
GENERATIONAL PLAN/ 

SASSA PROCCESS & 

BIOMETRICS 



BEHAVIOURS

Making a difference
I make a difference, we 

are UNstoppable

Putting the Customer First
I live the 1Life Experience, we are UNconventional and Unfollow when it 

comes to service, we go the extra mile

Passion
I am passionate about changing 

lives, we UNlock potential

Integrity
I live the 1DNA with purpose, we 

are UNdivided and fair

Own It
I take ownership of what I do, 

we are UNcompromising

I build trust and rapport with my 
customers, truly understanding 
their needs to provide the right 

solutions.  
I treat them fairly with respect 
and always find a better way

I am always willing to go the 
extra mile, am a positive 

self-starter, who is 
perseverant, adaptable and 

energetic

I deal honestly, 
transparently, building trust 

by keeping my promises 
with customers and my 

colleagues

I take accountability, 
responsibility, take 

charge and initiative 
with confidence

I motivate others by being a 
brand custodian and 

ambassador, living and 
leading our values to the 

betterment of all

VALUES
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GENERATIONAL PLAN  

Benefit and Premium Increase 

Benefit and premium remain the same for the first 12 months. After this, 

we will increase the benefits and premium only if you receive an 

increase on your Sassa grant. This increase will be based on 

percentage increase of your Sassa grant minus 1% 

COVERED: 

Minimum age18, No maximum age 

Main member only  

Min premium R130

Cover amount R7,500 to R16,000

2 Children covered up to R2000 ( R6 extra premium) 

WAITING PERIODS: 

Accidental death (no waiting period) 

Natural death (6 months waiting period and 6 paid premiums)

BENEFITS:

Burial repatriation 

Good gesture  

RULINGS:

Only sold to SA citizens 

Only SASSA grant payment methods accepted( Old age and Disability) 
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GENERATIONAL PLAN APPLICATION  
PAPER APPLICATION 
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SELLING THE GEN 
PLAN  TO NON 
GOVERNMENT 
GRANT RECEIPANTS 

Beneficiary Contactability

OPTs 

, , 

COMMON MISTAKES MADE BY REPS

The Generational plan 

may only be sold to 

Sassa Grant recipients ( 

Old age and Permanent 

disability receipients) 

The agent must ensure 

that they ONLY receive 

the OPT from the grant 

recipients  

Always ensure that the 

client has an active cell 

phone number. Client 

will be contacted to 

confirm the policy. 

The Beneficiary may not 

take up a SASSA policy 

on behalf of the 

policyholder. This will 

lead to suspension or 

debarment.

ONLINE APPLICATION  
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SASSA

Customers Experience

As business is all about sourcing customers, providing a service and retaining the customer. Today’s clients have many options when it comes financial service providers and the only thing that separates us aside 

from price is a favorable customer experience. One of the cornerstones of our business at 1Life is to provide a customer journey which is positive, uplifting and meets the needs of our customers on an ongoing 

basis. 

Treating Customers Fairly (TCF) was first introduced in SA in 2011 by the FSCA. The ultimate outcome is to ensure that customers are being treated fairly. Placing clients at the center of your business and aiming 

to achieve the six TCF outcomes in the fullest sense ensures a win-win situation for everybody. The TCF outcomes, which should already be entrenched within your FSP, are defined by the FSCA as follows:

Outcome TCF1 Outcome TCF1 

•Customer must feel 

confident that they 

dealing with an 

institution where 

TFC is the core of 

their culture    

Outcome TCF2: Outcome TCF2: 

•Products and 

services in the retail 

market which are 

sold and marketed 

are designed 

according to the 

needs of the 

customer identified 

and targeted 

accordingly 

Outcome TCF3: Outcome TCF3: 

•Customers are 

provided with clear 

information and 

kept appropriately 

informed before, 

during and after a 

point of sale. 

Outcome TCF4:Outcome TCF4:

•Recommendation is 

suitable and 

according to the 

customers 

circumstances 

Outcome TCF5: Outcome TCF5: 

•Services is of an 

acceptable standard 

and products 

perform as 

customers have 

been led to expect. 

Outcome TCF6: Outcome TCF6: 

•Customers do not 

face unreasonable 

post-sale barriers 

when they want to 

change a product, 

switch providers, 

submit a claim or 

make a complaint  
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SASSA GRANT DEFINITIONS

SASSA STOP ORDER 
COLLECTION METHOD: 

Deducting the funeral premium 

directly from the client’s SASSA 

Grant; i.e., Old age and Permanent 

Disability 

REPRESENTATIVE: 

A sales agent working with an 

Insurer that sells insurance products 

to clients on behalf of the Insurer

SASSA GRANT DEDUCTION 
MONTH: 

This refers to the month when we will 

start deducting the clients premium. 

