
Helping Representatives
Navigate The Crowded
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.

JNL is positioned to meet the retirement challenge 
by knowing our target audience, understanding their needs,

providing the right solutions, and offering world-class support 
to our producers and their clients.



Helping Representatives
Secure Larger Cases—

Advanced Markets
A select team of attorneys, CFP®’s, CLUs and ChFCs, 

with a simple focus—to provide the resources needed 
to guide clients toward success. 

Using sophisticated technologies and an 
understanding of intricate tax, legal and 

planning issues, Advanced Markets develops 
powerful planning solutions.

 
 

 

 

 
 

Preservation of Wealth.
• Trusts

• Estate Planning and Conservation

• Business Continuity Planning

Distribution of Wealth.
• Beneficiary Designations

• Required Minimum Distributions

• Stretch IRAs

• Nonqualified Stretch

• Charitable Reminder Trust/Wealth Replacement Trusts

• Credit Shelter Trusts

Creation of Wealth.
• Retirement Planning

• Qualified Plan Rollovers

• Executive Benefit Plans



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 successful seminars.

Checklist for Conducting A Successful Seminar

High Quality Seminars

Pre-Seminar Logistics
60 Days prior to seminar

Call your SSU representative 

Determine date, time and
location of seminar

Identify ZIP codes that contain 
desired demographics

Conduct site visit of 
seminar location

50 Days prior to seminar

Address compliance issues

B/D compliance/disclosure
message

Send seminar materials to B/D 
compliance review

Cannot proceed without 
compliance approval

Confirm ZIP codes to target
households

Reserve restaurant for specified
dates 

Create invitation

30 Days prior to seminar

Customization of marketing
materials

Walk through customized

materials

15 – 30 Days prior to seminar

Invitations mailed 

RSVP tracking begins

Monitor invitation responses

SSU-walk through of seminar

day logistics

Practice introduction, close and

table talk scripts

7 Days prior to seminar

Marketing materials arrive

Visit seminar location to check

equipment and set-up

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

Introduction calls to RSVPs

Create name tags for

attendees

Pre-fill appointment cards

Seminar Days
Two hours prior to seminar

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

Confirm arrangements
with restaurant manager
and staff

Registration table

Equipment

Room set-up

Meal timing

Registration of the
attendees

Be ready for early
attendees

Personally meet and greet
each attendee

Confirm arrivals and contact
info

Distribute kits to each
buying unit (each couple)

The Seminar
Adviser  Opening

Introduction of self
Timeline of night’s events
Introduction of speaker
Transition to speaker

Speaker presentation
Speaker transition 
to adviser

Adviser close
Thank speaker for time

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

Set appointments 

The Meal

Visit each table
introducing self

Answer questions

Position the free
consultation

Convert  attendees to
consultations

Close and thank you

Post-Seminar
Two days after seminar

Call all attendees
Thank them for attending 
Confirm appointments
Set appointments for those
who did not attend seminar

Mail thank you postcard

Fax in attendance roster

Adviser task

10-30 days after seminar

SSU post-seminar 
follow up call



Award-Winning Marketing Materials

 



Relationship-Driven
Strategy 

JNL’s relationship-driven wholesaling strategy 
is the cornerstone of our sales success.

Our producers see us more often,
hear from us more frequently,

and buy more from us.

Annually
70,000

Meetings
175,000
Contacts

Over 500,000
Calls

JNL YTD 2005 Wholesaling Activity

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

Number 
of E/Ws

Total 
Meetings

Average 
Meetings per Week

per E/W

Total
Contacts

Average 
Contacts per Week

per E/W

Number of
I/Ws

Total Number 
of Calls

Average
Calls per Day

per I/W

Guaranteed 30 14,096 19 26,528 38 34 107,707 24

Registered 38 17,265 20 34,784 40 37 125,559 25

Regional 
Broker 
Dealer (RBD)

16 5,473 15 17,728 50 13 20,670 18

Institutional
Marketing 
Group (IMG)

17 4,918 13 23,463 62 10 48,998 33

Curian 15 4,081 12 12,791 36 10 37,008 26

JNL Totals 116 45,833 17 115,294 44 104 339,942 25

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 wholesalers to conduct more frequent, higher-quality

appointments with producers and prospects.

Date Week Monday Tuesday Wednesday Thursday Friday

1/3-1/7 Week 1 Office Day National Sales Meeting National Sales Meeting National Sales Meeting National Sales Meeting

1/10-1/14 Week 2 DTC, Englewood (1A) Cherry Creek (1B) Cherry Creek (1B) West Side (1C) West Side (1C)

1/17-1/21 Week 3 Wichita (4A) Topeka (4B) SW Kansas (4C) SW Kansas (4C) SW Kansas (4C)

1/24-1/28 Week 4 DTC, Englewood (1A) Cherry Creek (1B) Cherry Creek (1B) West Side (1C) West Side (1C)

1/31-2/4 Week 5 Greeley (2A) Emporia (4E) Ft. Scott (4F) Colorado Remote (8) Colorado Remote (8)

2/7-2/11 Week 6 Albuquerque (6A) Albuquerque (6A) Santa Fe (6B) Santa Fe (6B) Santa Fe (6B)

