Helping Representatives
Navigate The Crowdeo
Retirement Landscape

The U.S. retirement marketplace is crowded with
products designed to help Americans accumulate retirement
savings, take retirement income and plan a legacy.
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Highlightad products can be used across the refirament combingaum.

RETIREMENT ACCUMULATION METHODS

Usez/Bensfits Appropriate Business Entity
Fieed benafit bazed an years of sanvica, compansation, & mge Any

Empiayers contribule substastial amount in a nekrimety short period of time; akso gives partici- — Partnerships, S-corporafions, and sell-employed firms that are financialy soond Lom
pants opportunify b2 buy e nsurance with ta-geducible dollars with 15 or fewer emgligess

Employaes can save for retiremeant with pre-tex dollars Sk propristorships, parnerships, limited labilBy companies (LLCs)
Participantz end spousae can seva substential amount fup fo $170 000ear) Sole proprietarships & individeals

407k} Profil shiarisg or stock bonus plans camtaining cash or defamad aranpamants whenaty emplayes Employess save for nefrement with pra-tae dollars o Ge-desamed basis with abilisy o ofar Corporations, parinerships, LLGCs
may choose i have compersalion pad in cish of confribebed by erployer 10 plan on pre-tan basis loan prinisions

Safe harbor 407(k}  Profit-shering or sieck bonus plans cantaining cash or defemad amangemant whereby employer makes  Employers can offier 401{k) plen withaut hassle of nondiscrimination testing regeirements
minimum level nonelectiva condritastion or maiching contribution b2 plan on behalf of amployea

SIMPLE 401(K) Employess elect o contribete & emploger is requirzd bo make limied malching or nonelective contebibon
Salo 409(k) For sedlf-eim played individuals & spouses; they can make contrutions s both emplaver & erploges

403Hb) For schools & cerfain ronprofits; amployess make pre-as contnbutions that grow te-defamad;
amployers ohien maich; can only nvest in anruifies or mutal fands

457 Nonqualiied plans allow staie & faderal govt & apancy emplovess 1o defar compensafion on
pre-tan basis Wegugh gyl deduttion

Kengh Spansamed by unincorporaied besiness or saf-employed individwals

Conventional Emphaver has discreliosary costrol over mnwal empliyes coslriBulions
profil £haring

Cross-tasted Ermplirger determings conlrbulion penzntages (may vary by efmglopee, sehisct b certain nondisciming-  Employer can fondibule significan amounts ba ceddin emplayess hrpically owners) & minimal
profit sharing fion rules| amoents: b others [bypically nonowners)

Maney purchaze Employar must maka predebermined asnual confributions. aven if thay eam no profit Hlorwes employeas by know worth of $her banalii (25 parcantaps of compensation)

Wrapper Description
Canveslional Employper/amployes confribite in employment; employas raceivas. payments in ralirement
41201 Funded solely by foed ancuitizs & e insurance; benefits quarastesd by the imserer al netirement

Compilexity
Medium b3 high
Lorw 1o medium

Kengh Spansared by uninconporaled besiness or sef-employed indsiduaks
Halo DA Funded by business munar basad wpon a predetarmined et benefit

Low o medum Lbr 10 medium
Madium f2 high Medium

Lo B2 high (depends  Low to high
U plkas comphexity)

ole proprietarships, corparations, parserships, LLEs Ifedium &2 high Lo 10 high

Little administeative papeswork & lower condribution raquiramants
Alw Tor highest amouni ol confritalions across al DG plans (n mis! cses)
Provides employeas with ability to suppdement pension benefits

ok proprietarehips, comorations, parinerships, or LLCs with less than 100 employees Low to medum
Sale proprietorships thak anky Fave cemer and Spouse emglmpees Low
Public school systems or tax-examgt charitzhl oganizations Madium &2 high

Medium ta high
Lewy b mediem
Lo 1o medium

Employess can sava for raliremest & quoid income Saees until withdraal Siate and Incal povamment entities or Ge-axempl omganiztions Mtidium ko high Lo 1o mesdium

Emploryees have ability to sawe for retirement with pre-tax dollars
Ermplgyer Gan Be Seitble wilh amount & Ieguesy of contribulions

Low {0 madium
Low lo high

Low b mediem
Lew b3 high

Siole proprieforships. partnarships, LLCs
Sole praprietarships, corponilions, pafiserships, LLGS

