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Dubes Financial Services Mission

To be a premier financial services
organization:

— Serving Middle Market Americans

» Meeting their needs for protection and savings with
best-in-class products

e In the home or at the worksite
» With a broad product line

— Through independent producers with an
entrepreneurial spirit

e Be in business for yourself, but not by yourself



Middle Market — Who Are They?

» Household income is between $25K and $100K
— 57% of U.S. households

 Phoenix has 1,103,993 total households
— 713,506 are in the underserved middle market
— 570,185 middle market households own their home
— We know how to find them:



Middle Market — Their Concerns

e Funding medical care
e Saving for retirement

* Protecting their family income against
untimely death or unforeseen disability

The importance of these concerns increases with age




Middle Market — Medical Funding

« Fidelity Investments estimates that a 65
year old couple will need $200,000 for out-
of-pocket health care expenses during
retirements (wss, 7/5/06)

e Costs for health care have grown roughly
50% faster than the nation’s economy

(The Center for Retirement Research at Boston College)

 Health care costs continue to grow at three
times the rate of wage growth

(The Center for Retirement Research at Boston College)



Middle Market — Retirement

o 43% of working age households are not
likely to have enough retirement income to
replace their current standard of living:

— Life expectancy is on the rise
— Social Security benefits are a smaller percentage
— 401(K) balances are not high

— Medical expenses projected to consume
Increasing proportion of retirement income



Middle Market — Conclusion

 Main concerns are for protection, medical
care and retirement planning

« HOWEVER:

— They rely on friends & family for financial advice
— Increasing % of wages going to Medicare

— Working age population saves virtually nothing
outside employer-sponsored pension plans

— Majority do not plan for retirement



Independent Producers

Challenges:
— Consolidation of carriers
— Consolidation of marketing organizations
— Communication issues
— Being by yourself

— Company desire to go upscale and lose Middle Market
focus

— Company desire to eliminate dependency on agents
Key Success Factors:

— Product depth and breadth

— Compensation

— Lead generation system

— Communication
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The Right Partner

Independent Producers
+

“The Right Partner”

Success in Middle American Market
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Products Through Conseco

 Founded in 1982

e 4,000 employees

e 31,000 licensed agents

* 4.4 million policies in force

e $4 billion in premium revenue

e 18,000+ payroll deduction groups
1 of only 10 U.S. stock life/health insurers Iin

the Fortune 500®
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Lump Sum Cancer

First occurrence benefit

Health advocate

Inpatient hospital
confinement

Radiation and chemotherapy

Wellness benefit

Amounts: $10,000 $20,000 $30,000 $50,000
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Lump Sum Cancer — Sales Tips

« With Medicare Advantage

— “Did you know that chemotherapy alone could
take you to maximum out of pocket charge and
that does not even count your non-Medical costs”

— Circle the gaps in coverage on Medicare
Advantage plan

 With a Life client

— “Cancer benefits are living benefits”
— Terminal illness is not required for claims
payment
o With an Annuity client

— “You should not have to risk your assets on
expensive surrender charges”

— Taxrisks for early withdraws
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Hospital Secure Indemnity

Hospital confinement benefit

Outpatient surgical benefit

Doctor office visit benefit

Emergency room benefit

Emergency travel benefit

Optional Riders

Amounts: $1,000 $1,500 $2,000 $2,500
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Hospital Secure — Sales Tips

 High deductible plans create the need for
hospital indemnity coverage

— Employee: How would you feel about a policy
that could reduce your out of pocket expenses if
you were hospitalized?

« HSA and HRA compliant (plan A)

— Your client should not have to rely on their
savings to make up the difference

e Sell the doctors office benefit
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Accident Secure Plus

AD & D Coverage
STD/Sickness

Specified injury

Dr. office & physical therapy
ER

Hospital confinement

ICU coverage

Return of Premium

2 simple plans
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Accident Secure Plus — Sales Tips

 “How would you feel about a policy that has
AD&D, accident, treatment and disability
benefits in one simple package?”

