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Agenda  

Credit Life Insurance 

Disability Insurance 

Offering Credit Insurance 
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Life Insurance vs. Credit Life Insurance 



Credit Life and A&H Underwriter 
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SECURIAN FINANCIAL GROUP, INC. 

 Minnesota Life Insurance Company  

 Securian Casualty Company  

 Allied Solutions 

 Cherokee National Life Insurance Company 

 49 States 

 Guam  

 District of Columbia  

 Argentina, Panama and Puerto Rico 

 Denmark  

 Canada and the United Kingdom  

CONDUCTING BUSINESS IN 

OUR FINANCIALS 

 Insurance in Force – $945,000,000,000 

 Assets – More than $38,000,000,000  

 One of the Largest Insurance Companies in America 

 Rated “A+” Superior by A.M. Best Report 



Introduction 

This manual provides information that will enable you to offer the Payment Protection Plan with 
confidence to 100% of your customers who apply for a loan. 
 
What is Payment Protection Plan? 
 The Payment Protection Plan is a credit insurance plan that pays off the loan or makes 
 the monthly loan payments in the event of a covered death or disability. 
  
Program Objectives 
  

 Understand Credit Life and Disability Insurance 
 
 Describe features of credit life and disability 

 
 Understand how credit insurance benefits the borrower 

 
 Compare coverage to other life insurance products 

 
 Present the Payment Protection Plan accurately and confidently to your customers 

 
 Respond to commonly asked questions about the Payment Protection Plan 

 
 Understand how to handle objections 
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To protect your customer and make sure your BANK stays in COMPLIANCE, you must offer the 
Payment Protection Plan 100% of the time to 100% of your customers. 



Credit Insurance Overview 
(Credit Life & Disability)  

What is Credit Insurance? 
 Credit insurance is term insurance that is purchased in conjunction with a consumer credit 

transaction that pays the insured’s covered loan balance in the event of his or her death.  You 
must inform your customer that the purchase of credit related products is not a condition of 
the extension of credit. 

 
 
Common Characteristics 

 Coverage matches the credit transaction, that is, there is usually coverage for the exact 
term and amount of the loan. 
 

 The lender is the first beneficiary when the debt is repaid in the event of a claim. 
 

 Any benefits over the amount necessary to repay the debt will be paid to the customer or 
their beneficiary, if there is no beneficiary designated, the estate. 

 
 A single premium is paid at the inception of the insurance.  The premium is financed with 

the loan. 
 

 The same premium rate is charged to every customer of a financial institution regardless 
of age, gender or occupation.  
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Characteristics of Credit Insurance 
(Credit Life & Disability) 

 Applicant’s Statement of Insurability 
 Coverage is only available to applicant’s that are able to certify the parameters of good health.  

The health statement does NOT include questions relating to high blood pressure and 
diabetes.  Disability applicants must be working for wages or profit for at least 30 hours or 
more per week on the effective date of coverage.  If the customer cannot sign the good health 
statement and answer “NO” to the health question, DO NOT issue them the coverage, they 
are NOT eligible. 
 

 Rates and Policy 
 Rates and forms are filed with and approved by the Texas Department of Insurance. 

 
 Beneficiary Designation 
 The creditor is the first beneficiary.  If benefits exceed the amount necessary to pay off the 

debt, the excess is paid to a named second beneficiary.  In the absence of a second named 
beneficiary, the debtor’s estate becomes the beneficiary. 
 

 Terminations and Refunds 
 Coverage automatically terminates and the debtor is entitled to a refund of any unearned 

premiums in the event the loan is prepaid, renewed or refinanced prior to the scheduled date 
of maturity. 
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Credit Life General Information 
Single & Joint Coverage 
 Credit life insurance can be offered to one borrower (single coverage) or to the borrower and 

his or her co-borrower (joint coverage).  The policy terminates upon the death of either one of 
the insured's.  If the two borrowers die simultaneously, then only one death benefit is paid.  
Suicide exclusion only for the first year of the policy.     

