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Imeriti, Inc.

Life Insurance Overview
Session 5: Life Insurance Policy Reviews

For Agent Use Only — Not for dissemination to the public.



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.



Which is the Right Choice?

Product

Level Term/
Term with ROP

Life Insurance:

Description

Term insurance is oest suitea for a temporary need that wil
expine O me time in the future. Term insurance may also e
appropriate for young people who cannot afford permanent
insurance. Term with retumn of premium is attractive beca
at tne eng of the tarm, al premiums are returmea if no deamn
penefit nas oeen paid owr.

Highlights

sTemporary Insurance Protection
*Lowest initial cost

*NCrE COVENIGE DEr prEmUim
aolar

Fixed
Univerzal Life

Fixed UL is affractive 1o CUsTomers accustomea fo receiving
perodic interest on their inancial investments. Some want the
luxury of an increasing dearn benefit. Otherns it to focus on
the cash vae owilg-up for future neegs. Al want guarantesd
coverage for iife at o fiwea price with premium and ceatn
oenefit flexbility

v of premiums
v of deatn benefit
way Provide:
#Fixad premiums for ife
=Cash value ascumuiation
«Coverage for life as long
as premiums are paid

Whale Life With whole life, the customer can permanently fransfer the risk *Fixed premiums for life
af premature dearn fo the inwrance compeany. Wnole life is *Cash value accumulation
generally bought by conservative clients interested in sGuaranteed cash value
long-term security and premium that's fied for He. *coverage forlife as ong as
premivms are paid
Indexed Indexea UL offers aeath beneft protection with policy casn *Flexibiity of premiums
value interest credit linked to the performance of one or *Fiexi of deatn benefi:

Universal Life

more stock market indices (e.g. 5 & P 500 Index).

*May provide:
*Fixed premiums for e
=Cash value accumuiation
=Coverage for iife as long
as premiums are paid

Single Premium
Univerzal Life

single payment ife & generally soid as a way fo protect
customer's estare and incredse it vaue at tne same time.
mamy customens are conservative investors between 55 ana
85 yeors old. Thney have a nest egg 1o pass on 1o children,
otner family members, or charity.

sIncreased esfate vaue
*Tax-gefemed gain in contract
stz income tax o beneficiary
=safety of medical proviions

Other Life

Otner aptions for direct stock marker panicipation incude
wvariable Universal Life (VUL) products, which may be
discuszed in further detall with your licensed Representative.
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Maybe 1t’s time for a life insurance
policy review.

e The goal of a policy review is NOT to “sell” a new product.
o It is intended to make sure client’s current policy still meets their needs.

e If a client has not taken a careful look at their life insurance
policy lately, they could be:

o Leaving an inadequate death benefit for their beneficiaries.
o Risking a policy lapse because of growing fees and/or cost of insurance.

o Missing an opportunity to may their policy part of their overall financial
strategy.

e A policy review can help find — and fix — any pitfalls, before
they become a problem.
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Maybe 1t’s time for a life insurance
policy review.

e How does a policy review work?

e It's as simple as answering a few questions.
Let’s:
o Gather some information about your current coverage.
o Evaluate your current policy and insurance needs.

> Look at options, including keeping your existing coverage.



Why Insurance Policy Reviews?

e Help keep your goals on track.
Do you still have the same needs as when you first bought coverage?
o Can your needs be met more economically?

o With the passage of time, life changes, and so does what life

insurance can help you protect.

Change in marital status
New home
o Children / Adoption
> Job promotion / job change
o Taking on debt
Planning for college
Planning for retirement
Receiving an inheritance
o Changes in your business if you're a business owner
o Increased / decreased debt load
o Changes in health

e Help you plan for events down the road.



Why Insurance Policy Reviews?

° Step 1: Schedule an appointment.

Do you have life insurance? - Not the best question ®
Better way:

Has your life insurance coverage kept up with your life?
When was the last time you looked at your policy?

It's been a while since you bought your policy, and perhaps your circumstances have changed.
There’s also been some innovations that may reduce your premium or give you more coverage.

e Step 2: Gather data.

o

o

o]

“What’s new?”
Ask our client whether they’ve had a major life event lately [see previous slide].

Use a Personal Financial Inventory / Fact Finder to help get a snapshot of client’s
situation.

Conduct an underwriting review - client’s health plays a major role in their insurability.

Ask if they have had any significant changes to their health since they purchased their policy.
Conduct a beneficiary review.
Request an Annual Statement.
Request and obtain an in-force policy illustration.



Why Insurance Policy Reviews?
« Step 3: Evaluate the data.

o What to look for in an in-force illustration:
What is the policy’s current death benefit?
How much premium is your client paying each year?

If your client continues paying only this amount - and nothing else changes - for how long will
the policy remain in force?

At your client’s current premium level, for how long will the policy remain in force if the cost of
insurance goes up and interest rates decline?

What will the policy’s net cash surrender value be at the end of the year?

e« Step 4: Present your findings.

o “Then ... and now”

o« Step 5: Looking at your options.
o The policy review may show that the current insurance meets the client’s needs.
> Or, it may find that a different type of policy may be a better fit.