« To employee: “l can help you reduce your
workers comp claims!”

« “Does your short term disablility benefits take
you to the 66 2/3 threshold?”
— Do you have disability benefits?

o 22 accident related benefits may help
reduce income lost

18




Indemnity Cancer

e 3rd in total market share

e 26 Benefits

e First occurrence

 Inpatient hospital confinement
e Radiation & chemo
 Wellness

e Travel

e Return of Premium
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Indemnity Cancer — Sales Tips

e Consider bundling with Heart/Stroke policy
to create your own Critical Iliness plan

e Return of Premium: If you get sick, you
have the policy. If you don’t you can get
your money back (less claims)

e Transition from any other product to cancer
— Who do you have your cancer insurance with?

— Who do you know that has been affected by
cancer?
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Pulse Protection: Heart/Stroke
Series

o # 1 Marketshare

 Never had a rate increase

* No smoking or family history questions
» 18 benefit categories, 3 benefit levels
e $100,000 heart transplant

e Surgical and confinement

* Return of premium
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Pulse Protection — Sales Tips

« Diagnosed with Cancer in the past 10
years? — Buy a Heart/Stroke policy!

« Consider packaging with the cancer policy
— Create your own indemnity critical iliness package
— Fraction of underwriting and cost

o “Would it be easier to budget for a
heart/stroke policy or an unplanned medical
cost like a heart attack?”

« “Does your home owners or car insurance
give you your money back if you don't file a
claim?”
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Wage Guard

« Two simple plan options
e 2 year rate guarantee
* Weekly benefit amounts up to $1,700
o Electronic enrollment
e Avallable in 29 states
o Selling Highlights
— Short term disabllity
— 100% integration all sources up to 52 weeks

— Late enrollee definition
— Portability

— Easy application
— Pre-existing benefit
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W orksite Critical lliness

e Group voluntary supplemental insurance
product

e Lump-sum benefits

« 3 coverage options for employees:
— Cancer only Coverage

— Critical lliness without Cancer Coverage
— Critical lliness with Cancer Coverage
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Worksite UL — Coming Soon

Guaranteed Issue
— Actively at Work
— Children’s Rider

Simplified Issue
Weekly Minimum Premium Increased to $4
Based on 2001 CSO Mortality Tables
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Key Drivers to Worksite Success

 Employer buy-in

« Excellent working conditions
« Participation

e Persistency

e Service
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Unmatched Worksite Service

 Technology to simplify administration
— Payroll deductible premiums
— Electronic enrollment
« Dedicated Worksite Operations
— Fast, simplified underwriting process
— Rapid response to client questions
— One simple bill for all products

 Dedicated Worksite Sales Team
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AssetBuilder and AssetBuilder Plus

o AssetBuilder—a traditional flexible premium,
universal life plan of insurance with a single
accumulation account

e AssetBuilder Plus—an equity-indexed, universal life
plan of insurance with two accumulation accounts
e Product Summary:
— Minimum specified amount, $25,000
— Specified amount bands
— Issue ages (age last birthday, ages 0—-85)
— Four underwriting classes including 2 Preferred classes
— Guaranteed interest rate—2%

— Loan privileges including Preferred loans (zero net
spread)

— Eight riders to help mold benefits to your client’s needs
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Providence

A simplified issue whole life insurance plan
developed to help meet final obligations:

Issue ages 50 — 85

Death benefits: Level and Graded
Minimum benefit: $5,000
Maximum benefit: $30,000
Gender specific

Simplified Issue Tobacco and Simplified Issue Non-
Tobacco

Guaranteed Level Premium, Death Benefit, and
Accumulation Values

Underwriting: Completed application, PHI (POS
available), & MIB

Riders: Accidental Death & Accelerated Benefit
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Term