 

Advantage of Joint Coverage 
 The opportunity for the borrower to purchase joint coverage is a great advantage because 

there is a savings over the alternative of buying two single life policies. 
 

Types of Credit Life Coverage 
 The most common types of life coverage include: 

 Gross Pay (Covers total of payments) 

 Level (The amount of insurance remains constant throughout the loan term) 

 Decreasing (The amount of insurance reduces monthly during the loan term) 

 Net Pay (Covers the principal, insurance premiums and other loan related fees, NOT the 
unearned interest) 
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Types of Eligible Loans 

 Consumer Loans 
 

 Commercial Loans 
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 The signer must sign as “John Smith, President and 
 individually” 
 Co-Borrowers only if they sign as “individually” as well 
 Must sign the face of the note 
 Credit life CAN be purchased with a DBA, Corporation, 
 LLC, etc. as long as we have an individual signing the 
 face of the note acknowledging their liability. 

  Agricultural Loans 
 

 Balloon Loans 
 

 Irregular Loans (other than monthly) 
 

 CD Secured Loans (protects the borrower’s CD) 
 
 



Credit Life Plan Highlights 
 Single Premium 

 

 Single Coverage (One Debtor) 
 

 Joint Coverage (Two Debtors) 
 

 Gross Coverage 
  

    GROSS 
        MAXIMUM 
    AGE        PER INDIVIDUAL TERM

  

 18  -  55            $150,000          120 months 
 56  -  65            $100,000          120 months 
 66  -  69            $    3,000            36 months 
   

 Maximum Age at Issuance:  69 
 Must Be Under Age 70 at the Scheduled 

Maturity Date of the Loan 
   

 No Occupational Limitation 
 Good Health Statement 
 No Physical Examination 
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 If a borrower meets the eligibility requirements, their insurance 
 becomes effective as soon as the loan is finalized 
 NO Health Statement for High Blood Pressure or Diabetes 
 NO Exclusion for Flight in Non-Scheduled Aircraft 



Credit Disability General Information 
What Does Credit Disability Insurance Do?  
 Credit disability insurance pays a portion of the insured’s monthly loan payment for each day 

he or she is totally disabled.  Disability may be a result of an accident or illness.  Proceeds are 
payable as 1/30th of the monthly payment (up to the contract limit) for each day the insured is 
disabled.  Disability DOES NOT cover the BALLOON payment, only the equal monthly 
installments.  Disability cannot be purchased alone, it can only be purchased WITH credit life.    
Joint disability will pay if either ONE of the covered insured’s are totally disabled, one monthly 
disability benefit is payable. 

 

 
Total Disability  
 Total disability is defined as any physician-documented accident or illness that, for the first 12 

months, prevents the insured from working in their normal occupation.  For any disability 
beyond the first 12 months, the insured cannot engage in any occupation for which he or she 
is reasonably qualified by education, training, or experience. 

 

 
What is Not Covered 
 Intentionally Self-inflicted Injury; Normal Pregnancy/Childbirth; Pre-existing Condition/Illness 

(This is an accident or sickness for which the insured receives treatment in the six months 
immediately preceding the effective date of coverage and causes disability within the first six 
months of coverage). 
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Credit Disability Waiting Period  
14-Day Retroactive Disability 
The retroactive plan provides benefits that are payable from the first day of disability. Once the 
14th day of disability has passed, benefits become due and payable from the first day of disability 
and continue for each consecutive day of disability. 
 
