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Building solutions for target industries

What actuarial does What marketing does
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Today we’ll cover...
Agenda

= \What does underwriting look for?
= Underwriting case examples

= Why segmentation matters for delivering
the message

= How Trustmark can help you target key markets
= Tips and tricks

= Key takeaways
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What does underwriting look for?

Basic industry considerations

» Riskiness of occupations

« Underground mining (higher mortality, higher morbidity)
 Actuaries (great mortality)

= Turnover

« Government/civil service (very low turnover)

* Retail sales
= Salaries

* Fast food chain

 Software developer
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What does underwriting look for?

Desirable/undesirable industries

= Target/expanded target = Difficultto quote
« Schools » Offshore drilling/water-based
* Municipalities  PEOs
 Healthcare « Cannabis-related
* Public Administration « Employer-paid — if not gross-up
« Manufacturing (except « Associations
food/hazards) * Retirees
« Warehouse/local distribution * Non-W2 employees
« Wholesale trade (various) * Groups in bankruptcy
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Knowledge is key

How can you maximize your
offer?

» Personalized underwriting to
reflect client-specific needs

= Knowledge & flexibility can help
offers be more lenient

= Anything you can do to get an
edge and add value to
employers is helpful

MWW
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Non-target industry

Case example #1

= 1,000 life case Broker supplies
= Government census showing only

contractor 4 employees travel

exposure to outside US, and only

international 12 employees listed
as security guards

travel/war
zones/security
officers
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Non-target industry

Case example #2

= 500 life case

* Trucking firm

= | ow average
salaries

Broker confirms all
drivers are W2
employees and
turnover has been
low. Broker removes
part-time employees
from eligibility and
average salary
Increases to
acceptable level
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Non-target industry

Case example #3

= 5000 life
association

Broker confirms that
the association is all
within a single
Industry, is in a small
geographic area, has
strong control over
marketing, and a
proven track record of
generating
participation In
Insurance products.
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Non-target industry

Case example #4

= 800 oll & gas Broker provides
company census that shows
no offshore exposure
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Underwriting wrap up

* Information is key to getting your best
offer from Trustmark

» Detailed census can provide important
detail to tailor offers

= Underwriters are more likely to be
aggressive with offers with good track
records and good communication
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Trustmark

Why segmentation matters for
delivering the message
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Let’s do a little matching...

Your client:
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Let’s do a little matching...

Your client:



Let’s do a little matching...

Your client:



=

Don’t try to sell a minivan
to a cowboy!
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The importance of personalization
The proof is in the pudding...

52% 97%

of consumers presume all offers of marketers withessed a rise in
or messaging received from business outcomes as a result
clients to be personalized of personalization
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Why segmentation matters

Segmenting drives revenue

Segmented email
campaigns are
proven to drive up
toa 760%

Increase in email
revenue

80% of audiences
tend to do
business with a
client that
personalizes their
experience

2/3 of consumers
get frustrated
when they are not
delivered
personalized
Interactions
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How Trustmark can help you targe

key industries «
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How Trustmark can help

Trustmark segmentation packages

= \When employers work with a broker,
they want someone who understands
the unique challenges of their
Industry

= With pre-designed segmentation
packages, Trustmark helps brokers
hit the ground running

= Co-branding opportunities available
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Aimed at our target industries

Public administration,

15% ' ' Manufacturing, 9%
’ . Retail & wholesale trade,
N L
|

Healthcare & social
assistance, 14%

Professional, scientific,
technical services, 6%

Education, 31%
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How Trustmark can help

Trustmark segmentation packages

Target industries:
* Public sector (Complete)
« Education (Complete)
« Healthcare (Under development)

* Private industry/Manufacturing (Under
development)

 Financial industry (Project Phase Il)

« Technology (Project Phase Il)
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How can you get
started?

Communication is key

» Talk to your sales rep
» Discuss co-branding opportunities
» |[dentify prospects

= Determine the most
effective tools

« Email campaign
« Case studies

* Flyers

W( / ,""
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Build your own campaign

Branding and building your targeted solution

If you have a significant block of business, we’ll work with you
to develop a program for a target market
= Sample program

« Education industry

» Pension/retirement planning program

 Voluntary benefit offering

* Turnkey enrollment and communication program
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WIISE Program

Financial wellness and insurance information for school employees

Custom marketing materials
* PowerPoint template

= Microsite

» Folders

» Discussion placemat




Two ways to segment your markets
with Trustmark tools

Turnkey segmentation packages Custom marketing campaigns
= Default program = Saved for larger

= Ready to use blocks/opportunities

= Easy to cobrand = Time Intensive

= Can be used on a one-off basis " Longer turnaround time

= Quick turnaround = Great for building even more

_ _ credibility for YOUR brand
* Trustmark branding remains _
orominent = You own the solution

Talk to your sales rep to get started, they’ll connect you to the
marketing team to discuss how we can support you!
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Tips and tricks

Segmentation with your team

» Trustmark can support some high-level tools

= Use your CRM to identify prospects industry
& identify key messaging
= Develop pitch and deploy that messaging
wherever you can:
» Social media (paid and organic)
* Email campaigns
* Presentations
« Case studies

* And more!
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Key takeaways

» Trustmark can provide better offers to
our most valued industries

» Underwriters are more likely to be
aggressive with offers with good track
records and good communication

= Even when outside our key industries,
we’ll work to find a way to “yes”

= Partnership matters
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Thank you!
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