Life Insurance Policy Evaluation

With an understanding of the client's goals and

objectives for their life coverage, we might look at:

VUL conversion to protect against cash value loss

Using existing cash value to guarantee a higher death benefit and
reduce premiums

Identifying more appropriate policy alternatives for coverage
protection, such as permanent and term combinations

Policies designed to provide for:
o 1) College Funding

o 2) Supplement Retirement Planning

o 3) Equalize Inheritance

> 4) Wealth Transfer / Estate Planning

o 5) Key Person / Business Continuation



Life Insurance Policy Evaluation

Possible reasons to exchange a policy:

« Policy does not meet client’s objectives
o [see: Life Insurance: Which is the Right Choice?]
o [see: Insurance Types / Client Objectives]

e Secondary guarantees

o Based on a fixed premium structure, the universal life death benefit can be guaranteed, as
long as the premium is paid according to schedule.

e Lower mortality expenses

> Many new policies have lower mortality expenses than existing policies, thanks to today’s
longer life expectancies and universal life policies offering more underwriting classes. It
pays to compare the mortality charges relative to cash accumulation or secondary
guarantees.

e Need to access more living benefits

o Clients’ concerns can shift from income replacement to outliving their money in
retirement. They may need to look at policies that have other living options.

e Company strength

o Check the most recent ratings, and the ratings criteria, of any company you are
considering.



Why Insurance Policy Reviews?

There may be other circumstances that may affect your policy.

o Your health: Have you lost weight or stopped smoking? Your health is a
consideration when reviewing your life insurance policy.

o The economic environment: Interest rates fluctuate and are quite different
from where they were a few years ago. These interest rate changes may play
a role in the performance of your policy.

Examine your annual premiums:
> How much are you paying?
o Is the amount still within your budget?

Review the death benefit amount:
o Does the death benefit provide you with enough coverage?

- Items that may affect your death benefit are cost of living expenses and any
life events.

Look at your beneficiary designations:
> Make sure your beneficiary designations are up-to- date.

¢

o, Ine



Diebt Repayment

May include credic card balances, auto loans, and education loans
Emergency Fund

May include medical emergencies, home repairs, and job loss
Mortgage Protection

Child Care

May inchude child care services as a result of the dearh of a spouse
Educational Fund

Adult Care

Chasitabls Givi

May inchude leaving a donarion to your favorite charity or organization
Cafts

May inchude leaving a legacy to another relative or loved one
Replacement of Lost Income

It is sugpested that you select a desired level of income and divide by an assumed rate of retucn.




INSURANCE TYPES / CLIENT OBJECTIVES

Term ROP Foed Idex Wariable hale Life with Single Long Term Annaity Annaity Annuity
[Select all that apaly.] Terrm Unitwarsa Uniér s Uniwer s Life LTC Pramiurm Care Fixed ar ariable Immediate
Life Life Life Life (Traditiznal) Irhex
1 [Temporary Protection 10« 15-, K-, 25-, 3-Years (]
2 [Tempoarary Protection 15-, 20-, 30-Years [
3 |Death Benefit Ondy, Mo Cash Vakue L] =
4 |Lowest Premium [ (]
5 [Permanent Protection o L ] ] o o =
& |Policy Cash Value = = -] = = = = =
7 [Tax Shefbered decess bo Cash Pror to fge 59 172 = = - -] Lo = = = =
3 |Fewhle bo Mest Changing Needs ] ] = =
9 |Cash Accumuiation Account with imvestment o
nterest rate mix selection by client = ] = =
10 |Low to Moderate Risk Tolerance = = L] o = = = =
11 |High ta Moderate Risk Tolerance = =] =] =
12 |increasing Death Benefit Without Insurability Concern = o= ] L] = =
13 |Fexible Premium Payments = = = = =
14 |Estate Liguidity > = = = = = = = = =
15 |Long Term Care / Corvalescent / Nursing = L) = = =
16 |Income Tax Free Death Benedit ] = = = = = = =
17 [Aged-18 = = = = = = = =
hge 19 - 35 = = = = (=] = = (=] ] ]
Age 35 &5 [=) [=) =) (=) [=) o o (= o o
hge 46 - 55 = (=] = = = = = = = = =
hge 56 - 55 [=] = = (] (=] = = = (=] = =
fige 85 - 70 =] = = = = = ] ] = =
hge 71 - 80 = = = (=] = =
ge §1 - 85 = (=] (=] = =
TOTALS |

FOR AGENT USE ONLY

Fill in all selections that apply to chient's objectves. Total each column for the number of entries selected in that column. Colwmns with hisher totals are the Insurance Products to foows on for client.

Please review volicv-soecific features. definitions and limitations. apolicable for the State of issue. Life and annuity produocts vary by State and insurance companv. Please contact Imeriti 800-921-3100.

[ Handout available
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Life Insurance Policy Evaluation

Hovw b will yoas require death benefit?

o mary years doyou wish o pay premiums®

Handout available

Prioitice obisciboe
Bank froen £ bo 3, § being most imporant. Use eech number only amee.

| waari B pay the lowest premium and am less concerned about returns and guaranbees.




Life insurance offers a potentially powerful
combination of benefits, protections and
advantages

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

For Case Design and Life Product assistance,

contact an Imeriti Representative at 800.921.3100
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