 
 
 
 
 
 
 
 
 
How Proceeds are Paid 
 

 Example: 
 Monthly disability benefit (monthly payment) ..................….....................  = $ 300 
 Daily benefit = $300/30 ...........................................…...…......................  = $ 10 
 Benefit payable = 20 days of disability x $10 .............….....….................  = $ 200 
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Credit Disability Plan Highlights 
 Single Premium 

 Single Coverage (One Debtor) 

 Joint Coverage (Two Debtors) 

 Age Limits (18-65) 

 Maximum Monthly Benefits Per Individual 
 3 – 60 months – $1,000 
 61 – 120 months – $750  

 Maximum Term:  120 months 
 Must Be Under Age 66 on the Scheduled 

Maturity Date of the Loan 
 

 Must be employed a minimum of 30 hours 
 per week, if Joint Coverage, both must be 

employed 30 hours per week 

 Good Health Statement 
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 If a borrower meets the eligibility requirements, their insurance 
 becomes effective as soon as the loan is finalized 
 NO Health Statement for High Blood Pressure or Diabetes 
 NO Exclusion for Flight in Non-Scheduled Aircraft 



Credit Insurance Benefits 
(Credit Life & Disability) 

Benefits to the Borrower 
  

 The borrower has a sense of security knowing that his or her loan is covered in the event 
of a sudden accident or illness, or unexpected death. 
 

 The borrower only pays for what he or she needs.  If the loan is paid off early, any unused 
premium is credited to the payoff amount. 
 

 Many borrowers are under-insured or have no life or disability insurance.  They know this, 
but tend to avoid the task of purchasing more insurance.  Since the Payment Protection 
Plan is an easy and convenient way to meet a portion of their insurance needs, many 
borrowers choose to enroll. 

 

12 

 Benefits to You - The Lender  
 

 If the customer suddenly becomes disabled or dies unexpectedly, you have the extra security 
knowing that the loan obligation may be taken care of. 

 

 Knowing you won’t have to call a widow, widower, or disabled borrower and collect on an 
unpaid balance increases your customer satisfaction. 
 

 The Payment Protection Plan not only helps build customer relationships, but it also 
provides additional profit for your organization. 

 



Presentation / Compliance 

100% Presentation  
 Presenting the Payment Protection Plan should be as natural as making a loan.  Here are a few 

suggestions for making the Payment Protection Plan a natural tie-in to your loan presentation. 
 
Ask Permission to Ask Questions 
 When a customer calls or stops by and requests a loan quote, ask the customer the following question: 
  
 “May I ask you a few questions first?” 
 

 If the customer says, “yes,” follow up with the next question: 
 

Determine the Range of Monthly Payments 
 

 “What range of monthly payments are you looking for?” 
 

Quote the Loan Payment 
 Always quote the loan payment to include the Payment Protection Plan.   

 Disclose the cost of the plan to the customer up front. 
 

 “Mr./Ms. Customer, your monthly payment would be $_______, is this within the range expected?  It 
includes the principal, interest, (other fees) and also about $________ per month for optional 
Payment Protection. How does that sound?” 

 
 “Now let’s see if you qualify for the benefits.” 

 
Questions 
 After you quote the payment, your customer may have questions about the plan. The following information 

will help you answer these questions. 
13 

To protect your customer and make sure your BANK stays in COMPLIANCE, you must offer the 
Payment Protection Plan 100% of the time to 100% of your customers. 



Life Insurance vs. Credit Insurance  

Male Non-Tobacco Level Term Rates for Age 30 Compared to Level Term 
  

Credit Life Rates for Ages 18-70 on $10,000 Level Coverage for Five Years 

  

AGES ANNUAL TERM PREMIUM CREDIT LIFE ANNUAL PREMIUM 

30 $88.80 $78.80 

31 $90.00 $78.80 

32 $91.44 $78.80 

33 $93.12 $78.80 

34 $95.04 $78.80 

Total $458.40 $394.00 
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NON-TOBACCO RATES 
(Have not used tobacco in last 12 months) 

