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Metropolitan Life Insurance Company
One MetlLife Plaza

27-01 Queens Plaza North

Long Island City, NY 11101

212 578-2211

Heidi Constantine
Law Department
Tel 212 578-3136 Fax 212 578-3916

November 15, 2005

Trademark Trial & Appeal Board

c/o Trademark Assistance Center

Madison East, Concourse Level, Room C55
600 Dulany Street

Alexandria, VA 22314

Re: Opposition No. 91162871

Dear Sir/Madam:

Attached hereto please find:

MetlLife

TTAB

e Opposer’s Objections and Responses to Applicant’s Request for

Admissions (First Set)

e Opposer’s Objections and Responses to Applicant’s First Set of Requests

for Production of Documents

e Opposer’s Objections and Responses to Applicant’s First Set of

Interrogatories to Opposer

e Opposer’s Additional Objections and Responses to Applicant’s Second Set

of Requests for Production of Documents

e Opposer’s Additional Objections and Responses to Applicant’s Second Set

‘of Interrogatories to Opposer

Please let me know if you have any questions regarding this material.

Very truly yours,

1 lodi () Covirendnos

Heidi Constantine
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} IN THE UNITED STATES PATENT AND TRADEMARK OFFICE
: BEFORE THE TRADEMARK TRIAL AND APPEAL BOARD

' Metropolitan Life Insurance Company, )
Opposer, ; Opposition No.: 91,162,871
v ; [Serial Nos.: 78/313,440; 78/312,615]
Hydentra, L.P. )
Applicant. ;

OPPOSER’S ADDITIONAL OBJECTIONS AND RESPONSES TO APPLICANT’S
SECOND SET OF REQUESTS FOR PRODUCTION OF DOCUMENTS

Opposer, Metropolitan Life Insurance Company (“Opposer”™), by and through its
undersigned counsel, hereby serves Opposer’s additional objections and responses to
“Applicant’s Second Set of Requests for Production of Documents.”

Opposer reserves the right to supplement its objections and responses as appropriate,
including as a result of any subsequently discovered or acquired documents or information
and/or the resolution of issues presented by objections. These responses and objections are given
without waiver of Opposer’s rights subsequently to object on any ground, in connection with this

action, of any requested document or information.

Request No. 1.

Produce all documents, including, but not limited to, web sites, advertisements,
brochures, marketing materials, text and photographs evidencing Opposer’s use of the marks

listed in paragraphs 1 and 2 of the Notice of Opposition.

Response:
O O
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Opposer objects to this Request on the ground that it is vague and ambiguous to the

' extent that it asks for materials evidencing use of the mark, which is subject to varying

definitions/interpretation and about which Opposer can not conjecture without Applicant’s
further clarification of Applicant’s intent.

Opposer further objects to this Request on the ground and to the extent that is overly
broad, unduly burdensome, vague, oppressive, harassing and thereby not reasonably calculated
to lead to the discovery of admissible evidence to the extent that it may be seeking as it seeks “all
documents” that use the marks.

Without waiver of any objection, Opposer states that websites, including sample text and

graphics, advertisements, and marketing materials, are available at www.metlife.com. In addition

representative samples of materials evidencing Opposer’s use of their marks have been attached

hereto as Exhibit A and Exhibit B.

Request No. 2.:

Produce all documentation, including instruction manuals, brochures, pamphlets and
other materials that have ever been provided, or are currently provided to a purchaser of the
services sold or offered under the marks listed in paragraphs 1 and 2 of the Notice of Opposition
Response:

Opposer objects to this Request on the ground that it is seeks the production of
documents that would reveal confidential, proprietary and trade secret information.

Opposer further objects to this Request on the ground that is overly broad, unduly

burdensome, vague, oppressive, harassing and thereby not reasonably calculated to lead to the




 discovery of admissible evidence to the extent that it seeks as it seeks “all documentation... that
- have ever been provided [to purchasers]....”
Without waiver of any objection, Opposer states that it will produce representative

samples of instruction manuals, brochures, pamphlets and/or other materials provided to

- purchasers of Opposer’s services offered in connection with the marks after entry of a mutually-

agreed Protective Order.

Request No. 3.:

Produce all documents, including, but not limited to, web sites, advertisements,
brochures, marketing materials, text and photographs evincing Opposer’s use of the marks listed
in paragraphs 1 and 2 of the Notice of Opposition that support Opposer’s contentions set forth in
paragraph 3 of Opposer’s opposition.

Response:

Opposer objects to this Request on the ground that it is vague and ambiguous to the
extent that it asks for materials evidencing use of the mark, which is subject to varying
definitions/interpretation and about which Opposer can not conjecture without Applicant’s
further clarification of Applicant’s intent.

Opposer further objects to this Request, to the extent that it is understood, on the ground
and to the extent that is overly broad, unduly burdensome, oppressive, harassing and thereby not
reasonably calculated to lead to the discovery of admissible evidence.

Opposer further objects to this Request, to the extent that it seeks materials “that support

Opposer’s contentions...,” on ground that it calls for a legal conclusion.




Without waiver of any objection, Opposer states that samples of Opposer’s website usage
- of the marks are available to Applicant at www.metlife.com. In addition representative samples
of materials evidencing Opposer’s use of their marks have been attached hereto as Exhibit A and

Exhibit B.

DATED: November 15, 2005

Heidi C. Constantine
Counsel
Metropolitan Life Insurance Company
1 MetLife Plaza
27-01 Queens Plaza North
| Long Island City, NY 11101
| Telephone: (212) 578-3551
Facsimile: (212) 743-0676




CERTIFICATE OF SERVICE

I hereby certify that on the 15th day of November, 2005, a true and correct copy of the
foregoing OPPOSER’S ADDITIONAL OBJECTIONS AND RESPONSES TO
APPLICANT’S SECOND SET OF REQUESTS FOR PRODUCTION OF DOCUMENTS
has been deposited in the United States mail, postage prepaid and properly addressed to the
following:

Anna M. Vradenburgh

Koppel Jacobs Patrick & Heybl

555 St. Charles Drive, Suite 107
Thousand Oaks, California 91360-3984
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Group Life

Beyond Life Insurance

Paragon Group Variable Universal Life

Paragon Life”

A MetLife Company

Flexible Solutions for the Highly Compensated




Addressing Protection and Investment
Needs in a Single Program

Employers who are looking for innovative ways to Valuable Life Insurance Protection
attract and retain employees know that an attractive for Your Employees
benefits package can help. And, life insurance can

play a valuable role in a comprehensive program. Highly-compensated employees are often at a

stage in their lives where they have more to
While research shows that 53% of highly- protect and plan for, and therefore a greater
compensated employees are extremely concerned need for life insurance coverage.

about the impact of premature death on their
families’ financial security, approximately one-third
have not taken any steps to evaluate their current
life insurance needs".

Paragon GVUL is permanent coverage (to age 95)
your employees can keep through changing
circumstances. Whether the employee retires or
leaves the company, he or she has the option to
Not only do highly-compensated employees need retain coverage at affordable group rates, and

to determine the right amount of life insurance without automatic reductions.

coverage, they also need the right type of life
insurance program.

As a leading provider of GVUL, Paragon Life, a
MetLife company, can help you provide the
optimum benefit solution for your employees—
Paragon Group Variable Universal Life (GVUL)
insurance—without adding significant costs.

An Enhanced Life Insurance Program

Paragon GVUL is an innovative life insurance
program designed especially for highly-
compensated employees. it's an enhanced
program that goes beyond traditional group
term insurance to address the unique protection,
estate, and tax-planning needs of your highly-
compensated employees.

'MetLife, 2004 MetLife Employee Benefits Trends Study.




Going Beyond Life Insurance

Along with providing life insurance protection,
Paragon GVUL allows participants a tax-
advantaged investment opportunity they can
use during their lifetimes.

Given the fact that “finding ways to minimize
taxes” is one of *he top concerns of highly-
compensated employees', they need additional
resources to help address this issue.

Paragon GVUL offers highly-compensated
employees an additional tax-advantaged
investment opportunity for those who have
maximum funded, and/or want to supplement
their 401(k) or other qualified savings plans.

|
!
|

Professionally Managed Investment Portfolios

When employees choose to invest, they allocate
the investment premium to the program'’s
investment portfolios. Participants who are
more risk averse can choose an Interest-Bearing
Account with a guaranteed minimum annual
crediting rate of 4%?

Employees are able to diversify their investments by
choosing from a wide variety of variable investment
portfolios, managed by some of the country’s leading
money managers.

In general, if the funding of a certificate exceeds certain limits,
it will become a “modified endowment contract” (MEC) and
become subject to “earnings first” taxation on withdrawals and
loans. An additional 10% penalty for withdrawals and loans taken
before age 532 will also generally apply. We will notify certificate
holders it a contribution would cause their certificate fo become a
MEC. Participants are generally permitted to take withdrawals up
to the amount of premiums paid without any tax consequences.
However, withdrawals in excess of total premiums paid are subject
to income tax. Please note, however, that accessing your cash
value, either through a partial withdrawal or loan, will reduce the
certificate’s cash value and death benefit.

?All guarantees are subject to the claims-paying ability of Paragon
Life Insurance Company.
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A Different Approach to
Your Employee Benefits

Meeting Your Benefit Needs Flexibility to Deliver a Wide Range

with a Carve-out Strategy ’ of Financial Solutions

Paragon GVUL works well for companies who l Paragon GVUL can help address a wide range of
want to offer sorething extra for their highly- issues for both you and your highly-compensated
compensated employees. employees. GVUL:

The program is often implemented as a group = Can help reduce or eliminate your post-
carve-out, where highly-compensated employees retirement life insurance liability since Paragon
are selected from a broader employee group and GVUL certificates are permanent (to age 95)
offered an enhanced program using individually and participants can continue with their
owned GVUL certificates. The remaining employees coverage after they retire

retain their original life coverage. = Provides you with an effective alternative to

certain split-dollar life insurance programs

ife insuranc n : e
Permanent life insurance programs such as Parago that are no longer viable in light of regulatory

GVUL are treated differently from term life for

. . developments
taxation purposes, taking advantage of current tax P
laws. These laws allow participants certain tax ® |s aviable alternative to deferred-compensation
advantages not available with term life. programs since Paragon GVUL benefits depend

on the solvency and claims-paying ability of
Paragon Life. Deferred-compensation program
benefits depend on the solvency of the employer

= Gives your highly-compensated employees
" an additional way to help them accumulate
money for retirement, medical expenses, or
a child's education

= Brings financial parity to employees who
have “maxed out” their qualified savings
programs by providing an additional
tax-advantaged investment opportunity




You Can Count on Paragon Life for
Outstanding Program Support

Adding a new option to your company’s
compensation package could mean a lot more
work and stress. But, with Paragon GVUL,

the time and resources you spend managing
the program can oe reduced since we do it

all for you.

For almost 20 years, we have successfully
implemented and serviced Paragon GVUL
insurance programs for some of the country’s
leading companies and professional firms,
including members of the Fortune 500°.

Employee Communicafion and Education
Are Essential

Effectively communicating the program’s
benefits is critical to making sure participants
get the most value from their programs. Our
dedicated team of professionals helps explain
the benefits and features of Paragon GVUL,
and answers questions during enrollment,
utilizing a variety of communication channels:

= An eEnroliment website that lets participants
enroll in the program at their convenience

® Personalized, clear and concise printed
enrollment materials

B On-site group meetings where experienced
professionals answer questions and explain
the program

®  WebEx (Internet) meetings and teleconferences

® Dedicated enroliment telephone support that
participants can cal to get questions answered

o e

e

Dedicated, Flexible Customer Service

Paragon’s approach to customer service gives
employees access to information about their life
insurance program when it's convenient for them.

In fact, 96% of participants surveyed were either
“satisfied” or “very satisfied” with Paragon’s
overall GVUL customer service®.

Paragon staffs a dedicated team of in-house profes-
sionals whose principal role is to help participants
understand and manage their Paragon GVUL
program. Participants choose from a variety of
service options such as phone, website, fax or mail.

42004 Paragon Life internal customer service statistics.
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eBusiness Solutions Help Streamline
Enrollment and Customer Service

Paragon’s eEnroliment website allows eligible
individuals to enroll in the program at their
gonvenience. The site’s user-friendly, interactive
decision making tools help participants assess
their life insurance and optional investment
needs online.

Participants can .nitiate certain transactions on
our eService website, such as accessing available
¢ash value and transferring funds between
investment options. They can also notify us of

a change of address cr beneficiary.

A Smart Addition to Your Company’s Total
Compensation Package

You put significant thought and resources into
designing benefit packages for your employees,
so it makes sense to make sure you're getting
the most value from them. You can help optimize
the role life insurance plays in your highly-
compensated employees’ long-term financial
planning with Paragcn GVUL.

As an industry leader in GVUL, Paragon offers
value to companies looking for a better life
insurance solution. Paragon provides tools, service,
expertise and technology that work together with
one goal—an exceptional GVUL program.




/
s

Prospectuses for Paragon Group Variable
Universal Life insurance and its underlying
portfolios can be obtained by calling the
Paragon branch office of Metropolitan Life
Insurance Company at (800) 685-0124. You
should carefully consider the information in
the prospectuses about the contract’s features,
risks, charges and expenses, and the investment
objectives, risks and policies of the underlying
portfolios, as well as other information about
the underlying funding choices. Please read
the prospectuses and consider this information
carefully before investing. Product availability
and features may vary by state. All product
guarantees are subject to the financial
strength and claims-paying ability of

Paragon Life Insurance Company.

Paragon Group Variable Universal Life insurance is distributed by

Metropolitan Life Insurance Company. Paragon and Metropolitan
Life Insurance Company are MetLife companies.

Paragon Life®
A MetLife Company

Paragon Life Insurance Company
190 Carondelet Plaza

St. Louis, MO 63105

(800) 685-0124
www.metlife.com/gvul

Pulicy Form No. 30037 (06/0%)
LO503CH31(exp0307)PAR LD
€ 2005 Paragon Life Insurance Company
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We may consider recent immigrants, non-U.S. citizens
who have been granted lawful permanent residence
as evidenced by the issuance of Permanent Resident
Alien Identification Cards or who have had their per-
manent visa petition approved but are awaiting a visa
number. We may also consider some nonimmigrants

residing in the U.S. with valid temporary visas that
would allow them to easily change to permanent sta-
tus. Proposed insureds residing in the U.S. one year
or more with the intent and ability to lawfully remain
in the U.S. for at least five years may be considered
for all plans and riders subject to our normal under-
writing guidelines. Restrictions and/or additional
underwriting requirements may be required to con-
sider proposed insureds who have been residing in
the U.S. for a shorter duration.

In most situations, if the Visa/ID type, number and
expiration date are provided and are consistent with
other information in the application, additional doc-
umentation may not be necessary. When additional
documentation is necessary, depending on the immi-
gration status indicated, any or all of the following
might be requested as evidence of the visa and status.
* A copy of the passport with the visa stamp and the
Arrival and Departure Record (I-94)

* The permanent resident ID card (I-155 or I-551, i.e.
“green card” or “white card”)

* Correspondence from the INS approving the peti-
tion for a permanent visa.

Illegal aliens will not be considered for any amount
of insurance regardless of the length of residency.

We will consider U.S. permanent residents who travel
up to a maximum of 3 months within one calendar
year for amounts of insurance (in force and applied
for) up to $2 million without an extra premium for
the travel risk for travel to the following countries:
China (including Hong Kong), Czech Republic,
Dominican Republic, Ecuador, India, Malaysia,
Panama, Peru, Poland, South Africa, South Korea
and Taiwan.

We will consider U.S. permanent residents who travel
to Israel for up to 12 months for amounts of insurance
(in force and applied for) up to $2 million without an
extra premium for the travel risk.

We will consider U.S. permanent residents who travel
up to a maximum of 3 months within one calendar
year for amounts of insurance (inforce and applied
for) up to $10 million without an extra premium for
the-travel risk for travel to countries on the “A-List”




Up to $99,999 Non-Medical
$100,000 Non-Medical
to
$249,999
$250,000 Non-Medical
to
$999,999
$1,000,000 Non-Medical
to
$2,500,000
$2,500,001 Non-Medical
to
$5,000,000
$5,000,001 Non-Medical
to
$10,000,000
Over Non-Medical
$10,000,000

Non-Medical'

Non-Medical
Blood with
Urine Specimen

Simple Paramed
Blood with
Urine Specimen

Paramed
Blood with
Urine Specimen

Paramed
Blood with
Urine Specimen

Paramed + EKG
Blood with
Urine Specimen

MD Exam + EKG
Blood with
Urine Specimen

1. All urine specimens obtained without a full blood specimen will be tested

for HIV where permitted by law. HIV testing is routinely required at ages 15
and older when the total amouni in force and applied for within 12 months
is $50,001 in the following jurisdictions: DC, DE, FL, GA, MD, NJ, NY, PR,

SC and USVI. [DC and USVI require DBS w/ urine.]

An EKG should be ordered in lieu of a treadmill test (TMT) on proposed
insureds known to have coronary risk factors (history of myocardial infarc-
tion, angina pectoris or coronary insufficiency). A TMT requires the presence

of a Board Certified Internist (BCI) or Cardiologist.

Based on the proposed insured’s medical history, additional requirements may need to be

ordered beyond those listed in the tabl: above.

Simple Paramed (SPM)—A limited exam to collect physical measurements

and blood/urine specimens.

Non-Medical'

Simple Paramed
Blood with
Urine Specimen

Paramed
Blood with
Urine Specimen

Paramed + EKG
Blood with
Urine Specimen

MD Exam + EKG
Blood with
Urine Specimen

MD Exam + EKG
Blood with
Urine Specimen

MD Exam + EKG
Blood with
Urine Specimen

Simple Paramed'
Urine Specimen

Paramed
Blood with
Urine Specimen

Paramed + EKG
Blood with
Urine Specimen

Paramed + EKG
Blood with
Urine Specimen

MD Exam + EKG
Blood with
Urine Specimen

MD Exam + EKG
Blood with
Urine Specimen

MD Exam + TMT?
Blood with
Urine Specimen

Simple Paramed’
Urine Specimen

Paramed + EKG
Blood with
Urine Specimen

Paramed + EKG
Blood with
Urine Specimen

MD Exam + EKG
Blood with
Urine Specimen

MD Exam + EKG
Blood with
Urine Specimen

MD Exam
EKG (Ages 61-75)

TMT? (Ages 76 & over)

Blood with
Urine Specimen

MD Exam + TMT?

Blood with
Urine Specimen

* Full Paramed (PM)—A full exam collecting full health histories,
blood/urine specimens, physical measurements and EKG, if needed.

* MD Exam (MD)—A full exam performed by a medical doctor (MD or
DO) or Board Certified Internist (BCI) who will collect full health histo-
ries, blood/urine specimens, physical measurements and perform EKG or
Exercise Test (TMT) if needed.

Prepare your clients for the exam by advising them of the following:

* Avalid picture ID as proof of identity will need to be shown to the examiner.

* ~ For optimum specimen results, clients should fast for (8~12) hours
before their appointment for a full blood specimen.

Remind clients to also have available:

* Names and addresses of any physicians who have attended them, includ-
ing their primary care physicians

* Names of any prescriptions, over-the-counter drugs and herbal remedies

they are taking.
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STANDARD PLUS (Nontobacco) and PREFERRED
NONSMOKER (NS) and SMOKER: Face amounts of
$100,000 and over (18—80) where available.

Build

~ Blood Pressure
Age 44 & under
Age 45 & over

Blood and
Urine Profile

Cholesterol
(All Ages)

Aviation
Avocation
Occupation
Foreign Travel
Residence FEPs

Driving History

Substance Abuse
(Alcohol/Drugs)

Use Build Table in
this pamphlet

140/90 or less
145/90 or less
Current medication
acceptable for all ages

Some ratable results qualify

250 or less and
Ratio 6.0 or less
Current medication acceptable
(all ages).

No medical FEPs.
nonmedical FEPs acceptable
or Exclusion Rider.

No ratable Foreign Travel
or Residence (or FEPs).

No DWI convictions within
past 5 years. Maximum of 2
moving violations within past
3 years.

No history or treatment
in past 10 years.

P == I ")

Personal No history or treatment except
Health History gestational DM or basal cell

(CAD-CVD-DM carcinoma within the last
Cancer-PVD) 10 years. FEPs okay.

Family History - No immediate family members
(CAD-CVD-DM {parents or siblings) with onset

or PVD) prior to age 60.

Tobacco No cigarettes/ Current cigarette

no tobacco use or positive
substitutes in nicotine test.

the past 12 months
and negative
nicotine test.

DWI = Driving While Intoxicated, FEP = Flat Extra Premium, DM = Diabetes
Mellitus, PVD = Peripheral Vascular Disease, CVD = Cardiovascular Disease, :
CAD = Coronary Artery Disease. |
Other medical or nonmedical risks not listed above may preclude consideration
of the Preferred classes.

Values listed in this chart represent the maximum allowable. I

ELITE PLUS, PREFERRED PLUS and STANDARD PLUS are the preferred

(non-tobacco) classes for the MetLife Investors {MLI USA and First MLI)

products only, The chart below cross-references the equivalent classification by

brand. All other classifications are the same. - i

Elite Plus No Equivalent No Equivalent

Preferred Plus Elite Select Preferred
Standard Plus Preferred Nonsmoker Preferred Nonsmoker




\

If your client has had a checkup/physical exam
within 1224 months, an APS should be ordered
based on the following.

0 $100,001 and over
1-14 $250,000 and over
15-50  $1,000,001 and over
51-60 $500,001 and over
61-70 $100,000 and over
M+ $100,000 anc over

Not Applicable

$250,000 and over

For Elite Plus, Preferred Plus, Select Preferred, Elite,
Standard Plus, Preferred Nonsmoker and Preferred
Smoker, proposed insureds must meet all other criteria
guidelines. Cigars, pipes and smokeless tobacco with
negative urine specimen qualify for nonsmoker rates,
however, Standard Plus and Preferred Nonsmoker

are the best available classes.

Elite Plus, Preferred Plus, Select Preferred or Elite
(Non tobacco)—No tobacco (in any form) or nico-
tine substitute use (e.g., nicotine patch, gum or nasal
spray, etc.) within four years of application and uri-
nalysis negative for nicotine.

14

Standard Plus or Preferred Nonsmoker (Non tobacco)—
No cigarette smoking or use of nicotine substitutes
within 12 months of application and urinalysis nega-
tive for nicotine. Alternate forms of tobacco use (cigar,
pipe or smokeless tobacco) currently or in the past and
urinalysis negative for nicotine.

Preferred Smoker— Cigarette smoking or use of
tobacco substitutes currently within 12 months of
application; or a urinalysis positive for nicotine.

Standard or Substandard Nonsmoker— Average or
impaired risk; no cigarette smoking or use of nicotine
substitutes within 12 months of application. Tests
negative for nicotine or no testing required.

Standard or Substandard Smoker— Average or
impaired risk; cigarette smoking or use of nicotine
substitutes within 12 months of application.
Regardless of admission of cigarette smoking or
tobacco use, testing positive for nicotine qualifies for
the appropriate smoker class.

For the following ages and amounts, driving records
will be ordered routinely for all persons proposed for

insurance.
Ages 18-35 $100,000 and over
Ages 36—65 $1,000,001 and over
Ages 66 & older $250,000 and over

15




The Personal Financial Statement should be
campleted for risk amounts of $1,000,000 and over.

The Business Supplement should be completed for
all business insurance applications.

Current income multiplication factors for determining the
maximum amounts of insurance in force and applied for
in all companies.

Up to 30 30
31-40 25
41-50 20
51-55 15
56-65 ' 10
66-70 7
Over 70 5

The future value of the proposed insured’s estate should
generally be projected at a rate of 7% for the maximum
number of years as shown below.

Up to 40 15

41-60 12

61-75 7
76+ Individual Consideration

16

These guidelines are intended to provide a general

formula to calculate suggested maximum amounts of
life insurance that should meet the financial needs of
your clients. Additional information/explanation will
be needed when projections exceed those listed above.

Dependent Spouse: At amounts greater than $125,000,
the non-dependent spouse’s total insurance (inforce
and applied for) must generally be equal to depend-
ent spouse total insurance amount.

Juvenile Insurance: The coverage amount on a juvenile
will be determined by the total amount of insurance

on the higher income-earning parent; an equal coverage
amount in force is required. Amounts in excess of

$1 million will receive individual consideration.

College seniors and graduate students may be considered
for $250,000 in coverage without being subject to the
foregoing requirements,

Under New York State law, if the child is dependent
on the applicant for support and if the amount of
insurance in force and applied for in all companies
exceeds $25,000, the insurance may be issued only if
the insurance on the applicant is equal to:
* At least four times the amount in force and
applied for on the child under 4} years of age, or
* At least twice the amount in force and applied for
- on the child between 4/ and 14)% years of age.

17
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(Contact your NB Underwriting Unit for additional
information.)

Cross-Franchise Term Conversions— MET, NEF,
MLI & GenAm term policies may convert to any
approved enterprise perrnanent plan without evi-
dence of insurability.

Simplified Underwriting— Available for distinct
business markets where guaranteed participation
levels (multi-life) enable us to accommodate in a
favorable fashion. (Pre-approval required.)

Solutions for Life External Term Conversions—
Clients with a term policy from an approved corﬁpany
may convert to a permanent plan of insurance on a
guaranteed issue basis, without evidence of insurability.
(Not available in New York.)

Table Shaving— Available for medical risks (only)
and a maximum of Table D (or MetLife rating class
equivalent) to receive a Standard rating. Maximum
age is 75 (survivorship policy JSUL only to age 80).
Maximum amount $10,000,000 franchise brand and
$15,000,000 enterprise-wide through age 75; ages
76-80 JSUL only, maximum amount $5,000,000
franchise and $7,500,000 enterprise-wide.
Additional limitations are applicable.

18

To avoid pending your case and improve NOGO (not of
good order), please note your New Business Top Ten!

Print neatly and legibly in ink, answering ques-
tions with complete detail.

Submit appropriate state compliance forms
with each application (HIV consent, replace-
ment, fraud warning forms, etc.). Remember
that an HIV consent form (state-specific or
generic) exists for every state/jurisdiction,
therefore, the proper HIV consent form is
required on every case with a urine specimen.

The applicant must initial any changes or
cross-outs; never use correction fluid.

All applications must be submitted with a
signed illustration or signed illustration certifi-
cate as part of NAIC compliance.

Sales illustrations should match exactly with
what is applied for as indicated on the
application.

When completing a nonmedical Part Il, list the

following for any and all impairments:
‘Date of onset
Specific diagnosis
Frequency of episodes, date of most recent attack
Treatment, including dates and medication prescribed
Complete name and address of all physicians consulted

19
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Use a cover letter when submitting an applica-
tion whenever financial guidelines are exceed-
ed, special handling has been requested, a pre-
vious underwriting discussion is involved, there
is competition from another source, or there is

an unusual beneficiary or ownership designation.

Indicate any special policy dating requests on the
application or prior to underwriting approval.

As part of the application process, prepare
clients to expect a personal history interview
phone call. Provide new business services with
the home or business telephone number with
the most convenient time to call during
Eastern Standard Time business hours up

to 6:00 p.m.

Promptly arswer follow-up questions.




have you met life today?°

Metlife

Metropolitan Life Insurance Company
200 Park Avenue

New York, NY 10166
www.metlife.com
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3. Your Bank’s Name
Your Bank’s Branch Address

Your Branch’s Phone# ( )

4. Name(s) on Bank Account
1.

2.

5. Select which day of the month you wish to have your pay-
ments withdrawn from your account for the policy(ies)
you've listed above:

Olstofthemonth O8th O15th [ 22nd

6. Print Your Name

Home Phone # ( )

Be sure to read and sign agreement m»a_oi. Include a VOIDED
check from your bank account from which funds will be with-
drawn. Please make a copy of this application and agreement
for your records.

Authorization And Agreement

Yes, I want to pay my MetLife Auto & Home premiums
through automatic monthly deductions from my bank
account. I understand that MetLife Auto & Home will notify
me in advance of any changes to the deduction amounts of
more than $1. I also understand that I must give MetLife Auto
& Home 25 days notice to stop the deductions or to change
bank account information. I also authorize MetLife Auto &
Home to make such deductions on any future policy I may
purchase, if T verbally give my consent.

By signing below, I hereby authorize Metropolitan Property
and Casualty Insurance Company and its Affiliates and the

bank identified on this authorization to process the deduc-

tions authorized herein.

Signature 1 Date

Signature 2 Date

Tear along perforated line




ExpressiT Humﬁﬂma Plan
.v_—nm on ‘ s

1. Please check the vorﬂmm youw'd like to place on your ExpressIT
Payment Plan:

All of my MetLife Auto & Home policies*
Packaged Policy* (such as Combo, GrandProtect,

or PAK II)
___ Automobile
————_ Residential Property” (Please check all policies that apply)
O Home {0 Condominium [J Mobile Home
[ Renters O Landlord’s 03 Fire
_ Boat
__ Personal Excess Liability (You may know this as
“Umbrella™)
—__ Recreational Vehicle
—— Motorcycle

2. Please list the policy number(s) you wish to include on your
ExpressIT Payment Plan. (Policy numbers can be found on the
Declaration Pages of your policies.)

Policy Number(s)

* IMPORTANT NOTE: Any policy currently being billed to a
mortgage company (mortgagee), including those that are part
of a packaged policy, will not be transferred to ExpressIT with-
out your permission. To transfer from mortgagee billing to
ExpressIT, please complete the following:

I would like to include the following mortgagee-billed policy
on my ExpressIT Plan:

Policy Type selected from the above list

Policy Number
I have taken the following action (please check one):

___ I'have asked my mortgage company to stop escrowing
funds for my property insurance.

T’ve taken no action.

3. Your Bank’s Name
Your Bank’s Branch Address

Your Branch’s Phone# ( )

4. Name(s) on Bank Account
1.

2.

5. Select which day of the month you wish to have your pay-
ments withdrawn from your account for the policy(ies)
you've listed above:

O i1st of themonth [J8th [O15th [J22nd

6. Print Your Name

Home Phone # ( )

Be sure to read and sign agreement below. Include a VOIDED
check from your bank account from which funds will be with-
drawn. Please make a copy of this application and agreement
for your records.

Authorization And Agreement

Yes, I want to pay my MetLife Auto & Home premiums
through automatic monthly deductions from my bank
account. I understand that MetLife Auto & Home will notify
me in advance of any changes to the deduction amounts of
more than $1. I also understand that I must give MetLife Auto
& Home 25 days notice to stop the deductions or to change
bank account information. I also authorize MetLife Auto &
Home to make such deductions on any future policy I may
purchase, if I verbally give my consent.

By signing below, I hereby authorize Metropolitan Property
and Casualty Insurance Company and its Affiliates and the
bank identified on this authorization to process the deduc-
tions authorized herein.

Signature 1 Date

Signature 2 Date

Tear along perforated line

EET

have you met __mm |




ExpressiT and forget it!

You’re in complete control of your insurance payments

a3

It's Convenient

Join the MetLife Auto & Home customers who
enjoy the convenience of having their auto and
homeowners insurance premiums deducted
automatically from their checking accounts.

It's Free

With ExpressIT, you save
time by not having to
remember, write, and mail
checks for your MetLife
Auto & Home policies.
Plus, there are no service
processing fees.*

It's Peace of Mind

Your possessions are always protected without
you having to think about, write, and mail a
check. MetLife Auto & Home takes care of it
for you. (We'll send you a Reminder Notice
when you make a change in your policy that
affects your payment amount by more than $1).

* Fee may be required in NJ and MA

pmas

You Choose

The checking
account and

the 1st, 8th, 15th,
or 22nd as your
withdrawal date.

The MetLife Auto & Home policies you
want on ExpressIT.

ExpressiT Now!

and start saving time and money...

Complete and detach the ExpressIT
application (please read and sign the
Authorization and Agreement on back,
and make a copy of it for your records).

Be sure to include
a VOIDED check
from the bank
account you are

using for ExpressIT.

Seal check into the

completed application
and drop in the mail.
No postage necessary.

Tear along perforated line

ExoressIT
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Life Advice

Life Insurance

Metlife

What to Look for in Life Insurance
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Fcr More Information

This Life Advice® pamphlet about Life Insurance was produced by
the Metlife Consumer Education Center.

Everyone would like the peace of mind
that comes with knowing that loved ones
will be financially secure if you die. Yet
many people find the subject of life insurance
confusing or intimidating. This brochure offers
basic information about life insurance and
provides practical advice about how life

> insurance can provide you peace of mind with

sensible investment options as well.




Life Insurance Defined

Life insurance is a financial resource for your loved ones in the
event of your death. When you buy life insurance, you enter into
a contract with an insurznce company that promises to provide

your beneficiaries a certain amount of money upon your death. -

In return, you make periodic payments, known as premiums. The
size of the premium is based on factors such as age, gender,
medical history and the dollar amount of life insurance you
select. Some policies mey require a medical exam before
premiums are established.

Certain types of life insurance may also provide benefits for you
and your family while you're sill living. Policies such as whole
life or universal life accumulata cash value on a tax-deferred
basis. That value can be used to supplement your retirement
income or help provide for a child's education.

Life insurance should be an important part of a complete financial
portfolio. What kind of life insurance and how much do you need?
Learning the basics will help you make an informed decision.

Do | Need Life Insurance?

Your income can be cansidered your family's most valuable
asset because it allows you to obtain the necessities of life and,
of course, the creature comfcrts. Someday you may not be here
to provide that income, yet the needs continue for those who
are financially dependent upon you. Consequently, the security
of life insurance and the amount required will depend on your
personal and financial circumstances. If any of the following
statements apioly to you, you need to consider life insurance:

* You have a spouse.
* You have dependent children.

* You have an aging parent or disabled relative who depends
on you for support.

* Your retirement pension and savings are not enough to
insure your spouse's future against a rising cost of living.

¢ You have a sizable estate.
¢ You own a business.

In addition to the comfort of knowing that you have provided
for your family after your death, there are other reasons to con-
sider the investment value of life insurance, including:

o Tax-Deferred Cash Values: Some types of life insurance
build a cash value over time. You do not pay taxes on the
cash value accumulation until you receive funds from the
policy.

* Access to Funds. The cash value earned on a permanent
life insurance policy can be borrowed or withdrawn to help
with big-ticket items, such as a college education or down

. payment on a home. Of course, any loans and/or with-
drawals plus unpaid interest will reduce the death benefit
eventually paid out.

» Direct Payment of Taxes or Expenses: Life insurance can
be used to pay estate taxes and funeral expenses, and the
proceeds can go directly to your beneficiaries without going
through the probate process. If your estate (including real
estate and investments) exceeds the federal estate tax
exemption ($1,000,000 in 2004, gradually increasing to
$3,500,000 in 2009) it can be taxed at a rate from 37% to
50% {scheduled to gradually decrease to 45% in 2009). So,
even if you have a substantial sum of money, life insurance
can be a benefit to your heirs, allowing them to pay taxes




without liquidating other assets. Aithough estate taxes are
scheduled to be repealed in 2010, there are no estate tax
provisions (repeal or otherwise) for 2011 and beyond.
Consult a tax or financial professional to understand how
estate taxes might affect your specific situation.

How Much Do | Need?

When you've decided that life insurance is a good idea for you,
you'll want to determine how much you need. The answer is not
an easy one. Most people want enough life insurance to make
sure their family can cortinue to live their current lifestyle in the
event a breadwinner passes away.

Life insurance is designed to match the economic value of the
contributions you bring to your loved ones. Just as when you
insure your home or car, you want to consider the cost of
replacing this asset—in this case, the income and economic
contributions you provide. For an approximate number, figuring
out your replacement income need is a good start toward
answering "How much life insurance do | need?"

One way to determine vour estimated amount of life insurance
is to multiply your annual income by the number of years until
your retirement. Add the cost of benefits you receive, such as
health insurance, as well as the cost of the services you perform
as part of your household (cooking, cleaning, landscaping).
Subtract out an estima:e of your personal consumption (annual
spending on personal needs x years until retirement) to arrive at
figure. Your goal should be to develop a life insurance plan
(through one or more policies) that matches this earning

capacity.

Cne way to calculate how much insurance you need is with
MetLife’s life insurance caculator which you can find by visit-

ing www.metlife.com. Tre calulator is located under
“Tools" on the lower right comer of the home page.

What Are My Options?

Several types of life insurancé are available to meet your life
insurance needs. There are two main categories of life insurance:
permanent insurance and term insurance. Simply put, the differ-
ence is similar to finding a home. Buying permanent life insur-
ance is like owning a home, while buying term insurance is like
renting one. There are advantages and disadvantages to both.
Like owning property, owning permanent life insurance is usu-
ally an appropriate way for people to meet long-term needs.
Over time, it may be the least expensive form of life insurance
since payments may be fixed and the policy builds equity. As
noted earlier, this equity or cash value, accumulates on a tax-
deferred basis.

in contrast, purchasing term insurance, like renting property, is
usually an appropriate way to meet shorter-term or temporary
needs. Initially, premiums are often very affordable. But they
increase over time with age. Term policies build no cash value,
50, a term policy purchased to provide a lifetime of coverage
could actually cost more than a permanent policy.




Own vs. Rent

Permanent Insurance Term Insurance

Higner initial premiums but,
¢ Guaranteed level

Lower initial premiums but,
® Premiums increase with

premiums age

® Cuaranteed cash value ® No cash value

* Guaranteed ceath benefit e Usually temporary

¢ Tax-deferred ::ash value coverage

crowth

Basic Types Of Life Insurance

Life insurance is generally a long-term commitment. Before buy-
ing any policy, clarify what you are trying to accomplish with life
insurance. While financial protection of loved ones is the primary
reason for purchasing life insurance, what other objectives are
you trying to achieve that might be satisfied with the right life
insurance policy or policies. Are you accumulating funds for edu-
cation costs? Providing a way to pay estate taxes? Are you try-
ing to build supplemental inccme for retirement or emergen-
cies? Variations on traditional permanent or term policies can
help meet these goals.

Term life insurance offers protection that insures your family
for a specified period of time-—usually anywhere from one to
20 years. A term policy pays a benefit if you die during the
period covered by the policy. If you stop paying premiums, the
insurance stops. These policies do not build a cash value.

Whole life insurance or permanent insurance provides pro-
tection, as well as a cash value. Additionally, many companies
pay policyholders an annual dividend, which can increase the
value of your life insurance policy. Dividends can add to your
overall insurance benefits and can build a sizable cash value.

el

i

Dividends are not, however, guaranteed. Of course, life insur-
ance should not be purchased solely for cash accumulation. Its
primary purpose is protection.

Universal life insurance is flexible. These policies are interest
rate-sensitive and permit the owner to adjust the death benefit
and/or premium payments, within limits, to fit the individual's
situation. Your premiums are credited to an accumulation fund,
from which costs are deducted and to which interest is then
credited. As with whole life insurance, the cash value is yours.
You may withdraw it or borrow against it at any time. Read your
policy carefully to understand how loans and withdrawals affect
the death benefit.

Variable universal life insurance is for those who want to
tie the cash value of their fife insurance policy to the perform-
ance of the financial markets. With this type of policy, you select
among several investment options as to how your net premiums
will be invested. While monies invested have potential for signif-
icant growth, they also are subject to market risks including the
loss of principal. In other words, some investments may make or
lose money depending upon the performance of the market and
the investment options you select.

Choosing The Right Policy

" Once you have determined how much life insurance you ideally

need speak to a qualified insurance professional to design the
appropriate life insurance coverage for you. To ensure that you're
working with the right advisor, ask friends and colleagues for
recommendations of quality agents. In narrowing your search,
ask the following:

* [s the insurance company financially secure? Does it
have a good claims payment history, good customer service
and competitive prices? Independent companies such as
Standard and Poor's, A.M. Best, Moody's, and Fitch rate
insurance companies and provide information on their finan-
cial solidity.




|

e |s the insurance company a member of the Insurance 1
Marketplace Standards Association (IMSA)? IMSA is a |
voluntary organization in which companies that qualify for
membership have adopted IMSA's ethical conduct principles.
IMSA membership demonstrates to consumers that a com-
pany is committed to honesty, fairness and integrity in cus-
tomer contacts involving sales and service of individual life
insurance and annuities. To find out if a company is a mem- .
ber, ask your sales representative or contact IMSA at
imsaethics.org.

In addition to the publications from insurance rating companies,
other sources available to advise you on finding a good insur-
ance company include your state insurance department and the
Better Business Bureau. Befare buying any life insurance prod-
uct, be sure to read the policy carefully and get clear answers to
any questions you may have.

Conserving Costs .

Buying life insurance is a significant, long-term purchase for
most people. Here are some ways you can save money while
purchasing the life insurance that's right for you:

1. Don't buy insurance if you don't need it (for example,
if you have no dependents), and don't buy more insurance
than you actually need to provide for your loved ones.

2. Shop for a competitively priced policy while you are
in good health. Don't smoke. Take care of yourself by exer-
cising regularly and maintaining a moderate weight.

3. Look for a guaranteed renewable policy if you buy
term insurance. That way you won't have to shop for a
new policy (with higher premiums) when you're older, nor
will you have to pay extra if your health deteriorates.

4. Buy additional riders, which are optional forms of
coverége, only if you really need them.

5. Participate in your employer's sponsored group life
insurance program, even if you have to pay for it. This form
of life insurance coverage, known as group insurance, pools
good, average and poor risks to offer a benefit that is gener-
ally less expensive than most comparable plans offered to indi-
viduals. You can obtain coverage up to a certain level without
providing evidence of good health, and group insurance plans
typically provide for continued coverage during periods of dis-
ability. Most plans are administered through payroll deduction,
a very convenient way to pay for coverage. And finally, most
plans allow you to continue your coverage even after you
Jleave employment simply by continuing your premium pay-
ments or converting your coverage to an individual policy.