Sl proprietarships, toraniicns, pifserships, LLCS Low 1o tigh Lew b high

Tax changes in 2001 [EGTRRA] made conventional profit-sharing plans moee
attrisclivg, S Tew endilies emgloy hese plans ngm

Sole proprietarships, tomaritions, pareerships, LLGS Metexgium 8 high Lew b high
Incorporale husiness (must Rae shck) Low Law b medism
Bmall businesses with no or lew nondwner emplioyiss Lim Law

Onky those wha estableshed e pior b an. 1, 1967 (replaced by SIMPLE IRAs}  High High

Low o figh Lew fn high

Target benedit Ervipl erger confritations inlended 1o defiver stited tnelit for employes ab relinrend

ESOP Btck banis plans which isvast primanly in he sponsaning emplover's shack

SEP |RA Empliper’s amnual confribulion is discrelionary (only emplover conirbutions are permitied)
Erpl tryesss Cam mika pre=lax abactive defemals, bot ane subject 10 nandiscrimination besling

Aliws emphkets % keow the asgurt of her intended Ikl eirement el
Duglity tor additional eontlbution lisitetions Tor employar & deduction limitstions for employee
Aliows employer b be et with contributions

For employers with 3 SER ot wia oo want a 400 (k] fike wehich for empioyees b make i
o Eaniribeatine;

Lalary raducton plan with littke administrative pzpermork Lmall besingsses with less than 100 ampleyzes and no other retirameant plan offering  Low
Mlows indhidusls to have comglete spansarship, swnership, & contrcl over the account Any Low Low
Alliws individeals %o hewa completa sponsorship, owmership, & control over the eccomnt Amy Lo Liowy

Empd oryeess cam conlribuwta znd employer must make imited matching or nonelectis cantribetions
Texe-fawmred ratirement savings accounts, bmited 1o after-tex confributions: qualified withdramels
are incom ax fres

Dalarrad sanuities _ Tordefomsd growh of comiege; can proideincoms & deah benet pecton

RETIREMENT INCOME METHODS

WrapperProduct Descripiion Us=/Banefits Cost Complexiby
Sacial Security Gowt-faciliestzd refirement benzfits basad on individuzle’ birth, retiramant ap2, & salery during employmant Guaranized income 52 individuals & their spowsac fior life Low
DE plams Empl orger pays thie retires monthby benzfits determingd by individeals™ salary, age, & tamrs Guaramsed income 5 emplopecs (nd possibly heir spousis | for ile MiA Liow
DC plans Err:irrnr E-mﬂum rrm-n:nlﬁhm i rﬂ'nﬂ bmﬁl in-uu: nr lhw.:nmt..l. nil foeed amownl Kscets grow 1ex-deferred & can wowide an income stream through various distribetion options Low

Roth IRA

o il 1 have complets sponsorsip, ouneriip, & comma owr e aczaurt Emplyets vh hre mesed v oher ueted e conwRations Medwniogh  Medumiohioh

IhAs_ At oo & can o an e s

Fixed income Securilies
Immediate annuities
Reverse morbgages
Mutual funds
Individual secarities
Managed acoounts
ETFs

Hedge lunds

REITs

Closed-end funds
Limited parimerships
Litecycle funds
Cash

Money market funds

sa:um-s prtmdnq iﬂd slnmn ol nm-mt—-lll!r um:dn:al;.- o at mturrt:.I

Immediziz stream of income gueramiesd for e andror term of years; peyments guaraniesd by He insurer
Home-£quity koan; hemenamer doesait need to repay unll they mave, sel home, or de
Ta-defermed banelis ane exaended 1o beneficiaries who recsive iscome distribulions

Pool of professionally managed individual securities; indriduzls participate by parchazing shares

A portios of the awnarship of 3 company

Arounls: Mat Reee 3 professional managemest averlly

Pessivety menaged funds thal mirmar an indax

Ervpl ores: leserage & othes speculative invessimants tn prowide posilive relums in Al sEonamis eminsnments:
Invest in & partalio of real estale

Dt i Fooed murnber Of shares and generally Inades bekow MOV

Parmerzhips into which essets am contribeted in exchange for the return genamsted by some andeavar
Asset allocation funds ara based on pre-detarminad risk characterstcs