MONTHLY RATES  MONTHLY RATES 
Issue 
Age 

$10,000 
Male Female 

$50,000 
Male Female 

$100,000 
Male Female 

$250,000 
Male Female 

 Issue 
Age 

$10,000 
Male Female 

$50,000 
Male Female 

$100,000 
Male Female 

$250,000 
Male Female 

20 
21 
22 
23 
24 
25 
26 
27 
28 
29 
30 
31 
32 
33 
34 
35 
36 
37 
38 
39 
40 
41 
42 
43 
44 
45 
46 
47 

 7.10 6.60 
 7.10 6.60 
 7.10 6.60 
 7.10 6.60 
 7.10 6.60 
 7.10 6.85 
 7.13 6.91 
 7.18 6.97 
 7.24 7.03 
 7.31 7.11 
 7.40 7.20 
 7.50 7.31 
 7.62 7.44 
 7.76 7.58 
 7.92 7.73 
 8.10 7.90 
 8.31 8.08 
 8.54 8.28 
 8.80 8.49 
 9.09 8.72 
 9.40 8.95 
 9.73 9.18 
 10.07 9.40 
 10.44 9.65 
 10.88 9.94 
 11.40 10.30 
 10.04 10.77 
 10.65 11.32 

 10.90 9.70 
 10.90 9.70 
 10.90 9.70 
 10.90 9.70 
 10.90 9.70 
 10.90 9.70 
 10.90 9.70 
 10.90 9.70 
 10.90 9.70 
 10.90 9.70 
 10.95 9.70 
 11.05 9.85 
 11.16 10.10 
 11.25 10.35 
 11.50 10.65 
 11.80 11.00 
 10.21 11.40 
 10.63 11.80 
 11.13 10.21 
 11.71 10.63 
 12.34 11.05 
 13.00 11.46 
 13.71 11.88 
 14.50 12.30 
 15.34 12.80 
 16.25 13.34 
 17.21 13.96 
 18.21 14.63 

 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.50 11.40 
 11.80 11.60 
 10.25 11.80 
 10.67 10.09 
 11.17 10.59 
 11.67 11.34 
 12.25 11.67 
 12.84 12.25 
 13.59 12.67 
 14.25 13.00 
 15.34 13.34 
 16.50 14.00 
 17.84 14.67 

 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 18.78 18.55 
 19.38 18.96 
 20.42 19.59 
 21.46 20.21 
 22.71 21.46 
 23.96 23.13 
 25.21 23.96 
 26.25 25.21 
 27.71 26.25
 29.38 27.30 
 31.05 28.13 
 33.13 28.96 
 35.00 30.00 

 48 
49 
50 
51 
52 
53 
54 
55 
56 
57 
58 
59 
60 
61 
62 
63 
64 
65 
66 
67 
68 
69 
70 
71 
72 
73 
74 
75 

 11.30 11.92 
 11.98 10.41 
 12.63 10.84 
 13.25 11.16 
 13.86 11.43 
 14.49 11.68 
 15.14 11.98 
 15.84 12.38 
 16.52 12.86 
 17.17 13.40 
 17.89 14.01 
 18.78 14.70 
 19.92 15.50 
 21.39 16.40 
 23.11 17.39 
 25.00 18.47 
 26.97 19.65 
 28.92 20.96 
 30.86 22.39 
 32.85 23.91 
 34.88 25.55 
 36.96 27.31 
 39.09 29.17
 45.32 32.47 
 49.09 35.11 
 53.16 37.91 
 57.48 40.88 
 62.00 44.00 

 19.30 15.34 
 20.46 16.09 
 21.67 16.88 
 22.92 17.71 
 24.17 18.63 
 25.50 19.59 
 27.00 20.55 
 28.78 21.46 
 30.55 22.21 
 32.38 22.80 
 34.50 23.46 
 37.09 24.46 
 40.42 26.05 
 44.50 28.17 
 49.21 30.71 
 54.50 33.67 
 60.34 37.05 
 66.67 40.84 
 73.00 44.96 
 79.34 49.42 
 86.48 54.38 
 95.17 59.92 
 108.25 66.25 
    N/A      N/A 
    N/A      N/A 
    N/A      N/A 
    N/A      N/A 
    N/A      N/A 

