I t M Using a strategic marketing plan, establish client relationships in specific

Ve O p I I l n ap target markets. Build product knowledge to analyze and meet client needs:.

: . _— Leverage joint work and mentoring relationships to gain experience and
—_ build your business.

1st an 3rd
Production Production Production
Checkpoin Checkpoin Checkpoin

Skills & Skills & Skills & Skills &
Development Development Development Development
Checkpoint Checkpoint Checkpoint Checkpoint

A J 1 13 26 39
» Required Licenses Product Training: Product Training: >
> Referred Lead Prospecting strategy » Annuities & Tax implications ~ » Asset Allocation
» Develop 90-Day Market Development Plan » Long Term Care Insurance » Retirement Concerns & Tax > S.un/ivor Variable Universal  » Annual Review Meetings
» Life Products and Tax Issues » COMMAND Issues Life Insurance » Develop your Business
> Managing Prospects and Activity using CDS » Mutual Funds » Client Service Review > l\éanaged Money PrOE_UCtS Plan to Build your Practice
» Compliance Requirements > Section 529 Plans > Prudential Product Network > érsngelsc?:ja? ((IJC et?c?r?e)ll; Expand into the Small
» Observations of Initial Interviews > Life Persistency non-core products perty y (Up u.smess. arket 3
> Analyze Client Needs Using Solutions > Joint Selling Opportunities

\ 4
Building Client Relationships Workshop Targeted Relationship Marketing In-Agency Traini >

» Master High Impact Skills Used throughout the Relationship
Sales Process Interviews

» Effective Fact-Finding Techniques Combined with Solutions National Marketing and
needs analysis system for appropriate recommendations Sales Symposium
and successful closes

> Review Your Market Development Plan
» Appropriate Life Product recommendations

» Refining Relationship Sales Process Skills
» Working More Effectively in Target Markets
» Working More Effectively with Centers of Influence

Implement Market Development Plan, Identify Target Market, Implemen

Agency|Activities to Support FSA Growth and Development e.g., PEP Sessions, Joint Work, Case Strategy Sessions, Classroom Training, Etc.

* This Program is subject to change without notice at the discretion of Prudential. Life insurance and annuities are issued by The Prudential Insurance Company of America and its affiliates. Securities and
investment advisory products are offered by Pruco Securities, LLC (Pruco). Investment advisory services are offered through Prudential Financial Planning Services, a division of Pruco. Each is a Prudential
Financial company located in Newark, NJ, and is solely responsible for its own financial condition and contractual obligations. The availability of other products and services varies by carrier and state.

The Prudential Insurance Company of America

P e T Prudential @ Financial

Prudential is an Equal Opportunity Employer.



Using a strategic marketing plan, establish client relationships in specific

target markets. Build product knowledge to analyze and meet client needs.
Leverage joint work and mentoring relationships to gain experience and

build your business.

Production Production
Checkpoin Checkpoin

Skills & Skills &
Development Development
Checkpoint Checkpoint

52 65

Production in WEEKS

7th

Production
Checkpoin

Skills &
Development
Checkpoint

91

8th

Production
Checkpoin

Cc{mplete 2 Industry Study Courses Through The

» Building your practice

» Understanding your
compensation

Expanding Your
Practice: Optional-

> Property & Casualty
> Joint Selling
» Professional Alliances

» Associate Producer and/or
Marketing Assistant

Implement Market Development Plan, Identify Target Market, Implement Targeted Relationship

» Preparation for
graduation

» Building your
practice

» Update
Business Plan

Skills &
Development
Checkpoint
CLU or other
Approved
104 Advanced
industry Study
courses with
> goal to earn a
designation by
I end of year 4

Expanding Your
Practice: Optional-

» Financial Planning Capability

Graduation

Agency‘ Activities to Support FSA Growth and Development e.g., PEP Sessions, Joint Work, Case Strategy Sessions, Classroom Training, Etc.

* This Program is subject to change without notice at the discretion of Prudential. Life insurance and annuities are issued by The Prudential Insurance Company of America and its affiliates. Securities and
investment advisory products are offered by Pruco Securities, LLC (Pruco). Investment advisory services are offered through Prudential Financial Planning Services, a division of Pruco. Each is a Prudential
Financial company located in Newark, NJ, and is solely responsible for its own financial condition and contractual obligations. The availability of other products and services varies by carrier and state.

The Prudential Insurance Company of America
751 Broad Street, Newark, NJ 07102-3777
IFS-A063471 Ed. 3/2006 Prudential is an Equal Opportunity Employer.

Prudential @ Financial



