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TruStage® Life Insurance is made available through TruStage Insurance Agency, LLC and issued by CMFG Life 
Insurance Company. The insurance offered is not a deposit, and is not federally insured, sold or guaranteed by your 
credit union. TruStage® Accidental Death & Dismemberment Insurance is made available through TruStage Insurance 
Agency, LLC and issued by CMFG Life Insurance Company. The insurance offered is not a deposit, and is not 
federally insured, sold or guaranteed by your credit union. 2018 AD&D policy form number: 2018-ADD-POL; AD&D 
riders:  2018-ADD-POLRDR-CI, 2018-ADD-POLRDR-CNR

Make both life and AD&D insurance available 

Some members will benefit from life insurance, some will find AD&D a better 

fit and there could even be some members with reasons to opt for both. Look 

for a provider that can deliver both types of critical coverage. This makes it 

easier for members to compare the features and benefits of both products 

and decide on what works best for their situation. It will mean one less vendor 

relationship for your credit union to manage. 
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Provide easy-to-understand information  
through every channel 

Members likely have a range of concerns and misunderstandings about life 

and AD&D insurance. Here’s a few:

•   Consumers tend to overestimate the cost of life insurance—half of them 

think life insurance is three times more expensive than it actually is.1 Many 

worry they’ll have to pass a medical exam and fear they’ll fail. Others find 

the product and industry terminology confusing and overwhelming.

•   When it comes to AD&D coverage, people tend to 

underestimate their risk. Consider there’s been a 

99% jump in injury-related casualties over the last 

27 years2 and that accidents are the top cause of 

death for people aged 25-44.3

Use every channel possible—direct mail, web, mobile, 

social media and licensed call centers—to help set 

the record straight. 
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Deliver access to coverage at a variety of price points   

Member budgets will vary widely, so select products that can easily meet a 

broad range of needs. The ideal partner will incorporate a digital quote tool 

to help make it easier for them to experiment with different payment levels, 

removing the barrier to purchase.
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Choose a partner that can show they’ll work with 
members in difficult situations  

This past year has shown that life can change quickly. Members who are faced 

with a job loss, illness or unexpected expenses might think they have no choice 

but to drop critical coverage. Consider what could happen to members who are 

already struggling with the uncertainty and financial stress of the pandemic if 

they were to lose their household’s primary source of income.
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WAYS To Help Elevate Your  
Members’ Financial Wellness4

Life insurance and AD&D can help  
deliver critical peace of mind to your members. 

With the right partner, you’ll be able to ensure they  
have access to affordable, member-centric coverage.
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