6. Shop around and compare prices, coverage and com-

pany quality. There are more than 2,000 companies selling
life insurance policies. Get at least three quotes on compara-
ble policies, and ask questions about the policy’s renewal
and withdrawal provisions.




But | Already Have Life Insurance

Even if you have life insurance, keep in mind that life changes
and so does your need for protection. Review your life insurance
needs every few years. Ary of the changes listed below should
prompt you to make sure your plan is still appropriate:

¢ You have recently married or divorced.
e A child or grandchild has been born or adopted.

¢ Your health or your spouse's health has deteriorated.

¢ You have begun to provide care or financial help to a parent.

A child requires assistance or long-term care.
e You have recently purchased a new home.

* You are planning for your child's or grandchild’s education,
or he or she is about to enter school or college.

* You or your spouse is concerned about retirement income.
* You or your spouse has been promoted recently.

* You have refinanced your home mortgage in the past six
months.

* You or your spouse has received an inheritance.

Increasing Coverage: Replace Or Add?

You can trade or replace your policy, but it's not something to
be considered lightly, regardless of whether you are thinking of
switching policies within the same company or switching from
one company to another. The new policy will incur new start up
costs and may have new surrender (early withdrawal) charges,
and there is normally a new “contestability period” during
which statements in the application can be contested and the
insurer may cancel the policy and refuse to pay death benefits, If
you want to increase your total life insurance, it is probably bet-
ter to keep your old policy and simply add a new one.

Suppose, for example, that your objective is to have $100,000 of
life insurance and you currently have $50,000. It may be better
to keep the existing $50,000 policy and buy a second $50,000
policy to total $100,000. Your existing policy premiums will gen-
erally be less than those for the new policy because you bought
it when you were younger, and you won't lose any existing cash
value. Be sure to ask your financial advisor or insurance profes-
sional about the best alternative for your specific situation.




For More Information

Reference Materials

Your Life Insurance Options

Alan Lavine, John Wiley & Sons, Inc. .. ............. $12.95
The New Life Insurance Investment Advisor
Ben G. Baldwin, McGraw Hill . ................... $29.95

Free Pamphlets

You also can write to the Consumer Federation of America,
1424 16th St. NW, Suite 604, 'Washington, DC 20036, call 202-
387-6121, or visit www.consumerfed.org. It will, for a fee, help
you evaluate a policy you are considering.

Organizations

For information about financial planning and a list of financial
advisors in your area, call the Financial Planning Association at
1-800-322-4237 or vis t them at www.fpanet.org.

Pamphlets from the federal government

The quarterly Consumer Information Center catalog lists more
than 200 helpful federal publications. For your free copy, write:
Consumer Information Catalog, Pueblo, CO 81009, call
1-888-8-PUEBLO or fird the catalog on the Internet at
www.pueblo.gsa.gov.

Internet Information

* www.lifeadvice.com
If you're on the Internet, check us out. We're part of MetLife
Online®.

e

Additional Sources

* www.imsaethics.org
Insurance Marketplace Standards Association.

e www.bestquote.com
Get life insurance quotes online via a return e-mail.

® www.insure.com
Request an application online after receiving an instant
quate.

* www.insweb.com
Provides instant online quotes, glossary and FAQs.

¢ www.intelliquote.com
Online quotes, life insurance calculator and FAQs.

* www.quickquote.com
Calculators, glossary of terms and online quotes.




Life Advice:
A free resource for consumers. if you would like more information or would fike

to obtain other Life Advice brochures, cail:
1-800-METLIFE

Or contact your local etlife representative

This pamphiiet, a Itas any recommended reading and eference materials

RHERUIIS general informationat parposes oaly 1t ssued as a public service
hetitute for obtaining professional advice rom a qualified person,

fitm or corporation. Consult the approptiate protessionai advisor for more complete

and up-to-the monate :rformat

Text may be reproduced for nonprofit educat.onal purposes only. Reproduction of
vy graphical image, tademat or sgr ik is prohibitad
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200 Park Avenue
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One of America’s most distincuished financial institutions, MetLife has been helping
families and businesses achieve financial freedom for over 130 years. Today,
approximately thirteen millior U.S. households and 88 of the nation’s Fortune 100
companies trust MetLife and izs affiliates to provide the financial tools and protection
they need to meet life Fead-cn. That's why we ask, have you met life today?®

‘envision

Retirement can mean so many different things: A life of leisure. New experi-
ences including part-time work or community service. Time to travel, learn or
spend time with family and friends. Regardless of your vision for the future,

you'll want to retire on your own terms, and enjoy a life free of financial worries.

But what can you do to begin working toward your goal of financial freedom?

Start building financial freedom with MetLife Investors.

A variable annuity can play an
important part in your overall
retirement planning. By investing
in a Class XC variable annuity from
MetLife Investors Insurance

Company or MetLife Investors

Insurance Company of California
(MetLife Investors), an affiliate of
Metropolitan Life Insurance Company
(MetLife), you can potentially build
assets for retirement with the knowl-
edge that you can someday turn those :

assets into lifelong income.

* Not A Deposit ® Not FDIC-Insured @ Not Insured By Any Federal Government Agency
o Not Guaranteed By Any Bank Or Credit Union ® May Go Down In Value




did you kIl OW?

Annuities allow you to generate income that will last as long as

you live - similar to having your own “personal pension plan.”

variable annuities
and your future

accumulation

you invest money in a variety of
investment options that have the potential

to grow on a tax-deferred basis

As you invest for the future,
you will face a number of realities
that can work against you and make
it harder to achieve your goal of
financial freedom. Market downturns
can reduce your account balance and
inflation can eat away at your savings.
When you decide to retire, you may
also run the risk of outliving your

money.

payout

you receive your earnings and principal as

an income stream, much like a paycheck

phases ofa
variable annuity

These risks are very real. However, by
establishing a strategy and investing
wisely, you may be able to reduce
their impact on your retirement port-
folio. Saving and investing for retire-
ment is a long-term process that you
and your financial professional can

begin together.

Why include a variable annuity?
Along with other financial products, a
variable annuity can play a key role in
your overall strategy. That’s because a
variable annuity contains both invest-
ment and insurance features that can

help you:

* Potentially accumulate assets more
quickly through tax deferral

» Create a diversified portfolio of
investment options from leading
money managers

* Guarantee future income for your-
self or your beneficiaries

Give yourself a “paycheck” for life




Increase your money’s
growth potential

When you invest for the future, you want your money to work as hard as it can
for you. Variable annuities allow you to defer taxes on earnings, transfer assets
between investment options tax-free and contribute as much as you want.? All

of these benefits help your money work harder and potentially grow faster.

Tax-deferred growth

Every year, Americans spend more money on taxes than they do on food, clothing and medical care
combined.’ If you are putting money in a taxable investment, you may be spending more in current

income taxes than you have to.*

By investing in a variable annuity, you are deferring — or putting off — paying taxes on the earnings with-
in your account. This can help your retirement nest egg grow more quickly than if the earnings were
taxed each year. That’s because the earnings are allowed to compound within your account, which
mezns they can potentially generate additional earnings as well. With a tax-deferred account, you pay

taxes on earnings when you withdraw them at some point in the future, usually when you retire.

Tax rates currently applicable to dividends and long term capital gains are generally lower than rates
applicable to earnings from a tax-deferred investment. The taxable portion of distributions under
annuities and qualified plans is taxed at ordinary income tax rates and a 10% Federal income tax

penalty may apply to this portion if you are under 59%.

1 if you are buying a variable annuity to fund a retirement plan that already provides tax deferral under sections of the Internal Revenue Code (such
as an IRA, 401(k) or 403(b) plan), you should do so for reasons other than tax deferral, since these plans already provide tax deferral. Using a vari-
able annuity to fund these plans provides no additional tax deferral benefit.

2 Investments of $1 million or more require prior approval by the issuing insurance company.

3 Source: The Tax Foundation, 2004.




did you kIl OW?

Like IRAs, variable annuities allow you to defer taxes on
earnings until you withdraw them. However, a non-qualified
variable annuity lets you contribute much more.

Tax-free transfers

If your needs change, you have the flexibility to transfer assets between
investment options, free of fees and current taxes (transfers may be restricted
in the event of market timing).* That means you can stay in control of your

investment allocation at all times.

Unlimited contributions?

There are no contribution limits with a non-qualified variable annuity, so you
can add to your account balance by investing more — whenever you want, as
often as you want. Annuities that are considered “qualified” under IRS rules

may impose limits.

4 Tax rates for taxable investments versus tax-deferved investments will vary. Your actual taxes in a given year may be
higher or lower and will vary from year to year depending on your income level, sources and types of income, tax
deductions, tax credits, state income taxes, applicability of Alternative Minimum Tax (AMT), and other factors that
affect your tax rate. Tax laws are subject to change. In 2003, tax changes were put into place that reduced the tax
rates that apply to long term capital gains and dividends. Please check with your tax advisor for details specific to
your situation.

5 MetLife Investors is currently waiving the $25 fee for transfers exceeding 12 per contract year. This variable annuity
contract and the underlying investment portfolios are not designed for “market timing” strategies such as pro-
grammed transfers, frequent transfers or transfers by one or more contract holders that are large in relation to the
total assets of the underlying portfolios. We may limit transfers in circumstances of market timing or other transfers
we determine are or would be to the disadvantage of other contract owners.
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build a portfolio with
balance, diversity and efficiency

MORNINGSTAR

At MetLife Investors, we understand that it can be difficult.to build a portfolio
that offers the balance, diversity and efficiency you need to invest toward your
long-term goals. That’s why we took special care in selecting the investment

options for our variable annuities.

Our selection process starts with a blueprint of what we want our lineup to
look like, uses the unbiased expertise of Morningstar Associates and allows us
to select each investment advisor and individual investment option with

deliberate precision.

Met Investors Advisory. LLC is responsible for the selection, retention and/or replacement of each investment port-
folio. The term “Morningstar” refers to Morningstar Associates, LLC. Morningstar Associates is a wholly owned sub-
sidiary of Morningstar, Inc. Neither Morningstar Associates or Morningstar, Inc. act as an investment advisor to Met
Investors Advisory, LLC or the investment portfolios.

The investment objectives and poticies of certain portfolios may be similar to those of other portfolios managed by
the same investment advisor. No representation is made, and there can be no assurance given, that any portfolio’s
investment results will be comparable to the investment results of any other portfolio, including another portfolio
with the same investrrent advisor or manager. The portfolio’s investment results may be expected to differ and may
be higher or lower than the investment results of such other portfolio.
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INVESTMENTS
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INVESTMENT MANAGEMENT®

SALOMON t

Asset Management

Each investment option serves a
particular purpose, making it easier
for you to diversify your portfolio.
Our lineup includes a wide range
of investment styles and asset classes,
so you can design a portfolio with

a healthy balance between risk

and reward.

With low overlap in the underlying
securities, our lineup of investment
options can help you reduce the
risk of investing through

diversification.

To ensure that our lineup continues
to meet our stringent selection
criteria, Met Investors Advisory,
LLC and Morningstar Associates
monitor our investment advisors
and individual investment options

on a daily basis.

@JANUS JENNISON ASSOCIATES
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did you kn OW?

Investment programs like asset allocation and dollar cost
averaging can reduce the risk of investing.

Optional features make investing even easier:

Want an easy way to diversify your investment mix?

asset allocation portfolios
With the help of your financial professional, simply choose one of our asset
allocation pdrt_fol,jps‘ available under your contract based on your risk toler-

ance, retirement time horizon and goals.
Rather not jump into the market all at once?

dollar cost averaging
Choose dollar cost averaging? and make periodic, automatic investments —

which can help you ease into the market.

Want to make sure your investment allocation stays aligned
with your strategy?

portfolio rebalancing
Choose portfolio rebalancing and if your investment mix becomes unbalanced
due to market conditions, we’ll automatically make transfers to bring them
back in line with your original strategy. You can select the frequency for rebal-

ancing transfers.

Customize as you go

If your needs or goals change, you can transfer assets between available investment options, free of
income tax or fees.’

1 The asset allocation portfolios do not assure a profit and may not be appropriate for all investors, particularly those who are interested in direct-
ing their own investments. inclusion of an investment option in an asset allocation portfolio does not indicate that a particular investment option
is superior to any investment option not included in an asset allocation portfolio.

2 Dollar cost averaging does not assure a profit and does not protect against loss in declining markets. Since dollar cost averaging involves
continuous investment in securities regardless of fluctuating price levels of such securities, the investor should carefully consider his or her financial
ability to continue purchases through periods of fluctuating price levels.

3 Metlife Investors is currently waiving the $25 fee for transfers exceeding 12 per contract year. Transfers may be subject to “market timing” restrictions.

n




guarantee your income |
and protect your beneficiaries

Although the stock market has historically produced solid long-term returns, future performance is

impossible to predict. That’s because past performance does not guarantee future results. At MetLife
Investors, we understand the risks involved in investing, so we have designed our variable annuities
with optional features that can help you protect your investment and guarantee future income

regardless of how the market performs.' All guarantees are based on the claims-paying ability of the

issuing insurance company.

Guarantee future lifetime income?

* The optional Guafeintéc:_d Minimum Income Benefit (GM]
protect your future financial freedom by guaranteeing a p
stream that will last for the rest of your life. Once you’ve o
for at least 10 years, this “income benefit” allows you to begin
payouts that are guaranteed to be at least a minimum amount:
your investment performance or actual account value. The G
for 0.50% of the income base deducted from the account vah

only available to puréhasers age 75 or younger.

* The optional Guaranteed Minimum Income Benefit Plus (GMIH
the same income benefits as the GMIB but also gives you the o
more frequently then every three years (and prior to age 75), to
used to calculate your minimum GMIB annuity income paymen
account value.’ If the market performs poorly, the GMIB Plus
pal protection (the Guaranteed Principal Option) that gives you

option (after 10 years) to bring your account value back to the init

amount invested (less withdrawals), instead of receiving GMIB in
under the GMIB Plus rider.* The GMIB Plus is available for 0.75¢ 4
base deducted from the account value. If you reset the GMIB Pk 4
allowable charge is 1.50%.

1 The GMIB, GMIB Plus, GWB, Annual Step-Up Death Benefit, Compounded-Plus Death Benefit and Earnings Preserva
can only be elected at the time the contract is purchased and are irrevocable once elected. Under the GMIB Plus, inved
limited. Death benefits, including the Earnings Preservation Benefit, are subject to ordinary income tax to the extent of galé



did you kn OW?

The GMIB guarantees you a minimum level of income for life.
That means you can predict how much income under the
GMIB rider your variable annuity will provide in the future.

The GMIB Plus is ;)nly available to purchasers age 75 or younger.

If you elect the GMIB Plus you may only invest in the following asset allocation
portfolios: MetLife Defensive Strategy Portfolio, MetLife Moderate Strategy Portfolio,
MetLife Balanced Strategy Portfolio and MetLife Growth Strategy Portfolio.

You may also convert your annuity into lifetime income under the regular

provisions of your contract at any time.

Guarantee the return of every dollar you invest®

The optional Guaranteed Withdrawal Benefit (GWB) can help you be a more
confident investor by guaranteeing that you can take annual withdrawals uptoa
specified amount that over time, equal or exceed an amount equal to the total
amount you invest, regardless of market conditions. Through this “withdrawal
benefit™ you may receive income through regular or periodic withdrawals until
an amount equal to every dollar you invest has been returned to you — even if
your account balance declines to zero due to withdrawals and/or poor perform-
ance. Your withdrawals may begin immediately and continue for a period of time,
depending on how much you take each year. Keep in mind that if you withdraw
more than the maximum specified amount in any year, you may jeopardize your
guaranteed return and annual withdrawal amounts. In addition, withdrawals will
reduce the death benefit pro rata, may be subject to withdrawal charges, income
tax and a 10% Federal income tax penalty if you are not yet age 59%. The GWB is
available for 0.50% of the Guaranteed Withdrawal Amount (as defined in the
prospectus), which is deducted from the account value. The GWB is only available
to purchasers age 75 or younger.

2 Since the guaranteed annuity factors are based on conservative assumptions, the level of income guaranteed under
the GMIB (including GMIB Plus) is often less than the income that would be provided by annuitizing under the regu-
lar provisions of the contract. If the regular annuitization provisions are more favorable than utilizing the GMIB, the
contract owner will receive the higher payout. In this situation, the investor would have incurred the GMIB annual fee
and received no additional benefit. In certain qualified plans, any income payments may need to comply with the
required minimum distribution rules. Please consult with your legal/tax advisor.

3 Each election will extend the 10-year waiting period before which you can exercise the GMIB Plus rider and may
increase the annual rider fee.

4 The insurance company guarantees an amount equal to purchase payments deposited within the first 120 days of con-
tract issue, adjusted pro rata (proportionately) for withdrawals. You can only elect the Guaranteed Principal Option once;
if elected, the GMIB Plus rider will terminate and your contract will no longer be subject to the annual fee for this rider.

5 You may elect ONE of the following only: GMIB, GMIB Plus, or GWB.

6 You do not have to elect the GWB to take withdrawals using the Systematic Withdrawal Program or free annual with-
drawal provisions of the contract.




GUARANTEE YOUR INCOME AND PROTECT YOUR BENEFICIARIES

Guarantee your beneficiaries’ future

If you should die before beginning the payout phase of your annuity, your
annuity will go to your beneficiary(ies) in the form of the death benefit you
chose for your contract.
All guarantees are based on the claims-paying ability of the issuing insurance
company.

principal protection
Our standard death benefit, equals the greater of your account value or your
contributions adjusted proportionately for withdrawals.

annual step-up
An optional death benefit, equals the greater of the Principal Protection benefit

or the highest anniversary account value through age 80, adjusted proportionate-
ly for withdrawals.” The Annual Step-Up Death Benefit is available for 0.20% on
the average account value in the investment portfolios. The Annual Step-Up
Death Benefit is only available to purchasers age 79 or younger.
compounded-plus
An optional death benefit, equals the greater of the Annual Step-Up benefit or your
total contributions, compounded at 5% annually through age 80, adjusted
proportionately for withdrawals.* The Compounded-Plus Death Benefit is available
for 0.35% on the average account value in the investment portfolios. The

Compounded-Plus Death Benefit is only available to purchasers age 79 or younger.

Maximize your beneficiaries’ inheritance

By electing the optional Earnings Preservation Benefit, you can help protect your
assets for your beneficiaries. The additional death benefit — which amounts to 40% or

25% of the earnings’ in your account, depending on your age at issue — is often used

7 The “highest anniversary value” means the highest account value achieved on any contract anniversary prior to the
date of the oldest owner’s death (and prior to owner reaching age 81) adjusted upward for subsequent purchase pay-
ments and reduced proportionately for any withdrawals. On or after this anniversary, the benefit amount remains but
will no longer increase in value. The charge for this rider will continue to be deducted while the rider is in effect.




to help pay income taxes on earnings in your account (if any), and may enable you to

leave more of your estate for your beneficiary(ies). The Earnings Preservation Benefit
is available for 0.25% on the average account value in the investment portfolios. The

Earnings Preservation Benefit is only available to purchasers age 79 or younger.

Leave your annuity to your spouse

If your spouse is sole beneficiary, he or she may choose to continue the accumu-
lation phase of the annuity at your death. Upon continuing the contract, the
initial account valie will be the greater of the death benefit or the account
value. If you elected the Earnings Preservation Benefit, your spouse can either
use the benefit immediately and add that amount to the death benefit value or

continue the contract with the Earnings Preservation Benefit intact.

Create a living legacy

With the Controlled Payout Plan, you decide how long your beneficiaries will
receive annuity payments after your death. This irrevocable stream of income
offers favorable tax treatment and the potential for rising income if a variable

payout is elected (not available with qualified plans).

See our “Protection Benefits” brochure and the product prospectus for more
details about our Guaranteed Minimum Income Benefit, Guaranteed Minimum
Income Benefit Plus, Guaranteed Withdrawal Benefit, death benefit options and

the Earnings Preservation Benefit.

8 Until the contract anniversary prior to the oldest owner's 81« birthday. On or after this anniversary, the benefit
amount remains but will no longer increase in value. The charge for this rider will continue to be deducted while
the rider is in effect.

9 The portion of the death benefit representing earnings is the difference between the death benefit payable less total
purchase payments that have not already been withdrawn, less any investment gain since the contract anniversary
at which time the oldest contract owner had reached age 80. The IRS may conceivably treat any fees associated with
the Earnings Preservation Benefit as a taxable distribution and may be subject to a Federal income tax
penalty. Please consult with your legal/tax advisor,




did you kn OW?

Although variable annuities are intended to be long-term investments, your
money is not completely tied up. You can take regular withdrawals or a lump
sum when you need it. Some restrictions apply.

access your money
when you need it

Although a variable annuity is meant to be a long-term investment, you have the freedom to access
your money if and when you need it. Even if you’re still in the accumulation phase of your annuity,

you can make the following withdrawals without a withdrawal fee:

» Withdraw all of your earnings at any time (they may be subject to ordinary
income tax and a 10% Federal income tax penalty if owner is not yet age 59%)

s After the first contract year, take up to 10% of your purchase payments
each year

s Sign up for a systematic withdrawal, either monthly or quarterly, that can total
up to 10% of your purchase payments each year

> In some cases, access your funds if you’re terminally ill or confined to a
nursing home (subject to state availability and age limitations). See

prospectus for details.

You can also receive your account value in one or more lump sums; however,

withdrawal charges may apply. Withdrawals will reduce your account value and

the benefits of any optional riders that you may select for your contract.




did you kn OW?

By electing a lifetime payout option, you can eliminate the
risk of outliving the money within your annuity.

guarantee income for life

Many of us enjoy financial freedom
during our peak earning years. By
planning ahead and investing in a
variable annuity as part of an overall
investment portfolio, you may be able
to look forward to financial freedom,

even after you've stopped working.

of an annuity, you in essence begin
taking a “paycheck.” You can elect a
fixed payment (where you'll receive the

same dollar amount each time), a

" variable payment (which will vary with

the performance of the investment

options you select), or a combination

By electing to begin the payout phase of the two.

Payout options

° Receive a “paycheck” for as long as you live.

* Receive payments that last throughout your lifetime, but are guaranteed for a
certain number of years if you die earlier than expected.

* You and your spouse receive a “paycheck” that continues for as long as the
last survivor.

® You and your spouse receive payments that will last as long as the last sur-
vivor, but are guaranteed to last a certain number of years, if both of you die

earlier than expected.



did you kIlOW?

With an annuity, you're not just buying an investment. You're also buying
insurance protection (in the form of tax-advantaged income and death
benefits) and the ebility to generate income you cannot outlive.

have you met life today?

Regardless of what the word “retirement” means to you, make sure those years
are secure and comfortable. Take the first step and start building your financial

freedom today with a MetLife Investors variable annuity.

next steps to building financial freedom

Meet with a financial professional
He or she can help you decide on the best investment strategy for you and which

optional features ancl benefits best meet your needs.

Complete the appropriate paperwork

You'll need to fill out an application and a few other forms, depending on which

features you choose. Your financial professional can help with this too.

Although variable annuities aren’t for everyone, they can play a significant role in
your overall investment strategy. By investing in a variable annuity, you can help
build a retirement nest egg. Then, when you’re ready to retire, a variable annuity

allows you to generate an income stream you cannot outlive.

For more information contact your financial professional.




what you need to know to invest |
class

Most investments have specific guidelines as to the amount you can invest and VARIABLE ANNUITES
the age at which you can purchase the product. The guidelines for this variable
annuity are shown below.

investor age limits

Owner must be 80 years old or less at time contract is issued
Owner must be 90 years old or less in order to convert
the account value into a guaranteed income stream

investment amounts

$10,000
$500
_$1 million

Some of the expenses you'll see below, such as investment option fees, are similar to those you'll find with other investment
products. However, only annuities offer insurance benefits, such as the ability to generate income for life and death benefits,

which provide for your beneficiary(ies) in case you die before you begin to receive annuity payments. The additional fees
related to these benefits are shown below as well.

E front-end sales charge

None. That means all of your money goes to work for you, right from the start.

Finvestment option expenses

Each investment option you select will charge a fee to manage the money within that investment option. In addition, the
investment option may impose a 12b-1/service fee. The fees and expenses, which vary by option, are assessed daily in the
calculation of the average account value of each investment option. Please see a prospectus for specific information.

LS

f annual contract fees

Percentage charges are assessed daily, at the annual rates shown, on the average account value allocated to the investment options.
$30"* Waived if account value is $50,000 or more

1.55% (includes Principal Protection Death Benefit and
0.25% Administrative Charge)

nnual fees for optional features

0.50% of the income base™ deducted from the account value
0.75% of the income base deducted from the account value
0.50% of the Guaranteed Withdrawal Amount (as defined in the prospectus) which is deducted
from your account value'?
0.20% on average account value in the investment portfolios*
0.35% on average account value in the investment portfolios*
0.25% on average account value in the investment portfolios*

_hdrawal charge schedule

You are allowed to take up to 10% of your purchase payments each year as a Free Withdrawal (no Free Withdrawal in the first
contract year unless a systematic withdrawal plan is elected). Charge on withdrawals in excess of Free Withdrawals applies to
each purchase payment. Withdrawals of purchase payments in excess of the Free Withdrawal amount that have been in the
contract less than 9 full years will be subject to the following withdrawal charges:

8% 8% 8% 7% 6% 5% 4% 3% 2% 0%

1 Charged on the contract anniversary.

2 A full Account Fee will be deducted upon complete withdrawal from your contract. A pro rata portion of the Account Fee will be deducted from the account
value on the annuity date if this date is other than a contract anniversary.

3 A pro rata portion of the Guaranteed Minimum Income Benefit (GMIB), Guaranteed Minimum Income Benefit Plus (GMIB Plus) and Guaranteed Withdrawal

Benefit (GWB) rider charges will be assessed upon a complete withdrawal from your contract or annuitization of the contract. The income base is determined as
provided in the GMIB rider and is not the same as account value.

g 4 Assessed daily at the stated annual rate throughout the accumulation phase of the contract,
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Critical lliness Insurance
Insurance for Living

Metlife

Find out how to help enhance your financial security.
Look inside for details »

N\



You can help enhance your financial security
should you experience certain critical illnesses.

a?:c\ you N:\w |
all the days of your

N S » ‘ ., First the good news: experiencing a critical illness today is not as lift
Nc\'n N. o | , threatening as it used to be. Statistics show that because of continuow:
— Jonathan Swift advancements in modern medicine, chances of recovery from a critical illness
ﬂ D like a heart attack, certain types of cancer

or a stroke, are much better now thar

Did you know?
88% of heart attack | inthepast.
patients under the
age of 65 are able But sometimes people are no

to return to their adequately prepared financially, despite
usual work:

L having good medical insurance. Whil
.

medical plans often provide coverage fo
hospital and medical expenses arising from critical illnesses, there are stil
expenses associated with a critical illness that many medical plans are no

designed to pay. (See page 7 for a list of examples.)

Also, consider the day-to-day living
expenses that will not go away during a Did you know?

critical illness. If a critical illness resulted in The five-year
relative survival
rate for all cancers

combined is 62%:*

both you and your spouse taking unpaid
time away from work, how would your

finances be affected? 9

Welcome to Insurance for Living.
MetLife Critical Illness Insurance can help bridge the financial gap between
what your existing medical insurance may cover and additional expenses

associated with the covered conditions.

For more information or to apply online, please visit

www.metlife.com/mybenefits.

' American Heart Association, Heart Disease and Stroke Statistics 2004 Update; American Cancer Society, 2004 Cancer Facts and
* American Heart Association, Heart Disease and Stroke Statistics 2004 Update.




Questions and Answers

Who is eligible to apply?

Eligibility is dependent on the terms set by your employer. All employees who are
eligible for benefits can apply regardless of age, but only those employees who meet
MetLife’s underwriting criteria may purchase coverage. Employees need to be
actively at work for the coverage to become effective.

How does MetLife Critical lliness Insurance Work?

* During the enrollment period, you choose the amount of coverage that you wish
to apply for — between $10,000 and $50,000 (in $10,000 increments).

* MetLife must approve your application before coverage can become effective.

* As a MetLife CII certificate holder, if you experience one of the covered

conditions and meet the certificate requirements, you will receive a lump-sum

benefit payment.

What do you mean by certificate requirements?

If MetLife approves your application for coverage, you will receive a group
certificate that details the benefits and all provisions of MetLife Critical
Illness Insurance. Important information such as definitions of covered
conditions, proof of claim, exclusions, limitations and waiting periods is
included in the certificate. Before applying, you should read the enclosed
Disclosure Document as it provides an overview of this important information.

What are the covered conditions?

The group certificate provides coverage for: Cancer, Heart Attack, Stroke,
Kidney Failure, Major Organ Transplant, and Coronary Artery Disease, as they
are defined in the Disclosure Document.

What do you mean by a “lump-sum benefit”?

As a certificate holder, if you receive a lump-sum benefit — you receive
a single payment to use as you see fit. The w&:d,ma amount depends on the
amount of coverage you selected as well as the illness you experience.

How can | use this lump-sum benefit payment?

You can use the lump-sum benefit payment in any way you choose —
co-pays, deductibles, out-of-network treatments, childcare, travel to
treatment centers, mortgage payment, utility payments. It’s up to you. This
payment can help cover the expenses that many other types of insurance
are not typically designed to pay.

How are premiums paid?
Premiums for MetLife CII will be paid through payroll deduction.

Is a physical exam required in order to qualify for coverage?
No, a physical exam is not required to qualify for coverage. You are requ
to answer some medical questions. In some instances, you and/or y
physician may be required to provide additional medical information.

How much will the plan cost me?

Go to the Critical Illness Insurance section of www.metlife.com/mybenefits
click on “Determine an Estimated Cost.” Rates are subject to change and
increase when a covered person enters a new age band. Before viewing rates,
must read the Disclosure Document.

Can | apply for Critical lliness Insurance for my spou
domestic partner or children?

Yes, you may apply for coverage for your spouse, domestic partner
children if you enrolled in the plan and qualified for coverage.
coverage amount for your spouse or domestic partner cannot exc
$50,000 or your total maximum benefit amount. Children are eligible
$5,000 of coverage regardless of your coverage amount.

If I leave my current employer, can | keep my coverage?
This depends on the coverage your employer has chosen. If your emplc
chooses, you may request in writing to continue your coverage. You nr
do this within a specified period after you leave your employer. You ir
also continue to pay your premium to keep the coverage in force.

Where can | get additional information?

Call 1 800 GET-MET 8 (1-800-438-6388) to speak with a MetLife Custos
Service Representative (Monday through Friday, 8am to 6pm, EST) or -
can visit www.metlife.com/mybenefits.

How do | apply?

Go to www.metlife.com/mybenefits. Click on “Apply Now” and compl
the online application.
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MetLife Auto & Home®

"répeﬁrty Inventory




Why a Personal Property Inventory?

If your home were destroyed, or a theft occurred, could you
compile a complete list of your personal property from
memory? Most people couldn’t, but that’s something you'd
beasked to do at the time vou filed a claim.

This booklet is designed to assist you in listing your
personal assets and calculating their approximate replace-
ment value.

We know that putting a dollar value on possessions you've
accumulated over many years is difficult and that only you 1}
can decide the extent of your insurance needs. However, if §
the unthinkable happened. would you have enough
coverage for everything?

Your Personal Property Inventory serves two impo'rtant
functions:

* as a valuable record of your possessions.

* as a way for you to judge the adequacy of your present
coverage.

After you complete the inventory, you may find that you .:
have property that requires a professional appraisal to _
determine the appropriate value. Appraisals are especially §
useful for expensive or unique items such as furs, jewelry,
art, and silver. The appraisal can also serve as a record of
the description of your property.

Once the appraisal has been completed, you should then |
determine whether your insurance coverage is adequate or
if you need to increase or add coverage for certain items.
The appraisal is also useful as a means to verify replacemen
value in the event you need to place a claim. :

Once completed, the appraisal and Personal Property )
Inventory should be stored somewhere safe, preferably away:
from your home. Then if the worst happened, they would
be available at the time you reported a loss.

Please take the time to fill out this helpful record of the
valuables you've collected along the way. If you have any
questions or need to make changes to your coverages,
contact your MetLife Auto & Home representative. For
information about our family of MetLife products and
services, visit us at www.metlife.com.
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|
Living Room Living Room
“_ —
Year  Manufacturer Year  Manufacturer
Qty.  Article  Purchased & Model Cost Qty.  Article  Purchased & Model Cost
bric-a-brac lamps
mirrors
CD’s & tapes
pictures
chairs
rugs & pads
clocks
sofas

coffee tables stereo equip.

curtains & drapes telephone
television
desks VCR/DVD

fireplace fixtures videotapes




Kitchen

L

Year Manufacturer
Qty.  Article  Purchased & Model

blender

bric-a-brac

chairs

coffee maker

curtains/drapes

dishes

dishwasher
(portable)

food processor

food/supplies

glassware

microwave ovan

mixer

other appliances

pictures

Kitchen

L ]

Year Manufacturer
Qty._ Article Purchased & Model

pots & pans

radio

refrigerator

silverware

stove
(not built-in)

table

telephone

television

toaster

toaster oven

utensils

utility cart

TOTAL




Dining Room . Bedroom 1

e I ]

Year Manufacturer
Qty.  Article Purchased & Model Cost

Year Manufacturer
Qty.  Article  Purchased & Model Cost

[ O ——

bric-a-brac bedding

buffet : beds

chairs | bric-a-brac
chairs

china

chest of drawers

china cabinet clocks

curtains/drapes curtains/drapes

elec. appliances desks

glassware dressers

napkins dressing tables

pictures lamps

mattresses

rugs & pads mirrors
-_night tables

serving tables pictures

silverware

table radio

table cloths 3‘ rugs & pads

i
table pads | telephone

{
!

TOTAL } television
i




Bedroom 2 Bedroom 3
D L O e
Year Manufacturer Year Manufacturer
Qty. Article Purchased & Model Cost Qty. Article  Purchased & Model Cost
bedding : bedding
beds beds
bric-a-brac bric-a-brac
chairs chairs

chest of drawers

clocks

curtains/drapes

desks

dressers

dressing tables

lamps

mattresses

mirrors

night tables

pictures

radio

rugs & pads

telephone

television

TOTAL

chest of drawers

clocks

curtains/drapes

desks

dressers

dressing tables

lamps

mattresses

mirrors

‘" night tables

pictures

radio

rugs & pads

telephone

television




Den or Study

m“

Qty.

Manufacturer
& Model

Year

Article Purchased Cost

books

bric-a-brac

chairs

clocks

computer

desks

lamps

pictures

printer

rugs & pads

scanner

sofa

stereo

tables

telephone

television

VCR/DVD

[ S A

Cnamumnn - Ay

Family or Rec Room
T

Qty.

Manufacturer
& Model

Year

Article Purchased Cost

bric-a-brac

CD’s & tapes

chairs

clocks

computer

curtains/drapes

desks

fireplace fixtures

lamps

other
electronics

pictures

printer

radio

rugs & pads

scanner

sofas

stereo

tables

telephone

continued




Family or Rec Room Hallways/Entrance Ways

Year Manufacturer Year  Manufacturer
Qty. Article  Purchased & Model Cost . Qty. Article  Purchased _ & Model Cost
television ' bric-a-brac
VCR/DVD ;
r .
video games chairs
video tapes
TOTAL : curtains/drapes
lamps
mirrors
pictures
rugs & pads
tables
TOTAL

i




Sunrooms/Porches/Patios/Decks

Year Manufacturer
Qty._ Article  Purchased & Model

Cost

Bathrooms

Year Manufacturer
Qty.  Article Purchased & Model Cost

chairs

clothes hampers

elec. hair rollers

elec, razor

elec. toothbrush

curtains/drapes

lamps

! outdoor cooking
?

furniture

hair dryer

heater

medicine
cabinet contents

equipment

Mirrors
rugs & pads rugs & pads
sofas scales

shower curtain
tables - toilet articles

TOTAL

towels_ & linens

TOTAL




Attic/Basement/Garage

Personal Effects - Women

Year Manufacturer Year Manufacturer
Qty. Article  Purchased & Model Cost Qty. Article  Purchased & Model Cost
canned foods blouses
clothes dryer
clothes washer coats & jackets
dehumidifier
freezer dresses
freezer contents
furs
gloves
furniture handbags
garden tools hats
hosiery
jewelry
decorations
lawn mower lingerie
luggage nightclothes
power togls rainwear
shoes
hand tools skirts
supplies suits
umbrellas
workbench : watches
Qf miscellaneous
TOTAL




Personal Effects - Men
.~~~ "~~~ —— ]

Manufacturer
& Model

Year

Qty.  Article Purchased Cost

. Miscellaneous

Qty._ Article

Purchased

Manufacturer
& Model

Year
Cost

belts

coats & jackets

gloves

hats

jewelry

neckties

rainwear

shirts

shoes

slacks

socks

suits

sweaters

umbrellas

underwear

watches

miscellaneous

TOTAL




Summary

1

Purchased Cost

Living Room

Kitchen

Dining Room

Bedroom 1

Bedroom 2

Bedroom 3

Den or Study

Family or Recreation Room

Hallways and Entrance Ways

Sunrooms, Porches, Patios, Decks

Bathrooms

Attic, Basement, Garage

Personal Effects - Women

Personal Effects - Men

Miscellaneous

Total value of your personal property TOTAL




Look who's behind your
insurance protection.

MetLife Auto & Home is a wholly-owned
subsidiary of MetLife, Inc. (NYSE: MET), one
of the world’s leading insurance and financial services

companies.

have you met life today?°

MetlLife

MetLife Auto & Home
700 Quaker Lane

PO Box 350

Warwick, Rl 02887

Metlife Auto & Home is a brand of 5
Metropolitan Property and Casualty Insurance Company

and its Affiliates, Warwick, R

MPL4015-000(1004) 0406-4970

© 2004 Metlife, Inc.  LO405CVQZ(exp0508)MPC-LD

PEANUTS © United Feature Syndicate, Inc.
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@ﬁw@@ seing aware of email phishing scams.

BETTER: knowing what to do to protect yourself.
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VOLUNTARY PERMANENT LIFE




[ J ®
VOLUNTARY BENEFITS MetlLife
SALA[RY DEDUCT[ON AUTHORIZATION AND WAIVER Metropolitan Life Insurance Company

Home Office: New York, NY

Employee Name

Employer

Payroll Number

Social Security Number

Work Location Address

I hereby authorize my employer to deduct from my salary or wages on a regular basis an amount sufficient
to pay the premiums for the insurance policies included under MetLife’s Insurance program or any renewals
of such policies, and to remit such amounts each month to MetLife.

[ hereby authorize my employer to change the amount of deduction to correct clerical errors in initial premium
calculation, in the event an adverse underwriting decision is made or to reflect any changes in coverage I may
request. These changes are to be made at the direction of MetLife without requiring additional authorization

on my part.
Existing Deduction (if any) $ To Be Deducted: [] Weekly

- " New Payroll Deduction (UL/WL) $ S 7 o 7 [ Biweekly
New Payroll Dedaction {other): - $. | ] Semi-monthly
Total Deduction $ ] Monthly

Begin Deductions on

Month Day- Year
(Actual Paycheck Date)

My signature below certifies that I have been made aware of the features of MetLife’s Insurance program
offered to me through the cooperation of my employer and that I do not wish to enroll at this time.

. Date
Employee Name (please print) Employee Signature
MetLife use only:
Employer Group Number Paypoint Code
Application Number Sales Rep or Enroller ID

METLIFE COPY 18000133967 (0399) Printed in U.S.A.




MetLife Payroll-Deducted Metl-' fe

Permanent Life Insurance | Metropolitan Life Insurance Company
One Madison Avenue, New York, NY 10010-3690

Employer Payroll Deduction Program Agreement ("Agreement")

Pursuant to this Agreement, Metropolitan Life Insurance Company (MetLife) and

- ‘ (Employer) establish a Payroll-Deducted
Permanent Life Insurance Program (Program), under which eligible employees of the Employer may purchase and
arrange for payment of premiums on life insurance policies offered and issued by MetLife.

1. The Employer agrees to allow a MetLife authorized representative and/or enrollment specialist to have access to all
eligible employees on company premises during normal business hours for the purpose of conducting informational
group meetings and/or one-on-one enrollment meetings with such eligible employees. The Employer also agrees to
allow MetLife to resolicit eligible employees annually for the purpose of promoting participation in the Program.

2. The Employer will make payroll deductions as authorized in writing by each participating employee.

3. The Employer agrees to remit to MetLife each month an amount equal to the total premiums deducted and will
maintain adequate records to ensure that payroll deductions can be reconciled to each participating employee.

4. The Employer will, using forms provided by MetLife, promptly notify MetLife of any participating employee’s

termination or other discontinuance of deductions of policy premiums.
P EPPErr N s S B e e e N T S e e R T TR e R e

- The Employer shall bear all expenses that may be incurred with regard to the payroll deduction and remittance of
policy premiums to MetLife.

6. The Employer understands that MetLife may contact participating employées subsequent to enrollment to verify or
supplement information provided on applications or to inquire about the quality of its service.

7. The Employer agrees to maintain the confidentiality of information relating to participating employees to the extent
that such information relates to the Program.

8. Either the Employer or MetLife may terminate the Program at any time upon written notice to the other and all
participating employees. Any employee may terminate participation in the Program at any time by written notice to
MetLife and the Employer. The Employer shall have no liability for payment of policy premiums by any participant
after termination of employment except for funds collected prior to the effective date of termination.

Dated at this of , 20
City and State

Signature

For Employer

Name and Title
Please Print

Witness
By MetLife Representative Agency No. and Name




Voluntary Permanent Life °oga o
Payroll Deduction Program ME"‘ Ll fe

Preliminary Questionnaire

Employer Name Date
I R
Is ;his a subsidiary company? (A No [ Yes; Parent Name
Is this a current MetLife customer? ( No [ Yes; Details
Employer Street Address
City State Zip
Contact/Decision Maker Title
Phone ( ) Fax # ( )
Nature of Business Years in Existence

Is company subject to seasonal employment? QI No Q Yes

If Unions are involved, are union benefits a separate program? O No O Yes; How many unions?

