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Agenda

• Product and Client Segmentation
• Focused Service & Sales Support
• Technology Services
• Unique Offerings



The Hartford
• Leading Variable Annuity and Life Insurance 

Company
– #1 in Variable Annuities
– #1 in Variable Universal Life
– #1 in Wirehouse/Regional
– #1 in Banks
– Top 3 in Independent B/D

• “Wholesale” Manufacturer
– Support Retailers

• “Broker Focused”
– Dually Licensed (NASD and Life) Reps



Parallel Process Approach

Online 
Request for 
Insurance

Online Case 
Status

Online Service

Traditional Products
VUL

Universal Life
Whole Life

Term

Simplified Processes
Transactional Needs

Snap App
Teleunderwriting

Self Service

Advanced Design
Comprehensive Needs

Custom Tailored
Full Underwriting

Full Service



Parallel Sales Approach

CRM Case 
Management

“Pull” Training

Support

240 Dedicated 
Life Insurance Specialists

Simplified Processes
20 Wholesalers

10 Internals
Train Brokers

Presentation Skills

Advanced Design
210 Account Executives

Local Presence
Meet with Consumer

Technical Skills



Web Enabled and Delivered
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Next Steps?

Hartford Products 
and Support

Local Point-of-Sale
or

Wholesale Support



Technology Services
• Simplifying the Point of Sale Process

– Electronic Request for Insurance (eFoundations)
• Request for Insurance Short form (Electronic and Paper)
• Tele-Underwriting
• Requirements Ordering

Broker Logs onto
eFoundations

Broker Inputs Basic
Insured Information

(Age, Risk Class, Face
Amount)

Broker Accepts Quote and
Moves to Electronic

Request for Insurance
Process

Broker Fills out Electronic
Request for Insurance

(Insured’s Detailed
Information & Beneficiary

Data)

Hartford Receives
Electronic Request for
Insurance into it’s Tele-

Interview System

Hartford Interviews Insured
to Collect Detailed Medical

History & Orders any
Requirements needed

Full Application is
Submitted to Hartford

Underwriting for Review

Application Approved
and sent to Broker and

Insured for signature and
collection of Payment



Technology Services

• Integrating with the Bank’s Back Office
– Data Exchange

• Leverage NSCC/DTCC Standards for 
Commissions, Positions, and Financial Activity 
Reporting

– Enables Banks to track & receive 
commissions, in force business inventory, 
and client activity on an in force policy 
within their own systems



Technology Services
• Easy access to 

Information via 
Hartfordinvestor.com

• Broker Book of Business 
(Policy Values, Client 
Information)

• Pending Status
• Product Literature & Sales 

Concepts
• Product Forms
• Illustration Software
• Financial Planning Tools



Technology Services
• Integration with Bank Intranets to 

Hartfordinvestor.com
– Direct links from Bank Intranet to 

Hartfordinvestor.com Forms, Illustration Software, 
or Product Literature

• 3rd Party Information Aggregators
– Leveraging Industry Partners to Distribute Hartford 

Product Information and Forms to the Broker
• iPipeline – Access to Term Quotes, Product Literature, 

and Forms
• Finetre – Annuity Electronic Processing



Multi-Carrier Support
Partnered with Protective Life to develop Multi-

carrier Term Quote System 

Broker Requesting
a Term Life Quote

Insurance Online Network
Multi-Carrier Term Quote Web Site

Carrier A Carrier B Carrier C Carrier D

Carrier A
Calculation

Engine

Carrier B
Calculation

Engine

Carrier C
Calculation

Engine

Carrier D
Calculation

Engine

Carrier Receives Insured Information
Carrier Returns Quote

Broker Selects Quote,
Submits Insurance Request
to a Carrier for Processing



M-CAP
Multi-Carrier Access Program

• Expands the services provided by the 
Hartford by adding access to products of 
other quality carriers when our product is not 
suitable

• Increase our distribution partners sales of life 
insurance products by making it easier for 
brokers to sell life insurance

• The Hartford Insurance Specialist stays 
engaged as the single point of contact with 
the Broker throughout the process



New Paradigm
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Summary: Reinvent!
• Channelize: Banks need Carriers who are 

focused on their unique needs
• Simplify: Carriers must ease the process for 

submitting business…for Simplified and
Advanced Needs!

• Modernize: Distribution Partners want key 
Life Insurance data fed to their systems

• Differentiate: create unique service and 
technology offerings bridging product and 
support gaps.



Questions?

For a copy of this presentation, contact:
John Gies

Director Individual Life
Financial Institutions

The Hartford
860-843-4148

john.gies@hartfordlife.com

Marc Kermisch
Program Manager

Distribution 
The Hartford

763-765-4208
marc.kermisch@hartfordlife.com