 19.23 15.67 
 20.84 16.92 
 22.75 18.34 
 24.67 19.67 
 26.92 21.00 
 29.34 22.67 
 31.84 24.42 
 34.92 26.25 
 38.34 28.25 
 41.67 30.34 
 45.50 32.75 
 50.04 35.34 
 55.67 37.84 
 62.50 40.34 
 70.34 43.34 
 78.75 46.92 
 87.75 51.34 
 96.84 56.17
 106.17 60.84 
 115.17 65.50 
 125.17 69.67 
 137.17 72.92 
 152.92 75.42 
 171.34 82.42
 192.09 91.00
 215.50 104.17
 241.42 115.75
 269.92 131.42 

 37.50 31.05 
 40.00 32.71 
 42.92 33.96 
 45.84 36.46 
 49.17 39.38 
 52.50 42.30 
 56.67 45.42 
 61.88 48.75 
 67.30 52.30 
 73.55 56.46 
 80.21 61.46 
 88.34 67.30 
 97.71 73.55 
 109.17 80.42 
 121.46 88.75 
 135.42 98.55 
 150.84 109.80 
 168.13 121.88 
 187.30 131.46 
 207.30 141.46 
 229.59 152.09 
 257.30 161.67 
 292.50 170.42 
 332.92 187.30 
 378.75 207.92 
 430.21 234.38 
 486.88 266.46 
 549.17 302.92 

Other amounts available on request.  Premiums are standard rates based on applicant’s age at issuance of policy.  Premiums may be paid annually, semi-annually, or by monthly bank draft only.  
(A no-cost medical exam may be required depending on age, health, or amount of coverage desired).  Policies $10,000, Policy form no CT-P 79D GP-95. Participating. Decreasing Term Policy 
designed to provide level coverage to age 95.  Policies $50,000, Policy form no. 80-RCT-79D.SST-5, Level Death Benefit Term to age 90.  Premiums increase every 5 years until maturity.  Policies 
$100,000 and above, CE-82 Plus, policy form no 80-RCT-79D, Graded Premium, level death benefit to age 95.  Premiums increase annually. 

 

Life Insurance Rates 
(Non-Tobacco) 

Source:  US Life (The Old Line Life Insurance Company of America) 
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$.30 / $100 / year 
$1.05 

per 
$100 / year 

$.65 per 
$100 / year 

$.68 / $100 / year 

Single Premium Rate Comparison 

TEXAS 

Oklahoma 
Arkansas 

Louisiana 
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  Unlike most life insurance policies, the borrower: 
 
 Won’t be asked to take a medical exam or disclose health details 
 
 Will have simplified eligibility 

 
 Coverage matches the credit transaction, that is, there is usually coverage for the exact term 

and amount of the loan. 
 

 The same premium rate is charged to every customer of a financial institution regardless of 
age, gender or occupation. 
 

 No out of pocket expense, a single premium is paid at the inception of the insurance.  The 
premium is financed with the loan. 
 

 
 

Life Insurance vs. Credit Life Insurance 
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  It’s possible that your borrower already has Life Insurance, so why do they need Credit Insurance? 
 
Your customer may need Credit Life or Credit Disability Insurance if they take out a loan to: 
 

 Purchase a new vehicle 
 

 Consolidate debt 
 

In addition to traditional Term Life Insurance, Credit Life Insurance will: 
 

 Help your customer pay back any unpaid loans if they die or become disabled 
 

 Reduce the financial burden on their family 
 

 Allow additional life insurance benefits to help the family with other outstanding finances 
that may occur 
 

By having Credit Insurance, your customer is protected from losing their savings or other property if 
they cannot repay the loan due to death or a disabling accident or illness. 

Already Have Life Insurance? 
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What is it?  “Here’s what the plan covers:” 
    
   If you die unexpectedly, your covered loan balance is paid. 
 