Any strikes or layoffs in the past 4 years? 1 No QO Yes; How many union members?
Ifyes, ___Strike ____ Layoff Duration Number of employees

Please attach a copy of the current benefits booklet(s) which include(s) medical, group life insurance,
and retirement programs if available.

Does company provide group medical coverage? [ No QO Yes; Carrier Renewal Date
Is this a Section 125 plan? [INo Q Yes; If yes, who is the TPA?
Is it a Premium Only Plan? Q1 No Q Yes; If no, how many benefit choices are there?

Is basic group term life insurance provided? [ No Q Yes; Carrier Renewal Date
Coverage limits: employee spouse children

Is there post-retirement coverage? [ No (1 Yes; What is the formula?

Does company offer supplemental group term life insurance? O No O Yes
Carrier Participation % Renewal Date
Coverage limits: employee spouse children

Does coverage cease at retirement? 0 No (O Yes

Does company provide a retirement plan? Q No Q Yes; Carrier
Participation % _ Please describe plan(s)

Does company (or has company) allow(ed) voluntary payroll deduction plans? (Include any voluntary plans allowed, i.e., credit union,
other insurance products, etc.) QI No O Yes

Ifyes,howmany? _____ Participation_____ % Please describe plans:
Is employer anticipating other changes in employee benefits? 1 No O Yes

Please describe:
Does the company distribute annual benefit statements to employees? QO No QO Yes




Total number of eligible employees* ______ Male/Female Ratio____ Average Annual Income

Total numbeér of locations Number of employees at each location (list #, City, ST)
Number of employees who are: a.) salaried __b.) hourly

¢.) commissioned d.) permanent part-time
Number of terminations in the last 12 months Last 2 years

Is employee census available? [ No O Yes; If not, why?

*¢ligible employee := Full time and permanent part time employees (over 20 hours/wk), who are actively at work,
with a minimum of one year service.

Check each box that applies:
Pay Frequency: 1 Weekly O Bi-weekly O Semimonthly CJ Monthly J Other

(26 Deduction (24 Deduction
Frequency) Frequency)
Enrollment Period
Please explain other: Date to Date
Begin Deductions on / / (actual Payroll date)* Common Issue Date

Mo Day Year
Are there multiple payroll/billing points? T No 1 Yes; How many?

Does the employer administer payroll or use a Third Party Administer (i.e. ADP)?
U Employer Administers 0 Third Party Administer If TP.A., Name

Person to contact regarding payroll: Name Title . Phone

Which of the following media can the employer’s payroll support?
O Diskette iTape 0 Electronic Mailbox i Other?

What new MetLife products will be offered?

Employer Signature Title Date

*Complete only for cases with less than 500 eligible employees.

Producer Name Company Name

Mailing Address

City State Zip
Phone ( ) Fax # ( )

Briefly describe your current relationship with this employer:

Is producer licensed and appointed in all states where employees are located? I No O Yes
If no, list states where producer is not licensed/appointed:

Producer Signature Date

Metropolitan Life Insurance Company
New York, NY 10010-3690

18000142429 (0799) Printed in U.S.A.




VOLUNTARY PERMANENT LIFE
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MetLife Voluntary Permanent Life
Summary

A Clear Win / Win

MetLife’s Voluntary Permanent Life Insurance Program
provides an effective solution to the problem of the ever-
increasing cost of employee benefits.

Your Company Wins

® Virtually no direct cost
® No company contributions
® Worry-free administration
® Complements current/future programs
® Avoids future term conversion charges
® You choose eligible employees
® Enhances morale and company image

Your Employees Win

® Immediate coverage

® Convenience of payroll deduction
® Portability

® Post-retirement cash or insurance protection

® Spouse and dependent coverage

® Contingent Guaranteed Issue/Simplified underwriting
® Individual meetings

_— _ -— _—
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VOLUNTARY PERMANENT LIFE

A PERFECT FIT

MetLife I

Financial Services
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OUR JOB IS TO HELP YOUR

The MetLife Return To Work Program

EMPLOYEES GET BACK TO THEIRS




Employees can cost your company a lot more when they're not working®. We review the
appropriate STD and LTD cases for Return To Work (RTW) potential. MetLife can help keep
your company's Short Term Disability (STD) cases from turning into Long Term Disability (LTD)

cases, where appropriate.

1 . Focus on what the employee can do rather than what he/she cannot do
2. Customize a plan that is specific to the unique needs of the employee

3 . Implerent a plan developed as a team effort

To effectively assess RTW potential, MetLife deploys a Clinical Specialist Team which includes
a Case Mznager (CM), Nurse Consultant (NC), Psychiatric Clinical Specialist (PCS), Vocational
Rehabilitation Consultant (VRC), and an Independent Physician Consultant (IPC). They work

side-by-sicle to determine the best plan of action (a major benefit over our “competition”).

This brochure provides a detailed look at what makes our Return To Work approach so

effective, and explains how you can help make your company's plan a success.
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METLIFE’S 4 STEPS TO SUCCESS

This simple breakdown will give you a better understanding of our proven
RTW program.

Step 1 - Evaluate RTW potential

A Case Manager reviews the appropriate STD and LTD cases for RTW potential. This includes
referencing the definition of “disability” in the group disability insurance policy, and evaluating
the diagnosis and expected duration of absence for each case.

Step 2- Bring in the Clinical Specialist Team

A Clinical Specialist Team begins with an assessment of the medical information to support an
employee’s ability to return to work. Next, the Clinical Specialist Team, with the employee,
employer and physician, answer a series of questions to formulate a plan of action. (See
“Creating the Right Plan” for a list of sample questions.) '

Step 3 - Develop a proactive action plan

At this point, the Case Manager works closely with the employer to evaluate an employeée’s
RTW options and discuss job accommodations. After evaluating the physical or psychological
variables, the Case Manager will suggest appropriate job accommodations, which may include
a change in job duties, special equipment, or a change in work setting. Finally, to successfully
implement the plan, the Case Manager, employer and employee must all be in agreement.

Step 4 - oversee the plan'~ ~
Once the plan is implemented, MetLife continues to assess it and make adjustments as needed.

The bottom line: Our RTW strategies are effective. In 2001, the MetLife Disability
Clinical Specialist Team returned 1,520 people to work!

i

CREATING THE R IGHT PLAN

To create the right plan for an employee, we may ask the employee, employer and medical
provider specific questions, including those that follow. Questions like these are designed to
accomplish two goals: (1) Determine what an employee can do vs. what he or she cannot do,
and (2) Adjust an employee's job duties to fit his or her current abilities.

EMPLOYEE
1. What are your plans to RTW?
a. Has your doctor released you to RTW?
b. Do you think you could work part-time now?
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CREATING THE RIGHT PLAN continued

2. What is preventing you from RTW right now?
a. What parts of your job can you perform?
b. Can your job be modified or accommodated?
c. Have you discussed RTW with your employer?
d. Does your employer have a transitional RTW program?

3. Has your doctor given you any physical/other.' restrictions?

EMPLOYER
1. What are the physical/psychological demands of the job?

2. Do you have a RTW program?

3. Can you accommodate the employee's restrictions?

4. How can we work together to return your employee to work?

5. Who makes decisions about RTW, and how do | cont'act‘him or her?

8. Are there any factors you are aware of that would prevent the employee from RTW?

MEDICAL PROVIDER
1. Do you have an estimated RTW Date?
if so, date

2. Are you aware that the employer will accommodate?
a. With this in mind, would you reconsider a RTW now with accommodations?
b. Please specify restrictions to be accommodated with projected time frames.

3. Is your patient capable of working part-time right now?

4. Has the employee discussed his/her job with you?
5. Do you expect the employee's disability to exceed [average] or [X] duration?
6. What are the employee’s current physical/psychological/cognitive restrictions?

7. What treatment plans are in place that will lead to the employee returning to work?
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YOU'RE OUR PARTNER. HERE’S WHAT OUNEED T
ABOUT THE PARTNERSHIP DISCOUNT.

WHAT IS THE PARTNERSHIP DISCOUNT?

We are pleased to offer a Partnership Discount to reward employers who work with us to return
disabled employees to work. The Partnership Discount provides a rate decrease in the second
and third year of coverage if the guidelines are followed.

HOW DOES THE PARTNERSHIP DISCOUNT WORK?
The MetlLife representative and the broker/consultant meet to assess the employer’s level of
involvement in the process and place the employer into one of four categories:

Level A - No Return To Work focus now, and not interested in managing claims

Level B - No Return To Work focus now, but interested in actively managing
Return To Work

Level C - Limited Return To Work focus now, and interested in progressing to
the next level '

Level D. Excellent Return To Work focus

QUALIFYING FOR THE DISCOUNT

You must be level B or C to qualify for the discount. Participation in the program is voluntary,

but to receive the rate discount, the employer must satisfy the following claims management

requirements:

1. Report 90% of LTD claims notifications to MetLife before one-half of the elimination period
has passed. For example, a plan with an elimination period of 180 days would require the
employer to report all LTD claims prior to 90 days before the first payment due date.

2. Provide MetLife with accurate job descriptions that identify essential functions and
physical demands of all covered employment positions.

3. Provide a representative to actively participate in evaluating the employer's ability to
accommodate an employee's Return To Work.

4. Return 50% of all approved rehabilitation candidates to work in the first year of the
contract and 80% in the second year.

RATE DISCOUNT

If the employer satisfies the above requirements, a 5% rate discount is guaranteed in the
second year of coverage and another 5% rate discount is guaranteed in the third year of
coverage. Remember that the discount applies only if an employer continues to satisfy the
claims management measures.




RETURNING TO\WORK BENEFITS YOUR EMPLOYEES TOO.

. DI S | .

The soorier a person returns to work, even in a limited capacity, the greater the likelihood that
he or she will return to full-time employment. To accomplish this, MetLife provides back-to-work
incentives built right into the contract.! These incentives allow employees to receive disability
benefits or partial benefits while attempting to return to work.

WORK INCENTIVE - Encourages employees to participate in rehabilitative employment,
allowing replacement of up to 100% of predisability earnings during the first 24 months
of benefits.

'REHABILITATION INCENTIVE - Offers a 10% increase in monthly benefits for employees

parttmpatmg in an approved rehabilitation program.

FAMILY\,CARE BENEFIT - Provides reimbursement of eligible expenses, such as child
care, for initial periods of disability while the employee participates in a rehabilitation program.

ZERO-DAY RESIDUAL - Allows employees to work while satisfying the elimination period.

30-DAY WORK EFFORT - Provides a trial Return To Work period before a new elimination
period must be satisfied.

'Like mest group dlsablhty insurance policies, MetLife!s policy has exclusions, limitations, reductions of benefits,
and terms under whlch it may be contlnued in force .or discontinued. For cost and complete details, contact
your MetLife Representative.

*May not be available in all states.




METLIFE SUCCESS STORIES A

These stories are examples of how MetLife has successfully returned people to work. The
names of the people in these stories have been changed and the photographs are not of

the actual claimants, but the stories are real.

NICOLE

The VRC contacted the state’s Division of Vocational Rehabilitation (DVR)
to refer and initiate vocational rehabilitation services. MetLife also contacted
a private Certified Rehabilitation Counselor to provide an on-site vocational
assessment and to help Nicole during rehabilitation. The initial vocational
assessment recommended skills training to increase her marketability. Nicole
decided to pursue a career in the health services arena. MetLife funded

her training program.




SANDRA

Sandra, an employee in the technology industry, became a paraplegic. Sandra
regained some leg muscle movement but is still unable to walk and requires
the use of a wheelchair. Since she expressed interest in returning to her job, a
MetLife Vocational Rehabilitation Consultant (VRC) became involved in the case.

The MetLife VRC obtained Sandra's job description and determined that several
accommodations were needed to help her return to work.

The VRC worked with the state Division of Vocational Rehabilitation
(DVR) to develop a Return To Work plan. DVR funded an on-site
evaluation of Sandra’s work area and provided home
accommodations such as paving the claimant’s driveway,

installing a ramp, and making modifications to her van.

\
\ .
&
N

Meanwhile, the VRC developed a gradual Return To Work plan for Sandra, including several

accommodations:

® Building Entry Access: The front door was automated.

W Elevator Access: The timer settings on the elevator door were adjusted to allow Sandra access
in her wheelchair.

B Work Area Access: The closures on the doors to Sandra’s floor were removed to enable
her to open them easily.

¥ Workstation: Sandra's desk was raised to allow room for her wheelchair.

B Entry Doors: Sandra accessed her floor with a key card and the timer setting was adjusted to
allow Fer more time to swipe the card and open the door. Lever handles were added to doors

sy o aaclad VR T N V2P




DAVID ;

David, a shipping and receiving supervisor, suffered from bipolar disorder, a mental
illness involving extreme mood changes. David was concerned that supervisory duties
and a long workweek would exacerbate his disability. The MetLife Vocational
Rehabilitation Consultant (VRC) discussed work accommodation options with

his therapist and physician. They agreed that David should return to

work gradually with modified job duties.

The VRC contacted the employer to discuss accommodation
options and Return To Work assistance for David. The VRC
emphasized the importance of gainful, productive full-time work
for the employee and how the Return To Work plan would benefit
the employer. As a result, the employer agreed to modify the
employee’s job duties temporarily.

The VRC developed a Vocational Rehabilitation Agreement that was approved and agreed
to by the attending physician, the therapist, employer and most importantly, David. For a
two-month period, he would have no lead/supervisory responsibilities; thereafter, regular
assigned duties and work hours would resume. The VRC monitored David's progress
throughout the rehabilitation period to ensure everyone fulfilled their obligations.

MetLife's Vocational Rehabilitation Services helped David return to full-time employment,
resulting in a MetLife reserve savings of $15,020.18.

MetlLife’ Group Disability
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The VRC contacted Nicole at the end of her training program and learned that
she accepted an administrative position in the medical field.

MetLife's Vocational Rehabilitation Services helped Nicole return to full-time
employmentr, resulting in a MetLife reserve savings of $63,221,




RHONDA |

Rhonda, an employee trainer, suffered a stroke, resulting in partial paralysis and depression.
She participated in therapy programs but was unable to return to work.

The MetlLife Case Manager (CM) and Nurse Consultant (NC) reviewed her file, indicating
Rhonda could return to work part-time pending a release from her doctor. The case

was referred to the MetLife Vocational Rehabilitation Consultant (VRC) to

coordinate the Return To Work plan. The VRC recognized several barriers

that needed to be addressed before Rhonda could return to work.

The VRC contacted Rhonda and learned that she was missing her
physician and therapy appointments. In fact, she was never leaving
the house. The VRC believed this was due to her depression.

Once the depression was addressed, the MetLife VRC authorized payment for additional S
physical and occupational therapy to assist Rhonda in regaining functionality. -

Rhanda's job required significant computer use. The physical and occupational therapy
improved her ability to function, but it appeared that she would not regain the sufficient
motor skills needed to perform her job effectively. The VRC located and purchased
voice-activated software, compatible with the employer's computer systems, to assist her. T
She also was given software training to ensure her successful return to work.

Rhenda’s successful return to full-time employment resulted in a MetLife reserve savings - a
qf & O
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THE METLIFE EARLY RETURN TO WORK PROGRAM
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The Key to a Successful Partnership between MetLife and the Employer

Having a successful early Return To Work (RTW) program can be key to minimizing costs related to
medical benefits, lost time, employee retraining, overtime, temporary help, employee turnover, and
workers’ compensation. RTW programs should be designed and implemented for both occupational
(workers' compensation) and non-occupational events.

Several key components will make you an effective employer partner with MetLife on RTW:

1. Establish a program that encourages early RTW whenever medically safe and feasible for
both wark-related and non-work-related incidents. This may reduce costs and demonstrates
your commitment to your employees and their well-being.

2. These guidelines can help make an early RTW program successful:

v/ Component \

Identify a key contact person and leader who will facilitate RTW on a corporate level and at each site.
Educate your employees on the benefits of an early, safe RTW and the policies and procedures.
Promote a RTW company culture that views early RTW as being positive as well as a proactive effort.
Educate your supervisors on what is expected of them regarding their duty to accommodate job
responsibilities. If possible, RTW success should be part of the supervisor's performance evaluation.
Develop a written RTW policy that encourage:s, an early, safe RTW. Identify early RTW

transitional job duties that the employee can perform during the recovery time to full-duty status.

Engage your union members in developing policy and managing the program.

Mandate early reporting of all incidences or absences.

Complete job descriptions for all your positions. Review your job descriptions periodically to

make sure that they include the essential physical and mental functions.

—. Establish a plan to educate physicians in your community. Include your philosophies on RTW, and let
them know how your disability plans work. Invite local physicians to tour your site to gain a better
understanding of your employees' job demands.

— Review your disability plan language to make sure it supports early RTW.,

Evaluate your internal accounting departmental cross charges to stimulate RTW efforts.

— Encourage and maintain active communications with absent/ili employees. They need to know that
you care about their health and welfare and want them back as soon as it is feasible.

— Encourage disabled employees to visit or call (if medically appropriate) their supervisor weekly to
inform of status.

— Coordinate regular (e.g., weekly) team meetings with your supervisors and on-site Occupational
Health Nurses to plan an early RTW program, with restrictions for employees who are absent, as

K appropriate. MetLife staff can participate in meetings that pertain to your disability claims. j

These guidelines will support your efforts at being a successful RTW partner with MetLife. For further
assistance, contact your MetLife Group Insurance Representative.

€ 2002 Metropolitan Life Insurance Company, New York, NY 10010
210000000000001886 Printed :n U.S.A. 102112CZU(cxp1204)MLIC-L D
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MetLife’ Group Disability | ‘

For more information, contact your MetLife Group
Representative today. [

PEANUTS © United Feature Syndicate, Inc. ©2002 Metropolitan Life Insurance Company, New York, NY 10010
Www.snoopy.com 210000000000001886(1102) {
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Creating solutions for a better workplace.

With a broad range of high-quality products and services, MetLife offers
exceptional benefits that can help meet the diverse needs of employees. At

MetLife, we provide customer service and innovative technology that helps
reduce the administrative burden, allowing you to focus on other important
responsibilities. And with over a century of experience, MetLife is a company
you can trust to help make the workplace better for everyone.
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SAMPLE COMPANY

John A. Sample
123 Main Street
Anytown US 00000-0000

~ DNaar lakn A_o

Enclosed: Important information about your benefits.
Please Respond by January 15, 2005




Sample Company

Group Universal Life can help
you get more out of life.
Enroll by January 15, 2005.

John A. Sample
123 Main Street
Anytown US 00000-0000

Dear John A. Sample:

Good news. As a Sample Company employee, you're now eligible to enroll for MetLife Group Universal Life
insurance, a plan that not only offers protection for the future, but can also help you to live better today.

Research shows that most Americans don't have enough life insurance, and that without adequate
coverage the premature death of a provider can have a major impact on a family’s finances. What would
happen to your family or dependents if something happened to you? Would they be able to pay for housing,
tuition and all the other expenses they'll face in the years ahead?

If you have any doubts about your family’s financial security, take this special opportunity to enroll in MetLife
Group Universal Life. And be sure to act by your deadline date, because enrolling for coverage will never be
easier and more affordable — just $3.00 per month for $XX.XXX of coverage.

Group Universal Life offers you the security of life
insurance and the ability to grow cash on a tax-deferred basis.

MeitLife Group Universal Life gives you all the protection of life insurance, but also includes a tax-deferred
cash fund that can help you to meet a range of financial needs. If you take advantage of the cash fund, you
can contribute cash, earn a guaranteed rate of interest that is likely higher than you can get with many
traditional savings plans, and grow your money on a tax-deferred basis.

Adjust your coverage levels as your life changes
and take your coverage with you if your job changes.

Group Universal Life is as flexible as it is affordable. You have the freedom to adjust your coverage levels
and premiums to reflect life changes, such as having a child or buying a home. It's portable, so you can take
it with you if you change jobs or retire.

So don’t delay. Enroll January 15, 2005.

The enclosed brochure and Enrollment Kit contain valuable tools to help you figure out how much coverage
you need, how much cash you may want to contribute to your cash fund and more. But most important,
you'll find your enroliment materials, which must be completed at www.metlife.com/mybenefits or mailed by
January 15, 2005. For fastest, easiest completion, please enroll online. If you have questions, feet free to
call the MetLife Benefits Line at 1 800 GET-MET 8 (1-800-438-6388).

Sincerely,

James A. Sample
Benefits Manager

P.S. Remember, to ensure easy enroliment at an affordable group rate, you must act by the enrollment date
of January 15, 2005.

1. MetLife, Life Insurance—Post 9/11/01 Study, 2002. “Underinsured” is defined as having life insurance coverage equal to or less than three years of household income.
© 2004 Metropolitan Life Insurance Company, New York, NY. L0407EDRM(exp0706)MLIC-LD

Sample Document




Group Universal Life

~Can life insurance for tomorrow
help you live better today?

MetlLife %
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Life insurance is one of the most
important tools that you have for
protecting your dependents’ financial
future. Unfortunately, research shows
that most Americans don’t have enough
coverage to meet their families’ needs!
and that the prematurs death of an
underinsured loved one can leave a
family in a very serious financial situation.

Now, you have the opportunity to enroll

in a life insurance plan that not only
helps you to prepare for tomorrow, but
c¢an actually help you to live better today.
MetLife Group Universal Life.

Whether you already have some life
insurance or are just starting to think
about it, take a minute to see how
MetLife Group Universel Life fits into
your financial plan. And then, be sure to
enroll by your enrolimert deadline date.

T




Permanent life protection
at affordable group rates.
Group Universal Life from MetLife
—the leading provider of group
life insurance— provides
permanent, reliable protection for

But that’s just part of the story.
Your'll also get affordable group
automatic payrcll deductions for premium
nts and a unique combination of benefits not
le from many other life insurance plans.

ition to life insurance protection, Group

Brsal Life gives you the opportunity to contribute
ax-deferred cash fund that can help you to

; our short- or long-term financial goals—which
Bs it a more flexible, valuable alternative for your

gsurance needs. Hare’s how it works:
can choose the amount you wish to contribute.

BU earn a competitive interest rate that is
Hiaranteed not to fall below a certain ievel.

four money grows cn a tax-deferred basis.

'j,; may withd-aw some or all of your cash—
-free and penalty-free—at any time for

fNy purpose?

Upon retirement, you can use your cash to pay

f our life insurance ccverage, buy an annuity, elect

your family and other dependents.

§paid up insurance, or receive a lump-sum payment.

Freedom to take it with you

if you change jobs or retire.

Unlike many other life insurance policies, MetLife
Group Universal Life is permanent and portable.
So you can take it with you if you change

-companies or retire.

Flexibility to adjust your
coverage as needs change.

It's good to know that as your life changes, your

life insurance can change right along with it. MetLife
Group Universal Life lets you change the amount of
your fife insurance coverage, vary your premium
amounts and adjust your cash contributions.

Enroll now. It'll never be easier.

By enrolling during your eligibility period, most
employees can get a certain amount of coverage
without answering detailed medical questions or
undergoing a physical. Please keep in mind that if
you miss the deadline and have a change of health,

. you may.not be accepted for coverage in the future.

For more information and enroliment materials,
please see the enclosed Enroliment Kit, For
enrollment assistance or to ask questions, call
the MetLife Benefits Line at 1-800-GET-METS
(1-800-438-6388).

MeilLife'?

have you met life today?*

. MetLife, Life Insurance—Post 9/11/01 Study, 2002. “Underinsured” is defined as having life insurance coverage
pqual to or less than three years of household income. 2. Withdrawals may be subject to taxation if amount of the
y hdrawal exceeds the total premiums paid, which includes the cost of insurance and cash fund contributions.



It’s easy to review your options and enroll.
Just see the enclosed Enroliment Kit.

The enclosed Enrollment Kit will help you to evaluate how much
insurance you need, understand the benefits of contributing to the cash
fund and make well-informed decisions. Before you sign up for MetLife
Group Universal Life Insurance, take a minute to look at the Kit.

You’ll find some important answers: \

+ How much life insurance coverage
you really need.

+ \What your coverage and Cash Fund
options are, and what your costs will be.

+ How to complete your enroliment
by the deadline date.

Metlife
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Group Universal Life

Your enrollment
information isinside

& Assess your life insurance needs

# Review your coverage options, determine your costs
and cecide on your Cash Fund contribution

¢ Simplz steps on how to enroll

Pledse enroll
by your deadline date




How to learn more and enroll




Life Insurance Planner Group Universal Life

Take a few moments today to determine if you have enough insurance coverage to protect the people that are
important to you. Complete the Life Insurance Planner to figure out how much insurance you may need. Or if
you prefer, you can use the online calculator located at www.metlifeiseasier.net/na to calculate your life insurance
conveniently and guickly.

BASIC MONTHLY EXPENSES
These are the everyday expenses that your family has to meet. Decide how miany years you
would want your insurance to cover these expenses ‘Then, multlply the Annual Expenses by
that number of years '
Monthly Expenses (Consnder expenses such as Mortgage | $ I
Payment/Rent, Household Living Expenses, Child Care) ........cccevuveiiieeniicinincncriniinenne.
Basic Annual Expenses (Monthly EXPENSES X 12) ........cc.veeererrerenmunessessessnsersnsseanens | $ j
Number of Years You Want These Expenses Covered (It could be 5, 10, 15 years or more) l:_—__—_l
Total Basic Expenses (Annual Expenses X Number of Years) ...........c.coeveeeveveveevnenenenenens I $ | 1a
ADDITIONAL EXPENSES TO PLAN FOR
These are additional costs you and your family may have been planning for, so you may want to
consider these as well.
Future Expenses (Consider expenses such as-College Tuition, Child(ren)’s
Wedding(s); Personal Funeral Expenses, Elder Care for Parents)........veevevssivesveseeeeeerereenn. |§ l 2a
OUTSTANDING DEBT -
These are committed costs you may wish to pay off in full to protect your family from this burden.
Outstanding Debt (Consider Remaining Mortgage, Credit Card Bills, 3
SCROOI OF AUED LOANS) e ieeeeeeeeeeeeiiie et e esresiersscseresee s e e e s e e e e e s e s e e s eesesesesasenseseseanans I $ ] a
TOTAL EXPENSES (12 + 28 + 38) co.cvvemreromeeereeseseseesesesesessesesesssesenns $
. AVAILABLE ASSETS
Assets (Consider Savings [Bonds, Stocks etc.], Employer Savings Plan, Equity in Your Home,
Current Employer-Paid and/or Other Individual Life INSUFANCE) .vveervrrerererererereerererseenenes l§ q
. This is the amount of life insurance coverage you may need to provide
adequate insurance protection for your family.
TOTAL COVERAGE NEEDED ( “ - B: ) ................................ Iﬁ q :
Now that you've determined your life insurance needs, please review your Coverage Options and calculate the
costs for this level of coverage.

Be sure to take into account any income from your spouse that can be used towards these expenses, as well
as any existing life insurance coverage you may have. DON'T FORGET, your calculation is based on today’s
costs and doesn’t account for inflation or changes in annual earnings. We recommend that you review your
coverage periodically—even annually—to ensure that your family’s needs will be met now and in the future.

Metlife
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Coverage and Cash Fund Options Group Universal Life

Plan Summary For Employees of:
Sample Company

Employee Coverage Amounts
(Select the level of protection that's best for you.)

* Minimum Coverage: $10,000 or 1X your base annual salary, whichever is greater.
e Maximum Coverage:' 4X your base annual salary up to $1,500,000
e Coverage is rounded to the next higher $1,000

Eligibility? (At the special enroliment and for new hires who enroll within 31 days of date of hire.)

To be eligible for any amount of coverage, you must be “Actively at Work” on the effective date of coverage.

Dependent Coverage Amounts

Select coverage for your spouse/domestic partner and child(ren). Employee must enroll for GUL coverage in
order to enroll for spouse/domestic partner and/or child coverage.

Coverage for Your Spouse/Domestic Partner’ SN .
e Universal Life -~ From $10,000 to $100,000, in $10,000 increments

* If your spouse/domestic partner is also an employee of Sample Company, your spouse/domestic partner
can either enroll for employee coverage or spouse/domestic partner coverage, but not both.

Q(:overage‘.for‘\§ou1'%\:|§§r‘e‘|’\

ife Rider—$5,000 or $10,000 . . .
Terr.n Llfgosgrzrgg f,rom age14 days to 19 years (or 25 years if enrolied at an accredited college or university)

Cash Fund Options

Group Universal Life is life insurance that lets you a_nd your cqvered spouse/domestic pa'rtner"set aside rtntcc))ney in
a tax-deferred cashi fund which will earn a competitive rate o_f m_terest. You select a c<_err‘t:_am do a:\ '?vr:!\gl;)l
contribute through payroll deduction above the cost of your |_|fe insurance co;{?rag‘eiere ;frz;r:;ou

callv and converienly Put o the cash fund and will earm a competitive in i

tax

i i d watch your money grow on a

' i e to set aside extra funds an / dolemad
CLlL's %‘? Sh. Fu39"|’s faon”?} Lafﬁ',‘,’ (iue’lgcs/mply complete the appropriate section on your enroliment form.

automall

information and to see how your money can grow tax deferred, please see lhe enclosea Castt Funa Faces sieer




Insurance Rates

Your cost of insurance is provided at affordable group rates. Paying is easier, and you won't have to worry about
missing payments, since it's done through automatic payroll deductions.

Employee and Spouse/Domestic Partner Monthly Rates

includes Waiver of Premium (Employee Only)

Use the rates below in the enclosed worksheet to determine your total monthly premium. Rates (cost per $1,000
of coverage per month) are based on your age. Spouse/Domestic Partner rates are based on
employee’s/spouse/domestic partner's age. By completing this worksheet, you can figure out how much your
coverage will cost you each month. You may also factor in your expected monthly Cash Fund contribution.

Rates are guaranteed through January 1, 2007

Employee rate
per $1,000 of $.00 .00 .00 .00 .00 .00 .00 .00 0.00
coverage

Spouse/Domestic
Partner rate per $.00 .00 .00 .00 .00 .00 .00 .00 0.00
$1,000 of
coverage

Child Flat Monthly Rate: $.xx per $1,000 of coverage (covers all eligible children)

For more complete information, please contact the MetLife Benefits Line at 1 800 GET-MET 8
(1-800-438-6388).

*For rates over age 69, zall the MetLife Benefits Line at 1 800 GET-MET 8 (1-800-438-6388).




Premium Planner Worksheet

By completing this worksheet, you can determine how much your coverage will cost. You may also factor in your
expected monthly Cash Fund Contribution.

Section 1 — Employce Coverage

A. AMOUNT OF COVERAGE - To determine your amount of coverage, multiply your base annual
salary by the salary multiple you’ve selected 1X-4X. Round the amount to the next $1,000.

Amount of Coverage
Your Base Annual Salary . Salary Multiple Total Coverage (Round up to $1,000)

5_ ] x| - 8

$32,000 X 2 = $64,000 $64,000

B. MONTHLY COST OF COVERAGE - Multiply cost per $1,000 of (see Insurance Rate Sheet)
by the number of $1,000 units you’ve selected (for example, $50,000 = 50 units)

# of $1,000 Your cost per $1,000 of MONTHLY COST
Amount of Coverage Unit of Coverage coverage (see Rate Sheet) OF INSURANCE
: TN s Y 1 - E m
$64,000 64 $0.xx $x.xx
C. CASH FUND CONTRIBUTIONS - If you plan to contribute to your Cash Fund, )
add the amount you plan to contribute each month (for example, $25, $50, $100). e 5 ] 2
TOTAL MONTHLY COST OF EMPLOYEE COVERAGE +2) I§ ] 3

Section 2 — Dependent Coverage

A. SPOUSE COVERAGE - You may select coverage from $10,000 to $100,000
In increments of $10,000.
To calculate cost of spouse coverage follow direction in Section 1, Item B

# of $1,000 Your cost per $1,000 of MONTHLY COST
Amount of Coverage Unit of Coverage coverage (see Rate Sheet) OF INSURANCE
5 = $1,000 = | ] x B | = 5 ] 4
$60,000 60 $0.xx $x.xx
B. CHILD(REN) COVERAGE - To select $10,000 coverage for each child, regardless of the
number of children you have, fill in the monthly cost of coverage (see Insurance Rate Sheet) ................... li l 5
TOTAL MONTHLY COST OF EMPLOYEE COVERAGE @5 |§ —l 6

Section 3: Total Monthly Premium

To find your Total Monthly Premium for all covered individuals, add Total cost of
Employee Coverage and Dependent Coverage

TOTAL EXPECTED MONTHLY PREMIUM (3+6) ... . 1$ |7

} If you enroll online at www.metlife.com/mybenefits your costs will automatically be calculated.




Additional Plan Features

In addition to life insurance protection, Sample
Company employees who enroll for Group Universal
Life will enjoy a range of valuable plan features and
enhancements:

Will Preparation at No Additional Cost —

Just as life insurance is a vital component of any
estate plan, so is a will. When you enroli in
Company name's Group Universal Life Insurance
program, you gain access to a Will Preparation
Service that entitles you to consult with an
experienced attorney in your area and receive a will
without charge®.

Premium Waiver - If you become disabled prior to
age 60 (and meet a nine-month waiting period), you
may be eligible to have MetLife waive your insurance
costs and expenses until you become 65, die, or
recover from your disability, whichever is sooner. This
benefit is available after you have participated in GUL
for one year.

Accelerated Benefits Option® (ABO) — If you or your
covered spouse/domestic partner are diagnosed as

terminally ill with a life expectancy of six months or *-

less you may be eligible to receive up to 50% of your
specified face amount of life insurance up to $250,000
(maximum payout) before death. An accelerated
benefit is generally payable in a lump sum and can be
elected only once. The certificate’s death benefit will
be reduced by the percentage of the accelerated
death benefit paid out and any associated interest and
expense charge.

Total Control Account® (TCA) — MetLife’s Total Control
Account Money Market Option is an insurance claims
settlement option for your beneficiaries. Interest is paid
on the proceeds at rates comparable to money market
interest rates. With the Total Control Account, your

. beneficiaries won’t have to decide immediately how to

spend or invest the total amount. They will receive
immediate access to their funds through a personalized
checkbook. Beneficiaries may also transfer funds from
the Total Control Account into other settlement options.

MetLife’s Survivor Assistance Program -

Delivering The Promise (DTP) is designed to help your
beneficiaries deal with the issues that arise when a loved
one dies. DTP specialists are available (at no additional
cost) to help them secure their benefits, file claims and
provide assistance that may be helpful after a loss.

Inflation Protection — Group Universal Life coverage
has the flexibility to accommodate your changing needs.
If your base annual salary increases, your coverage
amount will be increased [(subject to coverage eligibility
guidelines and program limits)] based on your salary as
of Month 1 and will become effective on Month 1 of the

“current plan year/the first of the month following the

increase.

Special Events - If you get married/divorced,

have a baby/adopt a child or purchase a home, you can
increase your coverage by one salary multiple a $10,000
increment without evidence of insurability, subject to the
coverage eligibility guidelines and program limits
provided you request the change within 31 days of the
special event.

If you have questions, please call a MetLife Customer
Service Consultant at 1 800 GET-MET 8 (1-800-438-
6388).

' Under Texas law, a Texas resident’s total group life insurance coverage may not exceed the greater of 7 times base annual salary or $250,000. Maximums

are also subject to plan limits.

2 Coverage 1s not available fo residents of South Dakota.

3 For Texas and New York residents, dependent coverage cannot exceed the amount of associate coverage.

* Will Preparation is provided by Hyatt Legal Plans, Inc., Cleveland, Ohio. In certain states, legal services benefits are provided through insurance coverage
underwritten by Metropolitan Property and Casualty Insurance Company and Affiliates, Warwick, Rhode Island. Will Preparation is subject to appropriate

regulatory approval.

* The accelerated death benefits offered under your certificate are intended to qualify for favorable tax treatment under the Intemnal Revenue Code of 1986. If
the accelerated benefits qualify for such favorable treatment, they will be excluded from your income and not be subject to federal taxation. Tax laws
relating to accelerated beneits are complex. You are advised to consult with a qualified tax advisor about circumstances under which you could receive
accelerated benefits excludable from income under federal tax law. Receipt of accelerated benefits may affect your eligibility, or that of your spouse or
family, for public assistance programs such as medical assistance (Medicaid), Aid to Families with Dependent Children (AFDC), Supplemental Social
Security Income (SSI) and drug assistance programs. You are advised to consult with social services agencies concerning the effect receipt of accelerated
benefits will have on public assistance eligibility for you, your spouse or your family. The accelerated life insurance benefit is subject to a Mortality and
Interest Charge, which will be deducted from the amount of the ABO claim approved by MetLife. Subject to state availability of plan design.

L0408EDS4(exp08065)MLIC-LD

1900028384(@QO04MPBtREPDNitan Life Insurance Company, New York, NY.
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Enroll by deadline date. Group Universal Life

ENROLLMENT FORM FOR GROUP UNIVERSAL LIFE INSURANCE BENEFITS
SECTION TO BE COMPLETED BY METLIFE VOLUNTARY BENEFITS
_Name 'fErpplo“ er (Please Print)

"Employer's Street Address

Dafe of Hire (Mo./Day/Yr.').

EmvaSyee Bééé Anndél Salar;/ (BAS) Employee'é Occupation:

[

Work Status: [JNewHire [JActive  [JRetired []Disabled | Hours Worked Per Week: ] Hourly Paid ] Full-Time
["] Rehire "] On Layoff/Leave of Absence [ Salaried [ Part-Time

Reason for Enrollment: [] New Coverage [ New Hire First Time Eligible [ Late Enrollee (Statement of Health Required)
[C] Changein Coverage Amount Requested [] Change in Enrollment Other Than Coverage Amount
[] Family Status Change (not applicable to new enroliments)  Date (Mo./Day/Yr.)

SECTION TO BE COMPLETED BY EMPLOYEE

Name (print) First Middle Last Social Security No. Date of Birth (Mo./Day/Yr.) | [[] Male
[] Female
Address Street City State  Zip Code Marital Single Married
Status: Widowed Divorced
E-mail Address Phone No.(include area code)
COVERAGE REQUEST DATA:

I have received and read a copy of my employer’s current announcement of the group plan. | want to be covered under the group plan for the benefits
which | am or may become eligible, requested below.

I request the following coverage: Check box if coverage is desired;
Employee Coverage

[ Group Universal Life (GUL) - Your choice of coverage is 1 to 4 times your Base Annual Salary to a maximum of $1,000,000 rounded to the next highel
$5,000. Plan minimum 's the greater of $10,000 or 1 times your Base Annual Salary. Note: Coverage amounts exceeding $500,000 up to $1,000,000
require a Statement of Health form. [ ] 1X [ ] 2X ] 3X [] 4X Base Annual Salary

Extra Monthly Contribution to the GUL Cash Fund [J$10 []1$15 []$25] Other §

Dependent Spouse/Child Coverage

[ Group Universat Life -
Spouse Group Universal Life Amount*; Note: Coverage amounts exceeding $50,000 up to $100,000 require a Statement of Health form.
(810,000 [J$20,000 [C]$30,000 []$40,000 [1$50,000 [J$60,000 [J$70,000 [1$80,000 [7$90,000 [J$100,000
Extra Monthly Contribution to the GUL Cash Fund [ $10 [J $15 [ $25 [0 others____
Chilti(ren) Term Amount*: [[] $10,000

NOTE: Each child is insured for the same amount of coverage regardless of number.

*Amounts will be subject to state limits, if applicable.

GEF02-1 PLEASE RETAIN A COPY OF THE FULLY COMPLETED FORM FOR YOUR RECORDS
ADM AND RETURN THE ORIGINAL TO METLIFE, P.O. BOX 2006, AURORA, IL 60504-2006
IF YOU HAVE ANY QUESTIONS, CALL THE METLIFE BENEFITS LINE AT 1-800-523-2894
(Continued on Following Page)

bL 1 COMPANYINAMES00/04)
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If applying for Dependent coverage {Spouse and Child), complete section | If dependent children are full-time students in college, vocational or 3
below: trade school, please complete the following:

Number of dependents (including spouse)

Name (Last, First, MI) Date of Birth ~ Sex (M/F) Child{ren) Name of School

Spouse:

Child{ren):

Have you been Hospitalized (as defined below) during the 90 days Employee Spouse Child(ren)

Preceding the date of this enroliment form? OvYes CONo [JYes CONo [dYes [INo

If the answer to the Hospitalization question is “Yes,” a Statement of Health form is required for each person answering “Yes.”

Hospitalized means admission for inpatient care in a hospital; receipt of care in a hospice facility; intermediate care facility, or long term care facility, or
receipt of the following treatments wherever performed: chemotherapy, radiation therapy, or dialysis.

GEF02-1
ADM

Medical Information - For Employee Life Insurance Amounts in Excess of $250,000 up to $500,000 or 2x up to 4x Base Annual Salary, or
Dependent Spouse Life Insurance Amounts in Excess of $30,000 up to $50,000, All Proposed Insureds Must Also Answer The Following 4
Questions.

Please complete all questions below. Omitted information will cause delays. “You” and “Your” refers to the person for whom insurance is
requested.

