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Disclosures

Investment and Insurance Products and Services are not FDIC/NCUA/NCUSIF insured, not insured 
by any Federal Government Agency, not bank or credit union guaranteed, and may lose value.

Imeriti, Inc. and its employees do not provide tax or legal advice.  This commentary is not intended 
to be, nor should it be construed as, tax or legal advice. 

As with all matters of a tax or legal nature, your clients should consult their own tax or legal counsel.
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When I say: “LIFE INSURANCE”When I say:  LIFE INSURANCE ,

What do YOU think of?What do YOU think of?
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When You say “LIFE INSURANCE” to a CLIENTWhen You say LIFE INSURANCE  to a CLIENT,

What do YOU think THEY are thinking?What do YOU think THEY are thinking?
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Why Life Insurance – For Planning

What are your financial goals in life?

Will you have enough to satisfy your retirement needs?

ll b bl f h ld ’ ll dWill you be able to pay for your children’s college education 
with and without an early demise?

How will you protect your 401(k), IRA, 457, or other tax-
deferred assets from the tax bill due on withdrawal?deferred assets from the tax bill due on withdrawal?

How will you provide your family with lost income, mortgage, 
and unpaid bills should you die?

How will you leave a legacy to your heirs?
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The Solution ... Life Insurance
Pay off debts and taxes without putting additional strain on 
the family.
Equalize the inheritances of different family members
Fund business continuation agreements and succession plansFund business continuation agreements and succession plans
Create funds for distribution to charities
Fully fund college savings and retirement plans with a death 
benefit and tax free loans.benefit and tax free loans.
Provide the extra money to pay the tax burden of 401(k), 
IRA, 457, and any other tax-deferred accounts.
Leave a legacy to heirs by leveraging your investment –

life insurance is the single best option for wealth transfer.

Solidify the financial security of disabled family members
Replace funds lost in troubled financial markets
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d h iHow do you even get to the opportunity to 
discuss life insurance with a customer? 

What is your typical conversation with a customer 
who comes to discuss:

Referrals to the Investment Representative

who comes to discuss:
◦ CDs ?
◦ Setting aside money for children/education ?
◦ Setting aside money for retirement ?Setting aside money for retirement ?
◦ Loans ? [not Auto]

What is your typical conversation with a customer 
AFTER you’ve completed a transaction ?
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d h iHow do you even get to the opportunity to 
discuss life insurance with a customer? 

I t t R t ti
What is your typical conversation with a customer 
who comes to discuss:

CD l i ?

Investment Representative

◦ CD alternatives?
◦ Investment portfolio & objective?
◦ Setting aside money for children/education?

Setting aside money for retirement?◦ Setting aside money for retirement?

What is your typical conversation with a customer 
AFTER you’ve completed:
◦ A mutual fund transaction?
◦ A 529?
◦ An IRA?
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Why Insurance?
With the passage of time, life changes, and so does what life 
i   h l  t tinsurance can help protect.
◦ Change in marital status
◦ New home
◦ Children/AdoptionChildren/Adoption
◦ Job promotion/job change
◦ Taking on debt
◦ Planning for college

Planning for retirement◦ Planning for retirement
◦ Changes in your business if you’re a business owner

Help plan for events down the road—whether 
  h◦ a new house

◦ a family 
◦ college
◦ retirementretirement
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Insurance Prospects
Do you have clients

who want life insurance for their family, but have a limited budget?

who could leverage existing life insurance to meet their changing needs?

facing children’s college tuition and aging parents’ long-term care expenses?  g g g g p g p
[the ‘sandwich’ generation]

who would like to save for their children’s education?

who want to protect their assets for the next generation?p g

who want the assurance of having assets in reserve and protection for their 
legacy?

who want to potentially protect their estate from the claims of creditors?p y p

who need protection as a business’ key person or for business continuation?

who want to bestow a sizable charitable legacy at a discount?
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Insurance Prospects

1.  Would your clients like to build tax-deferred and 
potentially tax-free assets?

◦ Life insurance is tax advantaged, and death benefits are income tax free. 
◦ Potential gains accumulate into a policy on a tax-deferred basis. 
◦ Properly structured loans or other withdrawals can be made with no taxes 

due.

Consider clients who:
Are ages 30 to 60, and need tax-deferred growth potential
Have a minimum 10-year investment horizon
Have “maxed out” their 401(k) or other qualified plan and want additional 
tax-advantaged savings.
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Insurance Prospects

2.  Does your client need income protection?

◦ Should something happen to your client  the right policy could help his or Should something happen to your client, the right policy could help his or 
her beneficiaries maintain their current standard of living without being 
forced to change their current lifestyles.

Check to see if you have clients who:y
Do not have life insurance protection, or have inadequate protection
Support a nonworking spouse and/or child
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Insurance Prospects

3.  Do you have clients who do not need all of their  
assets for retirement?

◦ You may be able to help them leverage and maximize these assets by using 
them to purchase a life insurance policy — with its tax-efficient death 
benefit for your clients’ beneficiaries.

Consider clients who:
Are ages 50 to 85
Currently have annuities, IRAs, or CDs

h d ’ d fHave assets they don’t need for retirement
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Insurance Prospects

Clients you’ve done annuity, IRA, mutual fund, 529, CD, or 
investment business with.
Clients you want to extend your relationship withClients you want to extend your relationship with.

[More receptive]
Clients who you know have had event changes.
Clients with decreased investment value – dealing with the Clients with decreased investment value dealing with the 
“Great Recession”.
◦ Protect higher value for beneficiaries with life insurance as 

your portfolio recovers.
Clients you have ‘fee-based’ business with.

[Most receptive]
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Life insurance offers a potentially powerful 
combination of benefits protections andcombination of benefits, protections and 

advantages

I wish to Thank You for attending.
And now, Questions

F  C  D i  d Lif  P d t i tFor Case Design and Life Product assistance,

contact an Imeriti Representative at 800.921.3100
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