Giesh

Invest i shar-term feead seceries

Generabes stedy mcome strem. en involaile squity markels

Guaranized income i Individuals (and possitly helr spouses) for ife

Equity kackad in & hioma provits inzome widle homeswner condnuss b rasids in & gmn it
Assets grow La-delerred § can geovide income sireas for acoount halder § other beneliciaries
Keseet groe & relatively cheapar partdolio diversificalion

Aseed growsh & an incoma straam (F they ara dvidend-paying or prefamad siocks)

HAezzed groendn, portfoko disersficaion, & W efliciency in distnbidion phase

Aseed groweh & portfiolie diversification with low fzes

Az grirdSh & ponfolio diersilicalion

Kased growsn & portfiolis diverafication

Rz grive®h & ponfolio diversiicalion

Creale dmersification & limit Bebikty

Aeallpzate azsats aetomatically to maximize returm of consisiancy &5 sharzholdzrs approach retirement

Privides liquidity
Safe retums with relataaly kow rsk

Low- B moderaie-ned-worh

Lower-net-warh

Liow
Lom
Plediim

Low
Medium 1o high
Medum

Hl
Al

Lom
Low

hderate- to Mighernet-woh  Wedium 50 high

AR

Highes-nel-worih
Highes-net-worth
Highesr-net-worth
Highes-net-worth

Loaw
Madiim o kigh
Madium to high
Madiim 1o high
High
Lo
W&
Lo

Low
Low
Mediiim 10 kigh
Low
Medium o kigh
Madium 1o kigh
M b2 high
High
Low

CDs Bank-{ssued debt instruments

Deferred variable anmullies  Tax-defirmed growsh of samisgs; also can rovide incoms & death benefit protecion
Delerred fixed annuilies  Pay a fsed rate of ratum; samings grow ta-deferred

Principal-protected fumds Funvds thal guarantes return on prinzipal imvesiment for & perod of years

Stable-value funds Gearentes 3 ratum oo the principal investmeni by only imesting in high-qualiy bonds & GiCs
Lomg-term care inswrance Covers experses relabed bo home healh or mursiog home cane

Libe insurance Pays beneficianes 2 doflar amogent upon dagth of ngerad

Provide returns with limited guaraniess & relatively |ow risk Lo
Guaramzed minimem retums

Guaranzed minirem relums Lower-nel-worih
Govars expensas esspciated with deblitating linesses Ihodzrate-net-warth
Can providie addilional relinement income heough withdraals, sumenders, or kans from polioy's cash vilue &l

LLower-nat-warih

WEALTH TRANSFER METHODS

Use/Benelis

Wz b pies assiels Wt o ot neduce B letime gif anciusion

Usad b transter essels income & (ideally) 2state te-frae to bensficlanies

s anruitied il payments o fand a e insurance pofcy s put o an ILIT: avoids probite
Transler assats nutside of donor's tsable estate

Paes fhase ascets outside of probate

Ghve righls of surshnrship fo named joent tenants

Save for childran's education Lowwes-net-worth

Have dor chidien's (or other hanglicianies] oollege Tulinn L

Financa many panzrations of beneficiaries' aducation High-nat-warih

W5 b oo Ll iresurance: by oubsade of te ingureds esiig; severs incalents of ownarship by ihe ingered A, ypically high-nes-worh
Uzad if trust banaticiary i not capable of hendling heir rwn finanzial siwation Al High
Mg iF the bkl esslale: of Spouses wil exeed |ofal eshing fe & gilt exemplions Maderale- 1o high-nel-werth  High
Uzad when decadan? wanis to suppart @ spoesa, bet dozs not want that spouse to delermine the uHimatz racipient of the essets  Kigh-nat-warth Hgh

Descriplian

Areual amownt that can b passed tan-ins 1o benlicaries (511,000 in 2005)

Pays beneticiares a dollar amount upan death of insured

Earmiegs grow e defrmed, may be switched to iscome strsam bached by insurancs

Beneficiaries pry heir donors & lifetime income giream cut of funds: gifted to benaficlanes by donors
Designatinss attached bo sacurities, ralirement accounks, & bank accounts

Designatinns attached i acousts oF redl progery

Areounts used to financa educalion aepanses

G20 savings plans Aerounts used o Tisance post-sacondary edecilion epensss

Educelinal Irusts Fund eny axpenzes asscoited with educesion

irrevacahle Lile insurance Trests (ILITs) Gosban & lile insurance pobicy 1o dlow procesds (o ol be considened parl of insareds bzl estile
Spandhril sk Lim the tanatfician's access o st asests