1. Employee Name:
2 Employee: Height feet inches Weight lbs.
Spouse:  Height feet inches Weight Ibs.
Employee Spouse
3. Are you now receiving or applying for any disability benefits including workers’ compensation? Oves [™ONo [Yes [INo
4. Have you had any application for life, accidental death and dismemberment or disability insurance
declined, postponed, withdrawn, rated, modified, or issued other than as applied for? Cyes (ONo  [Yes [CINo
5. Have you ever been diagnosed, treated, tested or given medical advice by a physician or other
health care provider for:
a. chest pain or heart trouble? Cdves [INo  [Yes [[No
b. high blood pressure, stroke or circulatory disorder? Oves [ONo  [CYes [CONo
c. cancer or flumors? Cves [No  [dYes [[No
d. anemia, leukemia or other blood disorder? Cyes CNo [Yes [CNo
6. Have you ever been diagnosed or treated by a member of the medical profession for Acquired
Immune Deficiency Syndrome (AIDS), AIDS Related Complex (ARC) or the Human Immune
Deficiency Virus (HIV) infection? CJyes [ONo  [Jves [No
if you answered “Yes” to any of the above questions, you must also complete and attach a Statement of Health form.
GEF02-1
MaQ
GEF02-1

nFn 2




RATION SECTION

Eon signing below declares that all the information given in this enrollment form, including any medical questions, is true and complete to the best of
powledge and belief. Each person understands that this information will be used by MetLife to determine his or her insurability.

1yee declares that he or she is actively at work on the date of this enroliment form. For any contributory life insurance only, the employee has been
Bt work for at least 20 hours during the 7 calendar days preceding that date. If Hospitalized during the 90-day period preceding the date of this
v't form, such insurance will not take effect until MetLife receives evidence of good health satisfactory to MetL.ife.

it dependents insurance for a person is scheduled to take effect, the dependent must not be confined at home under a physician’s care, receiving or
disability benefits from any source, or Hospitalized. If the dependent does not meet this requirement on such date, the insurance will take effect on
the dependent is no longer confined, receiving or applying for disability benefits from any source, or Hospitalized.

celerated Benefits Option

fance may include an Accelerated Benefits Option Llnder which a terminally ill insured can accelerate a portion of his or her life insurance amount.
bf accelerated benefits may affect eligibility for public assistance and that an interest and expense charge may be deducted from the accelerated

jges Requested After Initial Enrollment Period Expires

gand that if life coverage is not elected, or if the maximum coverage is not elected, evidence of good health satisfactory to MetLife may be required to
frease such coverage after the initial enrollment period has expired. Coverage will not take effect, or it will be limited, until notice is received that
s approved the coverage or increase.

l Deduction Authorization By the Employee

my employer to deduct the required contributions from my pay for the coverage requested in this enrollment form. This authorization applies to such
I I rescind it in writing.

fming:
, in or are applying for insurance under a policy issued in one of the following states, please read the applicable waming.

Elonly applies to Accident and Health Benefits (AD&D/Disability/Dental)]: Any person who knowingly and with intent to defraud any
fcompany or other person files an application for insurance containing any materially false information, or conceals for the purpose of
3ig, information concerning any fact material thereto, commits a fraudulent insurance act, which is a crime, and shall also be subject to a
ity not to exceed five thousand dollars and the stated value of the claim for each such violation.

y person who knowingly and with intent to injure, defraud or deceive any insurer files a statement of claim or an application containing
Eincomplete or misleading information is guilty of a felony of the third degree.

}"ﬁs etts: Any person who knowingly and with intent to defraud any insurance company or other person files an application for insurance
} any materially false information or conceals, for the purpose of misleading, information concerning any fact material thereto commits a
surance act, and may subject such person to criminal and civil penalties.

Any person who includes any false or misleading information on an application for an insurance policy is subject to criminal and civil

ny person who knowingly, and with intent to injure, defraud or deceive any insurer, makes any claim for the proceeds of an insurance
Itaining any false, incomplete or misleading information is guilty of a felony.

nd Oregon: Any person who knowingly and with intent to defraud any insurance company or other person files an application for

‘ # containing any materially false information or conceals, for the purpose of misleading, information concerning any fact material thereto
guilty of insurance fraud, and may be subject to criminal and civil penalties.

' y person who, with the intent to defraud or knowing that he is facilitating a fraud against an insurer, submits an application containing a
jeceptive statement may have violated state law.

Bher case, read the following waming.

fon who knowingly and with intent to defraud any insurance company or other person files an application for insurance or a statement of
gontaining any materially false information or conceals, for the purpose of misleading, information concerning any fact material thereto
s a fraudulent insurance act, which is a crime and subjects such person to criminal and civil penalties.




BENEFICIARY DESIGNATION FOR EMPLOYEE INSURANCE (Dependent Insurance is Payable to the Employee)

The Employee signing below names the following person(s) as primary beneficiary(ies) for any MetLife payment upon his or her death. For any other
type of beneficiary, please use a beneficiary designation form available from your employer. Unless designated otherwise, payments will be made in
equal shares or all to the survivor. The Employee understands that he or she has the right to change this designation at any time.

Primary Beneficiary Full Name (Last, First, Middle Initial) Relationship Date of Birth Address (Street, City, State, Zip)
(Mo./Day/Yr.)

Signature(s): The employee must sicn in all cases. Each person signing below acknowledges that they have read and understand the statements
and declarations made in this enroliment form.

Employee Signature Print Name Date (Mo./Day/Yr.)

Proposed Insured(s) if other than employee and at least 18 years of age:

Other Signature Print Name ° : Date (Mo./Day/Yr.)
Other Signature Print Name Date (Mo./Day/Yr.)
2 CPN-ENROLL

19000283851(0804) 0408-5762




Frequently Asked Questions

Q. Is there an advantage to buying group life insurance?

A. Yes! It's generally easier to get coverage because you usually don't have to provide proof of good health for
certain levels of coverage if you enroll during the enroliment period your eligibility period. Your cost of insurance is
provided at affordable group rates. Paying for coverage is easier, and you won't have to worry about missing
payments, since it's done through automatic payroll deductions.

Q. Who is eligible for coverage? .

A. Employees: At the special enroliment and for new hires who enroll within 31 days of date of hire. Employees
must be actively at work at the time of enroliment. Employees are considered actively at work if they have worked 20
hours during the last 7 consecutive calendar days at your usual place of business, or elsewhere at your employer's
request, with 31 days of continuous service, and are able to perform all the duties of your regular employment or
occupation.

Dependents: To be eligible for any amount of coverage, your spouse/domestic partner must satisfy the normal
activities provision, which means the spouse/domestic partner to be insured is not confined at home under the care of
a physician due to sickness or injury or is not receiving or is not entitled to receive any disability income from any
source due fo any sickness or injury.

Children: To be eligible, your child must be performing his/her normal activities. Dependant coverage from age 14
days to 19 years or 25 if enrolled at an accredited college or university. One flat premium covers all eligible
dependent childrer: in your family.

Q. What happens if | enroll after my company’s initial enroliment initial eligibility period?

A. You can still get coverage, but you may have to complete a Statement of Health form, and perhaps have a
physical exam, regardless of the coverage amount you select. In addition, you should consider obtaining insurance
when you know you are in good health, and not risk having & hard time qualifying for coverage if your health changes.

Q. When will my coverage request go into effect?

A. Coverage requests will become effective on date for all requests that do not require additional medical information.
Coverage requests that require additional medical information and are not approved by this date will not be effective
until the first of the month following approval from MetLife.

Q. Can | access my Cash Fund before I retire? :

A. Yes. You may access your money through loans and withdrawals, provided there is adequate cash value in your
fund. You can take only one loan at a time, the minimum being $200, and there is no time limit on repayment. You
can make as many withdrawals as you would like x withdrawals per year provided you have adequate cash value in
your cash fund, each for a minimum of $25. There may be fees associated with some withdrawals and some
withdrawals may have tax implications*,

Q. How do | enroll?

A. Review your need for life insurance using the Life Insurance Planner included in your enroliment package or online
at www.metlifeiseasier.net/na and then select the benefit option that is right for you and your family. To enroll, simply
visit www.metlife.com/mybenefits. If you prefer, follow the enrollment instructions on the enclosed enrollment form

and return your completed and signed enroliment form in the enclosed postage-paid envelope before your enroliment
deadiine.

* Withdrawals may be subject to taxation if the amount of the withdrawal exceeds the total premiums paid, which includes the cost
of insurance and cash fund contributions.

LO407EDRK(exp0706)MLIC-LD
© 2004 Metropolitan Life Insurance Company
New York, NY
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Other Important Facts About Your Additional Coverage(s)

Additional coverage is provided as a rider [(except Spouse/Domestic Partner Group Universal Life)] and is part
of the GUL certificate to which it is attached. You must enroll for additional coverage and make the required
premium payment for additional coverage to be effective.

Group Universal Life (Spouse/Domestic Partner): (If this benefit is offered to you)

Spouse Group Universal Life is provided as a separate certificate and is owned by the employee. All of the basic
provisions found on the reverse side of this page apply to GUL coverage. If you are a Texas resident, you must
enroll for GUL coverage in order to elect spouse/domestic partner coverage. In addition, the spouse/domestic
partner coverage cannot exceed your coverage if you are a Texas resident. In the event of termination of marriage
or your death, your spouse/domestic partner may make a request to remain insured under this program. Note: In
order for coverage to be effective, you must be actively at work with your employer, and your
spouse/domestic partner must not be confined to a hospital on the enrollment date or during the previous 90
days, or at home for any medical reason or be receiving or entitled to receive disability income for any
medical reason at the effective date of coverage.

Dependent Term Insurance: (If this benefit is offered to you)

If you are a Texas resident, you must enroll for GUL coverage in order to elect spouse/domestic partner and/or
child coverage. In addition, your dependent coverage cannot exceed your coverage if you are a Texas resident.
Spouse/domestic partner term coverage generally ends at the earliest of your retirement date, the date you die, or
spouse reaches termination age with the option to convert to a personal policy. Term coverage for your children is
only available if you elect coverage for yourself or your spouse. Child term coverage covers all of your children
from up to 19 years with an extension to age 23 (or 25, depending on the program) if they are full-time college
students. Child term coverage generally ends at the earlier of your retirement date, the date you die, when your
spouse/domestic partner reaches the termination age, when the child reaches the limiting age or upon termination
of the-certificate-to-whieh-it-is-attached. -Conversion-to an individual policy may be offered when child coverage .
terminates for any of the above reasons. Note: In order for coverage to be effective, you must be actively at
work with your employer, and your spouse and/or child (ren) must not be confined to a hospital on the
enrollment date or during the previous 90 days or at home for any medical reason or be receiving or
entitled to receive disability income for any medical reason on the effective date of coverage.

Accidental Death Benefits: (If this benefit is offered to you)
The Accidental Death Benefit ends at the earlier of age 70 or when your certificate ends.

Accelerated Benefits Option: (If this benefit is offered to you)

If you or your covered spouse/domestic partner are diagnosed as terminally ill with a life expectancy of six months
or less, you may be eligible to receive up to 50% of your specified face amount of life insurance benefits up to
$250,000 (maximum payout) before death. A physician’s certification is required in all instances and is subject to
MetLife’s review and concurrence. An accelerated benefit is generally payable in a lump sum and can be elected
only once. The accelerated life insurance benefit is subject to an 8%. Mortality and Interest Charge, which will be
deducted from the amount of the ABO claim approved by MetLife. The certificate’s death benefit will be reduced
by both the amount of accelerated life insurance benefits paid out and the mortality and interest charge.

Waiver of Premium: (If this benefit is offered to you)

If you should become disabled before you reach 60 and after you have been enrolled in GUL for one year and your
waiver claim is approved, MetLife will waive the premiums and administrative fees for your coverage until the
earliest of recoverv, death or age 65. The cash in your accumulation fund will continue to earn interest at the
declared rate. No additional cash will be added to your fund, however, except by direct payment from you. There
is a 9-month waiting period before benefits begin, and disabilities commencing or continuing during the first year
of coverage are excluded.

Metropolitan Life Insurance Company, New York, NY
L0306RMT(exp0605)MLIC-LD
Coverage is provided under a master group insurance policy (Policy # [G2130-S)/GPN99). (MET)
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Additional Information About Group Universal Life Insurance*
Are there any other exceptions, reductions and/or limitations to my GUL coverage?

Minimum/Vaximum Amounts of Insurance Coverage:

Coverage minimums and maximums vary by case. Call MetLife if you (“employee”) are unsure of your
company’s plan specifics. If you are a Texas resident, the maximum amount of life insurance coverage that you
may elect is 7 times your base annual salary or $250,000, whichever is greater.

Coverage is not currently available to residents of South Dakota.

Incontestability Provision: :
There is a two-year contestability period during which any misstatements made by you can be contested by

MetLife.

Suicide Clause:

The death benefit (or any increased portion of the death benefit) will not be paid if death by suicide occurs within
two years (one year in North Dakota) of the effective date of the certificate (or for increased benefits, within two
years of such increase). This exclusion is not applicable to Massachusetts, Missouri or Washington residents.

Reduction of Death Benefit:

Upon your reaching age 70, or under other circumstances specified in your GUL certificate, your death benefit will
reduce to five times the amount in your Cash Fund, not to exceed your current coverage amount. Minimum
coverage is $20,000.

Are there any waiting periods associated with my GUL coverage?

You must be acrively at work on the effective date of your coverage for coverage to be effective. If you are not
actively at work on such date, coverage will become effective on the first of the month following the date you
return to work with your company. '

Provisions relating to renewability, termination and other modification of benefits and premiums:

Changes in Your Cost of Insurance Rates/Premium:

Premiums vary depending upon the amount of coverage and benefits selected. Additionally, your costs of
insurance rates are based on your age and will increase as you get older. Rates are guaranteed until the policy
renewal date. At the renewal date, rates will be recalculated and are subject to change. MetLife reserves the right
to alter the rates and/or the rate guarantee period should participation change significantly. Rates will also change
if you leave your employer and choose to continue your coverage.

Termination of Coverage:

Failure to pay planned payments: If you fail to make a planned payment and the amount in your cash
accumulation fund is insufficient to cover your cost of insurance, there will be a grace period of 60 days to pay the
amount of the monthly deduction. If MetLife does not receive a sufficient amount by the end of the grace period,
your coverage wil! then end.

If your employer or MetLife discontinues the program: Either your employer or MetLife may terminate this
program with sufficient notice to each other. If this program ends and there is a successor program, your coverage
will end if you are making payroll deductions. You may continue your coverage with MetLife if you are being
direct billed. If this program ends and there is no successor program, you may continue your coverage as long as
you arrange o make payments directly to MetLife.

* These facts are intended to provide a brief description of certain certificate provisions. They do not constitute a contract. In
all cases, the insurance certificate will govern.

(over)
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you must pay higher premiums in the earlier years of the
policy. Cash value life insurance may be one of several
types; whole life, universal life and variable life are all
types of cash value insurance.

Whole Life Insurance covers you for as long as you live if
your premiums are paid. You generally pay the same
amount in premiums for as long as you live. When you
first take out the
policy, premiums
can be several times
higher than you
would pay initially
for the same amount
of term insurance.
But they are smaller
than the premiums
you would eventu-
ally pay if you were
to keep renewing a
term policy until
your later years.

Some whole life poli-
cies let you pay pre-
miums for a shorter
period such as 20
years, or until age 65. Premiums for these policies are
higher since the premium payments are mate during a
shorter period.

Universal Life Insurance is a kind of flexible policy that lets
you vary your premium payments. You can also adjust the
face amount of your coverage. Increases may require proof
that you qualify for the new death benefit. The premiums
you pay (less expense charges) go into a policy account that
earns interest. Charges are deducted from the account. If
your yearly premium payment plus the interest your account
earns is less than the charges, your account value will be-
come lower. If it keeps dropping, eventually your coverage
will end. To prevent that, you may need to start making
premium payments, or increase your premium payments,
or lower your death benefits. Even if there is enough in your
account to pay the premiums, continuing to pay premiums
yourself means that you build up more cash vaiue.

Variable Life Insurance is a kind of insurance where the
death benefits and cash values depend on the investent
performance of one or more separate accounts, which may
be invested in mutual funds or other investments allowed
under the policy. Be sure to get the prospectus from the com-
pany when buying this kind of policy and STUDY IT CARE-
FULLY. You will have higher death benefits and cash value if
the underlying investments do well. Your benefits and cash
- - value will be lower or may disappear if the investments you

chose didn't do as well as you expected. You may pay an
extra premium for a guaranteed death benefit.

Life Insurance lllustrations

* You may be thinking of buying a policy where cash val-

ues, death benefits, dividends or premiums may vary based
on events or situations the company does not guarantee
(such as interest rates). If so, you may get an illustration
from the agent or company that helps explain how the
policy works. The illustration will show how the benefits
that are not guaranteed will change as interest rates and
other factors change. The illustration will show you what
the company guarantees. It will also show you what could
happen in the future. Remember that nobody knows what
will happen in the future. You should be ready to adjust
your financial plans if the cash value doesn’t increase as
quickly as shown in the illustration. You will be asked to
sign a statement that says you understand that some of
the numbers in the illustration are not guaranteed.

Finding a Good Value in Life Insurance

After you have decided which kind of life insurance is best
for you, compare similar policies from different compa-
nies to find which one is likely to give you the best value
for your money. A simple comparison of the premiums is
not enough. There are other things to consider. For ex-
ample:

* Do premiums or benefits vary from year to year?
* How much do the benefits build up in the policy?
* What part of the premiums or benefits is not guaranteed?

* What is the effect of interest on money paid and
received at different times on the policy?

Once you have decided which type of policy to buy, you
can use a cost comparison index to help you compare simi-
lar policies. Life insurance agents or companies can give
you information about several different kinds of indexes
that each work a little differently. One type helps you comi-
pare the costs between two policies if you give up the policy
and take out the cash value. Another helps you compare
your costs if you don’t give up your policy before its cover-
age ends. Some help you decide what kind of questions to
ask the agent about the numbers used in an illustration.
Each index is useful in some ways, but they all have short-
comings. Ask your agent which will be most helpful to
you. Regardless of which index you use, compare index
numbers only for similar policies—those that offer basi-
cally the same benefits, with premiums payable for the
same length of time.

Remember that no one company offers the loy
all ages for all kinds and amounts of insurance.
also consider other factors:

¢ How quickly does the cash value grow? Son
have low cash values in the early years that
quickly later on. Other policies have a mor
value build-up. A year-by-year display of va
benefits can be very helpful. (The agent or
will give you a policy summary or an illustr;
will show benefits and premiums for selecte

* Are there special policy features that particu
your needs?

* How are nonguaranteed values calculated? |
example, interest rates are important in dete
policy returns. In some companies, increas¢
the average interest earnings on all of that ¢
policies regardless of when issued. In othert
return for policies issued in a recent year, of
years, reflects the interest earnings on Emﬂm
policies; in this case, amounts paid are likely
change more rapidly when interest rates che
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The National Association of Insurance Commission-
ers is an association of state insurance regulatory
officials. This association helps the various insur-
ance departments to coordinate insurance laws for
the benefit of all consumers.This guide does not
endorse any company or policy.

Important Things to Consider

1.Review your own insurance needs and circumstances.
Choose the kind of policy that has benefits that most
closely fit your needs. Ask an agent or company to
help you.

2.Be sure that you can handle premium payments.
Can you afford the initial premium? If the premium
increases later and you still need insurance, can you
still afford it?

3.Don’t sign an insurance application until you review it
carefully to be sure all the answers are complete and
accurate.

4.Don’t buy life insurance unless you intend to stick
with your plan. It may be very costly if you quit
during the early years of the policy.

S.Don’t drop one policy and buy another without a
thorough study of the new policy and the one you
have now. Replacing your insurance may be costly.

6.Read your policy carefully. Ask your agent or company
about anything that is not clear to you.

7.Review your life insurance program with your agent
or company every few years to keep up with changes
in your income and your needs.

Buying Life Insurance

When you buy life insurance, you want coverage that fits
your needs.

First, decide how much you
need—and for how long—and
what you can afford to pay. Keep
in mind the major reason you buy
life insurance is to cover the finan-
cial effects of unexpected or un-
timely death. Life insurance can
also be one of many ways you plan
for the future.

Next, learn what kinds of policies
will meet your needs and pick the
one that best suits you.

Then, choose the combination of policy premium and ben-
efits that emphasizes protection in case of early death, or ben-
efits in case of long life, or a combination of both.

It makes good sense to ask a life insurance agent or company
to help you. An agent can help you review your insurance
needs and give you information about the available policies.
If one kind of policy doesn’t seem to fit your needs, ask about
others.

This guide provides only basic information. You can get more
facts from a life insurance agent or company or from your
public library.

What About the Policy You Have Now?

If you are thinking about dropping a life insurance policy,
here are some things you should consider:

¢ If you decide to replace
your policy, don’t cancel
your old policy until you
have received the new
one. You then have a
minimum period to review
your new policy and
decide if it is what you
wanted.

It may be costly to replace
S a policy. Much of what
you paid in the early years of the policy you have now, paid
for the company’s cost of selling and issuing the policy.
You may pay this type of cost again if you buy a new policy.

e Ask your tax advisor if dropping your policy could
affect your income taxes.

e If you are older or your health has changed, premiums
for the new policy will often be higher. You will not be
able to buy a new policy if you are not insurable.

» You may have valuable rights and benefits in the
policy you now have that are not in the new one.

« If the policy you have now no longer meets your
needs, you may not have to replace it. You might be
able to change your policy or add to it to get the
coverage or benefits you now want.

» At least in the beginning, a policy may pay no benefits
for some causes of death covered in the policy you
have now.

In all cases, if you are thinking of buying a new policy,
check with the agent or company that issued you the one
you have now. When you bought your old policy, you may

have seen an illustration of the benefits o
Before replacing your policy, ask your agen
for an updated illustration. Check to see h
has performed and what you might expect
based on the amounts the company is payil

How Much Do You Need?

Here are some questions to ask yourself:

* How much of the family income do I pro*
to die early, how would my survivors, esp
children, get by? Does anyone else depen«
financially, such as a parent, grandparent,
sister?

* Do I have children for whom I'd like to se
to finish their education in the event of nr

» How will my family pay final expenses an
after my death?

» Do I have family members or organizatior
would like to leave money?

» Will there be estate taxes to pay after my «
e How will inflation affect future needs?

As you figure out what you have to meet thes
the life insurance you have now, including
surance where you work or veteran'’s insurar
get Social Security and pension plan survi
Add other assets you have: savings, investr
tate and personal property. Which assets wo
ily sell or cash in to pay expenses after your

What Is the Right Kind of Life Ir

All policies are not tt
give coverage for you
others cover you 1
number of years. St
cash values and of
Some policies coml
kinds of insurance, .
you change from o1
surance to another.

may offer other bene
are still living. Your -
be based on your needs and what you can a

There are two basic types of life insurance
ance and cash value insurance. Term in_
erally has lower premiums in the early ye
not build up cash values that you can use
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PRIVACY NOTICE

If you submit a request for insurance (enroliment form, and if applicable, Statement of Health form) we will evaluate it. We will
review the information you give to us and we may confirm it or add to it in the ways explained below.

This Privacy Netice is given to you on behalf of each of these companies:

Metropolitan Life Insurance Company Paragon Life Insurance Company

Please read this Privacy Notice carefully. It describes how we leamn about you and how we treat that information. (If anyone else is
proposed for insurance, what we say here also applies to information about them.)

Why We Need Information: We need to know about you (and anyone else to be insured) so that we can provide the insurance and other
products and services you've asked for. We may also need it to administer your business with us, evaluate claims, process transactions
and run our business. And we need information from you and others to help us verify identities in order to prevent money laundering and
terrorism.

What we need to know includes address, age and other basic information. But we may need more information, including finances,
employment, health, hobbies or business conducted with us, with other MetLife companies (our “affiliates”) or with other companies.

How We Get Information: What we know about you (and anyone else to be insured) we get mostly from you. Butwe may also have to
find out more from other sources in order to make sure that what we know is correct and complete. Those sources may include adult
relatives, employers, consumer reporting agencies, health care providers and others. Some of our sources may give us reports and may
disclose what they know to others. We may ask for medical information about you from these sources. The Authorization that you sign
when you request insurance permits these sources to tell us about you. So we may, for instance:

o  Ask for a medical exam
*  Ask health care providers to give us health data, including information about alcohol or drug_abuse

We may also ask a consumer reporting agency for a “consumer report” about you (or anyone else to be insured). Consumer reports may
tell us about a lot of things, including information about your finances, employment, hobbies, mode of living, work history, and driving
record.

The information may be kept by the consumer reporting agency and later given to others as permitted by law. The agency will give you
a copy of the report it provides to us, if you ask the agency and can provide adequate identification. If you write to us and we have asked
for a consumer report about you, we will tell you so and give you the name, address and phone number of the consumer reporting
agency.

Another source of information is MIB Group, Inc. (“MIB"). Itis a non-profit association of life insurance companies. We and our
reinsurers may give MIB health or other information about you. if you apply for life or health coverage from another member of MIB, or
claim benefits from another member company, MIB will give that company any information it has about you. If you contact MIB, it will tell
you what it knows about you. You have the right to ask MIB to correct its information about you. You may do so by writing to MIB, Inc.,
P.0. Box 105, Essex Station, Boston, MA 02112, by calling MIB at (617) 426-3660, or by contacting MIB at www.mib.com.

How We Protect What We Know: We treat what we know about you confidentially. Our employees are told to take care in handling your
information. They may get information about you only when there is a good reason to do so. We take steps to make our computer data
bases secure and to safeguard the information we have.

CPN-ENROLL



How We Use and Disclose What We Know About You: We may use what we know about you to help us serve you better. We may use
it, and disclose it to our &ffiliates and others, for any purpose allowed by law. For instance, we may use your information, and disclose it to
others, in order to:

» Help us evaluate your request for a product or service e Help us run our business
o Help us process claims and other transactions e Process information for us
e  Confirm or correct what we know about you o Perform research for us

o Help us prevent fraud and other crimes o Audit our business

o  Help us comply with the law

Other reasons we may disclose what we know about you include:

Doing what a court or government agency requires us to do; for example, complying with a search warrant or subpoena

Telling another company what we know about you, if we are or may be selling all or any part of our business or merging with another
company :

Giving information to the government so that it can decide whether you may get benefits that it will have to pay for

Telling a group customer about its members’ claims or cooperating in a group customer’s audit of our service

Telling your health care provider about a medical problem that you have but may not be aware of

Giving your information to a peer review organization if you have health insurance with us

Giving your information to someone who has a legal interest in your insurance, such as someone who lent you money and holds a lien
on your policy

Generally, we will disclose only the information we consider reasonably necessary to disclose.

We may use what we know about you in order to offer you our other products and services. We may disclose this information (other
than consumer reports and health information) to our affiliates so that they can offer their products and services, or ours, to you. Unless
applicable law requires otherwise, we don't have to let you prevent thése disclosures. Our affiliates include life, car and home insurers,
securities firms, broker-dealers, a bank, a legal plans company and financial advisors. In the future, we may have affiliates in other
businesses.

We may also provide information to others outside of the MetLife companies, such as marketing companies, to help us offer our products
and services to you. If we have joint marketing agreements with other financial services companies, we may give them information
about you so that they can offer their products and services to you. Except for joint marketing arrangements, we do not make any other
disclosures of your information to other companies who want to sell their products or services to you. For example, we will not sell your
name to a catalog company. And we will not disclose any consumer report or health information to other companies so that they can
offer their products and services, or ours, to you.

You Can See and Correct Your Information: Generally, we will let you review what we know about you if you ask us in writing. (Because
of its legal sensitivity, we will not show you anything that we leamed in connection with a claim or lawsuit.) Also, if the law allows us to do
s0, we may decide to disclose what we know about your health only through your health care provider. If you tell us that what we know
about you is incorrect, we will review it. If we agree with you, we will correct our records. If we do not agree with you, you may tell us in
writing, and we will include your statement in any future disclosure of information.

You Can Get Other Material from Us: This is a general description of our information practices. We treat your information in accordance
with applicable laws. You may have other rights under the law. If you want to know more about our privacy policy, please contact us at
our website, www.metlife.com, or write to us at MetLife, c/o MetLife Privacy Office, P.O. Box 2006 Aurora, Illinois 60507-2006.
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IFICATE OF INSURANCE

an Life Insurance Company (“MetLife”}, a stock company, certifies that You are insured for the
escribed in this certificate, subject to the provisions of this certificate. This certificate is

to You under the Group Policy and it includes the terms and provisions of the Group Policy that

e Your insurance. PLEASE READ THIS CERTIFICATE CAREFULLY.

,‘éertificate is part of the Group Policy. The Group Policy is a contract between Metlife and the
ployer” and may be changed or ended without Your consent or notice to You,

Employer: ABC Company

Group Policy Number: Group Policy Number
600000

Type of Insurance: Disability Income Insurance:
Short Term Benefits

Disability Income Insurance:
Long Term Benefits

MetLife Toll-Free Number(s)
For Claim Information: Toll-free numbers based on assigned claim office.

This is a GCERT 2000 contract series sample certificate for a
standard Managed Disability plan. It is for marketing purposes
only. Certificate provisions may vary depending on provisions
purchased, individual customer requests and specific state
requirements. This sample certificate does not include any state
variations or state requirements. Contact your MetLife Group
Representative for more information.

Actual certificate contains required notices and fraudulent
claim warnings. :
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SCHEDULE OF BENEFITS

This schedule shows the benefits that are available under the Group Policy. You will only be insured

for benefits:

* For which You become and remain eligible;
* Which You elect, if subject to election; and

e Which are in effect.

Benefit

Disability Income Insurance For You: Short Term Benefits - _

Weekly Benefit

Maximum Weekly Benefit
Minimum Weekly Benefit

Elimination Period

Maximum Benefit Period
Rehabilitation Incentives

Additional Benefits

Organ Donor Benefit

Benefit Amount
and Highlights

—

)
s
[

Bracketed areas vary by customer, Numbers shown represent
standard plan designs depending on options purchased.

[60%)] of the first

This is a sample standard STD plan design. Our STD plan options
offer significant flexibility and choice.

[$2,000] of Your
Predisability Earnings, ==~

subject to the INCOME

STD benefit percentage options range from 40% to 66 2/3%.

WHICH WILL REDUCE

YOUR DISABILITY BENEFIT section

[$1,200] ccmm e ]
[$20], subject to the

Up to $1,200 maximum Weekly Benefit is standard; higher
maximums may be available for some groups.

Overpayments and

Rehabilitation Incentive subsections of this certificate

For Injury
* [7] days of Disability

For Sickness
* [7] days of Disability

[26] weeks —ccmcmcccmn

Yes

13 weeks or other maximum benefit periods are available.

Yes
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Benefit Benefit Amount and Highlights

r----Disability Income Insurance For You: Long Term Benefits

standard plan designs depending on options purchased.

Bracketed areas vary by customer. Numbers shown represent I

r---- Monthly Benefit [60%] of the first [$10,000] of Your Predisability Earnings, subject to
; the INCOME WHICH WILL REDUCE YOUR DISABILITY BENEFIT
! section
LTD benefit percentage options range from 40% to 66 2/3%. I
T~~~ Maximum Monthly Benefit [$6,000]
1
Up to $6,000 maximum Monthly Benefit is standard; higher
maximums may be available for some groups.
Minimum Monthly Benefit [$100], subject to the Overpayments and Rehabilitation Incentive
subsections of this certificate
r--- Elimination Period [180] days

also available.

Elimination periods of 30 days, 90 days, or other time frames are I e

Maximum Benefit Period* the later of:
* Your Normal Retirement Age;
or
* The period shown below:
Age on Date of
Your Disability Benefit Period
Less than 60 To age 65
60 60 months
61 48 months
62 ‘ 42 months
63 36 months
64 30 months
65 24 months
66 21 months
Maximum Benefit Period using a combination of the Social 67 18 months
Security Normal Retirement Age and a Reducing Benefit 68 15 months
Duration is standard. 69 and over 12 months

]
i ___¥The Maximum Benefit Period is subject to the LIMITED DISABILITY BENEFITS and DATE
BENEFIT PAYMENTS END sections.

Rehabilitation Incentives Yes




SCHEDULE OF BENEFITS (Continued) |

Additional Benefits ----~~=cccammmmm e These additional benefits are optional for those employers
Accidental Dismemberment wanting a more robust plan.

and Loss of Sight Yes

Child Education Yes

Cost of Living Adjustment Yes

Monthly Payment in the

‘ Event of Your Death Yes ~=---=--rm=-mmcmamaoq Survivors may receive a monthly payment.
Single Sum Fayment in I
the Event of Your Death Yes ~---mmmeme oo Survivors may receive a lump-sum payment.
Benefit(s) in the Event of ~======cmccacaan o 1 |
Your Terminal liiness Yes i
R Terminal lliness benefit is a standard feature which provides
Portability Yes ) 100% income replacement if Disabled and diagnosed as
o CT terminally ill. Employer has the option to remove this benefit.




DEFINITIONS

Our definitions are clear, easy to understand, and most are
located in the front of the certificate for handy reference.

As used in this certificate, the terms listed below will have the meanings set forth below. When defined
terms are used in this certificate, they will appear with initial capitalization. The plural use of a term
defined in the singular will share the same meaning.

Actively at Work or Active Work means that You are performing all of the usual and customary duties of
Your job on a Full-Time basis. This must be done at:

* The Employer’s place of business;
* An alternate place approved by the Employer; or
* A place to which the Employer’s business requires You to travel.

You will be deemed to be Actively at Work during weekends or Employer approved vacations,
holidays or business closures if You were Actively at Work on the last scheduled work day preceding
such time off.

r----- Appropriate Care and Treatment means medical care and treatment that is:

1
E * Given by a Physician whose medical training and clinical specialty are appropriate for treating

' Your Disability;

E * Consistent in type, frequency and duration of treatment with relevant guidelines of national medical
i research, health care coverage organizations and governmental agencies;

E * Consistent with a Physician’s diagnosis of Your Disability; and

i * Intended to maximize Your medical and functional improvement.

)

The “Appropriate Care and Treatment” provision supports our
managed disability philosophy. In order to maximize medical
improvement and facilitate early return to work, employees must
be receiving appropriate medical care.

Beneficiary means the person(s) to whom We will pay insurance as determined in accordance with the
General Provisions section.

Consumer Price Index means the CPI-W, the Consumer Price Index for Urban Wage Earners and
Clerical Workers published by the U.S. Department of Labor. If the CPI-W is discontinued or replaced,
We reserve the right to substitute any other comparable index.

Contributory Insurance means insurance for which the Employer requires You to pay any part of
the premium.




! DE FlN'TIONS (Continued) | I

- N I
. . er- . This is our standard definition of “Disabled” or “Disability.” Our
D,'sabled or D'sab'l_'ty mea_n_s that, due to Sickness or as a strong Disability definition focuses on the employee’s ability to
direct result of accidental injury: = === ==-ecmmcmmommae earn an income rather than the inability to perform specific job
functions. By focusing on what employees can do versus what
* You are receiving Appropriate Care and Treatment and they can't, barriers that typically prevent employees from
complying with the requirements of such treatment; and returning to work are minimized, abilities can be put to work
sooner, and as a result, employer direct and indirect disability
* You are unable to earn: costs may be reduced.

* For Short Term Benefits, more than 80% of Your Predisability Earnings at Your Own Occupation
* For Long Term Benefits,

== ¢ During the Elimination Period and the next 24 months of Sickness or accidental injury, more
than 83% of Your Predisability Earnings at Your Own Occupation from any employer in Your
Local Economy; and

* After such period, more than 60% of Your Predisability Earnings from any employer in Your
Local Economy at any gainful occupation for which You are reasonably qualified taking into
account Your training, education and experience.

r
)
]
1
'
'
1
1
]
]
]
]
]
]
]
]
]

Long Term Benefits are based on the inability to earn more than
80% of predisability earnings or indexed predisability earnings

- - il . during the Own Occupation period, and 60% thereafter,
For purposes of determining whether a Disability is the direct Option: 80% during the Own Occupation period and

result of an accidental injury, the Disability must have occurred 80% thereatter.
within 90 days of the accidental injury and resulted from such
injury independent of other causes.

If You are Disabled and have received a Monthly Benefit for 12 months, We will adjust Your
Predisability Earnings only for the purposes of determining whether You continue to be Disabled
and for calculating the Return-to-Work Incentive, if any. We will make the initial adjustment

as follows:

We will add to Your Predisability Earnings an amount equal to the product of:

* Your Predisability Earnings times
* The lesser of:
*7%; or
* The arnual rate of increase in the Consumer Price Index for the prior calendar year.---=---- 1

Annual tertter,Wo will add an amout to Your aduste | ISecnais desand o ke the ol prdbiy cminge
Predls?)blh}}l Ear.mn.gs CYaICUIa(}?d b\gtge g.emb(!ﬁ SeEt for'th Adjustment (COLA), which increases the amount of the benefit.
above but substituting Your adjusted Predisability Earnings | g the ADDITIONAL LONG TERM BENEFIT section for the

from the prior year for Your Predisability Earnings." COLA definition.

This adjustment is not a cost-of-living benefit.

If Your occupation requires a license, the fact that You lose Your license for any reason will not, in
itself, constitute Disability.
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 DEFINITIONS (Continued)

L

Elimination Period means the period of Your Disability during which We do not pay benefits. The
Elimination Period begins on the day You become Disabled and continues for the period shown in the
SCHEDULE OF BENEFITS.

Full-Time means Active Work on the Employer's regular work schedule for the class of employees to
which You belong. The work schedule must be at least 30 hours a week.

Local Economy means the geographic area:

 Within which You reside; and
--- «Which offers suitable employment opportunities within a reasonable travel distance.

r
3
[
)
1

If You move on or after the date You become Disabled, We may
By considering “local eccnomy” we do not expect employees consider both Your former and current residence to be Your

to move or travel an unreasonable distance in order to Local Economy.

obtain employment.

Noncontributory Insurance means insurance for which the
Employer does not require You to pay any part of
the premium.

Normal Retirement Age means that as defined by the federal Social Security Administration on the date
Your Disability starts.

re-- Organ Transplant Procedure means the surgical removal of any one or more of Your organs for the
! purpose of transplanting to another person.

Organ Transplant Procedure applicable to the STD Organ

Donor Benefit. -
r--- Own Occupation means the essential functions You regularly perform that provide Your primary source
! of earned income.

Our definition takes into acount the difference between an Physician means:

employee’s occupation and specific jobs that might be available

within that occupation. * A person licensed to practice medicine in the jurisdiction

where such services are performed; or

* Any other person whose services, according to applicable law, must be treated as Physician’s services
for purposes of the Group Policy. Each such person must be licensed in the jurisdiction where the
service is performed and must act within the scope of that license. Such person must also be certified
and/or registered if required by such jurisdiction.

The term does not include:

* You

* Your Spouse; or

* Any member of Your immediate family including Your and/or Your Spouse’s:

¢ Parents;

» Children (natural, step or adopted);
» Siblings;

* Grandparents; or

* Grandchildren.




DEFINITIONS (Continued)

Employer's Retirement Plan means a plan which:

» Provides retirement benefits to employees; and
* Is funded in whole or in part by Employer contributions.

The term does not include;

* Profit-sharing plans;
* Thrift or savirgs plans;

These plans are not considered as other income and will not
reduce the Disability benefit.

* Non-qualified plans of deferred compensation;

* Plans under IRC Section 401(k) or 457;

¢ Individual retirement accounts {IRA);

* Tax-sheltered annuities (TSA) under IRC Section 403(b);
» Stock ownership plans; or

* Keogh {HR-10) plans.

Predisability Earnings means gross salary or wages You were
earning from the Employer as of Your last day of Active

Work before Your Disability began. We calculate this amount
on a monthly basis for Long Term Benefits and on a weekly
basis for Short Term Benefits.

Since employers have various compensation methods, we
offer several options for customized definitions of
“Predisability Earnings”:

* Partnerships

* S-Corporations

* Hourly employees

¢ Employees with irregular hours

The term does not include:
e Awards and bonuses;

* Commissions;

» Overtime pay;

* The Employer’s contributions on Your behalf to any deferred compensation arrangement or

pension plan; or
¢ Any other compensation from the Employer.

Proof means Written evidence satisfactory to Us that a person

In most cases, employee pre-tax contributions to deferred
compensation programs are included in predisability earnings.
Predisability earnings may also include commissions, awards and
bonuses, if requested.

has satisfied the conditions and requirements for any benefit

described in this certificate. When a claim is made for any benefit described in this certificate,

Proof must establish:

* The nature and extent of the loss or condition;
* Qur obligation to pay the claim; and
» The claimant’s right to receive payment.

Proof must be provided at the claimant's expense.

Rehabilitation Program means a program that has been
approved by Us for the purpose of helping You return to work.
It may include, but is not limited to, Your participation in one
or more of the following activities:

Metlife’s Rehabilitation Programs focus on helping Disabled
employees become employable once again. Our clinical
specialists will partner with you, the doctor and the employee to
promote an appropriate return-to-work plan. We focus on
abilities, not Disabilities. MetLife’s specialized services vary
depending on our assessment of the employee’s needs.

* Return to work on a modified basis with a goal of resuming
employment for which You are reasonably qualified by training,
past earnings;

* On-site job analysis;

* Job madification/accommodation;

* Training to improve job-seeking skills;

* Vocaticnal assessment;

* Short term skills enhancement;

* Vocational training; or

*» Restorative therapies to improve functional capacity to return to work.

education, experience and
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Sickness means illness, disease or pregnancy, including complications of pregnancy.

Signed means any symbol or method executed or adopted by a person with the present intention to
authenticate a record, which is transmitted by paper or electronic media which is acceptable to Us and
consistent with applicable law.

Spouse means Your lawful spouse.

We, Us and Our means MetLife.

Written or Writing means a record which is on or transmitted by paper or electronic media which is
acceptable to Us and consistent with applicable law.

You and Your means an employee who is insured under the Group Policy for the insurance described in
this certificate.




ILITY PROVISIONS:

CE FOR YOU i

Eligibility options may vary as agreed by the employer
"""""""""""""""""" and MetLife.

me employees of the Employer, but not temporary or seasonal employees.

DU ARE ELIGIBLE FOR INSURANCE

ay only become eligible for the insurance available for Your eligible class as shown in the
DULE OF BENEFITS.

You will be eligible for insurance made available to the members of Your eligible class on the date
such insurance takes effect under the Group Policy.