» A fully underwritten term plan of insurance:
 |Issue ages: 20-70

e Minimum face amount: $100,000

« Term periods: 15, 20, & 30 years
 Banded

» Gender specific

* Five underwriting classes including Preferred Plus
Non-Tobacco

« Seven riders available to help mold benefits to your
client’'s needs

* No Steep increase from P+ to P
* Very competitive smoker rates
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Mortgage Term - Simplified Issue

A simplified issue term plan of insurance:
Issue ages 20 — 70
Minimum face amount: $50,000

Maximum face amount: Lesser of 140% of original
mortgage or $250,000

Term periods: 10, 15, 20, & 30 years
Unisex rates

Two underwriting classes: Simplified Issue Tobacco
& Simplified Issue Non-Tobacco

Eight riders available to help mold benefits to your
client’'s needs

No Steep increase from P+to P
Very competitive smoker rates
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Life Options — mid-2008

 Conseco Life Options—an equity-indexed, universal
life plan of insurance with all the benefits you've
previously seen with Conseco universal life products
plus:

« Four accumulation account options:

« Annual Pt-Pt, Guaranteed 100% Participation Rate
with CAP

e Annual Pt-Pt, no CAP

 Monthly averaging, no CAP

 Annual Fixed Rate

e Primary Insured Term Rider

* Nursing Home waiver of Surrender Charge
« Overloan Protection Rider

* Rolling Target — 24 month
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Educators’ Choice Series Annuities

e Educators’ Choice | Key Benefits
— Single premium
— Traditional fixed or index options available
— 3% & 4% premium bonus
— 8-year term
— Issues ages 0-85

 Educators’ Choice Il Key Benefits
— Flexible premium
— Traditional fixed or index options available
— 1.5% premium bonus
— Accepts periodic and transfer premium
— b-year term
— Rolling surrender charge with 10-Year cliff




Retirement Edge & Annuity Edge

 Retirement Edge Key Benefits
— 8% Premium Bonus — Vests at 1% per year
— 4 Different Indexes
— 3 Crediting Methodologies
— 12 Year Term
* Annuity Edge Key Benefits
— 3% Premium Bonus
— 4 Different Indexes
— 2 Different Crediting Methodologies
— 8 Year Term
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Patriot and Command

« Patriot Key Benefits

— 100% Participation Rate Guaranteed

— 3 Crediting Options

— 100% Access to Gains

— Nursing & Terminal lliness Waivers
« Command Key Benefits

— “Customizable” Liquidity

— Strong Death Benefit

— 10% Persistency Bonus

— 6 Strategies

— Monthly Point-to-Point*

— Monthly Averaging /Annual* Reset

— 2 Year Monthly Averaging

— 4 Year Point-to-Point

— 4 Year Fixed**

— 1 Year Fixed

*Available 8, 12, 16 year free out options

**Available 4 year free out option
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Dubes Financial Benefits

Compensation
— Annualization
— Conventions
— Weekly pay
Training & Sales Support
— Weekly training calls
— Easy CE Credits
Worksite lead generation

Robust Technology
— Agent Portal

— EZ App

— Every Dubes Financial agent receives a GPS to guide
them on their Road to Success (upon qualification)
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Weekly Training Calls

o 30-45 min. training calls by product
* Topics include

— Why should your clients buy

— Why you should sell

— Benefits

— Underwriting tips

— Positioning tips

— Sale tips

— Question and answer session
o Calls held every other Thursday

— 11:00 a.m. Eastern
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Agent Portal

 Easy-to-use
e Personalized
* Quick access

eCommissions
Pending Business
Forms

View policy-
holder info
Contest Standings
More!
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EzApp — Application Software

e EzZApp
— Other products/enhancements
— Take It Ez Promos
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Your ROAD TO SUCCESS

Independent Producers
+

Dubes Financial “Your Right Partner”

Success in Middle American Market
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Next Steps

e Q & Awith Mike Dubes
 How to get started with Dubes Financial

41