   If you become disabled as a result of an accident or illness,  your loan 

  payments will be made for the time you cannot work. 
    
   A definition of the terms and a full description of the coverage's are included 

  in the Certificate of Insurance you would receive.” 
 
    ”Your decision to enroll in the plan does not affect your loan approval or the 

  processing time.  This is a voluntary plan we offer as a convenient way to 
  protect your new loan.” 

Presentation Tips  
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Does it Affect my 
Loan Approval? 



Presentation Tips 
Even if your customers do not ask these questions, it’s important that you let them know: 

 
 How much Payment Protection costs 

 
 Payment Protection is optional 

 
 Their decision whether to enroll does not affect their loan approval or the loan processing time 

 
 
 

Payment Protection is very rarely asked for, 
to protect your customer and make sure your 
BANK stays in COMPLIANCE, you MUST offer 
the Payment Protection Plan 100% of the time 
to 100% of  your customers. 
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Presentation Tips 
More Tips  
 Here are some more tips that will help you present Payment Protection Plan to EVERY 

customer. 
 

Nothing Convinces More Than Conviction 
 Some lenders feel uncomfortable offering the Payment Protection Plan to every customer.  To 

alleviate this feeling, it’s helpful to understand what it is that the Payment Protection Plan does 
for the customer.  This understanding, along with quoting the payment with Payment Protection 
Plan EVERY time, will greatly diminish this feeling of discomfort. 

 

Determine Eligibility Early On 
 Determine the customer’s eligibility as early on in the loan process as possible.  If your 

customer likes it, get the health questionnaire out and say, “Great, let’s see if you qualify.”  
Then ask your customer to complete the health questionnaire.  You can ask customers to 
complete the health questionnaire at the same time they are completing the loan application. 

 

Ensure Borrower and Co-Borrower Answer Health Questions 
 At no time should the health questions be answered by anyone other than the borrower and 

co-borrower.  If the borrower and co-borrower are unable to complete the health questions and 
sign the Application for Credit Insurance form, do not issue insurance. 
 

Quote Payment Protection Plan With Every Loan Quotation 
 By quoting the Payment Protection Plan in every payment, you have an automatic way to tell 

every customer about it. 
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Reasons to Consider Payment Protection 

Protects Financial well-
being 

 
People plan for marriage, 

buying a home and 
retirement, but many don’t 
plan for the unexpected. 
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Only eight percent 
of U.S. workers 

strongly agree their family will 
be financially prepared in the 

event of an unexpected 
emergency. 

Source: 2012 Aflac Work Forces Report, April 4, 2012. 
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Seven in 10 families   

with children under 18 would have trouble  
paying their bills if their primary wage earner  

died unexpectedly.  
 

Source: Household Trends in U.S. Life Insurance Ownership Study, LIMRA, 2010. 
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41 percent of all U.S. adults  

have no life insurance at all.  
 

Source: Facts About Life 2011, LIMRA Life Insurance Awareness Month, September 2011. 
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Approximately 90 percent of disabilities   

are caused by illnesses rather than accidents.  
 

Source: Council for Disability Awareness, Long-Term Disability Claims Review, 2011. 
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Minnesota Life Insurance Company 
Credit Life Certificate 
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Speed Quote 
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Product selection 
and payment 
information section.  
Shows selected 
product, payment, 
and product costs 

Loan 
parameter 
input section 

Profitability Section – Shows 
the income and loss to the 
bank, loan officer, and 
secretary 
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LDS 
(Lender Data Services) 
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Credit Insurance + LDS = FFUULLLLYY  AAUUTTOOMMAATTEEDD  IINNSSUURRAANNCCEE  SSOOLLUUTTIIOONN!! 
 