Deduction is always on the 1st day of 

the month. 

OTP: 

One Time Pin

B

BIOMETRICS:

Automatic recognition of individuals 

by means of unique physical 

characteristics, typically for the 

purpose of security 
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REPRESENTING 1LIFE 

What is UN-acceptable representation:

Informing the client that you represent any other 

organization other than the registered FSP that 

you are currently employed by, for example: 

Informing the client that you represent 
SASSA

Informing the client that you represent 
1Life 

Supplying the client with false information to 

secure the sale; for example:

Scanning the client’s facial biometric 
without getting permission from the client 

Selecting the power of attorney option and 
misrepresenting yourself as the grant 

recipient's authorised representative is 
misleading. 

Ignoring any information provided by the client 

that could/ would hamper the completion of the 

application form, for example:   

Ignoring the fact that the client has 
sufficient cover being deducted off their 

grant 

Ignoring the fact that the premium exceeds 
the maximum band of 10% of total grant 

amount 
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Steps on Completing the GP Online Sales

1Life has introduced Online Generational plan sale acceptance and Grant deduction payment plans with clients.

The following process has been introduced:

1. Representative identifies pensioners to market the 1Life Generational plan application;

2. Application is presented to the client with various plans;

3. Client confirms interest and confirms income source as monthly Government Grant received not in the form of Child Grant 

4. Representative confirms type of grant, grant amount received and quoted funeral policy premium does not exceed 10% of the total Grant amount.

5. 5. Representative to access web link as provided for by 1Life

https://web04.pol360.co.za/1MinuteFuneralPolicy/AgentLogin.php?Client=CombinedGSI

• If all checks are clear, proceed to complete the Sale using the Online platform 

• Agent must use their own Username and Password to access and capture the policy. 

6. Once the Policy has been completed, the agent will use the Ref nr and premium to create the mandate on Qlink



11

, , 

COMPLETING THE SALE ONLINE 

1. 2.

3.

Conti
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COMPLETING THE SALE ONLINE 

4. 2.

6.

5. 

7.
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COMPLETING THE SALE ONLINE 

8.

10.

9. 

11.
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COMPLETING THE SALE ONLINE 

12. . 

The final step is receiving a policy number displayed on your screen, while the client will receive it via message. 

Next, switch to the biometric app, where you will need to enter the policy number and premium amount. 

13.
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3 Systems Interact for Biometrics

POL360
Create the 

SALE

QLINK APP Biometric 
Verification

Create 
Mandate

QLINK  
SYSTEM Mandates 

and 
Collections

Mandate
1) Person
2) Policy Number
3) Premium

Policy
1) Person
2) Policy Number
3) Premium

2x Per Day
Do You Have a Mandate for?????

1) Policy Number
2) Premium

Give Mandate to Qlink (Sync)
1) Within 48 hours or expires
2) Offline, poor quality network
3) 1Life Mandate will NOT reflect

YES

NO
1) Policy Number Correct?
2) Premium correct
3) Was the mandate synced?

1) Normal process
2) Mandate added for collection

1.

2.

3.
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Completing the Sale Online 

14. 15.

The final step is receiving a policy number displayed on your screen, while the client will receive it via message. 

Next, switch to the biometric app, where you will need to enter the policy number and premium amount. 

13.
SMS sent to the 

client
Terms and 
Conditions 

Click to view 
T&Cs
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MANDATE SCREEN  

AGENT REGISTRATION PROCESS

Agent using biometrics will need the following;

• 1Life needs agent’s valid email address
• Agents will receive a Token on their email and must provide it to the Ops administrator 60min
in order to be registered

• Agents must scan their face on the Qlink app to be registered (Once off registration) 
• 1Life will register the agent on the QLink Biometrics system
• 1Life will provide the agent with a Password based on a token which QLink will also provide

AGENTS MUST DOWNLOAD THE Q-LINK APP ON THEIR MOBILE PHONE  
• This is only available for Android (not iOS – Apple).
• The App is only available to agents loaded by 1Life
• The App allows for 1) the biometrics verification of the client & 2) the creation of a SASSA Mandate of the client qualifies

• NB, if the agent is trying to register themselves and the facial biometric doesn’t work, the App should should open the “finger 
print” option. 

• Take a photo of the fingerprint and the fingerprint will go through the biometric Match at DHA.   