If You enter an eligible class after the date insurance is made available to the members of that
class, You will be eligible for such insurance on the day after You complete the required Waiting
Period.

Waiting Period means the period of continuous membership in an eligible class that You must wait
before You become eligible for insurance. This period begins on the date You enter an eligible class
and ends on the date You complete the Waiting Period that applies to such insurance.

The Waiting Periods in effect under the Group Policy are as follows:

Insurance Benefit Waiting Period --------- H
Disability Income Insurance: Short Term Benefits '[30] days* E
Disability Income Insurance: Long Term Benefits [30] days f

Employers choose their eligibility waiting period.

i * If You resume Active Work within 3 months of the date Your disability income insurance under this
certificate ends because You cease Active Work, You will not have to complete a new Waiting
Period or provide evidence of Your insurability.
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| __ELIGIBILITY PROVISIONS:
———JNSURANCE FOR YOU (Continued)

----ENROLLMENT PROCESS

If You are eligible for an insurance benefit, You may enroll for such benefit by completing an enrollment
form. In addition, You must give evidence of Your insurability satisfactory to Us at Your expense if You
are required to do so under the section entitled

Open enrollment periods may be offered during the policy year to EVIDENCE OF INSURABILIT.Y' If Yqu enroll fo.r Qontrlbutory
anroll employees not currenty covered. Evidence of insurability Insurgnce, You must also give Wr_ltten permission to deduct
may be required. premiums from Your pay for such insurance.

R el |

DATE YOUR INSURANCE TAKES EFFECT

r----Rules for Noncontributory Insurance

Contributory, voluntary (employee-pay-all), and core/buy-up plans
are also available.

If You complete the enrollment process for Noncontributory Insurance before the date You become
eligible, such insurance will take effect as follows:

* If You were not required to give evidence of Your insurability, such insurance will take effect on the
date You become eligible, if You are Actively at Work on that date; or

* If You were required to give evidence of Your insurability and We determine that You are insurable,
such insurance will take effect on the date We state in Writing, if You are Actively at Work on that date.

If You complete the enrollment process for Noncontributory Insurance within 31 days after the date You
become eligible, such insurance will take effect as follows:

* If You were not required to give evidence of Your insurability, such insurance will take effect on the
date You complete the enrollment process, if You are Actively at Work on that date; or

* If You were required to give evidence of Your insurability and We determine that You are insurable,
such insurance will take effect on the date We state in Writing, if You are Actively at Work on that date.

If You complete the enrollment process for Noncontributory Insurance more than 31 days after the date
You become eligible, You must give evidence of Your insurability satisfactory to Us. You must give such
evidence at Your expense. If We determine that You are insurable, such insurance will take effect on
the date We state in Writing, if You are Actively at Work on that date.

If You are not Actively at Work on the date insurance would otherwise take effect, insurance will take
effect on the day You resume Active Work.

Rules for Contributory Insurance

Contributory Insurance will take effect in accordance with the rules stated above for Noncontributory |
Insurance. *'

See the DEFINITIONS section of this certificate for a complete list of Contributory Insurance benefits.

10




ELIGIBILITY PROVISIONS: L

INSURANCE FOR YOU (Continued) S

CHANGES IN YOUR INSURANCE

If a change results in a decrease of Your insurance, the decrease will take effect on the date of
the change.

L e e e e e e e e e e Plans that provide multiple options for employees may have
special limitations to help control adverse selection.

If a change results in an increase in Your insurance and You are required to give evidence of Your
insurability satisfactory to Us for such increase as stated in the section entitled EVIDENCE OF
INSURABILITY, You must give Us such evidence at Your expense. if We approve the increase, it wili
take effect an the date We state in Writing, if You are Actively at Work in an eligible class on such
date. If You are nct Actively at Work in an eligible class on such date, the increase wili take effect
on the date You resume such work.

If a change results in an increase of Your insurance and You are not required to give evidence of
Your insurability satisfactory to Us for such increase, You must be Actively at Work in an eligible
class on the date the increase is to take effect. If You are not Actively at Work in an eligible class
on such date, the increase will take effect on the date You resume such work.

Changes in Your Disability Income Insurance will only apply to Disabilities commencing on or after
the date of the change.

DATE YOUR INSURANCE ENDS

Your insurance will end on the earliest of;

1. The date the Group Policy ends;

2. The date insurance ends for Your class;

3. The end cf the period for which the last premium has been paid for You;

4. The date You cease to be in an eligible class for Disability Income Insurance, You will cease to be
in an eligible class on the date You cease Active Work in an eligible class, if You are not Disabled
on such date; or

5. The date Your employment ends.

In certain cases insurance may be continued as stated in the section entitled CONTINUATION OF
INSURANCE WITH PREMIUM PAYMENT.

1"
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SPIEJ3IAL RULES FOR GROUPS
VIOUSLY INSURED UNDER A PLAN
OF DISABILITY INCOME INSURANCE

To prevent a loss of insurance because of a change in insurance carriers, the following rules will apply if
the Disability Income Insurance described in this certificate replaces a plan of group disability income
insurance provided to You by the Employer: ----- 1

in carriers.

1
]
1
Employees will not lose coverage solely due to a change I __________ A

12

Prior Plan means the plan of group disability income insurance provided to You by the Employer
through another carrier on the day before the Replacement Date.

Replacement Date means the effective date of the Disability Income Insurance under the Group Policy.

Rules for When Insurance Takes Effect if You Were Insured under the Prior Plan on the Day before the
Replacement Date:

* If You Are Actively at Work on the Day before the Replacement Date, You will become insured for
D sability Income Insurance under this certificate on the Replacement Date.

* If You Are Not Actively at Work on the Day before the Replacement Date, You will become insured for
Disability Income Insurance under this certificate on the date You return to Active Work.

Rules for When Insurance Takes Effect if You Were Not Insured under the Prior Plan on the Day before
the Replacement Date:

* You will be eligible for Disability Income Insurance under this certificate when You meet the eligibility
requirements for such insurance as described in ELIGIBILITY PROVISIONS: INSURANCE FOR YOU:; and

*» We will credit any time You accumulated under the Prior Plan toward the eligibility waiting period
under the Prior Plan to the satisfaction of the eligibility waiting period required to be met under
this certificate.




SPECIAL RULES FOR GROUPS | |
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PREVIOUSLY INSURED UNDER A PLAN | |
OF DISABILITY INCOME INSURANCE (Continued)

Rules for Pre-existing Conditions

In determining whether a Disability is due to a Pre-existing Condition, We will credit You for any time
You were insurad under the Prior Plan. If Your Disability is due to a Pre-existing Condition as
described in this certificate, but would not have been due to a Pre-existing condition under the Prior
Plan, We will pay a benefit equal to the lesser of:

* The benefit amount under this certificate; or
* The disability income insurance benefit that would have been payable to You under the Prior Plan.

If Your Disability would have been due to a Pre-existing Condition under the Prior Plan, it will be
treated as having been caused by a Pre-existing Condition under this certificate.

Rules for Temporary Recovery from a Disability under the Prior Plan

We will waive the Elimination Period that would otherwise apply to a Disability under this certificate
if You:

* Received benzfits for a disability that began under the Prior Plan (“Prior Plan’s disability");

* Returned to work as an active full-time employee prior to the Replacement Date:

* Become Disabled, as defined in this certificate, after the Replacement Date and within
90 days of Your return to work due to a sickness or accidental injury that is the same as or related
to the Prior Plan’s disability;

* Are no longer entitled to benefit payments for the Prior Plan’s disability since You are no longer
insured under such Plan; and

* Would have hzen entitled to benefit payments with no further elimination period under the Prior
Plan, had it remained in force.

13




CONTINUATION OF INSURANCE WITH
~PREMIUM PAYMENT

FOR FAMILY AND MEDICAL LEAVE

Certain leaves of absence may qualify under the Family and Medical Leave Act of 1993 (FMLA) for

! continuation of insurance. Please contact the Policyholder for information regarding the FMLA.

Coverage can continue during some approved leaves of absence,
including those under the Family and Medical Leave Act (FMLA)
of 1993.

AT YOUR OPTION: PORTABILITY

For purposes of this subsection the term “Portability Eligible Disability Income Insurance” refers to
Disability Income Insurance: Long Term Benefits.

--~--You may request in Writing during the Request Period specified below to continue Your Portability
Eligible Disability Income Insurance under another group policy issued by MetLife if such insurance
ends because You cease to be in an eligible class or Your employment ends.

by

Employees can continue coverage upon termination of the
emplayer's plan. Plan design and provisions will differ if the
employee elects to convert.

14

If You make a request under this subsection, evidence of Your insurability will not be required. We will
issue a new certificate of insurance that will explain Your new insurance benefits. Your insurance
benefits under the new certificate may not be the same as those that ended under the Group Policy.

A request under this subsection may be made, if, on the date of Your request, the following requirements
are met:

* The Group Policy is in effect;

* \We have not received notice from the Policyholder of its intent to end the Group Policy;

*You reside in a jurisdiction that permits portability;

* You have been insured for at least 12 months prior to the date that Your employment ends;

* Your employment did not end as a result of Your retirement;

*You are not Disabled; and

* You have not become insured under any other disability insurance plan within 31 days after the
date Your Portability Eligible Disability Income Insurance ends under the Group Policy.

Request Period

To continue Your Portability Eligible Disability Income Insurance under a different group policy, We must
receive a completed request form from You within 31 days after the date such insurance ends under this
certificate.

Your new certificate will take effect on the day after Your Portability Eligible Disability Income Insurance
ends under this Certificate.

Premiums for the New Certificate

When You request to continue Portability Eligible Disability Income Insurance under this subsection, the
first premium must be paid within 31 days after Your insurance ends under this certificate. All premiums
must be paid directly to Us. When We issue the new certificate, We will also provide You with a
schedule of premiums and payment instructions.
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JUATION OF INSURANCE WITH |
UM PAYMENT (Continued) e

OLDER'S OPTION

ty Income insurance

yholder has elected to continue Disability Income Insurance by paying premiums for its
s who are not Disabled and cease Active Work in an eligible class for any of the reasons

d below. This election applies to employees as specified in the section entitied ELIGIBILITY
ISICNS: INSURANCE FOR YOU.

_________ e eecemcceeemiccceccccecoo-...] The customer can continue coverage for its employees who are
not Disabled and cease Active Work.

g Disability Income Insurance will continue for the following periods:

1. For the period You cease Active Work in an eligible class due to injury or Sickness, up to
3 months;

2. For the period You cease Active Work in an eligible class due to a Policyholder approved leave
of absence, up to 1 month.

At the end of any of the continuation periods listed above, Your insurance will be affected
as follows:

* If You resume Active Work in an eligible class at this time, You will continue to be insured under
the Group Policy;

* If You do not resume Active Work in an eligibie class at iﬁis time, Your employment will be
considered to end and Your insurance will end in accordance with the Date Your Insurance Ends
subsection of the section entitled ELIGIBILITY PROVISIONS: INSURANCE FOR YOU.

EVIDENCE OF INSURABILITY

We require evidence of insurability satisfactory to Us if You complete the enrollment process for
Contributory Insurance more than 31 days after the date You become eligible.

15
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___.D|SLBILITY INCOME INSURANCE:
—————SHORT TERM BENEFITS

If You become Disabled while insured, Proof of Disability must be sent to Us. When We receive such
Proof, We will review the claim. If We approve the claim, We will pay the Weekly Benefit up to the
Maximum Benefit Period shown in the SCHEDULE OF BENEFITS, subject to the DATE BENEFIT
PAYMENTS END section.

To verify that You continue to be Disabled without interruption after Our initial approval of the Disability
claim, We may periodically request that You send Us Proof that You continue to be Disabled. Such Proof
may include physical exams, exams by independent medical examiners, in-home interviews, or
functional capacity exams, as needed.

While You are Disabled, the Weekly Benefits described in this certificate will not be affected if;

* Your insurance ends; or
* The Group Policy is amended to change the plan of benefits for Your class.

r-== BENEFIT PAYMENT

Metlife research indicates that key drivers of employee
satisfaction are treating claimants fairly, communicating often,
and making timely decisions on their claims. We have built our
claims process around these key drivers in order to produce the

If We approve Your claim, benefits will begin to accrue on the
day after the day You complete Your Elimination Period. We will
pay the first Weekly Benefit one week after the date benefits

best results for our customers and their Disabled employees. We begin to accrue. We will make. Supsequent payments Weekly
remain focused and committed to making fair and appropriate thereafter so long as You remain Disabled. Payment will be

claim decisions—doing what's right for our claimants and
customers, and delivering timely, responsive service.

based on the number of days You are Disabled during each
week. For any partial week of Disability, payment will be made

at a daily rate of 1/7th of the Weekly Benefit payable.---1

The first benefit payment is made within one week following

the completion of the Elimination Period, provided the necessary We will not pay benefits during any period for which You

documentation has been received and the claim has

been approved.

-are eligible.to receive employer paid sick leave or
salary continuance.

We will pay Weekly Benefits to You. If You die, We will pay the amount of any due and unpaid benefits
as described in the GENERAL PROVISIONS subsection entitled Disability Income Benefit Payments: Who
We Will Pay.

While You are receiving Weekly Benefits, You will be required to continue to pay for the cost of any
disability income insurance defined as Contributory Insurance. ==-a

T

‘ During STD, premium payrients are required while Disabled, ~  J-=======--ccacamcmaaao. 4

"

RECOVERY FROM A DISABILITY
For purposes of this subsection, the term Active Work only includes those days You actually work.

The provisions of this subsection will not apply if Your insurance has ended and You are eligible for
coverage under another group short term disability plan.

If You Return to Active Work Before Completing Your Elimination Period

If You return to Active Work before completing Your Elimination Period and then become Disabled, You
will have to complete a new Elimination Period.

ARSAUASAA S AASAE SIITE SHES IS I i sttt
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DISABILITY INCOME INSURANCE: | J‘
L

SHORT TERM BENEFITS (Continued) @ L

If You return to Active Work for a period of 90 days or less, and then become Disabled again due to
the same or related Sickness or accidental injury, We will not require You to complete a new
Elimination Period. For the purpose of determining Your benefits, We will consider such Disability to
be a part of the original Disability and will use the same Predisability Earnings and apply the same
terms, provisions and conditions that were used for the original Disability.

REHABILITATION INCENTIVES -----=-=====~-=-ccoeemuao_ Effective rehabilitation controls plan costs while helping
employees return to productive employment. Participating in a
Rehabilitation Program Incentive Rehabilitation Program may mean returning to work full-time or

part-time or participating in vocational training or physical

If You participate in a Rehabilitation Program, We will increase | therapy. Developing the Rehabilitation Program is a team effort

Your Weekly Benefit by an amount equal to 10% of the Weekly | 21 involves the employee, employer, physicians) and Metlife
. X R return-to-work professionals.

Benefit. We will do so before We reduce Your Weekly Benefit P

by any Other Income.

Rehabilitation Program Incentive: 10% increase in the Weekly
Benefit if participating in an approved Rehabilitation Program. For
Work Incentive example, an employee eligible for a Weekly Benefit of $350 would
be eligible for an additional $35 or for a total of $385.

If You work while You are Disabled and receiving Weekly
Benefits, Your Weekly Benefit will be adjusted as follows:

* Your Weekly Benefit will be increased by Your Rehabilitation Program Incentive, if any; and
* Reduced by Other Income as defined in the DISABILITY INCOME INSURANCE: INCOME WHICH
WILL REDUCE YOUR DISABILITY BENEFIT section.

Your Weekly Benefit as adjusted above will not be reducéd by the amount You earn from working,
except to the extent that such-adjusted Weekly Benefit plus the amount You earn from working and
the income You receive from Other Income exceeds 100% of Your Predisability Earnings as
calculated in the definition of Disability, me-eeaeoooooeoooo.d

Work Incentive: While Disabled and receiving a Weekly Benefit,
employees may receive up to 100% of predisability

weekly earnings, including Family Care Expense reimbursement,
Rehabilitation Incentive, return-to-work earnings, and other
Family Care Incentive income benefits.

In addition, the Minimum Weekly Benefit will not apply.

4

If You work or participate in a Rehabilitation Program while You are Disabled, We will reimburse You
for up to $100 for weekly expenses You incur for each family member to provide:

* Care for Your or Your Spouse’s child, legally adopted child, or child for whom You or Your Spouse
are legal guardian and who is:

* Living witt You as part of Your household;
*» Depandent on You for support: and
* Under age 13.

The child care must be provided by a licensed child care provider who may not be a member of Your
immediate family or living in Your residence.

* Care for Your family member who is:

* Living with You as part of Your household;

* Chiefly dependent on You for support; and

* Incapable of independent living, regardless of age, due to mental or physical handicap as
defined by applicable law.

Care to Your family member may not be provided by a member of Your immediate family.

17
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' DISABILITY INCOME INSURANCE:

M“,‘“hw.s“gn}'r TERM BENEFITS (Continued)

S

--~ REHABILITATION INCENTIVES (Continued)

We will make reimbursement payments to You on a weekly basis starting with the 4th Weekly Benefit
payment. Payments will not be made beyond the Maximum Benefit Period. We will not reimburse You
for any expenses for which You are eligible for payment from any other source. You must send Proof
that You have incurred such expenses.

R el ]

Family Care Incentive: After 4 Weekly Benefit payments,
reimbursement for Eligible Family Care Expenses helps remove
these expenses as a disincentive to return to work.

--- Moving Expense Incentive
If You participate in a Rehabilitation Program while You are Disabled, We may reimburse You for
expenses You incur in order to move to a new residence recommended as part of such Rehabilitation
Program. Such expenses must be approved by Us in advance.

You must send Proof that You have incurred such expenses for moving.

We will not reimburse You for such expenses if they were incurred for services provided by a member of
Your immediate family or someone who is living in Your residence.
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Reimbursement is provided for expenses associated with moving
to a new residence if recommended as part of the
Rehabilitation Program.

DISABILITY INCOME INSURANCE:
LONG TERM BENEFITS

If You become Disabled while insured, Proof of Disability must be sent to Us. When We receive such
Procf, We will review the claim. If We approve the claim, We will pay the Monthly Benefit up to the
Maximum Benefit Period shown in the SCHEDULE OF BENEFITS, subject to THE DATE BENEFIT
PAYMENTS END section.

To verify that You continue to be Disabled without interruption after Qur initial approval, We may
periodically request that You send Us Proof that You continue to be Disabled. Such Proof may include
physical exams, exams by independent medical examiners, in-home interviews or functional capacity
exams, as needed.

While You are Disabled, the Monthly Benefit described in this certificate will not be affected if:

* Your insurance ends; or
* The Group Policy is amended to change the plan of benefits for Your class.
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DISABILITY INCOME INSURANCE —

LONG TERM BENEFITS (Continued)

BENEFIT PAYMENT

If We approve Your claim, benefits will begin to accrue on the day after the day You complete Your
Elimination Period. We will pay the first Monthly Benefit one month after the date benefits begin to
accrue. We will make subsequent payments monthly thereafter so long as You remain Disabled.

Payment will be based on the number of days You are
Disabled during each month and will be pro-rated for any
partial month of Disability.

We will not pay benefits during any period for which You
are eligible to receive employer paid sick [eave or
salary continuance.

We will pay Monthly Benefits to You. If You die, We will pay
the amount of any due and unpaid benefits as described in the
GENERAL PROVISIONS subsection entitled Disability Income
Benefit Payments: Who We Will Pay.

______________________________________________________

RECOVERY FROM A DISABILITY

If You return to Active Work, We will consider You to have recovered from Your Disability.

The provisions of this subsection will not apply if Your insurance has ended and You are eligible for

coverage under another group long term disability plan.

If You Return to Active Work Before Completing Your Elimination Period

If You return to Active Work before completing Your Elimination Period for a period of 30 days or

less, and then hecome Disabled again due to the same or
related Sickness or accidental injury, We will not require
You to completz a new Elimination Period. We will count
those days towards the completion of Your

Elimination Period.

If You return to Active Work for a period of more than 30 days, and then become Disabled again, You

will have to complete a new Elimination Period.

For purposes of this provision, the term Active Work only includes those days You actually work.

Metlife research indicates that key drivers of employee
satisfaction are treating claimants fairly, communicating often,
and making timely decisions on their claims. We have built our
claims process around these key drivers in order to produce the
best results for our customers and their Disabled employees. We
remain focused and committed to making fair and appropriate
claim decisions—doing what's right for our claimants and
customers, and delivering timely, responsive service.

The first benefit payment is made one month after the completion
of the Elimination Period, provided all the necessary
documentation has been received and the claim has

been approved.

While You are receiving Monthly Benefits, You will not be required to pay premiums for the cost of
any disability income insurance defined as Contributory Insurance.

Waiver of Premium: Premium payments for Disabled employees
are waived while benefits are payable.

Employees may satisfy the Elimination Period with days of partial
or total Disability, commonly called “zero-day residual.”

While Disabled, days worked count toward the Elimination Period.
For 90- or 180-day Elimination Periods, up to 30 days return to
work allowed without needing to satisfy a new Elimination Period
{14 days for 60-day Elimination Period; 10 days for 30-day
Elimination Period).

19




~w— LONG TERM BENEFITS (Continued)

RECOVERY FROM A DISABILITY {Continued)
If You Return to Active Work After Completing Your Elimination Period

r === If You return to Active Work after completing Your Elimination Period for a period of 180 days or less, and
' then hecome Disabled again due to the same or related Sickness or accidental injury, We will not

' require You to complete a new Elimination Period. For the purpose of determining Your benefits, We will

E consider such Disability to be a part of the original Disability and will use the same Predisability Earnings
! and apply the same terms, provisions and conditions that were used for the original Disability.

1

If the employee returns to work for less than six months and
betomes Disabled again due to the same or related cause, a new
Elimination Period is not required.

If You return to Active Work for a period of more than 180 days, and then become Disabled again, You
will have to complete a new Elimination Period.

For purposes of this provision, the term Active Work includes all of the continuous days which fdllow
Your return to work for which You are not Disabled.

REHABILITATION INCENTIVES
Rehabilitation Program Incentive

r==== If You participate in a Rehabilitation Program, We will increase Your Monthly Benefit by an amount
! equal to 10% of the Monthly Benefit. We will do so before We reduce Your Monthly Benefit by any
i Other Income. Loe .
Effective rehabilitation controls plan costs while helping
employees return to productive employment. Participating in a
Rehabilitation Program may mean returning to work full-time or
part-time or participating in vocational training or physical
therapy. Developing the Rehabilitation Program is a team effort
and involves the emplovee, employer, physician(s) and MetlLife
return-to-work professionals.

Rehabilitation Program Incentive: 10% increase in the Monthly
Benefit if participating in an approved Rehabilitation Program. For
example, an employee eligible for a Monthly Benefit of $1,800
wauld be eligible for an additional $180 or for a total of $1,980.

Work Incentive

Work Incentive: While Disabled and receiving a Monthly Benefit, While You are Disabled. We encourage You to work. If You work
employees may receive up to 100% of indexed predisability ! |

manthly earnings, including Family Care Expense reimbursement, while You are [.)isa.bled anq receiving Monthly Benefits, Your 1

Rehabi%tation l?wentive, re%urn-tonork earpnings, and other Monthly Benefit will be adjusted as follows:

income benefits. * Your Monthly Benefit will be increased by Your Rehabilitation

" Program, if any; and

* Reduced by Other Income as defined in the DISABILITY INCOME INSURANCE: INCOME WHICH WILL
REDUCE YOUR DISABILITY BENEFIT section.

----- Your Monthly Benefit as adjusted above will not be reduced by the amount You earn from waorking,
except to the extent that such adjusted Monthly Benefit plus the amount You earn from working and the
income You receive from Other Income exceeds 100% of Your Predisability Earnings as calculated in the
definition of Disability.
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Monthly Benefit will not apply.
fonths following Your Elimination Period,
ur Monthly Benefit by 50% of the amount
orking while Disabled. --=---~---==---=--1 After the initial period of Disability, benefits are reduced by 50%
of return-to-work earnings.
k or participate in a Rehabilitation Program while You are Disabled, We will reimburse You
¥$400 for monthly expenses You incur for each family member to provide; ====-====----- 1

r Your or Your Spouse’s child, legally adopted child,
for whom You or Your Spouse are legal guardian payments, reimbursement of up to $400/month per family

‘ who is: member is provided for eligible Family Care Expenses to help
* Living with You as part of Your household; remove these expenses as a disincentive to return to work.

Family Care Incentive: During the first 24 months of benefit

* Dependent on You for support; and
* Under age 13.

The child care must be provided by a licensed child care provider who may not be a member of Your
immediate family or living in Your residence. - . ..

* Care for Your family member who is:

* Living with You as part of Your household;

* Chiefly dependent on You for support; and

* Incapable of independent living, regardless of age, due to mental or physical handicap as
defined by applicable law.

Care to Your family member may not be provided by a member of Your immediate family.

We will make reimbursement payments to You on a monthly basis starting with the 1st Monthly
Benefit payment until You have received 24 Monthly Benefit Payments. Payments will not be made
beyond the Maximum Benefit Period. We will not reimburse You for any expenses for which You are
eligible for payment from any other source. You must send Proof that You have incurred such
expenses.

Moving Expense Incentive - == === ~============omm oo e e
If You participate in a Rehabilitation Program while You are Disabled, We may reimburse You for

expenses You incur in order to move to a new residence recommended as part of such
Rehabilitation Program. Such expenses must be approved by Us in advance.

g |

Program.

Reimbursement is provided for expenses associated with moving
to a new residence if recommended as part of the Rehabilitation

You must send Proof that You have incurred such expenses for moving.

We will not reimburse You for such expenses if they were incurred for services provided by a
member of Your immediate family or someone who is living in Your residence.
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DISABILITY INCOME INSURANCE:
" INGOME WHICH WILL REDUCE YOUR DISABILITY BENEFIT

We will reduce Your Disability benefit by the amount of all Other Income. Other Income includes
the following:

__1. Any disability or retirement benefits which You, Your Spouse or chlld(ren) receive or are eligible to
raceive because of Your disability or retirement under:

* Federal Social Security Act; --=----=========-cmcemmm e 1
* Railroad Retirement Act;

* Any state or public employee retirement or disability plan; or

» Any pension or disability plan of any other.nation or political subdivision thereof;

e s |

Various integration methods are available, including “Direct . . .
Primary & Family,” “Direct Primary Only," “All Sources,” and STD plans with greater than 26-week benefit durations are

"Back Door.” subject to the Social Security offset.

___ 2. Any income received for disability or retirement under the Employer’s Retirement Plan, to the

: extent that it can be attributed to the Employer’s contributions;

Early retirement benefits are an offset only if the employee
has voluntarily elected to receive these before normal
retirement age.

Employee-paid portion of retirement benefits will not be
considered an offset.

3. Any income received for disability under:

r=== «Agroup insurance policy to which the Employer has made a contribution, such as:
* Benefits for loss of time from work due. to disability; and
* Installment payments for permanent total disability.

An accelerated death benefit that an employee may elect under a
group life insurance policy is not considered an offset.

* A no-fault auto law for loss of income, excluding supplemental disability benefits;

* A government compulsory benefit plan or program which provides payment for loss of time from Your
job due to Your disability, whether such payment is made directly by the plan or program, or through a
third party;

* A self-funded plan, or other arrangement if the Employer contributes toward it or makes payroll
deductions for it;

* Any sick pay, vacation pay or other salary continuation that the Employer pays to You;
* Workers’ Compensation or a similar law which provides periodic benefits;

* Occupational disease laws;

* Laws providing for maritime maintenance and cure; and/or

* Unemployment insurance law or program;

4. Recovery amounts that You receive for loss of income as a result of claims against a third party by
judgement, settlement or otherwise, including future earnings.
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] H SOCIAL SECURITY BENEFITS

SABILITY INCOME INSURAN¢E o
COME WHICH WILL REDUCE YOUR DISABILITY- BENEFIT

B)UCING YOUR DISABILITY BENEFIT BY THE ESTIMATED AMOUNT OF

here is a reasonable basis for You to apply for benefits under the Federal Social Security Act, We
ect You to apply for them. To apply for Social Security benefits means to pursue such benefits
il You receive approval from the Social Security Administration, or a notice of denial of benefits

} |
: I
N O ¢
I

|

|

et

#m an administrative law judge. --~-+
9

b will reduce the amount of Your Disability benefit by the
fount of Social Security benefits We estimate that You,

f r Spouse or child{ren) are eligible to receive because of
i r Disability or retirement. We will start to do this after

% have received 24 months of Disability benefit payments,

Bless We have received:

MetLife Social Security Specialists provide assistance in
obtaining Socia!l Security Disability Benefits. Social Security
Disability Benefits reduce the cost of disability to employers and
provide employees with valuable income replacement. Generally,
the plan pays unreduced benefits when the employee is actively
pursuing the Social Security benefits. A signed Reimbursement
Agreement must be on file.

roval of Your claim for Social Security benefits; or

thake to You under this i insurance; and

s concerning Your Social Security benefits eligibility.

je date You were eligible to receive Social Security benefits.

E

PNGLE SUM PAYMENT

otice of denial of such benefits indicating that all levels of appeal have been exhausted.

_‘ijl ever, within 6 months following the date You became Disabled, You must:

‘~ end Us Proof that You have applied for Social Security benefits;
|gn a reimbursement agreement in which You agree to repay Us for any overpayments We may

_vgn a release that authorizes the Social Security Administration to provide information directly to

'ou do not satisfy the above requirements, We will reduce Your Disability benefits by such
ated Social Security benefits starting with the first Disability benefit payment coincident with

D either case, when You do receive approval or final denial of Your claim for Social Security
jenefits as described above, You must notify Us immediately. We will adjust the amount of Your
Jisability benefit. You must promptly repay Us for any overpayment.

;;You receive Other Income in the form of a single sum payment, You must, within 10 days after
jeceipt of such payment, give Written Proof satisfactory to Us of:

¥ The amount of the single sum payment;
he amount to be attributed to income replacement; and
he time period for which the payment applies.

Single sum payments will not offset the entire Monthly Benefit if
we receive proof of the breakdown of the amount attributable to
lost income and the time period applicable.

mount except in the case of an Overpayment.

' en We receiva such Proof, We will adjust the amount of Your Disability benefit.

if We do not receive the Written Proof described above, and We know the amount of the single sum
payment, We may reduce Your Disability benefit by an amount equal to such benefit until the single
Bum has been exhausted. If We adjust the amount of Your Disability benefit due to a single sum
payment, the amount of the adjustment will not result in a benefit amount less than the minimum

‘-You receive Otker Income in the form of a single sum payment and We do not receive the Written
Proof described zbove within 10 days after You receive the single sum payment, We will adjust the
Famount of Your Disability Benefit by the amount of such payment.
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w_Ql_ékBILITY INCOME INSURANCE:
~——-INCOME WHICH WILL NOT REDUCE YOUR DISABILITY BENEEIT

We will not reduce Your Disability benefit to less than the Minimum Benefit shown in the
SCHEDULE OF BENEFITS, or by:

r===-*Cost of living adjustments that are paid under any of the above sources of Other Income;
]

Future benefit payments are not affected by cost-of-living
adjustments from other income sources, e.g., Social
Security increases.

r-=-= *Reasonable attorney fees included in any award or settlement. If the attorney fees are incurred

because of Your successful pursuit of Social Security disability benefits, such fees are limited to those
approved by the Social Security Administration;

Reasonable attorney fees are carved out of any award
or settlement.

* Group credit insurance;
* Mortgage disability insurance benefits;

* Early retirement benefits that have not been voluntarily taken by You;

’

Veteran's benefits and individual disability income insurance
policies are not offset.

» Veteran's benefits;

Fe~~==-

* Individual disability income insurance policies;
* Benefits received from an accelerated death benefit payment: or

* Amounts rolled over to a tax-qualified plan unless subsequently received by You while You are
receiving benefit payments.

N
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DISABILITY INCOME INSURANCE: r{

DATE BENEFIT PAYMENTS END

Your Disability benefit payments will end on the earliest of:
* The end of the Maximum Benefit Period;

* The date benefits end as specified in the section entitled LIMITED DISABILITY BENEFITS;

* The date You are no longer Disabled;

* The date You die except for benefits paid under sections entitled ADDITIONAL LONG TERM
BENEFIT: MONTHLY PAYMENT IN THE EVENT OF YOUR DEATH, ADDITIONAL LONG TERM
BENEFIT: SINGLE SUM PAYMENT IN THE EVENT OF YOUR DEATH and ADDITIONAL LONG
TERM BENEFIT: BENEFIT(S) IN THE EVENT OF YOUR TERMINAL ILLNESS:

= The date You cease or refuse to participate in a Rehabilitation Program that We require;

If the current employer or another employer is willing to make an
accommodation in accordance with the Rehabilitation Program
...................................................... recommended by MetLife and the employee refuses to participate
in that Program or fails to participate in that Program as agreed,
benefits will end. The Rehabilitation Program approved by MetLife
for purposes of mandatory rehabilitation is based on the
employee’s medical status as determined in consultation with
his/her attending physician and is consistent with this certificate’s
Definition of Disability.

* The date You fail to have a medical exam requested by Us as described in the Physical Exams
subsection of the GENERAL PROVISIONS section;

* The date You fail to provide required Proof of continuing Disability.

While You are Disabled, the benefits described in this certificate will not be affected if:

* Your insurance ends; or
* The Group Policy is amended to change the plan of benefits for Your class.

DISABILITY INCOME INSURANCE:
ADDITIONAL SHORT TERM BENEFIT: ORGAN DONOR

If You become Disabled as a result of an Organ Transplant Procedure while insured, Proof of the
Disability must be sent to Us. When We receive such Proof, We will review the claim. If We approve the
claim, We will pay the Organ Donor benefit shown below.

If We pay this benefit, You will not have to complete an Elimination Period and You will not be subject to
the PRE-EXISTING CONDITIONS section for purposes of such organ transplant procedure.

BENEFIT AMOUNT - === = - o - = o oo oo oo e e .

We will increase Your Weekly Benefit by an additional amount equal to 10% of Your Weekly Benefit.
This increase will be applied to the first Weekly Benefit payment and continue while You remain
Disabled, up to the Maximum Benefit Period.

Organ Transplant Procedure.

10% increase in the Weekly Benefit if Disability is a result of an |
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) _DISABILITY INCOME INSURANCE:
L-~~~~——~—~A1919 IONAL LONG TERM BENEFIT: ACCIDENTAL

DISMEMBERMENT AND LOSS OF SIGHT

If You sustain an accidental injury while insured, and the injury is the Direct and Sole Cause of a
Covered Loss, Proof of the accidental injury and Covered Loss must be sent to Us. When We receive
such Proof, We will review the claim. If We approve the claim, We will pay the Accidental
Dismemberment and Loss of Sight benefit.

You will not have to complete an Elimination Period to receive this benefit.

r--- We will pay this benefit in addition to any Diéability benefit payments You may be receiving under
! this certificate.

Dptional Plan Feature: Benefits for Disability due to accidental
dismemberment and loss of sight are available, even if the
employee is not Disabled under the plan definition.

26

Covered Loss means:
* For loss of a hand or foot, complete and permanent severance at or above the wrist or ankle joint;

* For loss of sight, the permanent and uncorrectable loss of sight in the eye. Visual acuity must be
20/200 or worse in the eye or the field of vision must be less than 20 degrees; or

* For loss of thumb and index finger of same hand, the thumb and index finger are permanently severed
through or above the third joint from the tip of the index finger and the second joint from the tip of
the thumb.

Direct and Sole Cause means that the Covereq Loss occurs within 100 days of the date of the
accidental injury and was a direct result of the accidental injury, independent of other causes.

BENEFIT AMOUNT

We will pay a benefit amount equal to the Monthly Benefit shown in the SCHEDULE OF BENEFITS.

BENEFIT PAYMENT
We will pay this benefit monthly for the number of months shown below.
Number of Monthly
Covered Loss Benefit Payments
Sight in Both Eyes 46
Both Hands 46
Both Feet 46
One Hand and One Foot 46
One Hand and Sight of One Eye 46
One Foot and Sight of One Eye 46
One Hand or One Foot 23
Sight of One Eye 15

Thumb and Index Finger of Either Hand 12

We wili limit the number of benefit payments for all Covered Losses suffered as a result of any one
accidental injury to the Covered Loss that provides for the greatest number of benefit payments listed in
the ahove table.

We will begin to make payments one month after We receive Proof of the accidental injury and
Covered Loss.
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DISABILITY INCOME INSURANCE:

ADDITIONAL LONG TERM BENEFIT: ACCIDENTAL |
DISMEMBERMENT AND LOSS OF SIGHT (Continued)

BENEFIT PAYMENT (Continued)

We will pay this benefit to You if You are living. We will make any benefit payment due upon Your
death as described in the GENERAL PROVISIONS subsection entitled Benefit Payments for Disability
Income Insurance.

DISABILITY INCOME INSURANCE:

ADDITIONAL LONG TERM BENEFIT:
CHILD EDUCATION

If You are receiving a Monthly Benefit under this certificate, You may be eligible for the Child
Education Benefit.

BENEFIT AMOUNT

r-- We will pay $100 each month for each child who qualifies for this benefit.

Optional Plan Feature: While benefits are payable, an additional
$100 per month per eligible student is paid to the employee.

BENEFIT PAYMENT

In addition to any other Disability benefit You may be receiving under this certificate, We will pay
this benefit to You on a monthly basis beginning on the first of the month following the date a child
becomes an Eligible Student.

Eligible Student means Your dependent child who is:

e Unmarried;

» Under the age of 23; and

* Enrolled as a Full-time Student in an accredited college, university or vocational school above the
12th grade level.

Full-time Student means one who takes a full course load as defined by such school.

This benefit will end for each child on the earliest of:

* The date Your Monthly Benefit payments under this certificate end:
* The date the certificate ends; or
* The earlier of the date on which:

* The child is no longer an Eligible Student; or
» You have received 48 monthly payments under this Child Education benefit for that child.
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__DISABILITY INCOME INSURANCE:

e ADDITIONAL LONG TERM BENEFIT: PENSION CONTRIBUTION

- IfYou are receiving a Monthly Benefit under this certificate, We will pay the Pension
Contribution Benefit.

L

Optional Plan Feature: Employers should consult with a tax
advisor to verify this benefit will not impact the tax-qualified
status of their pension plan.

BENEFIT AMOUNT

The amount We pay will be determined by using the same calculation used by the Employer to
determine its contribution on Your behalf into the Employer’s pension plan each month, except that We
will use:

* Your Predisability Earnings for the earnings/compensation factor; and

* The period You have been Disabled and receiving a Monthly Benefit under this certificate for any years
of service factor that may be used.

BENEFIT PAYMENT

We will pay this benefit on Your behalf to Your account under the Employer’s pension plan for each
month that You receive a Monthly Benefit under this certificate.

We will not pay this benefit beyond the date on which You begin to receive benefits under the
Employer's pension plan.

DISABILITY INCOME INSURANCE:

ADDITIONAL LONG TERM BENEFIT: COST-OF-
LIVING ADJUSTMENT

If You have been receiving Monthly Benefits under this certificate, We will adjust Your benefit amount on
the date the 13th Monthly Benefit is payable. As limited by the Maximum Benefit Period, further
adjustments will take effect on each anniversary of the first adjustment. The total number of

T™=" adjustments may not exceed 5.

Optional Plan Feature: Cost-cf-Living Adjustment (COLA)
increases the monthly benefit for 5 years, 10 years or to the end
of the maximum benefit duration. To reduce the cost of this option,
employers may choose to delay the first increase for 5 years.
Various options are available.

The adjustments do not apply to amounts We pay under this certificate for Rehabilitation Incentives or
any Additional Benefits shown in the SCHEDULE OF BENEFITS.

BEMEFIT AMOUNT

To calculate Your cost of living adjustment, We will multiply the amount of Your Monthly Benefit for the
month prior to the date the cost of living adjustment is to take effect by 3%. We will add this amount to
each subsequent Monthly Benefit payment.
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I DISABILITY INCOME INSURANCE: | !
F ADDITIONAL LONG TERM BENEFIT: MONTHLY l - :
" PAYMENT IN THE EVENT OF YOUR DEATH

If You die while You are Disabled and You were entitled to receive Monthly Benefits under this
certificate, Proof of Your death must be sentto Us. When We receive such Proof, We will pay the
additional manthly benefit described in this section.

BENEFIT AMOUNT

The additional monthly benefit will be equal to 66 2/3% of the lesser of:
* The Monthly Benefit You receive for the calendar month immediately preceding Your death;

* The Monthly Benefit You receive for the calendar month immediately preceding Your Terminal
lliness if Your Monthly Benefit amount was increased due to Your Terminal llness; or

* The Monthly Benefit You were entitled to receive for the month You die, if You die during the first
month that Monthly Benefits are payable.

We will reduce the benefit amount by any overpayment We are entitled to recover.
BENEFIT PAYMENT

We will pay this additional benefit monthly for a period of 24 month(s). Payments will begin one
month after the date of the last Monthly Benefit payment before Your death.-=----=====--- 1

Optional Plan Feature: Additional benefits paid over a period of
time to an employee’s eligible survivors if the employee dies while
eligible to receive Disability benefits.

Benefit payments wilt be made as described in the GENERAL PROVISIONS subsection entitled
Benefit Payments for Disability Income Insurance.

This benefit will not be paid if You elect to receive monthly payments under the Monthly Payment
in the Event of Your Terminal lliness subsection of the section entitled ADDITIONAL LONG
TERM DISABILITY BENEFIT: BENEFIT(S) IN THE EVENT OF YOUR TERMINAL ILLNESS.
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DISABILITY INCOME INSURANCE:

WMABDFE'IONAL LONG TERM BENEFIT: SINGLE SUM PAYMENT IN
THE EVENT OF YOUR DEATH

If You die while You are Disabled and You were entitled to receive Monthly Benefits under this
certificate, Proof of Your death must be sent to Us. When We receive such Proof, We will pay the
benefit described in this section.