 Increase Fee Income 
 Increase Employee Productivity 
 Simplify Insurance Processing 
 Accelerate Policy / Refund Reconciliation 
 Manage Loan Officer Production 
 Online Reporting 
 Go Paperless w/ Policy Imaging 

 
Overview… 
Bottom-line, we listened… For years financial institutions have been looking for ways to automate their credit 
insurance. Well look no further. Lender Data Services (LDS) is an automated web based insurance administration 
solution that allows your financial institution to take full control of its insurance production by providing 
powerful tools to effectively manage the entire program, increase employee efficiency and reduce administration 
time. These benefits combined, mean an increase in bottom line profits for your financial institution. 

 
 

How it works… 
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What LDS can do for you… 
Online Reporting – Gone are the days when your employee had to use double-entry methods to track/report insurance 
production. We use our web based platform to serve your institution with reports, automatically, straight from the data 
stored by your core processor, bypassing the ‘middle man’, and eliminating errors caused in the process. The LDS 
System can provide your financial institution with real-time production analysis, so that lenders can check their 
insurance production and adjust accordingly, in order to set and/or meet fee based income production goals. Our 
reports are capable of displaying production data on a daily, weekly, or monthly basis, depending on the frequency 
of data uploading your financial institution decides upon. Also our reports are available 24/7/365 for your 
viewing/reporting convenience. 

 
 Production Report – Provides management and loan officers with detailed information 

about their loan/insurance production, at the institution, branch, and loan officer 
levels. The PR’s will also display all the loan officers, regardless of branch, by 
descending order of insurance production. These reports are exportable to excel 
and acrobat pdf formats. The excel export feature allows loan officer incentives to be 
calculated in a matter of minutes, drastically reducing employee time. 
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 Policy Report – Generates a detailed list of every policy written during the month. It will also 
produce a separate report for previous insurance carrier transactions, so that your institution’s 
insurance administrator doesn’t have to. These reports can be sorted by note number, customer 
name, branch, loan officer, effective date, or cancel date, and can be double sorted using the same 
fields. It will also total each branch’s transactions for easy balancing purposes. The policy reports 
can also be exported to excel or acrobat pdf. 
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 Remittance Reports – Totals all the premium and refunds generated and 
automatically nets out the financial institution’s earnings, allowing for faster policy 
remittance. These reports will also separate and total your previous carrier refunds. 
This report alone reduces employee time by hours if not days. 

 Outstanding Policy Report – An online report that gives the financial institution instant 
notification of policies / refunds that have not yet been remitted. The OPR will also 
notify the user of any premium or refund calculation errors. This produces an 
accuracy never before seen in insurance reporting. The OPR effectively eliminates the 
‘lost’ policy, and/or the refund that was never pulled out of the customer file. This in 
turn reduces the amount of corrections made during the remitting process and 
ultimately speeds up the entire reporting process, saving time and money. 
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Glossary of Terms 
A&H    
 A&H stands for accident and health. Credit disability insurance is also called Credit A&H. 
Adjudicate 
 To make an official decision about who is right in a dispute. 
Claimant   
 A borrower who is covered by a credit insurance policy and who files a claim for a loss that is 

covered by the policy. 
Closed-End Loan  
 A loan that is for a specified amount and a fixed term. The amount that is borrowed cannot be 

increased. 
Critical Period Disability 
 Provides for a disability benefit limited to a specified maximum number of monthly payments.  

For example, a maximum of 12 months per claim occurrence. 
Effective Date  
 The date the insurance coverage begins. It is usually the effective date of the loan. 
Gross Pay Life Coverage  
 Gross pay life (a.k.a., gross note, straight line decreasing, total of payments) coverage is credit 

life coverage that covers the total of loan payments.  That is, principal, interest, insurance 
premium, and other loan-related fees. 
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Glossary of Terms 
Group Policy  
 A credit insurance policy that is issued to a lender, where the group is defined as the 

consumers who obtain loans from that lender.  When a borrower enrolls, he or she is enrolled 
in the group policy and receives a certificate of insurance that shows evidence of insurance. 