Marital deduction and bypass bruste  Alow e of both 5p0u5% sl Lo exemplions

Quailied Terminable Inlerest i Give suniving spouse lifetime intarest in aszets that then pass io beneficiery nemed by decadan
Proparty (OTIF) rusts

Grasbor-Aefained Asnuily Tresls [GRATS) SAdom grentor b receive incame for 3 et ramber of years sl remaindes |2 b amed feneliciny
Crummey trusls Grantoe can fund with the $11,000 annual gift eeclusion

Tousts bar misdrs For mingr benelicanas who cannod aecess fands undil meajony

Gerzratian Skpping Trusts (G5Ts) Alow for distributions {0 mamy ganerations

Packaqad irusts Funids Bt are *'Ih'u-lmb: wissioas of cuslomized st mduﬂ*:

Sreteh IRAs

IAAz wilh brus| benaficiaries
Family Limiled Parisarships |FLP3)
Charitable deduclions
Dosar-sivised fnis

Charitable pitl aanuities

Charitable Remaisder Trusls (CRTs)
Charitable Lead Trusts |CLTs)
Privali lomdatioas

Appropriste Clients Cusd

Privale asnuilies

Proparty desipaations

Joint benaacies
Educetia Savings Accoanls (ESAs)

Prowide refirement income for geantor & save taes by moving assats imo fe frusk prior by anticipaled spprecixion
Transtar aseets outside of the estabe withowt aroding the prantor’s §1 milion liletima gt aeclusion

Wiz oy take advantape ol menory hower NCOMmE fo Dracked & give sy 535648 prind o anficigatad appeeciaion
Uzad fo gvnid multiple iteretions of the gamarstion-skipping iranster tax (GSTT)

Wiz for elieabs wihige w2 gth does not Iuirltr the hasske and cosl ol crmm a customize] Irusl

Moderate- fo high-net=worih  High

Maoderate 1o high-nat-worth ~ High High
Higher-ngt-moth High Kigh
Highar-net-morth High High
Maderate-ngl-parh Medium o high  Medum
Medeal: o highnut-cen Medum o high _High
l]m!b:l-.ﬂtnj :-mrq rﬂuhﬁh hﬁs-mmm'nmrrr mmmr-e:s Maderale- 1o high-nél-werdh  High High
Usad if thers ere indivisible assats in Se parent's etz Maderate- fo high-net-worth ] High
Pazs assuls mnialy o ugon deaih 1ax-Insg Al Law
Motk tae-deductible charilzhlz comtribetions Lowes-net-waorth Low
Wzd b mike lac-deduclisle cianitable confribulions whil ensuring income i received during lile Lower-net-waorlh Medum In high  High
Usad if granbor has essets fhat have appraciated & they wam 1o make a chantatle donaton Maderale- o high-net-worth  High High
Wiz if the grantor has assets they anticipate wil appreciale & they wam 10 make a charilable dosation Moderate- 1o high-net-worih  High High
Enciourage phiasthropy by younger generations High-nat-warin High High

.ﬁll.r- u.mr:m gr:mm Iu mnlinul -ﬂir. I'll-.-nn 1ht Imm n.:mlnﬂ digtribulions
Created o facliate fransfer of assals from perents by childran

Amaun (hal i be piessia oefree anlo charlies (Emited 10 a pénentaps of AR
Prafesslonglly manaped funds that anmuslly pit assets to chanties

Charilies pay ther donors 3 Befme income singdm ol of fends gified %o charity by donr
Pay Income to greentor legving the remainder 10 a charky

Pay incama 10 2 charity leaving remaindar ba beneficiary named by prantar

Greated o promeote philanthropls caesas

tioned to meet the retirement chal
by knowing our target audience, understandi
providing the right solutions, and offering wor

to our p oducers and their clients.

JNL Is pos enge

ng their needs,







A Proven System For Turning
Prospects Into Clients—

The Seminar Systems Unit

A turn-key system that reduces the
operational and logistical burden of planning
and conducting successtul seminars.