* BENEFIT AMOUNT

The benefit amount will be equal to 3 times the lesser of:
* The Monthly Benefit You receive for the caléndar month immediately preceding Your death;

» The Monthly Benefit You receive for the calendar month immediately preceding Your Terminal Iliness if
Your Monthly Benefit amount was increased due to Your Termina! lliness; or

* The Monthly Benefit You were entitled to receive for the month You die, if You die during the first month
that Disability benefits are payable.

b e -y

Optional Plan Feature: A single sum payment equal to 3 or 6 times
the employee’s last Monthly Benefit is made.

We will reduce the benefit amount by any overpayment We are entitied to recover.
BENEFIT PAYMENT

Benefit payments will be made as described in the GENERAL PROVISIONS subsection entitled Benefit
Payments for Disability Income Insurance. ~ =~ = =~

This benefit will not be paid if You elect to receive a single sum payment under the Single Sum Payment

in the Event of Your Terminal lliness subsection of the section entitled ADDITIONAL LONG TERM
DISABILITY BENEFIT: BENEFIT(S) IN THE EVENT OF YOUR TERMINAL ILLNESS.
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BILITY INCOME INSURANCE:
BITIONAL LONG TERM BENEFIT: BENEFIT(S)4N-

= EVENT OF YOUR TERMINAL ILLNESS

i become Terminally Il while You are Disabled and You are entitled to receive Monthly Benefits
pr this certificate, You or Your legal representative must send Proof of Your Terminal lliness to
BWhen We raceive such Proof, We will pay the benefit(s) described in this section.

inally lll or Terminal {liness means, for purposes of this and the section(s) entitled
BDITIONAL LONG TERM BENEFIT: SINGLE SUM PAYMENT IN THE EVENT OF YOUR DEATH and
SDDITIONAL LONG TERM BENEFIT: MONTHLY PAYMENT IN THE EVENT OF YOUR DEATH, that You
dre expected to die within 12 months.

Proof of Your Terminal lllness

You or Your legal representative must send Us a signed Physician's certification that You are
Terminally Il. We may also request an exam by a Physician of Our choice, at Our expense.

INCREASE IN YOUR MONTHLY BENEFIT

We will increase Your Monthly Benefit amount beginning with the next payment due following

receipt of Proof of Your Terminal lliness.

Standard Plan Feature: Allows for 100% income replac
BENEFIT AMOUNT ---=-=---==-=-c-c--mmcmcccceancanay 12 months if Disabled and diagnosed as Terminally III.

ement for

We will increase Your Monthly Benefit percentage, on payments made during your lifetime,
to 100% cf Your Predisability Earnings for a maximum period of 12 consecutive monthly payments.

--- MONTHLY PAYMENT IN THE EVENT OF YOUR TERMINAL ILLNESS

You may elect to receive the additional benefit described in this subsection. We will pay such
benefit in addition to any other benefit We pay under the certificate.

We will pay this additional benefit monthly for a period of 12 month(s). Payments will begin one
In the event of Your death prior to the payment of all such Monthly Benefits, We will pay the

remaining Monthly Benefits as stated in the Disability Income Benefit Payments: Who We W|II Pay
subsection of the GENERAL PROVISIONS section.

H
]
;
E
i month after the month We receive Proof of Your Terminal lliness.
]
!
)
]
:
5

......................................................... Optional Plan Feature: The employee has the option to accelerate

this benefit.

BENEFIT AMOUNT

The additional monthly benefit will be equal to 66 2/3% of the Monthly Benefit You receive for the
calendar month immediately preceding the month in which You are diagnosed as Terminally Iil.

We will reduce the benefit amount by any overpayment We are entitled to recover.

If You elect to receive the additional benefit described here, no benefit will be paid under the
ADDITIONAL LONG TERM BENEFIT: MONTHLY PAYMENT IN THE EVENT OF YOUR DEATH section.

A
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}» DISABILITY INCOME INSURANCE:

———ADDITIONAL LONG TERM BENEFIT: BENEFIT(S) IN THE EVENT
OF YOUR TERMINAL ILLNESS (Continued)

SINGLE SUM PAYMENT IN THE EVENT OF YOUR TERMINAL ILLNESS

----You may elect to receive the additional benefit described in this subsection. This benefit will be paid in a
single sum. We will pay such benefit in addition to any other benefits We pay under this certificate.

r
]
'
1
]
L

Optional Plan Feature: The employee has the option to accelerate
this benefit.

BENEFIT AMOUNT

The additional benefit will be equal to 3 times the Monthly Benefit You receive for the calendar month
immediately preceding the month You are diagnosed as Terminally |l.

We will reduce the benefit amount by any overpayment We are entitled to recover.

If You elect to receive the additional benefit described here, no benefit will be paid under the
ADDITIONAL LONG TERM BENEFIT: SINGLE SUM PAYMENT IN THE EVENT OF YOUR DEATH section.

DISABILITY INCOME INSURANCE:
PRE-EXISTING CONDITIONS

Pre-existing Condition means a Sickness or accidental injury for which You:
* Received medical treatment, consultation, care, or services;
* Took prescription medication or had medications prescribed; or

* Had symptoms or conditions that would cause a reasonably prudent person to seek diagnosis, care
or treatment in the 3 months before Your insurance or any increase in the amount of insurance under
this certificate takes effect.

We will not pay benefits, or any increase in benefit amount due to an elected increase in the amount of
Your insurance for a Disability that results from a Pre-existing Condition, if You have been Actively at
Work for less than 12 consecutive months after the date Your Disability insurance or the elected
increase in the amount of such insurance takes effect under this certificate.

3/12 Pre-existing Condition Limitation is standard for most LTD
groups. A Pre-existing Condition Limitation may be available for
STD groups as a cost management feature.
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BBILITY INCOME INSURANCE

DISABILITY BENEFITS

——

Due to Alcohol, Drug or Substance Abuse or Addiction I

Limited Disability benefits apply to LTD. Various options and

Disabled due to alcohol, drug or substance abuse combinations may be available.

flon, We will limit Your Disability benefits to one

Disability during your lifetime. During Your Disability, We require You to
te in an alcchol, drug or substance abuse or addiction recovery program recommended by
mgian.

»I end Disability benefit payments at the earliest of:

Edate You receive 24 months of Disability benefit payments;
date You cease or refuse to participate in the recovery program referred to above; or
date You complete such recovery program.

24-month lifetime limitation (while benefits are payable) for
Disabilities due to alcohel, drug or substance abuse or
addiction. Benefits payable are limited to one period of Disability
during the employee’s lifetime.

” Disability Due to Mental or Nervous Disorders or
ases, neuromusculoskeletal and soft tissue disorder,

ronic fatigue syndrome and refated conditions

j';'lf You are Disabled due to one or more of the following, We will limit Your Disability benefits to a

¢ lifetime maximum equal to the lesser of:

¥ 24 months; or
* The Maximum Benefit Period.

Combined 24-month limitation from date benefits begin for some
Mental and Nervous Disorders or Diseases, neuromusculoskele-
tal and soft tissue disorders and chronic fatigue syndrome
conditions. Hospital confinement is not required to receive
benefits for these stated conditions. Appropriate Care and
Treatment must be rendered by a mental health physician.

[N

Your Disability benefits will be limited as stated above for:
1. A Mental or Nervous Disorder or Disease except for:

» Schizophrenia;
¢ Dementia; or
* Organic brain disease;

Option: Separate limitations for Mental and Nervous Disorders or
Diseases, neuromusculoskeletal and soft tissue disorders and
chronic fatigue syndrome conditions.

+--2. Neuromusculoskeletal and soft tissue disorder including, but not limited to, any disease or
disorder of the spine or extremities and their surrounding soft tissue; including sprains and strains
of joints and adjacent muscles, unless the Disability has objective evidence of:

Seropositive Arthritis;

Spinal Tumers, malignancy, or Vascular Malformations;

Radiculopathies;

Myelopathies;
Traumatic Spinal Cord Necrosis:
Musculopathies; or

Cost Savings Feature: Duration of benefits is limited for

Disabilities caused by neuromusculoskeletal and soft tissue
disorders. Limitation does not apply if satisfactory objective
medical information is received for the conditions identified.

3. Chronic fatigue syndrome and related conditions.

Mental or Nervous Disorder or Disease means a medical condition which meets the diagnostic
criteria set forth in the most recent edition of the Diagnostic And Statistical Manual Of Mental
Disorders as of the date of Your Disability. A condition may be classified as a Mental or Nervous
Disorder or Disease regardless of its cause.

Seropositive Arthritis means an inflammatory disease of the joints supported by clinical findings of
arthritis plus positive serological tests for connective tissue disease.

Spinal means components of the bony spine or spinal cord.




__ DISABILITY INCOME INSURANCE:

———LEHWVHTED DISABILITY BENEFITS (Continued)

For Disability Due to Mental or Nervous Disorders or Diseases, neuromusculoskeletal and soft tissue
disorder, chronic fatigue syndrome and related conditions (Continued)

Tumor(s) means abnormal growths which may be malignant or benign.
Vascular Malformations means abnormal development of blood vessels.

Radiculopathies means disease of the peripheral nerve roots supported by objective clinical findings of
nerve pathology. B

Myelopathies means disease of the spinal cord supported by objective clinical findings of spinal cord
pathology.

Traumatic Spinal Cord Necrosis means injury or disease of the spinal cord resulting from traumatic
injury with resultant paralysis.

Musculopathies means disease of muscle fibers, supported by pathalogical findings on biopsy
or electromyography (EMG).

For Occupational Disabilities

We will not pay benefits for any Disability:

» Which happens in the course of any work performed by You for wage or profit; or
* For which You are eligible to receive benefits under Workers’ Compensation or a similar law.

Coverage for Gccupational Disabilities is also available.
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DISABILITY INCOME INSURANCE:
EXCLUSIONS

We will not pay for any Disability caused or contributed to by:

1. War, whether declared or undeclared, or act of war, insurrection, rebellion, or terrorist act;

2. Your active participation in a riot;

3. Intentionally self-inflicted injury;

4. Any injury for which You are entitled to benefits under Workers’ Compensation or a similar law;

5. Attempted suicide; or

6. Commission cf or attempt to commit a felony.
---------------------------------------------------------- Plan exclusions are clearly stated.

| et

-~- We will not pay Short Term Benefits for any Disability caused or contributed to by elective treatment
or procedures, such as:

1. Cosmetic surgery or treatment primarily to change appearance;

2. Sex-change surgery;

3. Reversal of sterilization;

4. Liposuction,

5. Visual correction surgery; and

6. In vitro fertilization, embryo transfer procedure, or artificial insemination. However, pregnancies
and complications from any of these procedures will be treated as a Sickness.

| ittty |

---------------------------------------------------------- Elective treatments or procedures are excluded.
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__FILING A CLAIM

| The Employer should have a supply of claim forms. Obtain a l

— . claim form from the Employer and fill it out carefully. Return
We. remain focused and committgd to making fglr and appropriate the completed claim form with the required Proof to the
claim decisions—doing what's right for our claimants and Employer. The Employer will certify Your insurance under
customers, and delivering tinely, responsive service. the Group Policy and send the certified claim form and Proof
to Us.

----When we receive the claim form and Proof We will review the claim and, if We approve it, We will pay

E- berefits subject to the terms and provisions of this certificate and the Group Policy.

1

1
Notification of a claim should occur as soon as possible. Early Whe“ a CIalman.t files an "!mal claim for D!sablhty Income
notification maximizes the advantages of managed disability. In '“su"'!“ce bengflts _°r a _CIa'm.f‘_" any other msura_nce
prder to initiate claims quickly and easily and to implement our benefits described in this certificate, both the notice of
garly intervention techniques, claim notice via toll-free number, claim and the required Proof should be sent to Us within 45
fax, or mail is preferred. days of the date of a loss.

| ‘
Proof of Disability should be submitted within 45 days of the date i
of Disability.

Notice of claim and Proof may also be given to Us by following the steps set forth below:

Step 1
A claimant may give Us notice by calling Us at the toll-free number shown in the Certificate Face Page
within 20 days of the date of a loss.

Step 2
We will send a claim form to the claimant'and explain-how to complete it. The claimant should receive
the claim form within 15 days of giving Us notice of claim.

Step 3

When the claimant receives the claim form, the claimant should fill it out as instructed and return it with
the required Proof described in the claim form. If the claimant does not receive a claim form within 15
days after giving Us notice of claim, Proof may be sent using any form sufficient to provide Us with the
required Proof.

--Step 4
The claimant must give Us Proof no later than 45 days after the
date of the loss. If notice of claim or Proof is not given within
the time limits described in this section, the delay will not cause a claim to be denied or reduced if such
notice and Proof are given as soon as is reasonably possible.

90 days for LTD only plans.

Items to be Submitted for a Disability Income Insurance Claim

When submitting Proof on an initial or continuing claim for Disability Income insurance, the following
items may be required:

* Documentation which must include, but s not limited to, the following information:
* The date Your Disability started;
* The cause of Your Disability;
* The prognosis of Your Disability;
* The continuity of Your Disability; and

* Your application for:

» Other Income;
» Social Security disability benefits; and
36 » Workers® Compensation benefits or benefits under a similar law.




FILING A CLAIM (Continued)

-- ltems to be Submitted for a Disability Income Insurance Claim (Continued)

* Written authorization for Us to obtain and release medical, employment and financial information
and any other items We may reasonably require to document Your Disability or to determine Your
receipt of or eligibility for Other Income;

* Any and all medical information, including but not limited to:
* X-ray films; and
* Photocopies of medical records, including:
* Histaries,
* Physical, mental or diagnostic examinations:
* Treatment notes; and

* The names and addresses of all:

* Physicians and medical practitioners who have provided You with diagnosis, treatment
or consultation;

* Hospitals or other medical facilities which have provided You with diagnosis, treatment or
consultation; and

* Pharmacies which have filled Your prescriptions within the past three years.

ek el D e L L L T T Ter

Insufficient information may result in a claim denial. I

Time Limit on Legal Actions. A legal action on a claim may only be brought against Us during a
certain period. This period begins 60 days after the date Proof is filed and ends 3 years after the
date such Proof is required.
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GENERAL PROVISIONS

| Assignment

The rights and benefits under the Group Policy are not assignable prior to a claim for benefits, except as
required by law. We are not responsible for the validity of an assignment.

Disability income Benefit Payments: Who We Will Pay

We will make any benefit payments during Your lifetime to You or Your legal representative as
Beneficiary. Any payment made in good faith will discharge Us from liability to the extent of
such payment. :

Upon Your death, We will pay any amount that is or becomes due to Your designated Beneficiary. If
there is no Beneficiary designated or no surviving designated Beneficiary at Your death we may deter-
mine the Beneficiary for any amount that is or becomes due according to the following order:

1. Your Spouse, if alive;
2. Your unmarried child(ren) under age 25; if there is no surviving Spouse; or
3. Your estate, if there is no such surviving child.

If more than one person is eligible to receive payment, We will divide the benefit amount in
equal shares.

Payment to a minor or incompetent will be made to such person’s guardian. The term “children” or
“child” includes natural and adopted children.

Any periodic payments owed to Your estate may be paid in a single sum. Any payment made in good
faith will discharge Us from liability to the extent of such payment.

U i L L T )

Electronic Funds Transfer (EFT) of LTD benefit payments is
available, unless the amployar declines this option. For STD, EFT
is available for benefit durations of 26 weeks or greater.

Entire Contract

Your insurance is provided under a contract of group insurance with the Employer. The entire
contract with the Employer is made up of the following:

1. The Group Policy and its Exhibits, which include the certificate(s);
2. The Employer’s application; and
3. Any amendments and/or endorsements to the Group Policy.

Incontestability: Statements Made by You

Any statement made by You will be considered a representation and not a warranty. We will not use
such statement to avoid insurance, reduce benefits or defend a claim unless the following requirements
are met:

1. The statement is in a Written application or enrollment form;
2. You have Signed the application or enroliment form; and
3. A copy of the application or enrollment form has been given to You or Your Beneficiary.

We will not use such statements to contest an increase or benefit addition to such insurance after
increase or benefit has been in force for 2 years during Your life, unless the statement is fraudulent.

Misstatement of Age

If Your or Your Dependent’s age is misstated, the correct age will be used to determine if insurang
38 effect and, as appropriate, We will adjust the benefits and/or premiums. 5




RAL PROVISIONS (Continued)

sions of this certificate do not conform to any applicable law, this certificate
0 so conform.

I for insurance benefits other than life insurance benefits, We have the right to
examined by a Physician(s) of Our choice as often as is reasonably necessary
We will pay the cost of such exam.

To avoid misuse of plan benefits, Independent Medical Exams
(IME} may be required in order for benefits to be paid or
continued. Metlife pays for IMEs.

ake a reasonable request for an autapsy where permitted by law. Any such
(M the reasons We are requesting the autopsy. '

JVE TNE 1IQNTIO Tecover any amount that e determine 10 be an ov erpayment. An
overpayment oceurs 1 We determine that,

* The total amount paid by Us on Your claim is more tha the total of the benefits due to You under
this certificate; or -
* Payment We made should have been made by another group plan.

If such overpayment occurs, You have an obligation to reimburse Us. Our rights and Your
obligations in this regard are described in the reimbursement agreement that You are required to
sign when You submit a claim for benefits under this certificate. This agreement:

* Confirms that You will reimburse Us for all overpayments; and
* Authorizes Us to obtain any information relating to sources of Other Income.

How We Recover Overpayments

We may recover the overpayment from You by:

* Stopping or reducing any future Disability benefits, including the Minimum Benefit, payable to
You or any other payee under the Disability sections of this certificate;

* Demanding an immediate refund of the overpayment from You; and

* Taking legal action.

If the overpayment results from Our having made a payment to You that should have been made
under another group plan, We may recover such overpayment from one or more of the following:

* Any other insurance company;
» Any other organization; or
* Any person to or for whom payment was made.




S SPE{)CIAL SERVICES

l SHORT TERM BENEFIT AND LONG TERM BENEFIT: RETURN-TO-WORK PROGRAM

All covered employees have access to special services. Special
services are described in detail to help employees understand
what to expect throughout the duration of their Disability.

Return-To-Work Program
--- Goal of Rehabilitation
The goal of MetLife is to focus on employees’ abilities, instead of disabilities. This “abilities” philosophy

is the foundation of our Return-to-Work Program. By focusing on what employees can do versus what
they can't, we can assist you in returning to work sooner than expected.

r
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MetLife return-to-work services are described in the certificate to Incentives For Returning To Work
help employees understand how we assist them and to make

them aware of the financial incentives for returning to work. Your Disability plan is designed to provide clear advantages and
Return-to-work services are customized to meet the needs of financial incentives for returning to work either full-time or
individual employees. part-time, while still receiving a Disability benefit. In addition to

financial incentives, there may be personal benefits resulting
from returning to work. Many employees experience higher self-esteem and the personal satisfaction of
being self-sufficient and productive once again. If itis determined that you are capable, but you do not
participate in the Return-to-Work Program, your Disability benefits may cease.

--- Return-to-Work Services

As a covered employee you are automatically eligible to participate in our Return-to-Work Program. The
program aims to identify the necessary training and therapy that can help you return to work. In many
cases, this means helping you return to your former occupation, although rehabilitation can also lead to
a new occupation which is better suited to your condition and makes the most of your abilities.

r
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The objective of the Return-to-Work Program is to help Disabled There is no additional cost to you for the services we provide,
employees become employable ance again. Our approach helps and they are tailored to meet your individual needs. These

ensure that cost effective, timely and appropriate rehabilitation . include. but t limited to. the followina:
services are used to facilitate optimal rehabilitation outcomes, services include, but are not limited to, the following:

which may include accommodations.

1. Vocational Analyses

Assessment and counseling to help determine how your skills and abilities can be applied to a
new or a modified job with your employer.

2. Labor Market Surveys

Studies to find jobs available in your locale that would utilize your abilities and skills. Also
identify one’s earning potential for a specific occupation.

3. Retraining Programs
Programs to facilitate return to your previous job, or to train you for a new job.

4. Job Modifications/Accommodations

Analyses of job demands and functions to determine what modifications may be made to
maximize your employment opportunities. This also includes changes in your job or
accommodations to help you perform the previous job or a similar vocation, as required of your

0 employer under the Americans With Disabilities Act (ADA).
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SPECIAL SERVICES (Continued) ;
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SHORT TERM BENEFIT AND LONG TERM BENEFIT: RETURN-TO-WORK PROGRAM {Continued)
5. Job Seeking Skills and Job Placement Assistance

Special training to identify abilities, set goals, develop resumes, polish interviewing
techniques, and provide other career search assistance.

Return-to-Work Program Staff

The Case Manager handling your claim will coordinate return-to-work services. You may be
referred to a clinical specialist, such as a Nurse Consultant, Psychiatric Clinical Specialist, or
Vocational Rehabilitation Consultant, who has advanced training and education to help people with
disabilities return to work. One of our clinical specialists will work with you directly, as well as with
local support services and resources. They have returned hundreds of individuals to meaningful,
gainful employment.

Rehabilitation Vendor Specialists

In many situations, the services of independent vocational rehabilitation specialists may be used.
Services are obtained at no additional cost to you; MetLife pays for all vendor services. Selecting a
rehabilitation vendor is based on:

1. Attending physician’s evaluation and recommendations;
2. Your individual vocational needs; and
3. Vendor's credentials, specialty, reputation and experience.

When working with vendors, we continue to collaborate with you and your doctor to develop an
appropriate return-to-work plan.

a1




- SPECIAL SERVICES (continued)

LONG TERM BENEFIT: SOCIAL SECURITY ASSISTANCE PROGRAM

-~- Social Security Assistance Program

If you become Disabled, MetLife provides you with assistance in applying for Social Security Disability
benefits. Before outlining the details of this assistance, you should understand why applying for Social
Security Disability benefits is important.

b e may

MetLife offers a Social Security Assistance Program for all LTD
customers. The program is designed to help employers keep
tisability costs to a minimum and assist employees in obtaining
the Social Security benefits to which they are entitled.

Why Ydu Should Apply For Social Security Disability Benefits

Both you and your employer contribute payroll taxes to Social Security. A portion of those tax dollars
are used to finance Social Security’s program of disability protection. Since your tax dollars help fund
this program, it is in your best interest to apply for any benefits to which you may be entitled. Your
spouse and children may also be eligible to receive Social Security Disability benefits due to your
Disability.

r----There are several reasons why it may be to your financial advantage to receive Social Security Disability
' benefits. Some of them are:
1

1. Avoids Reduced Retirement Benefits

‘:fggﬁsoi‘::Uzug'_s?:::%i?;:me (SSDI) awards have S'l'iodlgi;yo‘u b'ec'o’me Disabled and approved for Social Security
« Benefits that may be tax-free Disabifity benefits, Social Security will freeze your earnings

o Preservation of retirement benefits record as of the date Social Security determines that your

» Medicare protection for hospital expenses Disability has begun. This means that the months/years that you
* Return-to-work incentives are unable to work because of your Disability will not be

* Cost-of-living adjustments counted against you in figuring your average earnings for

retirement and survivor's benefit.

2. Medicare Protection

Once you have received 24 months of Social Security Disability benefits, you will have Medicare
protection for hospital expenses. You will also be eligible to apply for the medical insurance
portion of Medicare.

3. Trial Work Period

Social Security provides a trial work period for the rehabilitation efforts of Disabled warkers who
return to work while still disabled. Full benefit checks can continue for up to 9 months during the
trial work period.

4. Cost-of-Living Increases Awarded by Social Security Will Not Reduce Your Disability Benefits 4

MetLife will not decrease your Disability benefit by the periodic cost-of-living increases awarded -
by Social Security. This is also true for any cost-of-living increases awarded by Social Security tog
your spouse and children.
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AL SERVICES (Continued)

ENEFIT: SOCIAL SECURITY ASSISTANCE PROGRAM (Continued)
led a Social Security “freeze.” It means that only the Social Security benefit awarded to

}. dependents will be used by MetLife to reduce your Disability benefit; with the
Jrexceptions:

error by Social Security in computing the initial amount;
change in dependent status; or

" ¢. Your Employer submitting updated earnings records to Social Security for earnings received
prior to your Disability.

a period of years, the net effect of these cost-of-living increases can be substantial.
; w MetLife Assists You in the Social Security Approval Process

As soon as you apply for Disability benefits, MetLife begins assisting you with the Social Security
approval process.

A dedicated team of Social Security Specialists, many of whom
have worked for the Socia!l Security Administration, provide

e e e e meeecrcccccmmmemeacemmmeee o ccmcacccmeme———- expert assistance at the initial and appeals levels. The average
3 approval rate for active insured claims 5 years or longer in

Lo duration is 98%. (Source: MetLife database of active insured LTD
claims as of 12/31/01.)

1. Assistance Throughbut the Application Process

MetLife has a dedicated team of Social Security Specialists. These Specialists, many of
whom have worked for the Social Security Administration, are also located within our Claim
Departrment. They provide expert assistance up-front, offer support while you are
completing the Social Security forms, and help guide you through the application process.

2. Guidance Through Appeal Process by Social Security Specialists

Social Security Disability benefits may be initially denied, but are often approved following
an appeal. If your benefits are denied, our dedicated team of Social Security Specialists
provides expert assistance on an appeal if your situation warrants continuing the appeal
process. They guide you through each stage of the appeal process. These stages

may in¢clude:

a. Reconsideration by the Social Security Administration
b. Hearing before an Administrative Law Judge

c. Review by an Appeals Council established within the Social Security Administration in
Washington, D.C.

d. A civil suit in Federal Court

3. Social Security Attorneys

Depending on your individual needs, MetLife may provide a referral to an attorney who
specializes in Social Security law. The Social Security approved attorney’s fee is
credited to the Long Term Disability overpayment, which results upon your receipt of the
retroactive Social Security benefits. The attorney's fee, which is capped by Social.
Security law, will be deducted from the lump-sum Social Security Disability benefits
award and will not be used to further reduce your Long Term Disability benefit.
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. SPECIAL SERVICES (Continued)
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LONG TERM BENEFIT: EARLY INTERVENTION PROGRAM
Early Intervention Program

The MetLife Early Intervention Program is offered to all covered employees, and your participation is
voluntary*. The program helps identify early those employees who might benefit from vocational
analyses and rehabilitation services before they are eligible for Long Term Disability benefits. Early
rehabilitation efforts are more likely to reduce the length of your Long Term Disability and help you
return to work sooner than expected.

Early intervention is a key component in successful disability
management. The Early Intervention Program is a standard
feature of all fully insured plans—offered at no additional cost. In
situations where MetLife is riot the Short Term Disability carrier or
the administrator of the Salary Continuance Program, the
employer notifies MetLife of a Disability before LTD begins. The
objective of the program is to identify, as soon as possible,
employees who are appropriate candidates for early intervention
and return-to-work services.

4

If you cannot work, or can only work part-time due to a Disability, your employer will notify MetLife. Our
Clinical Specialists may be able to assist you by:

1. Reviewing and evaluating your disabling condition, even before a claim for Long Term
Disability benefits is submitted (with your consent);

2. Designing individualized return-to-work plans that focus on your abilities, with the goal of
return to work; " T

3. ldentifying local community resources;

4. Coordinating services with other benefit providers, including: medical carrier, short term
disability carrier,* Workers’ Compensation carrier, and state disability plans;

5. Monitoring return-to-work plans in progress and modifying them as recommended by the
attending physician (with your consent).

Our assistance is offered at no cost to either you or your employer.

*If you also have MetLife Short Term Disability coverage or Salary Continuance Plan

Management, these services are provided automatically. Notification by your employer is
not necessary.




ERISA INFORMATION

NAME OF THE PLAN ERISA information is clearly outlined.

ABC Company, Inc.

NAME AND ADDRESS OF EMPLOYER AND PLAN ADMINISTRATOR
ABC Company, Inc.

123 Main Street

Anytown, State
Zip Code

TYPE OF PLAN
Disability Income Insurance: Short Term Benefits

Disability Income Insurance: Long Term Benefits

TYPE OF ADMINISTRATION
The above listed benefits are insured by Metropolitan Life Insurance Company (“MetLife").
AGENT FOR SERVICE OF LEGAL PROCESS

For disputes arising under the Plan, service of legal process may be made upon the Plan
administrator at the above address. For disputes arising under those portions of the Plan insured by
Metlife, service of legal process may be made upon MetLife at one of its local offices, or upon the
supervisory official of the Insurance Department in the state in which you reside.

ELIGIBILITY FOR INSURANCE; DESCRIPTION OR SUMMARY OF BENEFITS

Your MetLife certificate describes the eligibility requirements for insurance provided by MetLife
under the Plan. It also includes a detailed description of insurance provided by MetLife under
the Plan.

PLAN TERMINATION OR CHANGES

The group policy sets forth those situations in which the Employer and/or MetLife have the right to
end the policy.

The Employe- reserves the right to change or terminate the Plan at any time. Therefore, there is no
guarantee that you will be eligible for the benefits described herein for the duration of your
employment. Any such action will be taken only after careful consideration.

Your consent or the consent of your beneficiary is not required to terminate, modify, amend, or
change the Plan.

In the event your coverage ends in accord with the “Termination of Coverage” provision of your
certificate, you may still be eligible to receive benefits. The circumstances under which benefits
are available are described in your Metlife certificate.
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46

CONTRIBUTIONS
You must make a contribution to the cost of Short Term Disability Benefits and Long Term Disability
Benefits.

PLAN YEAR

The Plan’s fiscal records are kept on a Plan year basis beginning each January 1 and ending on
December 31.

CLAIMS INFORMATION
Claim Submission

For claims for disability benefits, the claimant must complete the appropriate claim form and submit the
required proof as described in the “Claims” section of the certificate.

Claim forms must be submitted in accordance with the instructions on the claim form.

Initial Determination

After you submit a claim for disability benefits to MetLife, MetLife will review your claim and notify you
of its decision to approve or deny your claim.

Such notification will be provided to you within a reasonable period, not to exceed 45 days from the date
you submitted your claim; except for situations requiring an extension of time because of matters
beyond the control of the Plan, in which case MetLife may have up to two (2} additional extensions of 30
days each to provide you such notification. If MetLife needs an extension, it will notify you prior to the
expiration of the initial 45 day period (or prior to the expiration of the first 30 day extension period if a
second 30 day extension period is needed), state the reason why the extension is needed, and state
when it will make its determination. If an extension is needed because you did not provide sufficient
information or filed an incomplete claim, the-time from the date of MetLife's notice requesting further
information and an extension until MetLife receives the requested information does not count toward the
time period MetLife is allowed to notify you as to its claim decision. You will have 45 days to provide the
requested information from the date you receive the extension notice requesting further information
fror MetLife.

If MetLife denies your claim in whole or in part, the notification of the claims decision will state the
reason why your claim was denied and reference the specific Plan provision(s) on which the denial is
based. If the claim is denied because Metlife did not receive sufficient information, the claims decision
will describe the additional information needed and explain why such information is needed. Further, if
an internal rule, protocol, guideline or other criterion was relied upon in making the denial, the claims
decision will state the rule, protocol, guideline or other criteria or indicate that such rule, protocol,
guideline or other criteria was relied upon and that you may request a copy free of charge.

Appealing the Initial Determination

If MetLife denies your claim, you may appeal the decision. Upon your written request, MetLife will
provide you free of charge with copies of documents, records and other information relevant to your
claim. You must submit your appeal to Metlife at the address indicated on the claim form within 180
days of receiving MetLife’s decision. Appeals must be in writing and must include at least the
following information:

* Name of Employee

* Name of the Plan

* Reference to the initial decision

* An explanation why you are appealing the initial determination

As part of your appeal, you may submit any written comments, documents, records, or other
information relating to your claim.




ERISi& INFORMATION (continued)

After MetLife receives your written request appealing the initial determination, MetLife will conduct
a full and fair review of your claim. Deference will not be given to the initial denial, and MetLife's
review will look at the claim anew. The review on appeal will take into account all comments,
documents, records, and other information that you submit relating to your claim without regard to
whether such information was submitted or considered in the initial determination. The person who
will review your appeal will not be the same person as the person who made the initial decision to
deny your claim. In addition, the person who is reviewing the appeal will not be a subordinate of
the person who made the initial decision to deny your claim. If the initial denial is based in whole or
in part on a medical judgment, MetLife will consult with a health care professional with appropriate
training and experience in the field of medicine involved in the medical judgment. This health care
professional will not have consulted on the initial determination, and will not be a subordinate of any
person who was consulted on the initial determination.

MetLife will notify you in writing of its final decision within a reasonable period of time, but no later
than 45 days after MetLife’s receipt of your written request for review, except that under special
circumstances MetLife may have up to an additional 45 days to provide written notification of the
final decision. If such an extension is required, MetLife will notify you prior to the expiration of the
initial 45 day period, state the reason(s) why such an extension is needed, and state when it will
make its determination. If an extension is needed because you did not provide sufficient
information, the time period from MetLife’s notice to you of the need for an extension to when
MetLife receives the requested information does not count toward the time MetLife is allowed to
notify you of its final decision. You will have 45 days to provide the requested information from the
date you receive the notice from MetLife.

If MetLife denies the claim on appeal, MetLife will send you a final written decision that states the
reason(s) why the claim you appealed is being denied and references any specific Plan provision{(s)
on which the denial is based. If an internal rule, protocol, guideline or other criterion was relied
upon in denying the claim on appeal, the final written decision will state the rule, protocol, guideline
or other criteria or indicate that such rule, protocol, guideline or other criteria was relied upon and
that you may request a copy free of charge. Upon written request, MetLife will provide you free of
charge with copies of documents, records and other information relevant to your claim.

Routine Questions

If there is any question about a claim payment, an explanation may be requested from the Employer
who is usually able to provide the necessary information.

Discretionary Authority of Plan Administrator and Other Plan Fiduciaries

In carrying out their respective responsibilities under the Plan, the Plan administrator and other Plan
fiduciaries shall have discretionary authority to interpret the terms of the Plan and to determine
eligibility for and entitlement to Plan benefits in accordance with the terms of the Plan. Any
interpretation or determination made pursuant to such discretionary authority shall be given full
force and effect, unless it can be shown that the interpretation or determination was arbitrary

and capricious. .

STATEMENT OF ERISA RIGHTS
The following statement is required by federal law and regulation.

As a participant in the Plan, you are entitled to certain rights and protections under the Employee
Retirement Income Security Act of 1974 (ERISA). ERISA provides that all participants shall be
entitled to:

Receive Information About Your Plan and Benefits

Examine, without charge, at the Plan administrator's office and at other specified locations, all Plan
documents governing the Plan, including insurance contracts and a copy of the latest annual report
(Form 5500 Series) filed by the Plan with the U.S. Department of Labor, and available at the Public
Disclosure Room of the Pension and Welfare Benefit Administration.
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Obtain, upon written request to the Plan administrator, all copies of documents governing the operation
of the Plan, including insurance contracts and copies of the latest annual report (Form 5500 Series)
and updated summary Plan description. The Plan administrator may make a reasonable charge for
the copies.

Receive a summary of the Plan's annual financial report. The Plan administrator is required by law to
furnish each participant with a copy of this summary annual report.

Prudent Actions by Plan Fiduciaries

In acdition to creating rights for Plan participants, ERISA imposes duties upon the people who are
responsible for the operation of the employee benefit Plan. The people who operate your Plan, called
“fiduciaries” of the Plan, have a duty to do so prudently and in the interest of you and other Plan
participants and beneficiaries.

No one, including the Employer or any other person, may fire you or otherwise discriminate against you
in any way to prevent you from obtaining a welfare benefit or exercising your rights under ERISA. |f your
claim for a welfare benefit is denied in whole or in part, you must receive a written explanation of the
reason for denial. You have the right to have the Plan administrator review and reconsider your claim.

Enforce Your Rights

If your claim for a welfare benefit is denied or ignored in whole or in part, you have a right to know why
this was done, to obtain copies of documents relating to the decision without charge, and to appeal any
denial, all within certain time schedules.

Under ERISA, there are steps you can take to enforce the above rights. For instance, if you requesta
copy of Plan documents or the latest annual report from the Plan and do not receive them within 30
days, you may file suitin a Federal court. In such a case, the court may require the Plan administrator to
provide the materials and pay you up to $1 10.00 a day until you receive the materials, unless the
materials were not sent because of reasons'beyond the control of the administrator. If you have a claim
for benefits which is denied or ignored, in whole or in part, you may file suit in a state or Federa! court.

If it should happen that Plan fiduciaries misuse the Plan’s money, or if you are discriminated against for
asserting your rights, you may seek assistance from the U.S. Department of Labor, or you may file suit in
a Federal court.

The court will decide who should pay court costs and legal fees. If you are successful, the court may
order the person you have sued to pay these costs and fees.

If you lose, the court may order you to pay these costs and fees; for example, if it finds your claim
is frivalous.

Assistance with Your Questions

If you have any questions about your Plan, you should contact the Plan administrator. If you have any
questions about this statement or about your rights under ERISA, or if you need assistance in obtaining
documents from the plan administrator, you should contact the nearest office of the Pension and
Welfare Benefits Administration, U.S. Department of Labor, listed in your telephone directory or the
Division of Technical Assistance and Inquiries, Pension and Welfare Benefits Administration, U.S.
Department of Labor, 200 Constitution Avenue N.W., Washington, D.C. 20210. You may also obtain certain
publications about your rights and responsibilities under ERISA by calling the publications hotline of the
Pension and Welfare Benefits Administration.

FUTURE OF THE PLAN

Itis hoped that the Plan will be continued indefinitely, but ABC Company, Inc. reserves the right
10 Change of ferminate the Plan in the future, Any such action would be taken only after

careful consideration.
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One of America’s most distinguished financial institutions, MetLife has been helping
families and businesses achieve financial freedom for over 130 years. Today,
approximately thirteen million U.S. households and 88 of the nation’s Fortune 100
companies trust MetLife and its affiliates to provide the financial tools and protection

they need to meet life head-on. That's why we ask, have you met life today?®

V1S10n

Retirement can mean so many different things: A life of leisure. New experi-
ences including part-time work or community service. Time to travel, learn or
spend time with family and friends. Regardless of your vision for the future,

you'll want to retire on your own terms, and enjoy a life free of financial wo

A variable annuity can play an impor-
“ tant part in your overall retirement
‘ planning. By investing in a Series C

1 variable annuity from MetLife Investors
USA Insurance Company (MetLife

Investors), an affiliate of Metropolitan

But what can you do to begin working toward your goal of financial freedom? ,

Start building financial freedom with MetLife Investors.
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did you kn OW?

Annuities allow you to generate income that will last as long as

you live — similar to having your own “personal pension plan.”

variable annuities
and your future

accumulation

you invest money in a variety of
investment options that have the potential

to grow on a tax-deferred basis

As you invest for the future,
you will face a number of realities
that can work against you and make
it harder to achieve your goal of
financial freedom. Market downturns
can reduce your account balance and
inflation can eat away at your savings.
When you decide to retire, you may
also run the risk of outliving your

money.

you receive your earnings and principal as

an income stream, much like a paycheck

phases ofa
variable annuity

These risks are very real. However, by
establishing a strategy and investing
wisely, you may be able to reduce
their impact on your retirement port-
folio. Saving and investing for retire-
ment is a long-term process that you
and your financial professional can

begin together.

Why include a variable annuity?
Along with other financial products, a
variable annuity can play a key role in
your overall strategy. That’s because a
variable annuity contains both invest-
ment and insurance features that can

help you:

Potentially accumulate assets more
quickly through tax deferral

- Create a diversified portfolio of
investment options from leading
money managers

» Guarantee future income for your-
self or your beneficiaries

Give yourself a “paycheck” for life




INCrease your money’s
growth potential’

When you invest for the future, you want your money to work as hard as it can
for you. Variable annuities allow you to defer taxes on earnings, transfer assets
between investment options tax-free and contribute as much as you want.? All

of these benefits help your money work harder and potentially grow faster.

Tax-deferred growth

Every year, Americans spend more money on taxes than they do on food, clothing and medical care

combined.’ If you are putting money in a taxable investment, you may be spending more in current

income taxes than you have to.*

By investing in a variable annuity, you are deferring — or putting off — paying taxes on the earnings with-
in your account. This can help your retirement nest egg grow more quickly than if the earnings were
taxed each year. That’s because the earnings are allowed to compound within your account, which
means they can potentially generate additional earnings as well. With a tax-deferred account, you pay

taxes on earnings when you withdraw them at some point in the future, usually when you retire.

Tax rates currently applicable to dividends and long term capital gains are generally lower than rates
applicable to earnings from a tax-deferred investment. The taxable portion of distributions under
annuities and qualified plans is taxed at ordinary income tax rates and a 10% Federal income tax

penalty may apply to this portion if you are under 59%.

1 If you are buying a variable annuity to fund a retirement plan that already provides tax deferral under sections of the Internal Revenue Code (such
as an IRA, 401(k) or 403(b) plan), you should do so for reasons other than tax deferral, since these plans already provide tax deferral. Using a vari-
able annuity to fund these plans provides no additional tax deferral benefit.

2 Investiments of $1 million or more require prior approval by the issuing insurance company.

3 Source: The Tax Foundation, 2004.
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Like IRAs, variable annuities allow you to defer taxes on
earnings until you withdraw them. However, a non-qualified
variable annuity lets you contribute much more.

Tax-free transfers

If your needs change, you have the flexibility to transfer assets between
investment options, free of fees and current taxes (transfers may be restricted

in the event of market timing).* That means you can stay in control of your

investment allocation at all times.

Unlimited contributions?

There are no contribution limits with a non-qualified variable annuity, so you
can add to your account balance by investing more — whenever you want, as

often as you want. Annuities that are considered “qualified” under IRS rules

may impose limits.