AGENT
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MANDATE SCREEN   

BIOMETRICS AND THE SASSA SALES PROCESS:

STEP1: 
Explain the policy to the client and if the Sassa client is interested

STEP 2: 
 Create a Generational Plan policy using 1Life Digital Sales Platform

STEP 3: 
 Make sure you write down the Policy Number and Premium
 Log into the QLink app

o Verify the ID of the client using the facial biometric scan
o Then continue with the QLink app to create a SASSA deduction Mandate using the Policy 

Number and Premium from above

1. Insert your USERNAME – this is your SA ID number

2. Insert your PASSWORD – provided by 1Life

3. Click “LOGIN”

CLIENT
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BIOMETRIC AUTHENTICATION  
DIFFERENT SCREENS 

Agent must NOT 
select/tick the box. 
Only the grant 
recipients that a 
POA who must be 
present when policy 
is taken out. 
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BIOMETRIC AUTHENTICATION  
DIFFERENT SCREENS 
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BIOMETRIC AUTHENTICATION  
DIFFERENT SCREENS 
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BIOMETRIC AUTHENTICATION  
DIFFERENT SCREENS 

LAST SCREEN 

SUCCESSFUL MANDATES HAVE NOW BEEN CREATED
 1Life will extract these mandates from QLink
 If another broker or insurance company attempts to write a policy for this client it will fail affordability
 The mandate will be locked for 90 days
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SUCCESSFUL, FAILED AND PENDING MANDATES
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LEAVE BEHIND PROOF     

.

The submission 
process is easy:
Agents writing new 
business will open 
URL link… 
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SASSA REJECTION CODES 
Examples of Common Rejection codes you might Encounter 

xxxxxxxxxxxxx

xxxxxxxxxxxxx

xxxxxxxxxxxxx xxxxxxxxxxxxx

xxxxxxxxxxxxx

xxxxxxxxxxxxx
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Kindly note the following: The beneficiary cannot take up a policy on behalf of the policyholder if it 
will be a SASSA deduction.

IMPORTANT SASSA DO’s and Don’ts 
Following will not be allowedPractices/Requirements 

Grant recipient with an existing funeral deduction. Any grant recipient with no existing Funeral deduction. 

Advise client to cancel their existing funeral policy to take up a new policy with you.Clients with a clear interest in taking out a new Funeral policy.

Child Grants Old Age Grants, War Veteran’s Grants and Permanent Disability Grants.

No debit or cash payment will be permitted. Sales must be completed online and deduction only permitted from Sassa Grant deduction 

Agents that have not received training on products and Biometric are not allowed to sell 1Life GPOnly agents that have been trained on the product and Biometric will be allowed to sell GP 

Sell a premium where the total premium value exceeds 10% of the Grant. Premium calculated is less than 10% of the clients grant. 

Inform the client that you represent SASSA or 1Life or any other entity aside from your brokerage. Inform the client you a representative of your brokerage marketing 1Life products.

Inform the client you are marketing on behalf of SASSA or 1Life or any other entity aside from your 
brokerage.

Inform the client you are marketing on behalf of your brokerage. 

Scanning the client’s face without their permissionScan the client’s face for the Biometric acceptance 

Using other peoples mobile phone to access ell phone Access the Biometric App using your own mobile phone 

Wait until the application is declined before raising concerns, this could impact your 1Life code.
Notify your broker principle or the allocated Broker Consultant if there are any changes or 
concerns

Never approach SASSA recipients withing 500 metres of a SASSA office or pay point.Only sell the Sassa recipients (Old age and Permanent Grant receipants)

Kindly note: The beneficiary cannot take up a policy on behalf of the policyholder if it will be a SASSA deduction.
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Frequently Asked Questions and Support Process   

Answers Questions 
To login you need to enter a username and password. Enter your password and retry 
login to proceed.

What should I do if I receive error “Please supply a Password” 

There is an error in your credentials you entered. Retry entering your username & 
password. If this error continues after the second attempt, try the “Forgot Password” 
option and follow the prompts. Error Invalid username or password supplied. 

What should I do if I receive error “Invalid username or password supplied” 

A. You must register / activate your account via the app. Follow the user manual steps 
on how to register / activate your profile & complete the process. Error User must 
register 

What should I do if I receive error “User must register first” 

Username entered is not allowed to use the app. Retry entering your username. If this 
error continues contact your team leader to investigate. Error User with matching ID 
Number not found

What should I do if I receive error “User with matching ID Number not found” 

A. Password validation failed. Password is missing a special character or number value. 
Error Password needs at least 1 number and 1 special character. Q. What should I do if 
I receive error “Password must be at least 10 characters. ” 

What should I do if I receive error “Password needs at least 1 number and 1 special 
character.” 