Checklist for Conducting A Successful Seminar

Pre-Seminar Logistics

60 Days prior to seminar

[ Call your SSU representative

[] Determine date, time and
location of seminar

O Identify ZIP codes that contain
desired demographics

[ Conduct site visit of
seminar location

50 Days prior to seminar
O Address compliance issues

O B/D compliance/disclosure
message

O Send seminar materials to B/D
compliance review

O Cannot proceed without
compliance approval

[ Confirm ZIP codes to target
households

[] Reserve restaurant for specified
dates

O Create invitation

30 Days prior to seminar

O Customization of marketing
materials

O Walk through customized
materials

15 — 30 Days prior to seminar
O Invitations mailed
O RSVP tracking begins

O Monitor invitation responses

[ SSU-walk through of seminar
day logistics

[ Practice introduction, close and
table talk scripts

Seminar Days

Two hours prior to seminar

[ Adviser, assistant,
wholesaler and/or SSU
personnel arrive at
seminar location

L1 Confirm arrangements
with restaurant manager
and staff

O Registration table
O Equipment

O Room set-up

O Meal timing

Registration of the
attendees

[1 Be ready for early
attendees

1 Personally meet and greet
each attendee

O Confirm arrivals and contact
info

O Distribute kits to each
buying unit (each couple)

| Post-Seminar

Two days after seminar

O Call all attendees

O Thank them for attending
O Confirm appointments
O Set appointments for those
who did not attend seminar
L1 Mail thank you postcard
L] Fax in attendance roster

0 Adviser task

At this seminar you
+ Minimizing the effect
of taxes an your estate
* Maimizing your loved
anes’ inhertance
* Protecting your
hard eamed
money 1o creale
8 lasting legacy

‘ [Restaurant Loge) \

10-30 days after seminar

O SSU post-seminar
follow up call

Robert Davidson,
This is a special dinner invitation for you.
Seating is limited. Call today to RSVF!

Deear Rodert,

The Seminar
[0 Adviser Opening

O Introduction of self

O Timeline of night's events
O Introduction of speaker
O Transition to speaker

L1 Speaker presentation

O Speaker transition
to adviser

1 Adviser close
O Thank speaker for time

O Inform audience that adviser
will be answering questions
during meal and confirming
appointments

O Set appointments

High Quality Seminars

The Meal

O Visit each table
introducing self

L1 Answer questions

[ Position the free
consultation

O Convert attendees to
consultations

[ Close and thank you

7 Days prior to seminar

[ Marketing materials arrive

[ Visit seminar location to check
equipment and set-up

O Address any last minute
questions

[ Confirm number of attendees
and meal arrangements with
restaurant

[] Organize marketing kits for
attendees

1 Day prior to seminar

[ Rehearse seminar and logistics
[ Review seminar materials

O Introduction calls to RSVPs

[] Create name tags for
attendees

] Pre-fill appointment cards

Retirement and Estate Planning

Yo ane condially imited 10 attend 3 FREE DININER SEMINAR. Weaukl you Bke 1o

kearn benefits, strategies and technigues that can protect your hard eamed money

onal Lite

nsurance Company

in the event of your death? Are you imenested in minimizing estate expenses and
maximizing your Family's inberitance? B so, now might be an appropiase time 1o
review wihere you stand financially and decide where to go from here,

The “Ratirement & Estate Manning™ Seminar
is hosted by [reps namal.
Please salect the seminar that best fits your schedule:

DINMER

RESTARURANT

DINMER

RESTALURANT

DIMNER

RESTALRANT
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Award-Winning Marketing Materials

“The aging of America'’s baby boomers
Is the most pressing national issue
of the century.’
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{What If | Live?

The American Retirement Crisis™

How Sick is Social Security?

| () years

Today
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Strateqies for Lifetime Retirement Income
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lackson National Life Insurance Company®

The LifeGuard's On Duty

* Income for Life,' Regardless of Market Performance

* Stay Invested in the Market

* No Need to Annuitize

* Five-Year Step-Up Feature to Lock In Market Gains (if any)

LifeGuard 5* and LifeGuard 4**
(Guaranteed Minimum Withdrawal Benefit)
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Lifetime Income
Regardless of Market
Performance
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Relationship-Driven
Strateqy

JNL's relationship-driven wholesaling strategy
s the cornerstone of our sales success.
Our producers see us more often,
hear from us more frequently,
and buy more from us.