4 Tax rates for taxable investments versus tax-deferred investments will vary. Your actual taxes in a given year may be
higher or lower and will vary from year to year depending on your income level, sources and types of income, tax
deductions, tax credits, state income taxes, applicability of Alternative Minimum Tax (AMT), and other factors that
affect your tax rate. Tax laws are subject to change. In 2003, tax changes were put into place that reduced the tax
rates that apply to long term capital gains and dividends. Please check with your tax advisor for details specific to
your situation.

5 MetLife Investors is currently waiving the $25 fee for transfers exceeding 12 per contract year. This variable annuity
contract and the underlying investment portfolios are not designed for “market timing” strategies such as
programmed transfers, frequent transfers or transfers by one or more contract holders that are large in relation to
the total assets of the underlying portfolios. We may limit transfers in circumstances of market timing or other
transfers we determine are or would be to the disadvantage of other contract owners.




build a portfolio with
balance, diversity and efficiency

MCORNINGTAR

At MetLife Investors, we understand that it can be difficult to build a portfolio
that offers the balance, diversity and efficiency you need to invest toward your
long-term goals. That’s why we took special care in selecting the investment

options for our variable annuities.

Our selection process starts with a blueprint of what we want our lineup to
look like, uses the unbiased expertise of Morningstar Associates and allows us
to select each investment advisor and individual investment option with delib-

erate precision.

Met Investors Advisory, LLC is responsible for the selection, retention and/or replacement of each investment
portfolio. The term “Morningstar” refers to Morningstar Associates, LLC. Morningstar Associates is a wholly owned
subsidiary of Morningstar, Inc. Neither Morningstar Associates or Morningstar, Inc. act as an investment advisor to
Met Investors Advisory, LLC or the investment portfolios.

The investment objectives and policies of certain portfolios may be similar to those of other portfolios managed by
the same investment advisor. No representation is made, and there can be no assurance given, that any portfolio’s
investment results will be comparable to the investment results of any other portfolio, including another portfolio
with the same investment advisor or mranager. The portfolio’s investment results may be expected to differ and may
be higher or lower than the investmert results of such other portfolio.
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ENVEST WITH CONFIDENCE
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Each investment option serves a
particular purpose, making it easier
for you to diversify your portfolio.
Our lineup includes a wide range
of investment styles and asset classes,
so you can design a portfolio with

a healthy balance between risk

and reward.

With low overlap in the underlying
securities, our lineup of investment
options can help you reduce the
risk of investing through
diversification.

To ensure that our lineup continues
to meet our stringent selection
criteria, Met Investors Advisory,
LLC and Morningstar Associates
monitor our investment advisors
and individual investment options

on a daily basis.
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did you kn OW?

Investment programs like asset allocation and dollar cost

averaging can reduce the risk of investing.

Optional features make investing even easier:

dvant o cosy way 1o divers o oo e iirent X ?

asset allocation portfolios
With the help of your financial professional, simply choose one of our asset
allocation portfolios' available under your contract based on your risk

tolerance, retirement time horizon and goals.

father not jJump into the marqax

dollar cost averaging
Choose dollar cost averaging® and make periodic, automatic investments —

which can help you ease into the market.

Want to make sure your inve.tment allfocation stays aligned
with your strategy?

portfolio rebalancing
Choose portfolio rebalancing and if your investment mix becomes unbalanced
due to market conditions, we’ll automatically make transfers to bring them
back in line with your original strategy. You can select the frequency for rebal-

ancing transfers.

Customize as you go

If your needs or goals change, you can transfer assets between available investment options, free of

income tax or fees.’

1 The asset allocation portfolios do not assure a profit and may not be appropriate for all investors, particularly those who are interested in
directing their own investments. Inclusion of an investment option in an asset allocation portfolio does not indicate that a particular investment
option is superior to any investment option not included in an asset allocation portfolio.

2 Dollar cost averaging does not assure a profit and does not protect against loss in declining markets. Since dollar cost averaging involves continuous
investment in securities regardless of fluctuating price levels of such securities, the investor should carefully consider his or her financial ability to
continue purchases through periods of fluctuating price levels.

3 Metlife Investors is currently waiving the $25 fee for transfers exceeding 12 per contract year. Transfers may be subject to “market timing” restrictions.




guarantee your income
and protect your beneficiaries

Although the stock market has historically produced solid long-term returns, future performance is

impossible to predict. That’s because past performance does not guarantee future results. At MetLife

Investors, we understand the risks involved in investing, so we have designed our variable annuities

with optional features that can help you protect your investment and guarantee future income

regardless of how the market performs.' All guarantees are based on the claims-paying ability of the

issuing insurance company.

Guarantee future lifetime income?

The optional Guaranteed Minimum Income Benefit (GMIB) can help you
protect your future financial freedom by guaranteeing a predictable income
stream that will last for the rest of your life. Once you've owned your annuity
for at least 10 years, this “income benefit” allows you to begin taking lifetime
payouts that are guaranteed to be at least a minimum amount regardless of
your investment performance or actual account value. The GMIB is available
for 0.50% of the income base deducted from the account value. The GMIB is

only available to purchasers age 75 or younger.

The optional Guaranteed Minimum Income Benefit Plus (GMIB Plus) provides
the same income benefits as the GMIB but also gives you the opportunity, no
more frequently then every three years (and prior to age 75), to reset the value
used to calculate your minimum GMIB annuity income payments to the current
account value.” If the market performs poorly, the GMIB Plus also offers princi-
pal protection (the Guaranteed Principal Option) that gives you the one-time
option (after 10 years) to bring your account value back to the initial principal
amount invested (less withdrawals), instead of receiving GMIB income payments
under the GMIB Plus rider.*The GMIB Plus is available for 0.75% of the income
base deducted from the account value. If you reset the GMIB Plus the maximum
allowable charge is 1.50%.

1 The GMIB, GMIB Plus, GWB, Annual Step-Up Death Benefit, Compounded-Plus Death Benefit and Earnings Preservation Benefit are optional,
can only be elected at the time the contract is purchased and are irrevocable once elected. Under the GMIB Plus, investment options will be
limited. Death benefits, including the Earnings Preservation Benefit, are subject to ordinary income tax to the extent of gain.
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The GMIB guarantees you a minimum level of income for life.
That means you can predict how much income under the
GMIB rider your variable annuity will provide in the future.

The GMIB Plus is only available to purchasers age 75 or younger.

If you elect the GMIB Plus you may only invest in the following asset allocation
portfolios: MetLife Defensive Strategy Portfolio, MetLife Moderate Strategy Portfolio,
MetLife Balanced Strategy Portfolio and MetLife Growth Strategy Portfolio.

You may also convert your annuity into lifetime income under the regular

provisions of your contract at any time.

Guarantee the return of every dollar you invest®

The optional Guaranteed Withdrawal Benefit (GWB) can help you be a more
confident investor by guaranteeing that you can take annual withdrawals up to a
specified amount that over time, equal or exceed an amount equal to the total
amount you invest, regardless of market conditions. Through this “withdrawal
benefit™ you may receive income through regular or periodic withdrawals until
an amount equal to every dollar you invest has been returned to you — even if
your account balance declines to zero due to withdrawals and/or poor perform-
ance. Your withdrawals may begin immediately and continue for a period of
time, depending on how much you take each year. Keep in mind that if you
withdraw more than the maximum specified amount in any year, you may jeop-
ardize your guaranteed return and annual withdrawal amounts. In addition,
withdrawals will reduce the death benefit pro rata, may be subject to withdrawal
charges, income tax and a 10% Federal income tax penalty if you are not yet age
59%4. The GWB is available for 0.50% of the Guaranteed Withdrawal Amount (as
defined in the prospectus), which is deducted from the account value. The GWB

is only available to purchasers age 75 or younger.

2 Since the guaranteed annuity factors are based on conservative assumptions, the level of income guaranteed under
the GMIB (including GMIB Plus) is often less than the income that would be provided by annuitizing under the reg-
ular provisions of the contract. If the regular annuitization provisions are more favorable than utilizing the GMIB, the
contract owner will receive the higher payout. In this situation, the investor would have incurred the GMIB annual
fee and received no additional benefit. In certain qualified plans, any income payments may need to comply with
the required minimum distribution rules. Please consult with your legal/tax advisor.

3 Each election will extend the 10-year waiting period before which you can exercise the GMIB Plus rider and may
increase the annual rider fee.

4 The insurance company guarantees an amount equal to purchase payments deposited within the first 120 days of con-
tract issue, adjusted pro rata (proportionately) for withdrawals. You can only elect the Guaranteed Principal Option
once; if elected, the GMIB Plus rider will terminate and your contract will no longer be subject to the annual fee for
this rider.

5 You may elect ONE of the following only: GMIB, GMIB Plus, or GWB.

6 You do not have to elect the GWB to take withdrawals using the Systematic Withdrawal Program or free annual with-
drawal provisions of the contract.




GUARANTEE YOUR INCOME AND PROTECT YOUR BENEFICIARIES

Guarantee your beneficiaries’ future

If you should die before beginning the payout phase of your annuity, your
annuity will go to your beneficiary(ies) in the form of the death benefit you
chose for your contract.
All guarantees are based on the claims-paying ability of the issuing insurance
company.

principal protection
Our standard death benefit, equals the greater of your account value or your
contributions adjusted proportionately for withdrawals.

annual step-up
An optional death benefit, equals the greater of the Principal Protection benefit
or the highest anniversary account value through age 80, adjusted proportionate-
ly for withdrawals.” The Annual Step-Up Death Benefit is available for 0.20% on
the average account value in the investment portfolios. The Annual Step-Up
Death Benefit is only available to purchasers age 79 or younger.

compounded-plus
An optional death benefit, equals the greater of the Annual Step-Up benefit or your
total contributions, compounded at 5% annually through age 80, adjusted
proportionately for withdrawals.! The Compounded-Plus Death Benefit is available
for 0.35% on the average account value in the investment portfolios. The

Compounded-Plus Death Benefit is only available to purchasers age 79 or younger.

Maximize your beneficiaries’ inheritance

By electing the optional Earnings Preservation Benefit, you can help protect your
assets for your beneficiaries. The additional death benefit — which amounts to 40% or

25% of the earnings’ in your account, depending on your age at issue — is often used

7 The "highest anniversary value” means the highest account value achieved on any contract anniversary prior to the
date of the oldest owner’s death (and prior to owner reaching age 81) adjusted upward for subsequent purchase pay-
ments and reduced proportionately for any withdrawals. On or after this anniversary, the benefit amount remains but
will no fonger increase in value. The charge for this rider will continue to be deducted while the rider is in effect. {




to help pay income taxes on earnings in your account (if any), and may enable you to

leave more of your estate for your beneficiary(ies). The Earnings Preservation Benefit
is available for 0.25% on the average account value in the investment portfolios. The

Earnings Preservation Benefit is only available to purchasers age 79 or younger.

Leave your annuity to your spouse

If your spouse is sole beneficiary, he or she may choose to continue the accumu-
lation phase of the annuity at your death. Upon continuing the contract, the ini-
tial account value will be the greater of the death benefit or the account value. If
you elected the Earnings Preservation Benefit, your spouse can either use the

benefit immediately and add that amount to the death benefit value or continue

the contract with the Earnings Preservation Benefit intact.
Create a living legacy

With the Controlled Payout Plan, you decide how long your beneficiaries will
receive annuity payments after your death. This irrevocable stream of income
offers favorable tax treatment and the potential for rising income if a variable

payout is elected (not available with qualified plans).

See our “Protection Benefits” brochure and the product prospectus for more
details about our Guaranteed Minimum Income Benefit, Guaranteed Minimum
Income Benefit Plus, Guaranteed Withdrawal Benefit, death benefit options and

the Earnings Preservation Benefit.

8 Until the contract anniversary prior to the oldest owner’s 81¢ birthday. On or after this anniversary, the benefit
amount remains but will no longer increase in value. The charge for this rider will continue to be deducted while
the rider is in effect.

9 The portion of the death benefit representing earnings is the difference between the death benefit payable less total
purchase payments that have not already been withdrawn, less any investment gain since the contract anniversary
at which time the oldest contract owner had reached age 80. The IRS may conceivably treat any fees associated with
the Earnings Preservation Benefit as a taxable distribution and may be subject to a Federal income tax
penalty. Please consult with your legal/tax advisor.




didyou KNOW?

|

‘ Although variable annuities are intended to be long-term investments, your
) money is not completely tied up. You can take regular withdrawals or a lump
| sum when youL need it. Some restrictions apply.

take withdrawals
as you need them

Although a variable annuity is meant to be a long-term investment, with this variable annuity you
have the flexibility to withdraw your principal as well as your earnings, free of withdrawal charges, in
the event you need additional income. That means you can take a lump sum, periodic withdrawals
or sign up for systematic withdrawals' — whichever makes the most sense for you — and you won’t

pay withdrawal charges.

Keep in mind that you'll need to withdraw at least $500 at a time. Also, earnings
are subject to ordinary income tax when withdrawn and a 10% Federal income tax

penalty if withdrawn before age 59%.

Withdrawals will reduce your account value and the benefits of any optional riders

that you may select for your contract.

1 If you decide to take systematic withdrawals, you may take up to 20% of your principal each year.




last survivor.

did you kn OW?

By electing a lifetime payout option, you can eliminate the

risk of outliving the money within your annuity.

Many of us enjoy financial freedom
during our peak earning years. By
planning ahead and investing in a
variable annuity as part of an overall
investment portfolio, you may be able
to look forward to financial freedom,
even after you've stopped working.

By electing to begin the payout phase

Payout options

Receive a “paycheck” for as long as you live.

certain number of years if you die earlier than expected.

you die earlier than expected.

guarantee income for life

of an annuity, you in essence begin
taking a “paycheck.” You can elect a
fixed payment (where you'll receive the
same dollar amount each time), a
variable payment (which will vary with
the performance of the investment
options you select), or a combination
of the two.

Receive payments that last throughout your lifetime, but are guaranteed for a

You and your spouse receive a “paycheck” that continues for as long as the

You and your spouse receive payments that will last as long as the last

survivor, but are guaranteed to last a certain number of years, if both of

11




1

-

didyou KNOW?

With an annuity, you're not just buying an investment. You're also buying
insurance protection (in the form of tax-advantaged income and death

benefits) and the ab'lity to generate income you cannot outlive.

have you met life today?®

Regardless of what the word “retirement” means to you, make sure those years
are secure and comfortable. Take the first step and start building your financial

freedom today with a MetLife Investors variable annuity.

next steps to building financial freedom

oot wvath a firanoar poofossion gl
He or she can help you decide on the best investment strategy for you and which

optional features and benefits best meet your needs.

Complele the approurisie paporwark
You'll need to fill out an application and a few other forms, depending on which

features you choose. Your financial professional can help with this too.

Although variable annuities aren’t for everyone, they can play a significant role in
your overall investment strategy. By investing in a variable annuity, you can help
build a retirement nest egg. Then, when you’re ready to retire, a variable annuity

allows you to generate an income stream you cannot outlive.

For more information contact your financial professional.




what you need to know to invest

Most investments have specific guidelines as to the amount you can invest and the age at series

which you can purchase the product. The guidelines for this variable annuity are shown below. s s

investor age limits

90 years old or less at time contract is issued
The later of 90 years old or 10 years after issue in order to convert the account value into a
guaranteed inccme stream.

investment amounts

$25,000
$500
$1 million

what you need to know about fees and expenses

Some of the expenses you'll see below, such as investment option fees, are similar to those you'll find with other investment
products. However, only annuities offer insurance benefits, such as the ability to generate income for life and death benefits,
which provide for your beneficiary(ies) in case you die before you begin to receive annuity payments. The additional fees
related to these benefits are shown below as well.

front-end sales charge

None. That means all of your money goes to work for you, right from the start.

investment option expenses

Each investment option you select will charge applicable fees and expenses to manage the money within that investment
option. In addition, the investment option may impose a 12b-1/service fee. The fees and expenses, which vary by option,
are assessed daily in the calculation of the average account value of each investment option. Please see a prospectus for
specific information.

annual contract fees

Percentage charges are assessed daily, at the annual rates shown, on the average account value allocated to the investment options.
$30'* Waived if account value is $50,000 or more
1.75% (includes Principal Protection Death Benefit and
0.25% Administrative Charge)

annual fees for optional features

0.50% of the “income base™* deducted from the account value
0.75% of the “income base™? deducted from the account value
0.50% of the Guaranteed Withdrawal Amount (as defined in the prospectus), which is
deducted from your account value*
0.20% on average account value in the investment portfolios*
0.35% on average account value in the investment portfolios*
0.25% on average account value in the investment portfolios*

1 Charged on the contract anniversary.

2 A full Account Fee will be deducted upon complete withdrawal from your contract. A pro rata portion of the Account Fee will be deducted from the account
value on the annuity date if this date is other than a contract anniversary.

3 A pro rata portion of the Guaranteed Minimum Income Benefit (GMIB), Guaranteed Minimum Income Benefit Plus (GMIB Plus) and Guaranteed Withdrawal
Benefit (GWB) rider charges will be assessed upon a complete withdrawal from your contract or annuitization of the contract. The “income base” is determined
as provided in the GMIB rider and is not the same as account value.

4 Assessed dai y at the stated annual rate throughout the accumulation phase of the contract.




MetLife Investors

series

VARIABLE ANNUITIES

Flexible premium deferre ]
Issued by: MetLife Inv

MetLife Investors USA insura iy, MetLife Investors Distribution Company and

Met Investors Advisory, LL ‘MetLife companies.

; ion-only when preceded or accompanied by a
prospectus for the MetLife Investc A Insurance Company Series C variable annuity,
and for the investment portf d thereunder. The prospectus contains informa-
tion about the contract’s fea es and expenses, and the investment objec-
tives, risks and policies o; 1g portfolios, as well as other information about
the underlying funding choic the prospectus and consider this information

 carefully before investing.’ ; ility and features may vary by state.

~ Metlife Investors USA Insurance Company Seties C variable annuity has limitations.
There is no guarantee t t:any of the variable investment options in this product will
meet their stated goals or objectives: The account value is subject to market fluctua-
tions so that, when wit| r-annuitized, it may be worth more or less than its
original value. All prod 1arantees are based on the claims-paying ability of the
issuing insurance company. ‘

The term “Morningstar” refers to Morningstar Associates, LLC, Morningstar Associates is

a wholly owned subsidiary of Morningstar, Inc. Neither Momingstar Assodiates, LLC nor

Morningstar, Inc. acts as an investment:advisor. Met Investors Advisory, LLC is responsible

for the selection, retention and/or replacement of each portfolio.

Neithve:r 'MetLife Investors nor its representatives provide tax or legal advice. Clients
should consult their own tax advisor or attarney regarding their particular situation.

* Not A Deposit » Not FDIC-Insured  Not Insured By Any Federal Government Agency
¢ Not-Guaranteed By Any Bank Or Credit-Union ® May. Go Down InValue

MetLlfe Investors USA Insurance Company

MetLife Investors Distribution Company

122 Corpiorate Plaza Drive 7 ; _ »

Newport Beach, CA 92660

© Copyright 2005, MetLife Investor
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MetLife Auto & Home is a brand of Metropolitan Property and
Casualty Insurance Company and its a tes: Metropolitan
General Insurance Company, Metropolitan Casualty Insurance
Company, Metropolitan Direct Property and Casualty Insurance
Company, Metropolitan Group Property and Casualty Insurance
Company, Economy Premier Assurance Company, Economy
Preferred Insurance Company, Economy Fire and Casualty
Company, and Metropolitan Lloyds insurance Company of Texas,
all with administrative home offices in Warwick, Rl. In some
instances, policies are provided by Liberty County Mutual
Insurance Company. Coverage, rates, and discounts are available
in most states to those who qualify.

Metlife

MetlLife Auto & Home
700 Quaker Lane

PO Box 350

Warwick, Rl 02887
www.metlife.com




Your Outstanding Insurance Policy from
MetLife Auto & Home Could Work Even Harder for You

You've probably made significant changes in your life over the years. Perhaps you've expanded
your house, bought a new car, purchased artwork, or equipped your home office with the
latest technology. Now’s the time to make sure your current MetLife Auto & Home insurance

has kept up with your lifestyle.

With just one phone call, let us tell you whether your existing auto and home insurance is
sufficient to cover your current needs. We can also point out where your coverages could be
adjusted and show you discounts that you may be eligible for, which could save you money.
Best of all, this fast, completely hassle-free consultative service is available at no cost to you.

Get the Best Value from Your vO:Q

Thorough Policy Analysis to make sure
your coverages and deductibles fit your
current needs

Security Discount for investing in safety and
security devices to protect your possessions

Mature Homeowner Discount

Multi-policy Discount for insuring both
your home and auto

Special Rewards tor safe drivers

Convenient Payment Options that could
save you money

Call Today!
(888) 605-5004




We’'re More Than Life Insurance

Our Product Overview

Metllfe
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Almost everybody will need life insurance

at some point of his/her life. If there are
people who depend on you financially and
are counting on you to provide for them
for years to come, having sufficient life

insurance is a must.

While you may have some life insurance
already in place, chances are that it is equal
to no more than 3-5 years of your income.
Your loved ones, however, may need finan-
cial support for much longer. Without the
right amount of life insurance protection

in place, they could be exposed to a financial
loss that would affect their lives for years.
Ask yourself, would you like to gamble
with their future by not having a sufficient

amount of life insurance today?

Many people feel that nothing will happen
to them for years to come, but the reality is
that some of these same people will unex-
pectedly pass away each year. So act today,
before it’s too late, and talk to your Finan-
cial Services Representative about making
sure that your dependents have a sufficient

amount of protection after you're gone.

Life insurance can also offer much more
than just pure protection for those you
care about. For example, cash value life
insurance can help you use your insurance
dollars towards building tax-advantaged
accumulation to help fund your future
goals, like children’s college education or
supplemental retirement income or any
other funding needs you may have.
Business succession, estate planning or
legacy building are other applications of
life insurance and how it can help plan
for the future. Best of all, MetLife is one
of the few insurance companies that
offers the whole spectrum of competitive
life insurance product types, so you have
a great selection from which to choose.
Whether you’re looking for policy guar-
antees, affordability, flexibility or equity
based policy growth potential, we can
offer you a policy that can match your
needs. We know life insurance well,

we’ve been doing it for over 135 years.




Unexpected things happen all the time. Disability Income Insurance can also

Many people have auto, homeowners or provide protection for your business. If
renters, health and life insurance to protect you or your partner are unable to work
themselves and their families should an for an extended period of time, the
unfortunate incident occur, but few people coverage provided can help maintain
consider protecting themselves. Should you the business or it could enable a buyout
become unable to work for an extended of the disabled partner, depending on the
period of time due to injury or illness, type of disability insurance purchased
you'll need an income source to péy your~ " and how it is structured.

( ( DISABILITY INCOME INSURANCE CAN PROVIDE COVERAGE TO COVER ALL,
OR A PORTION OF YOUR MONTHLY EXPENSES,

DEPENDING UPON THE COVERAGE YOUR CHOOSE. ))
bills. Other programs, such as Social Disability Income Insurance provides the
Security, may provide some income, if you security that most other income-providing
qualify, but the income provided may not options cannot. MetLife offers several dif-
be enough to pay all your bills. Disability ferent types of Disability Income products
Income Insurance can provide coverage to with varying options that can help protect
; cover all, or a portion of your monthly ; you and/or your business in the event of

expenses, depending upon the coverage you a disability.
! choose. With this coverage, you will have
the security of knowing that your family’s O

i \nces will be protected.




...

Annuities are a long-term growth vehicle Depending on your tolerance for risk

designed to help provide retirement when it comes to investing for your

income. Because it can provide a steady future, there are also options in the types

stream of i11coﬁe, annuities are an excel- of annuities that can be chosen, ranging |
lent way to supplement other retirement from fixed to variable. Fixed annuities

income vehicles, such as Social Security pay a fixed rate of return while variable

and 401(k) plans. Unlike other investments annuities offer investment choices.

and retirement vehicles, annuities offer MetLife offers both fixed and variable

lifetime income with flexible payment annuities to accommodate the different

options. For instance, a deferred annuity ~ needs of each investor.

allows you to save and invest on a tax- . . .
¥ Whether your goal is saving for retirement,

deferred basis with an option to receive . , .
or if you've already reached your retire-

a stream of income in the future, whereas
ment goal and you want to be sure that you

an immediate annuity begins a stream of . . . .
will never outlive your savings, an annuity

income right away or within a short . , .
& Y may be just what you're looking for.

time afterward.

(\( UNLIKE OTHER INVESTMENTS AND RETIREMENT VEHICLES, ANNUITIES
OFFER LIFETIME INCOME WITH FLEXIBLE PAYMENT OPTIONS. ))




Asset allocation strategies are often

employed to aid in diversifying a portfolio
because they help to control risk by
investing in various asset classes, such as
stocks, bonds or real estate. If one asset
class is adversely affected by changes in
the market, other asset classes may offset
the downturn. One way to further diversi-
fy your investments, while also using an
asset allocation strateg);, is to invest in
mutual funds. These products, by design,
are broadly diversified within specific
asset classes and generally actively man-
aged by experienced investment profes-
sionals. Mutual funds are available in a
broad array of asset classes, such as stocks
and bonds, making them excellent choices

for any investor’s portfolio.

Mutual funds are an efficient way to
invest by pooling the resources of many
fund shareholders to purchase a portfolio
of stocks, bonds, and/or money market
instruments to meet a specific investment
objective. Mutual funds are managed by
full-time, professional money managers.
As an investor, you receive shares of the
‘mutual fund in exchange for your invest-

ment dollars.

529 Plans are mutual funds created to
help you save for education needs. Mutual
funds can be a powerful investment
choice for retirement and other savings

needs as well.

Mutual funds and other securities-based

products are available through MetLife

Securities Inc.




Have you ever heard the old saying “people

don’t plan to fail; they fail to plan”? With

a MetLife Securities financial planner, you
have a far greafer chance of achieving your
goals than if you don’t plan. And, the right
financial planner will give you the guidance

you need to:

® SAVE FOR RETIREMENT
® DECIDE HOW TO INVEST
® MANAGE YOUR DEBT

® PROVIDE PROPER
INSURANCE COVERAGE

® CUSTOM-DESIGN PROGRAMS
TO TRY TO ACHIEVE YOUR
SPECIAL GOALS
(buying a home or condo, retiring early,
financing your child’s education and
more)

¢ REDUCE TAXES

MetLife’s financial planning services are
designed to help you achieve your personal
financial objectives. Your individual situa-
tion, priorities and goals are taken into
consideration through every step of the
planning process. Since no two people are
alike, no two plans are alike. That’s why
MetLife uses a one-on-one approach when
developing a financial plan. Our goal is to
provide you with peacé of mind. The peace
of 'mind that comes from knowing that
you have a trusted advisor dedicated to
developing a plan that addresses your

personal financial objectives.




Estate Planning is the preparation for an
orderly administration and disposition of

a persor’s assets and liabilities after death.
Many people delay the process because they
do not see an immediate need. Others feel

that estate planning is something for the

P

wealthy, but when a home, investments,
retirement savings and life insurance
policies are calculated, you may find that
your estate has a much higher value than
you expected. Delaying the planning
process, however, can have a devastating

impact on an estate.

Successful estate planning transfers assets
to beneficiaries quickly, usually with mini-

mal tax consequences, and avoids legal and

financial complications and excessive fees.
The process of estate planning includes
inventorying assets and making a will
and/or establishing a trust, often with an
emphasis on minimizing taxes and easing

estate administration. Estate Planning can

JSE A VARIETY OF PRODUCTS TO HELP YOU BuiLD ~
AND -PROTECT — YOUR FINANTIAL
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help provide for beneficiaries and may bé

necessary to ensure intentions for disposi-

tion of assets are carried out.

Your Financial Services Representative can
work with you and your attorney to help
you with the Estate Planning process, using
a variety of products to help you build—

and protect—your financial legacy.




Business Planning is essential, regardless of
the size of the business, because it provides
a sense of direction. A good business plan
can ascertain the feasibility of starting a
business, help prevent costly mistakes,
provide a timetable for implementation,
establish goals and metrics—both short
term. and long term, and determine how
products are to be positioned. It can also
help in determining the choices to make
for more specific ventures of a business,
such as succession planning, types of
benefits to be offered and choosing a

retirement plan.

Succession Planning is a process that

is employed to successfully transition a
business ertity to new leaders/owners, and
can be utilized by family, small, corporate
and publicly held businesses. The transition
in a corporate or publicly held business typi-

cally consists of a transfer of management,

which, in publicly held companies, can be

chosen by a board of directors. In a family-
owned business, the transition can be more
complicated because it can involve the
transference of both ownership and
management of the business. Transferences
for family-owned businesses, and in some
small and corporate businesses, can be

executed through various means including

buy-sell agreements, lifetime gifts and

| thfough betrothal in a will or trust.

Depending upon the situation, one or
more transfer methods may be employed

to transition a business. A good succession

( ( GOOD BUSINESS PLANNING ALLOWS AN ORGANIZATION TO EASILY
ADAPT AND CHANGE TO SUIT CURRENT MARKET CONDITIONS. ) )

plan includes an analysis of the structure
of the business, effectively communicates
the details of both the transition of

the business and its future direction,
minimizes tax liability and provides for
owners/leaders and/or families for those

vacating the organization.




Vision Care, Medical and Dental Insurance cant tax advantages to both employers and

are benefits that many companies offer to employees. Employers receive an immedi-

. all of their employees, however, there are ate tax deduction for the amount of money

E—

incentives for executives. These executive
fringe benefits can include golden
parachutes, incentive stock options, below
market loans, executive bonuses, on
employer premises gym memberships

and commuter parking expenses. Some of
these executive fringe benefits, such as on
employer premises gym memberships and
commuter parking, are tax-favored and can
benefit both the business and the employee
and can help attract and retain employees.
Each business needs to analyze its structur-
ing to determine what, if any, executive

fringe benefits will benefit the organization.

Companies generally review many differerit
options when choosing a retirement benefit

plan for employees. A qualified plan is the

option many chose because it offers signifi-

. . additional benefits that can be provided as contributed to the plan for a particular year

and employees pay no income tax on
amounts contributed to the plan until those
amounts are actually distributed from the
plan. In addition to providing tax benefits,
qualified plans generally promote retirement
savings and are considered effective in

attracting and retaining employees.

The market place is a dynamic environ-
ment. Good business planning allows an
organization to easily adapt and change to
suit current market conditions. It can also
provide a clear path for the organization to
follow for determining the choices to make
regarding specific aspects of the business.
MetLife can help you sift through the
options available and devise a plan that is

best suited to your business.




we're here
when you're ready

We realize that everyone has his or her own special needs when it comes to planning
for the future. No matter what your goals may be, we can help you achieve them. A
Financial Services Representative, utilizing our varied array of products and services,

can help you prepare to meet your specific needs—whatever they may be.

Your Metlife Financial Services Representative has the knowledge and experience to
help you create a secure future and to achieve the financial freedom that everyone
desires. Take the first step today, and contact your Financial Services Representative

so ycu begin planning for your future.

With over 400 Metlife offices nationwide, there is a local MetLife Financial
Services Representative waiting to speak with you. You can also visit our web site,
www.metlife.com, 24 hours a day, seven days a week, or you can call toll-free
1-800-MET-LIFE to obtain more information about any of our product lines and to

request ta speak with a representative.

have you met life today? ME'".ife

Metropolitan Life Insurance Company
200 Park Avenue

PLODLC T OVERVIE' W BRO (05)4) 0468 4519 New York, NY 10166
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PIANUTS O UNITED TEATURE SYNDICATE INC www.metlife.com
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Institute is the company’s information and policy

, elating to aging, retirement, long-term care and

, Institute, staffed by gerontologists, provides research,
fon, consultation and information to support Metropolitan
ip: ny, its corporate customers and business partners. MetLife,
MetLife, Inc. (NYSE: MET), is a leading provider of insurance and
services to individual and institutional customers

Greenwald & Associates is a full-service market research company with an
e in financial services research. Founded in 1985, Greenwald & Associates
nducted public opinion and customer-oriented research for more than 100

ganizations, including many of the nation’s largest companles and foremost
ssociations.

Mature Market Institute

MetLife

57 Greens Farms Road

Westport, CT 06880

(203) 221-6580
www.MatureMarketinstitute.com
MatureMarketinstitute@metlife.com
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Executive Summary

The Silent Generation — sometimes called the Swing Generation — is a bridge between
the Gl Generation (those who were adults and fought in World War 1I) and the Baby
Boomers. The Silents share some values with the Gl generation, considered by some to be
fiscally conservative and employed at a time when many people received lifetime pen-
sions. Yet, they also share commonalities with the Baby Boomers. They value their
lifestyle and independence, and underestimate their longevity and its implications.

During the first quarter of 2005, the MetLife Mature Market Institute commissioned a
national study of 1,012 pre-retirees and retirees. To qualify for the study, participants had
to be members of the “Silent Generation” — Americans between the ages of 59 and 71
(born between 1933 and 1945), which includes nearly 28.5 million men and women.

Respondents were screened to be a primary or joint decision maker in their household for
financial matters and to have household financial assets, not including housing, of
$100,000 or more. This puts the respondents in the upper half, by financial assets, of all
households headed by someone ages 59 to 71.

The study, which was conducted online between January 27 and February 4, 2005, focused
on the Silent Generation’s behavior, attitudes and concerns vis-a-vis retirement savings
and income, including:

Income and spending patterns

Retirement spending decisions

Knowledge and assumptions about retirement income
Investment allocation

Adequacy of retirement planning

The results of this study demonstrate a number of significant trends. According to the
findings, today’s pre-retirees and retirees are confident that they will have enough money
to live comfortably to at least age 85. Perhaps the last generation to rely heavily on pen-

sion plans and Social Security benefits, a large majority of them were able to retire before
the age of 65.

A majority of those in the Silent Generation have multiple sources of guaranteed income
to carry them through retirement. Most pre-retirees and retirees expect or have fixed
streams of income from pensions, annuities, or both. Those who have these sources of
regular income are much more likely to feel confident about their financial futures, no
matter what their income or asset level. The survey also found that this generation is not
driven to leave an inheritance to their heirs.
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nt about retirement income, many members of the Silent

risk of outliving their retirement assets. Some appear to overes-
r of their Social Security payouts and most probably overestimate
will be able to work part- or full-time during their retirement

) imate their post-retirement expenses, especially healthcare. Most
3-develop a budget for their retirement income and also lack safeguards

ms to result from a strong focus on accumulating retirement assets, versus
¥-they will use their nest egg for post-retirement living. It is also stems from a
[ view of financial risks. Members of the Silent Generation worry frequently,
le, about healthcare costs and stock market downturns, but are not as con-
mbout longer-term issues such as outliving their retirement savings or the possibili-
they will need to provide care to a family member who becomes chronically ill. In
many pre-retirees and retirees say they never worry about longevity risk.

Silent Generation appears to be comfortable with retirement, perhaps because they
count on a steady stream of income. However, due to increased longevity, the uncer-
tainty of the economic climate and unanticipated expenses, they may face hurdles in the
future. Nonetheless, their positive experience with dependable streams of income can set
an example for Baby Boomers and other generations that follow.

Methodology

The MetLife Retirement Income Decisions Survey was conducted for the MetLife Mature
Market Institute by Mathew Greenwald & Associates, Inc. during the first quarter of 2005
and consists of a 14-minute online survey with a total of 1,012 respondents — 503 pre-
retirees and 509 retirees. To qualify for the study, participants had to be between the
ages of 59 and 71, have non-housing financial assets of at least $100,000 and identify
themselves as a primary or joint financial decision-maker for their household. The margin
of error (at the 95% confidence level) is plus or minus four and one-half percentage
points for both pre-retirees and retirees. Percentages in tables and charts may not total
100%, due to rounding.
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Profile of Respondents*

The pre-retirees and retirees polled for the MetLife study represent a broad, cross-section
of respondents. Respondents include an even mix of men and women age59-71anda
diverse range of household income levels.

Pre-Retirees Retirees

Gender :

Male 52% 50%

Female 48% 50%
Age

59 - 61 47% 18%

62 -64 33% 23%

65 - 67 13% : 28%

68 - 71 7% 31%
Average ., .62.4 years 65.4 years
Education

Some High School **

High School Graduate 12%

Some College/Technical School 27%

College Graduate 31%

Graduate Degree 29%

Marital Status

Married 74%
Not Married, Living w/ Partner 2%
Divorced, Separated, Widowed 20%
Single, Never Married 4%




ASSGtS***
1,000 - $149,999
,000 - $249,999
50,000 - $499,999
$500,000 - $999,999
$1 million+

Household Income
Less than $40,000 -
$40,000 - $69,999
$70,000 - $99,999
$100,000 - $149,999
$150,000+
Don’t Know

3 (] I W

Pre-Retirees

37%
63%
1%

14%
26%
30%
21%

8%

8%
23%
33%
22%
12%

2%

Retirees

74%
25%
1%

16%
22%
28%
21%
13%

22%
42%
21%
8%
6%
2%

* Percentages in tables and charts may not total 100%, due to rounding.

** Less than 0.5%.

***Excluding housing.
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Key Findings

Retirees Who Have Both a Pension and an Annuity are Three Times More Likely
to Say Retirement is Much Better Than They Expected

Nearly all members of the Silent Generation (ages 59 — 71) are confident about their
retirement income. This level of security is attributed, to at least some extent, to the fact
that many in this generation benefited from a company pension plan. Also, most in this
generation qualify/qualified for full Social Security benefits at age 65, which will not be
the case for future generations. Nine in ten retirees say that their lifestyle in retirement is
either as gocd as (42%) or better than expected (49%).

Nine out of ten pre-retirees (91%) and 79% of retirees have or expect to have income
from Social Security. In addition, most have other sources of guaranteed income during
retirement. About eight in ten pre-retirees and retirees expect or have fixed streams of
income from pensions, annuities, or both (pre-retirees 84%, retirees 79%).

Specifically, about seven in ten have or anticipate income from regular, guaranteed pay-
ments from a company pension plan during retirement (pre-retirees 71%, retirees 69%).
And nearly one-third (31%) of retirees surveyed say that they receive retirement income
from annuities. Half of pre-retirees (50%) expect income from annuities in the first year
of their retirement.

In 2004, which were sources of income for you*, regardless of whether you spent
it, saved it, or reinvested it? [Pre-Retirees: During your first year of retirement,
which do you expect will be sources...]

(o]

Savings or Investments 87%
9 87%

Company Pension Plan 71%

{providing regular guaranteed payments) 69%
Money from Workin F 55%

4 9 N 20
Annuities 50%
(providing a regular stream of income) 31%

19% [l Pre-Retirees (n=503)
14% B Retirees (n=509)

Rent from Property

Money from Family | 1o,
(not including an inheritance) 5%

*If married: and your spouse
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0%) and pre-retirees (83%) are confident that they will have enough
comfortably to at least age 85. Confidence levels rise among those with
eams of income in place beyond Social Security. Those in the Silent

who have or anticipate retirement income from both a pension and an

Fare more likely than those with neither to feel somewhat or very confident that
ill have enough money to live comfortably until at least age 85 (94% vs. 82%).

How confident are you that you will have enough money to
live comfortably if you live to 85 years of age?

[l Pre-Retirees (n=503)
[l Retirees (n=509)

63%

2% 19,
[ -
Very Somewhat Not too Not at all
confident confident confident confident

Retirees who have regular income from either a pension or an annuity are more than
twice as likely as those with neither to say that retirement is much better than they
expected it would be (25% vs. 11%), and those who have both a pension and an annuity
are three times as likely (32%).
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A Generation That Witnessed More Job Security, Retirees and Pre-Retirees
Gravitate Toward Annuities and Investments That Provide Lifetime Income

The Silent Generation spent their working years during an era that was generally more
stable for employees. Hence, it is not surprising that fixed income is very important when
pre-retirees and retirees are deciding how much money they can spend during retirement.
In fact, three-quarters of respondents say the amount of income they expect to receive
from fixed sources is an extremely or very important factor in deciding how much money
they spend in the current year (pre-retirees 77.%, retirees 78%).

This sense of stability carries over to their retirement savings patterns as well. Over half of
pre-retirees (55%) and retirees (53%) have part of their assets in annuities. Most (87%)
pre-retirees and retirees have savings, investments or insurance that will provide addition-
al sources of income in retirement.

Nearly three in ten pre-retirees (29%) and retirees (27%) have 1% to 20% of their retire-
ment savings in annuities; an additional 26% of both groups have 21% to 100% of their
retirement savings in annuities. Among retirees, women (59%) are more likely than men
(47%) to own an annuity.

The percentages of respondents who own fixed and variable annuities are roughly equal:
Among annuity owners, two-thirds of pre-retirees (66%) and six in ten retirees (59%)

report owning variable annuities, and about six in ten of each group own fixed annuities
(60%, 62%). [These figures include a share who own both types.]

Are those annuities fixed or variable?

Base: Have annuities When you bought your fixed/variable
it an immediate annuity that provideg
income from the start, or was it a defg

Pre-Retirees Retirees
(n=259) (n=255)

Don’t Fixed Annuity Holder

Know .
5% Immediate

Deferred
Don't know

Don’t
Know

Both
30% Fixed
31%

Variable Annuity Holder

Immediate
Deferred
Don't know

-10-
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¥ Silent Generation Retirees/Pre-Retirees Believe It's Important

ns that the Silent Generation will carefully budget for and leave an
eficiaries, most of today’s retirees and pre-retirees view leaving an
anyone other than their spouse as relatively unimportant. Fewer than half
) and pre-retirees (43%) say it’s important. This may result in a greater
nowing that they have more discretionary money to spend or to give to
ile they are living.

¥ more common for those who are 65 years of age or older to place importance on
n inheritance than it is for younger pre-retirees and retirees (53% vs. 40% pre-
50% vs. 38% retirees).

