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The LifePro Premium Finance 
Academy

Welcome!
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• If you’re considering financing the premiums on life insurance 
policies…

• If you want to understand when it’s appropriate to explore the concept 
for a particular client and situation...

• If you want a better understanding of what the current premium 
finance space looks like…

Who is this training for? 
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• Obtain the coverage they need without disrupting cash flow 
of businesses or other financial vehicles

Benefits of premium finance
Prospects can...

• Borrow at a benchmark interest rate while their money is in 
other higher yielding sources​

• Avoid capital gains that can arise if using liquidated 
assets to pay premium
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• High Net Worth Individuals

• Estate Planning Needs

• Highly Compensated Executives

• Business Owners

Who is premium financing for?
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• Looming recession
• Record high inflation
• Stock market dropping 
• Interest rates skyrocketing 
• National debt at an all-time high
• Taxes going up 

Current Events Impacting You and 
Your Clients 
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Our Evolution of Premium Finance
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LifePro's "pre-fi advantage"

5-to-1 
Leverage

Term insurance 
blend

10 years of 
premium payments

<70% LTV on 
bank loan exit

Age, risk level, and 
goal appropriate

3/1 30% 72% 10 pay
61/55

Aggressive
Estate Taxes

Experience
Vendor Relationships
Carrier Relationships
Presentation Tools

Turn-Key Prospecting
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• 10-year policy
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• 7.03% Avg Return

• $130,263
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• 7-year policy 
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• $104,554 Int. Cred

• 8.37% Avg Return
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• 9-year policy
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• 6.48% Avg Return

• $135,421?
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2021 Annual U.S. Life 
Insurance Sales Growth 

Highest Since 1983 
Source: Life Insurance Marketing and Research Association (LIMRA)
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Meet the Presenters…
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Meet Your Guest Speakers…
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• Premium Finance Done the Right Way

• How to Identify & Find Your Target Audience

• When It’s Appropriate and When It's Not

• Turn-Key Process

• Working With the Right Partners

• Actual Case Studies

The Agenda…
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FREE  GIFTS

Premium Finance 
Marketing Collateral

Jump-start your success in this space with client-
friendly educational videos and a sample “Leverage 

Estate Preservation” Report branded to your business.

LifePro.com/Premium-Finance $500 Value
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SPECIAL  OFFER

Consultation with 
Ken Buckley

Gain expert advice on lead generation, prospecting, 
and creating premium finance cases from someone 

who’s been in your shoes.  

LifePro.com/Premium-Finance $1,000 Value
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LifePro.com/Premium-Finance
E XPRESS YOUR INTEREST TODAY!
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