Installment Loan 
 A  loan that is for a specified amount and a fixed term.  The amount that is borrowed cannot be 

increased and is repayable in equal monthly payments. 
Joint Credit Life Insurance 
 Credit life insurance that insures both the borrower and the co-borrower.  If both borrowers die 

simultaneously, only one death benefit is paid. 
Joint Disability Insurance 
 Disability insurance that covers both the borrower and the co-borrower.  Joint disability will pay 

if either ONE of the covered insured’s are totally disabled, one monthly disability benefit is 
paid. 

Level Term Life Coverage  
 Level term life coverage provides a level and constant amount of insurance throughout the 

entire term of the loan. This type of coverage may be written to include the principal, fees, 
insurance premium, and the interest or any portion of the total note. Level coverage is typically 
written when there are irregular payments and/or balloon notes. Most states do not permit level 
coverage to be written on closed-end installment loans. 

Line of Credit  
 A borrowing limit that has been pre-approved by the lender. Monthly outstanding balance 

coverage (MOB) is generally written on lines of credit. (See also: open-end loan.) 
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Glossary of Terms 
Monthly Outstanding Balance Coverage (MOB) 
 A credit life and disability benefit that pays the outstanding balance of the loan (or line of 

credit) on the date of death and pays the minimum monthly payment (up to the contract limit) 
in the event of disability. Monthly premiums (usually an amount per $100 or $1,000 per month 
of the outstanding balance) are charged for the insurance. 

Net Pay Life Coverage  
 Net pay (a.k.a., net payoff and net decreasing) coverage is credit life coverage that covers the 

net balance of the loan. That is, principal, insurance premium, and other loan-related fees but 
not the unearned interest. If the insured dies, the insurance benefit should be equal to the net 
loan balance that is due to the creditor. This type of coverage follows a specific amortization 
schedule for the term of the loan. 

Open-End Loan  
 A loan which may increase in amount at any time. The term of the loan is not fixed. The 

borrower makes monthly payments for any amount from the lender’s required minimum 
payment up to the outstanding balance of the loan. (See also: line of credit.) 

Penetration Rate  
 A rate that reflects the percentage of eligible borrowers who enroll in credit  insurance. 
Pre-existing Condition 
 A condition (either accident or sickness) that the insured receives treatment or is diagnosed 

for in the six months immediately preceding the effective date of the coverage and causes 
disability in the six months following the effective date. 
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Glossary of Terms 
Premium  
 The amount paid for the specified insurance coverage. 
Principal  
 (As in “loan principal.”) The cash that is advanced to the borrower or the part of the product’s 

purchase price that is being financed. Other portions of the loan may include interest and 
other fees. 

Retroactive Waiting Period 
 A type of waiting period in which an insured must wait the specified number of days before 

receiving benefits. Once that waiting period is over, benefits are payable back to the first day 
of loss. 

Single Premium  
 A premium that is charged only once at the inception of the insurance coverage. 
Six & Six Preexisting Condition 
 A preexisting condition exclusion for disabilities. A disability is not covered if the insured 

becomes disabled from a preexisting condition within six months after the effective date if any 
treatment and/or diagnosis for that preexisting condition occurred within six months prior to 
the effective date. 

Truncated Coverage  
 Truncated life coverage is written to insure the first portion of the loan. It covers the net 

balance of the loan. That is, principal, insurance premium, and other loan-related fees but not 
the unearned interest. This type of coverage follows a specific amortization schedule for the 
term of the loan.  Truncated coverage means partial coverage. 
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INSTRUCTIONS:

Once you have completed the online training, click here to 
complete the test questions, then click on submit.

Make sure you include your name, company name and 
company address on your test.

Good luck!!

If 70% or more of your answers are correct, you will receive 
your certificate VIA email.

http://www.swric.com/training/minnesota_life/minnesota_life_training_test.html
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