Password validation failed. Enter at least 1 upper and 1 lowercase character in your password.What should I do if I receive error “Password needs at least 1 upper and lowercase character.”

Your first password entered does not match the confirmed password entered. Retry entering 
your passwords making sure they match before you click ‘Register’ 

What should I do if I receive error “Passwords do not match ”

Your profile has already been registered / activated. Please try logging in. If you forgot your 
password, try the “Forgot Password” option and follow the prompts. .

What should I do if I receive error “ID Number has already been registered. Please login.” 

OTP received does not match OTP token sent via email. Retry entering correct OTP 
received or request a new OTP token

What should I do if I receive error “Invalid OTP entered, please enter valid OTP 
received.”



28

LIKELY ERRORS 
Old Age and Permanent Disability grant recipients 

Children

Adding grandchildren on the 
Generational Plan.

Only add biological children, 
stepchildren or legally adopted 

children (under the age of 21 years)

Qlink

When DHA is offline for 48 hours, 
the mandate becomes invalid. 

Qlink is available on an offline 
available on an offline mode 

however agents need to ensure that 
they are capturing the mandate in 

offline mode 

Waiting Periods 

Explain Natural and Accidental 
death waiting period 

Good gesture benefit (Only for 
Generational plan clients)  

Type of SASSA Grant

Not selecting the SASSA grant or 
correct grant type i.e. old age, 
veteran or permanent disability

Steps of Signing a new Client 

1. Explain the product and 
premiums 

2. Client Select cover 
3. Capture the policy Online 

4. Biometric App for mandate 
(Scan the clients’s face) 

Deduction Start Date

Failing to complete the deduction 
start date according to schedule of 

dates provided

Deduction date is always the 1st of 
the month for SASSA debits

Client’s signature Online Policy  

1. Online policy are OPTs 
2. Mandate is Facial Scan  

Capturing Process

All agents must use their own 
username and password for Online 

capturing 
All agents must use their own cell 
phones and log in details for the 

mandate 
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The Benefits of SASSA New Business  

Sassa collection rate is 

99,46% compared to:

1. Debit order 68% 

2. Stop order 90% 

3. Cash 70% 

It is an easy collection 

method: (1st of every 

month)

Policy captured online 

Mandate created online 

(Qlink App) 

There is a low NTU rate 

SASSA collections are 

guaranteed. 

The NTU rate on 

SASSA is very low. 

The LAPSE ratio is 
low

SASSA new 
business has no 
lapses since 
premiums are 
collected through 
approved 3rd party 
(Qlink)

The submission 
process is easy

Online 
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CUT OFF DATES  

DEDUCTION START DATE IS ALWAYS ON THE 1ST OF EACH AND EVERY MONTH.

The lapse Ratio is 
low: 
new Business has 
no lapses since 
premiums are

:

AGENTS RESPONSIBILITYAGENTS RESPONSIBILITY

Deduction Start Date to be completed on the Policy Application - only 1st 
of each month other "days" will reject.

Apps submitted by broker to 1Life

1 March 2025 28 December- 29 January 

1 April 2025 30 January – 27 February 

1 May 202528 February - 28 March 

1 June 202529 March - 26 April 

1 July 202527 April - 27 May 

1 August 202528 May - 27 June 

1 September 202528 June - 29 July

1 October 202530 July - 29 August 

1 November 30 August - 27 September

1 December28 September - 25 October 
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BROKER’S VERIFICATION SCRIPT

Greetings: Mr/Mrs/Miss…… (Client), to ensure that all your details are captured correctly on our system I would just like to confirm a few 

details. 

1. Confirm the policyholder’s names and surname? 

2. Ask the policy holder to confirm their ID number. (if the policy holder is hesitant, kindly ask them to provide the first 6 digits of their ID)

3. Kindly confirm who you nominated as beneficiary?

4. Mr/ Mrs/ Miss (client surname) please confirm the cover amount & premium? (if the client doesn’t remember, you can confirm and get a 

clear YES from the client)

5. Mr/ Mrs/ Miss, (client surname) do you give us permission to debit from your SASSA grant? (get a clear yes)

6. Last question, Mr/ Mrs/ Miss, do you acknowledge signing the application form or accepting the thumb print? (get a clear yes)

Thank you for answering all my questions. Congratulations on your policy, someone from 1Life will give you a call to welcome you . 



Let’s Change Lives