" How important a goal is it for you personally to leave an inheritance to anyone?
[If married: other than your spouse]

Very/Somewhat Important ]
to Leave an Inheritance .| [J] Pre-Retirees (n=503)

[l Retirees (n=509)

BY AGE BY USE OF ADVISOR
53%

48% 50%
o

39%

37%

59 to 64 65 to 71 With Advisor‘ No Advisor

In terms of planning, only one-third of retirees (35%) and pre-retirees (33%) factor the
amount of money they want to leave as an inheritance into their current spending deci-
sions. By comparison, more than two-thirds of both groups factor lifestyle goals into their
spending decisions (68% for pre-retirees, 72% retirees). Respondents who work with a
financial advisor tend to place a higher priority on leaving an inheritance than those who
do not (48% vs. 37% for pre-retirees; 50% vs. 39% of retirees).

-11-
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Silent Generation Retirees Build Sizeable Nest Eggs, But Are Less Savvy About
Cash Flow Issues and Retirement Income

The most affluent half of today’s Silent Generation retirees and pre-retirees have done a
solid job of saving for retirement; they have built sizeable nest eggs and they protect
their funds through diversification. Nearly all of these pre-retirees (96%) and retirees
(95%) have retirement savings in at least two of the following categories: equities, bonds,
accounts with fixed rates of return, annuities, and other investments. Relatively few of
the retirees get income from property (14%), working (12%) or family members (5%).

While many have a healthy nest egg, many pre-retirees appear to be over confident
about the anticipated size of their retirement income. They also appear to be underesti-
mating their retirement expenses. On the income front, for example, nearly half of pre-
retirees who expect Social Security think their payouts will equal 30 percent or more of
their pre-retirement income (48%). Among retirees who receive Social Security, however,
only one-third (37%) currently receive payouts of this size. According to the Social
Security Administration, the average Social Security payment for 2005 is $955 per month.

Thinking about the amount of Social Security you* [Pre-Retirees: expect to] receive,
how much is that as a proportion of the income** you received
prior to retiring [Pre-Retireés: your current income]?

Base: Have/expect income from
Social Security

[l Pre-Retirees (n=460)
[l Retirees (n=403)

55%

Lessthan 30% 30% - 59% 60% - 100% Don’t know

*If married: and your spouse
**if married: your combined income

-12-
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terms of spending, nearly two-thirds (63%) of pre-retirees expect to spend less in retire-
ment than they did during the years leading up to retirement. Based on the experience of
aurrent retirees, however, down-shifting is more likely to be the exception than the norm.
Roughly one-quarter (28%) of today's retirees report a lower level of spending during
retirement, while most (51%) say that they spend about the same. One in five retirees
(19%) say they spend more in retirement than they did before they stopped working.
Retirees who are single (38%) are more likely than married retirees (24%) to spend less

money in retirement than they did before. Still, two in three retirees (65%) say less than
70% of their spending was on necessities.

One reason for the discrepancy between pre-retiree expectations and retiree experience may
be unanticipated healthcare costs. While only 31% of pre-retirees expect to spend more on
healthcare in retirement — and 16% expect to spend less — half (50%) of retirees indicate

that their healthcare expenses are higher post-retirement. Only 8% of retirees report lower
healthcare bills.

How [expected] retirement spending on health care compares to pre-retirement spending

Base: Those who estimated health
care spending in 2004

[ Pre-Retirees (n=481)
[l Retirees (n=494)

53%
3% 50%

Less Same More
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Although they’ve carefully saved for retirement, the Silent Generation has done a less solid
job of planning out their retirement income to make sure it will safely last as long as they
do. One-third (34%) of pre-retirees have never tried to calculate how much monthly income
they will need in retirement. A larger percentage of pre-retirees (42%) and retirees (43%)
have not estimated how much return their investments will produce each year, on average,
over the next ten years. Additionally, nearly half (45% of pre-retirees and 47% of retirees)
have not estimated the annual rate of inflation over the next ten years.

Have you tried to figure out how much
monthly income you* will need in
retirement?

Base: Pre-Retirees (n=503)

*If married: and your spouse

What do you estimate (...) will be,
on average, over the next ten years?

.. the percentage return ... the annual rate
on your investments of inflation
47%
45%

Il Pre-Retirees (n=503)
Il Retirees (n=509)

429, 43%

Percent Who Percent Who
Don’t Know Don’t Know

Perhaps as a result, many members of the Silent Generation do not have safeguards
against overspending — “rainy day"” funds are in place, but many are uninformed when it
comes to how much they need to live on. The majority of retirees (60%), for example,
draw on their retirement savings and investments (regularly or occasionally) as a source of

income for living expenses with one-quarter (24%) using them as a regular source.
Among those who dip into their savings, most (60%) do not have any pre-determined
limit on the amount that they are willing to withdraw.

When looking at the relationship between a retiree’s assets and the likelihood that he
will withdraw savings/investments for living expenses, the study found that those with B
higher assets are more likely to use savings and investments as a regular source of fundl
to pay for living expenses. Those retirees who work with a financial advisor are mo
ly than those who do not use a financial professional to use these funds as a regul
source for living (31% vs. 17%). Nearly three in ten (29%) retirees with assets of

or more use their savings on a regular basis, compared with 17% of retirees with &
$250,000. Approximately one-third (37%) of retirees with $250,000+ in assets say
“never” or “only in the case of an emergency” touch their savings/assets, compa
46% of retirees with assets below $250,000.

-14 -
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jion Retirees and Pre-Retirees are Financially Near-Sighted, Especially
pto Longevity Planning

bers of the Silent Generation worry frequently about healthcare costs and
dips, but indicate that they are not as worried about less immediate issues

Jving adequate income throughout their retirement or having to provide care to
pmember who becomes ill or infirm.

bn one-half and one-third of retirees and pre-retirees worry at least once a month
short-term financial stresses such as a rise in the cost of medical care (reported by

P pre-retirees and 40% of retirees) or a drop in the stock market (reported by 44%
pe-retirees and 39% of retirees). But relatively few think about longer-term concerns
;- as how unexpected longevity could affect their financial security in retirement (19%
M 16% respectively) or that they may need to provide care to a family member (24%
hd 22% respectively). In fact, 34% of pre-retirees and 43% of retirees say they never
about living longer than expected.

e reason for this is probably that a number of people in the Silent Generation are

[ underestimating how long they will live. Three in ten pre-retirees (30%) in good health

¥ and one in three (33%) retirees in good health estimate that they will live shorter than the
- average life expectancy for their age.

Among those in good health

Pre-Retirees Retirees
30% 33%
Estimated Estimated
shorter shorter
~] than average than average
lifespan lifespan
\

-15-
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Index Selector™

Metlife




Index Selector

ASSET ALLOCATION IS AN IMPORTANT PART

OF YOUR OVERALL PLAN TO ACHIEVE YOUR
FINANCIAL GOALS.

An Asset Allocation Questionnaire, which should be completed
with the assistance of your Registered Representative, can help
you define your comfort level with investments, or risk
tolerance (i.e., whether your attitude toward investments is to
be conservative or aggressive, or falls somewhere in between).
The Index Selector strategy, with allocations suggested by
Standard & Poor’s Investment Advisory Services LLC (SPIAS),
may be used as a tool for suggested broad allocations of your
assets. There are five models that correspond to the result of
your Asset Allocation Questionnaire.

THE INSTANT DIVERSIFICATION STRATEGY

The Index Selector asset allocation strategy seeks to diversify
your assets in cne of the five allocation models that range from
conservative to aggressive. Each model has a different
percentage of some cr all of the five index portfolios and the
Fixed Account.

The index portfolios are designed to track the return of popular
benchmark indexes of each asset class. The portfolios tend to
hold many of the same stocks or bonds that are tracked by
the actual index. Of course, there is no guarantee that an
index portfolio will achieve the performance of the index.

Index Selector is an investing strategy designed for investors who are
an easy way to allocate their assets in accordance with their risk te
who seek to track the returns of market performance benchmar.
Selector cannot guarantee a profit or protect against

An investment in the Money Market Portfolio is not insured or guaranteed by the Federal Deposit
other government agency. Although the Portfolio seeks to preserve the value of your investment at
to lose money by investing in the Portfolio. Variable universal life insurance and variable annuity p

only, which is available from your registered representative. You should carefully consider the produ
expenses, and the investment objectives, risks and policies of the underlying portfolios, as well as other:
funding options. This and other information is available in the prospectus, which you should re
availability and features may vary by state. All product guarantees are based on the claims-payi
Company. The investment experience and the cash surrender value of a policy will fluctuate so th
surrender value may be worth mare or less than the sum of your premium payments.

While diversification through an asset allocation strategy is a
useful technique that can help to manage overall portfolio risk
and volatility, there is no certainty or assurance that a diversified
portfolio will enhance overall return or outperform one that is
not diversified. An investment made according to one of these
asset allocation models neither guarantees a profit nor prevents
the possibility of loss.

HOW IT WORKS

Your registered representative can assist you in completing an
Asset Allocation Questionnaire, which can help you determine
your risk tolerance level. The result will point you to one of the
five Index Selector models shown. Once you've made your
choice, 100% of your money goes into that model. Over time,
market fluctuations will likely change the account balance in the
various portfolios you have selected. In order to maintain the:}
allocation of the Index Selector model you chose, your accous
will be automatically rebalanced every calendar quarter.

We will implement the Index Selector strategy using A4

percentage allocations of the model that was in effect whe
elected the Index Selector strategy. You should consider
it is appropriate for you to continue this strategy over
your risk tolerance, time horizon or financial situation
We reserve the right to modify or terminate the Index
strategy at any time for any reason.




Index Selector Models

RISK TOLERANCE

This portfolio is generally appropriate for 20% - 20%

someone who may need his or her money FIXED ACCOUNT/FIXED INTEREST
il.l a fe\{v years' a.nd wants to tal_<e mlmm_al ACCOUNT OR BLACKROCK

risks with their investments. This portfolio .

may also be appropriate for people who MONEY MARKET

want to lower their axposure to high-risk LEHMAN BROTHERS AGGREGATE
investments, while still seeking some BOND INDEX PORTFOLIO

growth, 60%

METLIFE STOCK INDEX PORTFOLIO
METLIFE MIDCAP

10% STOCK INDEX PORTFOLIO
RUSSELL 2000
INDEX PORTFOLIO
MORGAN STANLEY EAFE"~
INDEX PORTFOLIO

MODELS LEGEND

5%

This portfolio is gererally appropriate for
someone with a short to intermediate
time-horizon who wants growth without
risking the majority of the investment.
This portfolio may also be suitable for
people who intend to use some of their
investment within the next few years, but
also want more growth opportunity. 50%

35%

This portfolio is generally appropriate for
people with an intermediate time-horizon
who want growth, while minimizing risk.
This model enables someone to protect a
portion of their assets, while still seeking
a reasonable rate of growth with the
balance.

This portfolio is generally appropriate for
people with long time-horizons, who can
also tolerate market volatility. This
portfolio provides the possibility of high
growth, but helps to temper the sharp
swings of a pure stock portfolio.

This portfolio is generally appropriate for 60%
individuals with long time-horizons and
very aggressive investment goals. They
want the high growth of a pure stock
portfolio, and can also tolerate the
extreme price fluctuations this type of

portfolio may sustain.

* The BlackRock Money Market Portfolio may
be used in place of the Fixed Account for C
Class Preference Plus Select® or for
Preference Plus Select® contracts issued in
New York and Washington with the
optional Guaranteed Minimum Income
Benefit,




e Dadex Selvetor model pontfolios (\aalvsis) in this docioment have been specially prepared by Staudard &~ Poor’s Investinent Advisory Services LI
CNPIAS 3w registered fvestinent adviser aid a wholly-owned subsidiory of The McGraw-Hill Companics, Inc. “Sc~P" and “Standard ¢~ Poor’s™ are
tatdcanarhs op The Mo Ll Conpenies, Tne. and have been licensed for use by MetLife. SPIAS is not affiliated with MetLife and its affiliates. SPIAS
dovs ot act cs “fuuet iy o as an “ivestmient wanager”s as defined wnder ERISA, to any investor. SPIAS does not provide advice to Metlife's Clients
aned Clents” plon participants, In applying particudar asset allocation modvls to their individual sitwations, qualificd retirement plan participants and
beneliciaries Bould consider their other assets, inconie wnd iinestiients (e.g., cauity in a home, IRA investuents, savings accounts and interests in other
grulified and swongualified plisi o addition to their interests i the qualified retirement plan, Other investment alternatives having similor risk and
retin characteristics to the fisids naned in ihe assct allocation wodel ny be available under the qualified retirement plan in which an employee or
beneficiary participat s, Qualificd pha participants and beneficiaries should contact their plan adininistrators to obtain information on other imvestment
alternatives. Analytic services and prodiects provided by Standard < Poor's are the result of separate activitics designed to preserve the independence and
objectivity of cach analytic process. Standard & Poor’s las established policics aitd procedures to maintuin the confidentiality of non-public information
received dur ng cacl analytic process, This product is not cadorsed, sold or promoted by SPIAS and its affiliates, and SPIAS and its affiliates make no
representation regarding the advisabiliny of investing in the product. Wit respect to the analysis suggested by SPIAS in this brochure, investors should
realice that such info. mation is provided only us a gencral guideline and is current only as of the time it is delivered to MetLife. Due to the nature of Index
Sclector, the allocation perce tages shown in this brochure will abvays apply w0 accounts participating in the Index Sclector Strategy opened while this
brochure is current. The allocation percentages shown in this brochure will not change for contracts that elect the Index Selector Strategy while this
brochure is current even if SPLXs suggestions change in the future, SPIAS does not have any discretionary authority or control with respect to purchasing
or sclling securitics or moking other investinents for investors. There is no agrecnent or understanding whatsoever that SPIAS will provide individualized
advice to a1y imvesior. SPIAS does ot tahe into account any tiforimation about any investor or any investor’s assets when creating, providing or
maintamng y any model. higividual investors should altimately rely on their own Judgment and/or the judgment of a financial advisor in making their
investient decisions. SPIAS nuikes no warranties, expressed or implied, as to cesults to be obtained front use of information provided by SPIAS and used
i this service, and SPIAS expresshy disclaims all warrantios of merchantability or fituess for a particular purpose or use with respect thereto. While SPIAS
fs obtained information believed to be reliable, SPIAS shall not be liable for any claims or losses of any nature in connection with information contained
in this doct ment, ir chading bt not limited to, lost profits or prnitive or consequential danages, even if it is advised of the possibility of smuc.

SPIAS siay include i medel portfolio, otherwise present as an investinent option and/or recommend for investment certain funds to which Standurd
& Poor's or an affil'ute licenses certuin intellectual propertys, provides pricing or other services, or otherwise has a financial interest, including exchange-
traded fun ls whose imvestrent objective is to substantially replicate the ret ns of a proprictary Standard ¢~ Poor’s index, such as the S~ 500, SPIAS
inchudes these funds iamodels, otherwise presents thens as o imvestment option and/or reconmmends then for investment based on asset allocation, sector
representa ton, liguadity aind other factors; however, SPIAS has o poteatial conflict of interest with respect to the inclusion of these funds. I cases where
Standard S~ Poor'’s or an aifiliate is paid fees that are tied to the amount of assets that are invested in the fund or the volume of trading activity in the
fund, investiment in the fund will gencrally vesult in Standard & Poor’s or an affiliate carning compensation in addition to the fees received by the SPIAS
i conmection with its provision of services. It should be soted that i wmany cases there are alternative funds that are available for investient that will
provide investors substantially similar exposire to the asset class or sector, Standardes Poor’s maintains the Se-P 500 and its other proprictary indices with
the goal o, representing the asset class or sector that the index represents aite not for purposcs of achieving specific investment returns.

A investaient based wpon any of these index selector models should only be made after consulting with a registered representative and with an
tderstarding of the rishs associaied with aiy investinent in securities, including, but not limited 1o, market risk, currency risk, political and credit risks,
the risk o cconomiic yecession aid the risk that issuers of securitios or general stock market conditions may worsen, over time, As with any investient,
tvestinentt returns and principal value will fluctuate, so that when redeemed, an investor’s shares mmay be worth more or less than their original cost. The
fiwancial advisor is responsible for client suitability. While diversification through an asset allocation strategy is a useful technique that can help to manage
overall pertfolio risk und volutility, there is no cortainty or assurance that a diversified porifolio will enlance overall return or outperfori one that is not
diversific . An investiment made according 10 one of these asset allocation models neither guarantees a profit nor prevents the possibility of loss.

Index Selector is available with the following products:

Variab'e Annuity:

w Preference Plus Select *

m Preference Plus Accouat

= Enhanced Preference P us Account
& Metli‘e Financal Freedom Select

Variakle Universal Life:
m Equity Advantage Variable Universal Life

* Index Selector is not available if The Predictor Plus is selected as an option with Preference Plus Select.

have you met life today?°

INDEX SEL BROCH (0605) 0504-7704
© 2005 METLIFE, INC.  E04067AGV(exp0606)MLIC-LD
PEANUTS © United Feature Syndicate, Inc.

MetlLife

Metropolitan Life Insurance Company
200 Park Avenue

New York, NY 10166
www.metlife.com

INSURANCE MARKETPLACE
STANDARDS ASSOCIATION
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Auto Insurance

Serve You . . .

>>m:._._“m >c_fo & IoBm

:szﬁmm a br, n_~
Metropolitar n Property and Casualty Insuy ﬁ::u and its




A Great Deal

Owning a car is now more costly than ever.
You need value and service from your
insurance company . . . and MetLife Auto &
Home can provide you with both.

* Diminishing deductible for claim-free drivers*
® 24/7 Live! Claim Service X
* Flexible payment plans to fit your budget

Get the coverage and service you need from a
¢ompany you can trust. Contact us today at;

1 800 GET-MET 8
(1-800-438-6388)
www.metlife.com/mybenefits

*Subject to state availability.
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MetlLife Foundation is a tax-exempt organization under
Section 501(c)(3) of the Internal Revenue Code. Established by
Metropolitan Life Insurance Company in 1976, MetLife
Foundation is classified as a private foundation as defined by
Section 509(a).

The Foundation was created for the purpose of supporting
various scientific, educational, health, civic and cultural organi-
zatlons. The primary objective of the Foundation is to assist
tax-exempt organizations through a program of financial sup-
port, particularly in the communities in which MetLife has a
major presence. The Foundation continues a tradition of corpo-
rat¢ coniributions and community involvement begun and
carried forward by MetLife since 1909.

Contributions Guidelines — The Foundation limits its sup-
port to tax-exempt organizations in the areas of health,
education, civie affairs and culture. In addition to grants made
within these program areas, the Foundation contributes to
United Way campaigns in locations where MetLife has employees.

On vceasion, the Foundation establishes particular areas of
interest for emphasis within a program area. When this is done,
the Foundation actively searches out promising opportunities
for grants.

Because funds are limited, the Foundation cannot act favorably
on all the worthy requests received. Each vequest is reviewed to
determine its general eligibility and conformity to the guide-
lines, the Foundation's budget, program priorities and
geographical considerations.

Program Areas and Priorities — In order to use
Foundation funds effsctively and prudently, priorities have been
idéntified for each program area. In addition, the Foundation
enjphasizes programs that are national in scope and gives
special consideration to requests from communities in which
MeiLife has a major preserce.
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In tlJe areq of health, the Foundation’s goal
18 to assist in tmproving the level of health
throtgh national health and safety education
and iliness prevention initiatives. Emphasis
is placed on programs that can reach young
people, older adults, minorities and other
at-risk groups.

In the area of education, the Foundation’s goal
18 to promote the acquisttion of knowledge and
skills and to strengthen education.

In the area of civic affairs, the Foundation’s
goal is to help strengthen the social and
economic fabric of our communities, to
increase opportunities for groups at a
disadvantage, and to build self-sufficiency.

In the area of culture, the Foundation’s goal
1s ta enrich sociely’s cultural resources on
the national and regional level and to
contribute to the vitaiity and quality of life.
Coniributions are made to organizations to
provide opportunities to bring cultural
experiences to broader audiences.

Grants are made for:

M Health education and pro-
motion to help individuals
of every age lead healthier
lives

Grants are made for:

B Organizations improving

the quality of public educa-

tion at the elementary and
secondary school level
through programs with
broad application

W Programs developing edu-
cational opportunities for
those at risk

Grants are made for:

® Programs to increase
access and opportunity for
socially and economically
disadvantaged groups

W Programs to provide afford-

able housing and needed
community services

Grants are made for:
B National arts centers

B Major museums and perform-

ing arts organizations with
national or regional reach
B Puyblic media, traveling
exhibits, performances and
tours that bring cultural

opportunities to diverse audi-

ences across the country

B Safety promotion and

education

Regional accredited
colleges and universities
through the Matching Gift
Program

National Merit and
Achievement Scholarships
for children of MetLife
employees

Programs providing con-
structive activities and safe
spaces for young people in
the non-school hours.

Volunteer initiatives

Organizations providing
access to the written,
performing and visual arts

Arts education and
programs.for young people

Organizations working to
improve the management
and fiscal capabilities of

arts organizations







MARK MORRIS DANCE GROUP
CELEBRATING TWENTY-FIVE YEARS

More than 100 performances, all with live music
5 world premieres in dance and opera

10 city UK. tour

25 city U.S. tour

Special events coast fo coast

March 2006 month-long celebration:
performances at the Mark Morris Dance Center
and the Brooklyn Academy of Music,

photo exhibits, films, lectures, parties and more

JOIN THE CELEBRATION
Visit us at www.mmdg.org/25th

ﬁ -
' >__HH“—N Metlife Foundation

Premiere Sponsor National Tour Sponsor

Photo: Dido & Aeneas by Cylla von Tiedemann

Discalced, inc., 3 Lafayette Avenue, Brooklyn, NY 11217-1415
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Background

MetLife Foundation began its Awards for
Medical Research program in 1986 to recognize
scientists who have made significant
contributions to the understanding and
treatment of Alzheimer’s disease. At the heart of
the program is a belief in the importance of
basic research, with an emphasis on providing
scientists with an opportunity to liberally
pursue ideas.

Since the program’s inception, the Foundation
has awarded over $9.5 million dollars in personal
prizes and grants, the use of which has been
directed solely by the award winners.

Due in part to the work of some of the dedicated
and innovative scientists on the following pages,
research efforts have been successful in
identifying some of the underlying factors
causing Alzheimer’s disease.

MetLife Foundation would like to thank the
award winners for their imaginative
investigations, and offers its sincere hope that
the Awards for Medical Research will have
nurtured the creative spirit of scientific
investigation on its flight to discovery of a cure.

The eagle
symbolizes the
creative spirit of
scientific investigation
on its flight
of discovery.
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John C. Morris, MD

Harvey A. and Dorismae Hacker Friedman Distinguished Professor of Neurology, Professor of

Pathology and Immunology and of Physical Thera

Washington University School of Medicine, Director,

Dr. Morris has spent the last 20 years studying the
relationships and distinctions among changes in
the brains of healthy people, people with mild
cognitive impairment, or MCI, and people with
Alzheimer’s disease. His goal: distinguish truly
healthy cognitive aging from mild cognitive
impairment and the earliest symptomatic stage of
Alzheimer’s disease (AD).

Dr. Morris joined the dementia research program
at the Department of Neurology at Washington
University in 1984. He used his neurology
training to explore the clinical aspects of
Alzheimer’s and other dementias. He used his
neuropathology training to inaugurate clinico-
pathologic correlative studies at the institution’s
Alzheimer’s Disease Research Center. - |

In 2001 Dr. Morris provided evidence that senile
plaques, in the form of diffuse amyloid deposits
distinguished a brain at the onset of Alzheimer’s
from one aging normally. The plaques may begin
many years, even decades, prior to any outward
sign of abnormal brain function or dementia.
Although an individual may be asymptomatic,
Dr. Morris noted that the disease process already
could be underway so that by the time the first
Symptoms appear, the patient already has
substantial damage to brain cells. His observation
suggests that truly effective treatments for
Alzheimer’s may need to be introduced before
symptoms appear.

Dr. Morris proposed that recognizable subsets of
people suffering from mild cognitive impairment
are actually in the earliest symptomatic stage of
Alzheimer’s. For these people, he claimed, MCI is
not a risk factor for the disease, it actually is the
disease.

Dr. Morris’s observations have led to the search for
specific markers or traits that can be used to
detect the presence of Alzheimer’s in asympto-
matic persons. They have also influenced the
growing number of preventive, as opposed to
treatment, trials for the disease, .

, Director, Alzheimer’s Disease Research Center,
Center for Aging, Washington University

The process by which Dr. Morris and his
colleagues address the question of when
Alzheimer’s begins requires careful and compre-
hensive characterization of study participants.
Their work has resulted in an extensive series of
studies that correlate cognitive capabilities with
the progress of the disease in the brain. These
studies have articulated the relationships and
distinctions among the healthy aging brain, MCI
and AD.

The scope and detail of Dr. Morris’s work have
provided the basis for national and international
standards for the clinical assessment of
individuals with Alzheimer’s. These measures
include the Clinical Dementia Rating, or CDR,

* which is the worldwide standard for the clinical

determination of the presence and severity of
dementia in studies of AD. The clinical diagnostic
methods he has helped develop are superior to
any current biomarker for accurately diagnosing
the disease. He has established there is a clinically
detectable subset of MCI that represents the
earliest symptomatic stage of AD. And he has
identified a preclinical stage of AD that is an ideal
target for potential therapies.

Dr. Morris’s work has fundamentally changed the
way researchers view normal aging, MCI and
Alzheimer’s. It has placed him among a small
group of pre-eminent clinical scientists whose
accomplishments and leadership have set the
research agenda for this field of study.

Dr. Morris received his MD from the University of
Rochester School of Medicine and Dentistry. He
joined the Washington University School of
Medicine as a postdoctoral Fellow in neurophar-
macology. Dr. Morris has become a leader at the
institution as Director of the Center for Aging and
the Alzheimer’s Disease Research Center. He is on
the Board of Directors of the Alzheimer’s
Association and the Editorial Board of
Neurologist magazine.
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Ronald C. Petersen, MD, PhD

Professor of Neurology, Cora Kanow Professor of Alzheimer’s Disease Research, Director, Mayo
Alzheimer’s Disease Research Center, Mayo Clinic College of Medicine, Rochester, MN

Dr. Petersen has been a cognitive neuroscientist
dating back to his PhD in 1972 when he studied
human memory function. He then spent 4 years
in the Army Biomedical Research Laboratory
doing psychopharmacology of human memory.
From the Army he went on to medical school
where he studied neurology. His career has been a
natural progression from the study of how the
brain works to the study of the disease notorious
for destroying brain function.

In 1999 Dr. Petersen gained significant attention
when he published a report entitled Mild
Cognitive Impairment: Clinical Characterization
and Outcome. The report detailed the findings of
a study in which subjects with memory failure
beyond that expected for their age and education,
yet short of dementia, were compared to a healthy
control group and a group with mild Alzheimer’s
disease.

The three groups of individuals were compared
on demographic factors and measures of
cognitive function. The report noted that the
primary distinction between control group and
subjects with MCI was in the area of memory,
while other cognitive functions were comparable.
However, when the subjects with MCI were
compared with the patients with mild
Alzheimer’s, memory performance was similar,
but the Alzheimer’s patients were more impaired
in other cognitive areas as well. Performance
measured over time demonstrated that the
subjects with MCI declined at a rate greater than
that of the controls but less rapidly than the
patients with mild Alzheimers. '

The study was among the first to show that
patients who meet the criteria for MCI appear to
constitute a clinical group that can be charac-
terized and targeted for early treatment

interventions. It was a catalyst for much of the
attention now being shown to MCI because it led
to the establishment of clinical guidelines that
make it possible to assess outcomes of various
therapies. It also enabled testing of drug treat-
ments targeted at the early stages of illness.

Over the past year Dr. Petersen, with the
Alzheimer’s Disease Cooperative Study, has again
been reporting high-profile research progress
that has been chronicled in the national media. In
particular, results of a study reported in July 2004
demonstrated that symptoms leading to a
diagnosis of Alzheimer’s disease could be delayed
by treatment in the MCI stage. No previous
prevention study had been able to demonstrate
any effect on the progress of Alzheimer’s. Dr.
Petersen’s study opens the door for further inves-
tigation of this early intervention treatment
strategy. In recognition of the significance of his
work, the Ronald and Nancy Reagan Research
Institute presented him with their inaugural
research award.

Ten years ago mild cognitive impairment was
barely a field of study. Today there are meetings,
conferences and symposia on the topic. It is
currently the focus of six international drug trials
involving over 5000 subjects. In large part, the
attention being given MCI is due to work begun
by Dr. Petersen.

Dr. Petersen received his PhD from the University
of Minnesota and his MD from Mayo Medical
School. He currently serves on the Medical and
Scientific Advisory Council of the Alzheimer’s
Association, the Board of Scientific Counselors of
the National Institute on Aging, and on the
Science Committee of the American Academy of
Neurology.




Roberto Malinow, MD, PhD

Thomas C. Sudh.i, !

Professor of Neuroscience
Cold Spring Harbor Laboratory, New York

For the past decade, Dr. Roberto Malinow and his
colleagues at the Cold Spring Harbor Laboratory
have focused their research on how activity in
brain cells controls the strength of communi-
cation at the synapses between the cells. This
process, called synaptic plasticity, is thought to
underlie the formation and storage of memories.
Dr. Malinow and his team believe that under-
standing synaptic plasticity will identify key steps
in the process that areaffected by diseases such as
Alzheimer’s.

Dr. Malinow became interested in synaptic
plasticity as a modiel for understanding learning
and memory nearly 20 years ago. In his PhD
thesis he first examined mechanisms underlying
the generation of long-term potentiation (LTP),
which is along-lasting enhancement in a synaptic
transmission following a brief period of strong
synaptic activation. Since LTP has a number of
properties that scientists expected to see when
they began to envision how memories are made,
it has received a great deal of attention in many of
the top neuroscience laboratories around the
world. Dr. Malinow has distinguished himself by
making significant advancements on key
questions in the study of LTP. These advances
have been made possible through his team’s
innovative tailoring of methodologies in
molecular biology, microscopic imaging and
electrophysiology.

In recent years, Dr. Malinow’s team has examined
if amyloid precursor protein (APP) has effects on
synapses. While a large body of evidence has

implicated A8 peptides and other derivatives of
APP as central to the pathogenesis of Alzheimer’s
disease, little was known of the functional
relationship of APP to neuronal electrophysi-
ology. Dr. Malinow showed that neuronal activity
modulates the formation and secretion of A
peptides in brain slice neurons that are experi-
mentally forced to make extra APP. In turn, AR
depresses synaptic transmission onto neurons
that make extra APP, as well as nearby neurons
that do not. Synaptic depression from excessive
AS could contribute to cognitive decline during
early Alzheimer’s disease. In addition, activity-
dependent modulation of Af production may
normally participate in a negative feedback that
could keep neuronal hyperactivity in check.
Disruption of this feedback system could
contribute to disease progression in Alzheimer’s
disease. Taken together, the team’s work sheds a
dramatic new light on how synapses function and
on the role of amyloid beta in normal and
diseased cells.

Dr. Malinow received a B.A. in mathematics from
Reed College, an MD from the NYU School of
Medicine in 1984 and a PhD from UC Berkeley in
1986. He conducted postdoctoral research at Yale
University School of Medicine and at Stanford
University School of Medicine under the
guidance of Dr. Richard Tsien. He joined the
Learning and Memory Center at the Cold Spring
Harbor Laboratory in 1993, where he is now the
Ale Davis and Maxine Harrison Professor of
Neuroscience.
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Thomas C. Siidhof, MD

Director, Center for Basic Neuroscience
Investigator, Howard Hughes Medical Institute

Dr. Thomas Siidhof’s Center for Basic
Neuroscience at the University of Texas
Southwestern Medical Center is a world leader in
studies of how neurons communicate at synapses.
For years he has led groundbreaking research on
how presynaptic nerve terminals develop and
function. More recently his team has turned its
attention to how this function may be impaired in
diseases characterized by degeneration of brain
cells.

Dr. Siidhof believes that understanding presy-
naptic terminals will provide one of the keys that
will unlock the secrets of how the brain works.
Synapses are junctions between brain cells
dedicated to fast communication. On the presy-

naptic side, this junction is composed of a highly

developed apparatus that enables a neuron to
secretz neurotransmitters hundreds of times in
microseconds — one of the fastest reactions in
biology. While this presynaptic activity comprises
an extremely complex process, Dr. Siidhof
believes a detailed understanding of its discrete
steps is required if treatments are going to be
developed to act against diseases that cause the
deterioration of synaptic function.

His laboratory has managed to divide the presy-
naptic process into an intriguing hierarchy of
reactions. They have examined how a presynaptic
cell recognizes a postsynaptic cell to form a
synapse, how synapses are organized by cell
adhesion molecules, and how the ultra-fast
release of neurotransmitters is achieved at a
synapse. Their studies are performed with an

interdisciplinary approach that combines protein -

chemistry and molecular biology with mouse

University of Texas Southwestern Medical Center at Dallas

genetics and cell biology.

The work in Dr. Siidhof’s laboratory has made
many seminal contributions to our understanding
of the mechanisms by which presynaptic nerve
terminals target precise postsynaptic cells and
release neurotransmitters in a tightly regulated
fashion. The speed and precision of synaptic trans-
mission underlies the ability of the brain to receive
and process information and to store memories.

Recently, Dr. Stidhof’s lab turned its attention to
studies of the role of APP in synaptic activity. His
studies have led to a description of a function of
APP in gene expression. These studies are
considered foundational contributions to an
understanding of the mechanisms of synaptic

-transmission and the normal function of APP.

They serve as a basis for future studies of the
underlying causes of Alzheimer’s disease.

Dr. Siidhof studied medicine at the University of
Gottingen in Germany, and performed his
doctoral thesis work in the laboratory of Dr. V.P
Whittaker at the Max-Planck-Institut fiir
biophysikalische Chemie in Géttingen. He holds
the Gill and the Loyd B. Sands Distinguished
Chairs in Neuroscience at UT Southwestern
Medical Center, where he directs the Center for
Basic Neuroscience and serves as an Investigator
of the Howard Hughes Medical Institute. Among
other honors, Dr. Siidhof received the Alden
Spencer Award from Columbia University, the
National Academy of Sciences Award in
Molecular Biology, and the Wilhelm Feldberg
Award. He is a member of the National Academy
of Sciences.




Bruce A. Yankner, MD, PhD

Associate Professor of Neurology & Neuroscience
Harvard Medical School and Children’s Hospital

Dr. Bruce Yankner has been conducting
outstanding research in the field of neurodegen-
erative disease since 1987, the year he completed
his Neurology residency at the Massachusetts
General Hospital. He has devoted himself to a
unique combination of research and clinical work
in the area of neurodegenerative disease. It is this
unique combination of research and clinical work
that has led to his success. His work has been
described as "provocative” and "of great impor-
tance." -

In 1989, Dr. Yankner demonstrated that amyloid
beta-protein is toxic to neurons. This discovery
came at a time when the mechanisms of neuronal
cell death in Alzheimer’s disease had not yet been
articulated. His discovery was of critical impor-
tance because it provided a conceptual
framework for understanding the pathogenesis of
the disease. His findings were compelling because
they offered the possibility of a unified
hypothesis connecting amyloid beta and the
formation of neurofibrillary tangles in the
Alzheimer’s brain. Since 1989 he has remained on
the forefrort of research on the mechanism of
neurodegeneration in Alzheimer’s disease.

Another major contribution of his laboratory was
the development of a good animal model for
studying the progression of Alzheimer’s. His lab
has found that model in the aging monkey. Using
this model, the lab has observed significant
amyloid beta-protein induced changes that are
similar to those seen in the human brain
suffering from Alzheimer’s. These changes were
only minimally present in earlier transgenic
mouse models. Dr. Yankner’s discovery suggests
there might be a species barrier to amyloid-beta
toxicity. Another important feature of his animal
model is its age-dependence. The neurotoxic
effects occur in older monkeys, but not in young
adults. So the aged monkey provides a model for
studying brain cell vulnerability in the aging
brain. It also provides a living system for
screening potential drug treatments.

In addition to these studies, Dr. Yankner’s
laboratory has made recent contributions to the
understanding of the biological mechanisms

associated with genetic causes of Alzheimer’s
disease. His laboratory established a connection
between presenilins that cause familial
Alzheimer’s disease and the accumulation of
amyloid beta-protein. Dr. Yankner’s laboratory
also demonstrated that individuals with Dowrls
syndrome, who usually develop Alzheimer’s
disease by age 50, accumulate amyloid beta-
protein abnormally in their neurons starting
from an early age. This slows neuronal metab-
olism, eventually leading to neuronal cell death.

Dr. Yankner’s contributions to the understanding
of the causes of Alzheimer’s disease have also
provided insights to possible treatments, His
work stimulated the development of strategies
based on inhibiting amyloid beta fibril formation,
and has contributed to the development of drugs
that will enter clinical trials in the near future. His
work also served as an impetus for a large-scale
clinical trial of neuroprotective agents in young
individuals with Down's syndrome. Recently his
laboratory has discovered that the stability of the
amyloid beta-protein is regulated by lipoproteins,
and may be regulated by dietary cholesterol. As a
result, one of the institutions with which Dr
Yankner is affiliated, Children’s Hospital in
Boston, now holds a patent for the treatment of
Alzheimer's with statins and other cholesterol
lowering drugs.

Dr. Yankner received his B.A. from Princeton
University summa cum laude, and then attended
Stanford University School of Medicine, where he
received his MD and PhD in neurobiology. He
subsequently completed a residency in neurology
at the Massachusetts General Hospital, and then
joined the faculty in neurology at Harvard
Medical School and the Division of Neuroscience
at Children's Hospital. Dr. Yankner also practices
in a dementia clinic at Beth Israel-Deaconess
Hospital, and is the director of the training
program in Neurodegeneration at Harvard
Medical School. He has received numerous
awards including the Derek Denny-Brown award
from the American Neurological Association, an
Alzheimer Association Zenith Award, and the
Irving S. Cooper award from the Mayo Clinic.
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Fred H. Gage, PhD

Tke Vi and John Adler Professor
Leboratory of Genetics

The Salk Institute for Biological Studies, La Jolla, CA

For years, Dr. Fred Gage has played a central role
in developing the field of study dedicated to
understanding the development of nerve tissue in
adults. Over the last six years his work has ignited
the notion that a damaged brain or spinal cord
can actually be fixed using the human body’s own
regenerative powers. His research is concerned
with repair of the injured spinal cord. His tean’s
research focuses on two main strategies of repair:
1) cell replacement and 2) axonal regeneration.

Dr. Gage’s groundbreaking work first surfaced in
1995 with reports on research in mice. These
studies demonstrated that even in adult mice the
brain region known as the hippocampus, a
structure central to the Alzheimer’s disease
pathology, contains young, undifferentiated cells.
T hese cells, also known as stem cells, can “grow
up” to become neurons, glial cells or any of the
different cells in the brain.

The discovery of these dividing cells helped
scientists overcome the idea that the brain can't
make new neurons. It also led to another surprise
when one of Gage’s associates enriched the
rodents’ environment with toys and additional
mice. After 45 days he went back and counted the
number of cells in the brain that were dividing
and had become neurons. Just by enriching the
environment and thereby increasing the animal’s
activity, he found he could increase the total
number of brain cells in certain parts of the
brain. The team went on to show neurons
continue to be born even in the oldest mice, and
that environmental enrichment can significantly
increase the birth and survival of these new
neurons. These studies showed that voluntary
exercise has a huge impact on brain function and
structure, and provide unparalleled insight -into
the cognitive benefits of exercise.

Dr. Gage’s team has also demonstrated that stem
cells can be harvested from a variety of brain and
spinal cord regions, genetically modified, and
transplanted back to the brain and spinal cord.
They can then differentiate into mature glial and
neurons depending on where they are placed in
the central nervous system. This series of
provocative discoveries created a great deal of
interest and speculation regarding how much of
the study of rodent neurogenesis could be gener-
alized to humans,

Gage’s group began to take on that question in
1996. They had the foresight to take advantage of
diagnostic work being done with cancer patients.
Oncologists use a chemical called bromod-
eoxyuridine, or BrdU to track the spread of
cancerous cells through the body. When DNA is
undergoing synthesis, BrdU slips in and becomes
a red flag that the cell has divided. Gage’s group
developed techniques for using BrdU to see if
they could find evidence of the growth of new
healthy cells in the adult human brain.

After initial success with sampled tissue, Gage’s
team realized the need for fresh tissue to prove
with double labeling that the newly formed cells
had turned into neurons. One of Gage’s fellows got
involved with clinical trials of cancer patients
using BrdU. Five of these patients who ultimately
lost their battle with cancer had agreed to let the
team examine their brains. These people were
between 55 and 72 years old. Nevertheless, Gage
was able to determine, that there was cell division
in their brains, that some of the cells gave rise to
neurons, and that this seems to persist
throughout life even in unhealthy people. More
recently, Gage and his colleagues have been able
to harvest cells from human autopsy and brain
biopsies and induce cells to begin to divide again,
demonstrating that these adult human cells can
survive, divide and become neurons outside of
the brain.

Dr. Gage’s and his colleagues’ pioneering advance-
ments have enormous immediate implications
for understanding the structural plasticity of the
adult brain. More importantly, it is expected that
therapeutic strategies employing neural stem
cells will prove effective in reversing the effects of
neurodegenerative diseases, such as Alzheimer’s,

Dr. Gage received his PhD from The Johns
Hopkins University in 1976, and his B.S. from
the University of Florida in 1972. The author of
nearly 300 publications, Dr. Gage is on the
editorial boards of 26 scientific journals. He has
more than 20 honors to his credit, notably a Max
Planck Research Award, Fellow of AAAS, Decade
of the Brain Medallist (Congress of
Neurosurgeons), as well as an NIH MERIT Award.
He was recently elected as a Member of the
Institute of Medicine of the National Academy of
Sciences, and this year is serving as the President
of the Society for Neuroscience.




