certain that you are appropriately licensed and appointed with the insurer and that the product
has been approved for sale by the insurer in that state. If uncertain, contact your AGL or USL representative for assistance.
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