JNL YTD 2005 Wholesaling Activity

External Wholesalers (E/WSs) Internal Wholesalers (I/Ws

"

Average
Calls per Day
per I/W

Total Number
of Calls

107,707

125,559

JNL Totals 115,294 339,942

{

70,000 175,000 Over 500,000

AULUELL Meetings Contacts Calls

With 70,000 face-to-face visits
and more than 500,000 phone calls
to producers and prospects this year;
JNL has built some of the strongest relationships in the business.




Process-Driven

Culture

A disciplined, systematic approach to territory management

allows wholesa

appointments with producers and prospects.

3

Boulder, Aspen

‘Moveable’ Assets

Total Annuity Assets

JNL VA Premium

‘A" Count

‘A" Premium

EW Meetings

IW Calls

$47.48
$1.38B

(3% of ‘Moveable’ Assets)

$5.2 M

(3% of Total Premium)

5
$3.2 M

(3% of Total ‘A’ Premium)
(2% of Total Premium)

1M
(2% of Total EW Meetings)

71
(3% of Total IW Calls)

Denver Metro

‘Moveable' Assets

Total Annuity Assets

$158.1 B

$5.5B

(3% of ‘Moveable’ Assets)

JNL VA Premium $78 M

(43% of Total Premium)
‘A" Count 46

‘A" Premium $43.6 M
(45% of Total ‘A" Premium)
(24% of Total Premium)

EW Meetings 350
(54% of Total EW Meetings)

IW Calls 1,293
(58% of Total IW Calls)

ers to conduct more frequent, higher-quality

Fort Collins

‘Moveable’ Assets

Total Annuity Assets

JNL VA Premium

‘A" Count

‘A" Premium

EW Meetings

IW Calls

$23 B
$1.18B

(5% of ‘Moveable’ Assets)

$22.4 M

(12% of Total Premium)
11
$13 M

(13% of Total ‘A" Premium)
(7% of Total Premium)

105

(16% of Total EW Meetings)

262

(12% of Total IW Calls)

Colorado Springs

‘Moveable’ Assets

Total Annuity Assets

$30.3 B

$1.2B

(4% of ‘Moveable’ Assets)

JNL VA Premium $12.1 M

(7% of Total Premium)
‘A" Count 8

‘A" Premium $7.4 M
(8% of Total ‘A" Premium)
(4% of Total Premium)

EW Meetings 104
(16% of Total EW Meetings)

IW Calls 248

(11% of Total IW Calls)

Eilbert

DEY Week Monday

1/3-1/7 Week 1 Office Day
1/10-1/14 Week 2 DTC, Englewood (1A)
1/17-1/21 Week 3 Wichita (4A)
1/24-1/28 Week 4 DTC, Englewood (1A)
1/31-2/4 Week 5 Greeley (2A)
2/7-2/11 Week 6 Albuquerque (6A)
2/14-2/18 Week 7 DTC, Englewood (1A)
2/21-2/25 Week 8 West Side (1D)
2/28-3/4 Week 9 Boulder/Longmont (5A)
3/7-3/11 Week 10 DTC, Englewood (1A)
3/14-3/18 Week 11 Colorado Remote (8)
3/21-3/25 Week 12 DTC, Englewood (1A)
3/28-4/1 Week 13 Wichita (4A)
4/4-4/8 Week 14 DTC, Englewood (1A)
4/11-4/15 Week 15 Greeley (2A)

4/18-4/22 Week 16 DTC, Englewood (1A)

11/7-1111 Week 45 Greeley (2A)
11/14-11/18 Week 46 DTC, Englewood (1A)
11/21-11/25 Week 47 West Side (1D)
11/28-12/2 Week 48 Albuquerque (6A)
12/5-12/9 Week 49 Boulder/Longmont (5A)

12/12-12/16 Week 50 DTC, Englewood (1A)

Sales territories are “zoned”

Tuesday

National Sales Meeting
Cherry Creek (1B)
Topeka (4B)
Cherry Creek (1B)
Emporia (4E)
Albuquerque (6A)
Cherry Creek (1B)
Colorado Springs (3A)
Mountains (5B)
Cherry Creek (1B)
Kansas Remote (8)
Cherry Creek (1B)
Topeka (4B)
Cherry Creek (1B)
Emporia (4E)

Cherry Creek (1B)

Emporia (4E)
Cherry Creek (1B)
Colorado Springs (3A)
Albuquerque (6A)
Mountains (5B)