2/14-2/18 Week 7 DTC, Englewood (1A) Cherry Creek (1B) Cherry Creek (1B) West Side (1C) West Side (1C)

2/21-2/25 Week 8 West Side (1D) Colorado Springs (3A) Cheery Creek (1B) West Side (1C) West Side (1C)

2/28-3/4 Week 9 Boulder/Longmont (5A) Mountains (5B) Grand Junction (5C) Durango (5D) Durango (5D)

3/7-3/11 Week 10 DTC, Englewood (1A) Cherry Creek (1B) Cherry Creek (1B) West Side (1C) West Side (1C)

3/14-3/18 Week 11 Colorado Remote (8) Kansas Remote (8) Colorado Remote (8) Pueblo (3B) Pueblo (3B)

3/21-3/25 Week 12 DTC, Englewood (1A) Cherry Creek (1B) Cherry Creek (1B) West Side (1C) West Side (1C)

3/28-4/1 Week 13 Wichita (4A) Topeka (4B) SW Kansas (4C) SW Kansas (4C) SW Kansas (4C)

4/4-4/8 Week 14 DTC, Englewood (1A) Cherry Creek (1B) Cherry Creek (1B) West Side (1C) West Side (1C)

4/11-4/15 Week 15 Greeley (2A) Emporia (4E) Ft. Scott (4F) Colorado Remote (8) Colorado Remote (8)

4/18-4/22 Week 16 DTC, Englewood (1A) Cherry Creek (1B) Cherry Creek (1B) West Side (1C) West Side (1C)

Fort Collins

‘Moveable’ Assets $23 B

Total Annuity Assets $1. 1 B 
( 5%  of ‘Moveable’ Assets)

JNL VA Premium $22. 4 M
(12% of Total Premium)

‘A’ Count 11

‘A’ Premium $13 M 
(13% of Total ‘A’ Premium)
(7% of Total Premium)

EW Meetings 105
(16%  of Total EW Meetings)

IW Calls 262
(12% of Total IW Calls)

Boulder, Aspen

‘Moveable’ Assets $47.4B

Total Annuity Assets $1.3 B 
( 3%  of ‘Moveable’ Assets)

JNL VA Premium $5.2 M
(3% of Total Premium)

‘A’ Count 5

‘A’ Premium $3.2 M 
(3% of Total ‘A’ Premium)
(2% of Total Premium)

EW Meetings 11
(2%  of Total EW Meetings)

IW Calls 71
(3% of Total IW Calls)

Denver Metro

‘Moveable’ Assets $158.1 B

Total Annuity Assets $5.5 B 
( 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)

Colorado Springs

‘Moveable’ Assets $30.3 B

Total Annuity Assets $1.2 B 
( 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)

11/7-11/11 Week 45 Greeley (2A) Emporia (4E) Ft. Scott (4F) Colorado Remote (8) Colorado Remote (8)

11/14-11/18 Week 46 DTC, Englewood (1A) Cherry Creek (1B) Cherry Creek (1B) West Side (1C) West Side (1C)

11/21-11/25 Week 47 West Side (1D) Colorado Springs (3A) Cheery Creek (1B) Thanksgiving Day West Side (1C)

11/28-12/2 Week 48 Albuquerque (6A) Albuquerque (6A) Santa Fe (6B) Santa Fe (6B) Santa Fe (6B)

12/5-12/9 Week 49 Boulder/Longmont (5A) Mountains (5B) Grand Junction (5C) Durango (5D) Durango (5D)

12/12-12/16 Week 50 DTC, Englewood (1A) Cherry Creek (1B) Cherry Creek (1B) West Side (1C) West Side (1C)

Sales territories are “zoned” by opportunity, not just geography.

           



Home-Grown
Talent

JNL’s sales success is supported by hiring the best people 
and training them to thrive in our culture.

Our wholesalers are continually trained to have 
the best product knowledge, presentation abilities

and sales skills in the industry.

Product Training

Date Subject

9/2 New Hire Product Training

9/5 Fixed Annuity Training

9/6 Variable Annuity Training

9/8 Competitive Intelligence Training

9/9 New Hire Product Training

9/12 Fixed and Fixed Index Annuity Training

9/13 Variable Annuity Training

9/14 Mellon Capital Management Training

9/16 Product Training

9/19 Fixed Annuity Training

9/20 Variable Annuity Training

9/22 Competitive Intelligence Training

9/23 New Hire Product Training

9/26 Fixed and Fixed Index Annuity Training

9/27 Variable Annuity Training

9/28 Lazard Asset Management Training

9/29 Disciplined Investing Training

Presentation Training

Date Subject

9/2 “Smack Down” Presentation Challenge

9/8 JNL Two Minute Drill

9/9 “Smack Down” Presentation Challenge

9/15 JNL Two Minute Drill

9/16 “Smack Down” Presentation Challenge

9/20 “Annuities & Estate Planning” Training

9/22 “But, What If I Live? The American Retirement Crisis” Training

9/29 Presentation Training With Greg Salsbury

Sales Training

Date Subject

9/5 JNL Internal Wholesaler “Boot Camp”

9/8 Five Components of the Sales Model

9/9 Telephone Sales Skills

9/14 Value-Added Wholesaling

9/21 5-Minute Whiteboard Stories

9/23 Territory Management

9/27 Leveraging Technology
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