Our 2009 claims figures
are our strongest yet.

If we asked you why you sell protection insurance

no doubt there'd be a number of reasons. But they
all boil down to one thing - your client’s need for

financial security for themselves and their family

in the event of death or critical illness.

You're selling a product that ultimately, you hope
your client never needs. You're selling the promise
that if they die or become critically ill, they will receive
a financial payout. That's why it's important that
you choose a provider with a good claims history.
One that you can be confident will pay out. In 2009,
Bright Grey paid out 93% of Critical lliness claims
and 96% of Life Cover claims made.

We paid 96% of Life
Cover claims in 2009

Source: Bright Grey, February 2010

How many claims we‘ve paid

Our statistics

About our Life Cover claims

About our Critical lliness Cover claims

Source: Bright Grey, February 2010

What we paid and who to

Most people make
recommendations based on
personal experience. But if
you‘ve never had a client who's
made a claim, then you won'‘t
know what to expect from

a protection provider.

But as their adviser, you need to be sure that you've
recommended the product that’s going to give them
the very best claims experience possible.

You need to know that the claim will be paid - and
paid quickly. Youd like to think that they will be treated
with care and compassion. And you'd want them

to receive the support of bereavement counsellors
or specialist nurses if they needed it.

We hope that none of your clients will ever have

to experience our claims process first hand - but if
they do, you can be sure that with our claims team
and unique Helping Hand service this is exactly the
level of service we'll aim for every time. And isn’t
that the best you can offer your client?

of claimants we contacted

- 'used Helping Hand

Red ARC service analysis
1Jan - 31 Dec 2009

www.brightadviser.co.uk/claims

The statistics other providers can’t show you
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When choosing a
protection provider,
these statistics...

...are vital.