Cherry Creek (1B)

Wednesday

National Sales Meeting
Cherry Creek (1B)
SW Kansas (4C)
Cherry Creek (1B)
Ft. Scott (4F)
Santa Fe (6B)
Cherry Creek (1B)
Cheery Creek (1B)
Grand Junction (5C)
Cherry Creek (1B)
Colorado Remote (8)
Cherry Creek (1B)
SW Kansas (4Q)
Cherry Creek (1B)
Ft. Scott (4F)

Cherry Creek (1B)

Ft. Scott (4F)
Cherry Creek (1B)
Cheery Creek (1B)

Santa Fe (6B)

Grand Junction (5C)

Cherry Creek (1B)

Thursday

National Sales Meeting
West Side (1C)
SW Kansas (4C)
West Side (1C)

Colorado Remote (8)
Santa Fe (6B)
West Side (1C)
West Side (1C)
Durango (5D)
West Side (1C)
Pueblo (3B)
West Side (1C)
SW Kansas (4C)
West Side (1C)
Colorado Remote (8)

West Side (1C)

Colorado Remote (8)
West Side (1C)
Thanksgiving Day
Santa Fe (6B)
Durango (5D)

West Side (1C)

Friday

National Sales Meeting
West Side (1C)
SW Kansas (4C)
West Side (1C)

Colorado Remote (8)
Santa Fe (6B)
West Side (1C)
West Side (1C)
Durango (5D)
West Side (1C)
Pueblo (3B)
West Side (1C)
SW Kansas (4Q)
West Side (1C)
Colorado Remote (8)

West Side (1C)

Colorado Remote (8)
West Side (1C)
West Side (1C)

Santa Fe (6B)
Durango (5D)

West Side (1C)

by opportunity, not just geography.



JNL's sales success is supported by hiring the best people

Home-Grown
Talent

and training them to thrive in our culture.

Our who
the best p

esalers are continually trained to have
‘oduct knowledge, presentation abilities
and sales skills in the industry.

Product Training

Date

Subject

New Hire Product Training

Fixed Annuity Training

Variable Annuity Training

Competitive Intelligence Training

New Hire Product Training

Fixed and Fixed Index Annuity Training
Variable Annuity Training

Mellon Capital Management Training
Product Training

Fixed Annuity Training

Variable Annuity Training

Competitive Intelligence Training

New Hire Product Training

Fixed and Fixed Index Annuity Training
Variable Annuity Training

Lazard Asset Management Training

Disciplined Investing Training

Presentation Training

Date

Subject

“Smack Down" Presentation Challenge

JNL Two Minute Drill

“Smack Down” Presentation Challenge

JNL Two Minute Drill

“Smack Down" Presentation Challenge

“Annuities & Estate Planning” Training

“But, What If | Live? The American Retirement Crisis” Training

Presentation Training With Greg Salsbury

Sales Training

Date Subject

JNL Internal Wholesaler “Boot Camp”
Five Components of the Sales Model
Telephone Sales Skills

Value-Added Wholesaling

5-Minute Whiteboard Stories

Territory Management

Leveraging Technology




JNL Distribution Channel Overview

Wholesale Channels

Retail Channels

Jackson National Life Distributors (JNLD)
National
Life of Planning
JNLD INLD Regional Georgia Holdings
Guaranteed Registered Broker/Dealer (NPH)
and Life egistere (RBD)
Independent Independent Regional Bank, Thrifts, Registered . Aftiliated
Broker/Dealers T Investment Life Agents Independent
. Broker/Dealers Broker/Dealers Credit Unions .
& Life Agents Advisers Broker/Dealers
Upscale to Upscale to Mass Market to Upscale to Mass Market to
Mass Market Mass Affluent Mass Affluent Mass Affluent Mass Affluent Mass Market Mass Affluent
Fixed Annuities Variable Annuities Variable Annuities Variable Annuities Managed Life Insurance Variable Annuities
Separate
Fixed Index Fixed Annuities Fixed Annuities Fixed Annuities Accounts Mutual Funds
Annuities

Life Insurance

Fixed Index
Annuities

Fixed Index
Annuities

Fixed Index
Annuities

Fixed Annuities

Fixed Index
Annuities

Brokerage Products

Investment Advisory

REITs / UlTs




