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Is the party over?
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Here's What You'll Learn

The 3 P’s of Premium Finance

5
()

People Product Process

£9
|| 20

...............



P1 - People * Client * Vendor

e Advisor * Lender

e LifePro e Carrier




Types of advisors on this call

Never done premium finance before and don't have clients

Never done premium finance before but have potential clients

Has done premium finance but is struggling with the 3 Ps

Has done premium finance and wants to hear our approach




Clients
What type of client qualifies?

* Income $100k+ AND THAT'S IT!!
e Understands UL

* Disciplined

* Attentive

* Motivated

* Understands leverage

EJJLifePrOM 1-888-543-3776 | INFO@LIFEPRO.COM

A Simplicity Company



Death Benefit / Income

Reward

Premium Finance Life Insurance

Out of Pocket Payment

—_—
RISK = Policy Performance > Loan Rate
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Episode #238: Premium Finance 101:
Risk vs. Reward

By Adam Reyna | May 2, 2022

* Share with a client &+ Share with a colleague

Premium Finance 101: Risk vs. Reward

Death Benefit / Incorne
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Choosing the Right Vendor






0 Case 1. Contact LifePro to qualify your case

O] &, b

and gather all the paperwork.

ADVISOR LIFEPRO
2. Choose the right vendor and
Case Vendor . :
Design Recs INsurance carrier,
% 3. Complete bank loan application and
necessary follow-up.
INSURER \
Best
Priced

4. Review closing documents and

B
/ VENDOR delivery requirements.
Loan
Design
o 5. Design a high-value life insurance
LENDER policy to align with the client's goals.




P2 - Product
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A Simplicity Company
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Your Company Mame

Leveraged Estate Preservation Plan

#in efficent e ireurance funding strategy to plan for estaie twes and leawe a legacy

Introduction
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# i dan T by Ty ST, (e e Bohiavad torseatis wtath,
s -

Report Summary

Crwenvies

Thit s fnacing T S sk iaciic bs
Ve A S SRk i 0 b

T el 15 e s Sy 0 i s Bl e
S oo o Ry o i s T

s oriamiong St T e o gkt sk rE T
mportam e e g s peeae.
R - ol B kit
- Bt Rrmncd S ki s g i By T P, G of e S,

vk Raaecs o §7T%

ol cicaia st dane 16 B ST
g, £ e e T e o st
it i, Thi 4B e wiy for o 1

e P A RS 0 W

v kg ok marken Bamasan M ILSCE

cxrter radoors.

Sumavary Values o Age 30 **

AT ORI CORTE M St i T,
e g T,

I By, PRGTYTNS Pt pe Pirancing, sEise o
i il e LU | i ok 0 v
Pt T Sl 10 0 [ S L e PRR G
conared of pear s wad it v

Tha ok e iy ke o e it Foicy Sorioad I ag B . A sexinionsl oo e (bl
g o 12 o AR i o 1 M w3, . B e I (i bk Bt

e |

Gt e SISTTTIE SB35

e
e [
£2.520000 $2,550 0 7550 300

i Bt -] SED0AT S000000 feaTToE 151057
[Fra—
% LI 2550% T Y HATE
e et 1
e Ho Death Banadt: ™ [+ 113 g1
Lt -] -] LT LB AT S1205T
-
et WOCEVaki Mo Caah'Walss 40E% i =Y
asm
e i am v
[y . pleee

S e

1-888-543-3776 | INFO@LIFEPRO.COM



Your Personal Wealth Report
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Episode #252: Is Your Retirement Plan
Government Sponsored or Privately
Funded?

In this episode of Money Script Monday, 5al compares two retirement
plans, one through the government and one through a life insurance
carrier, and explains the benefits and shortfalls between the two.

Read this post

Wb

rian Manderscheid August 15,2022

Eplsode #251: Is the 60/40 Portfolio Dead?...
Introducing the New 60/20/20

In this episode of Money Script Monday, Brian illustrates a new portfolio
design to further diversify retirement plans and mitigate risks like
market volatility and running out of money.

Read this post

m

Ey Gabe Lindemann August 18, 2022

Get Ready For College Planning Season
2022

In Gabe's latest article featured in Broker World Magazine, he forecasts
what the 2022 college planning season has in store and how financial
advisors can take the stress off of families while helping their kids
atrend their dream schools.

Read this post

y Parker Obert August 8, 2022

Episode #250: 5 Steps to Building a Credible
Linkedin Profile

In this episode of Money Script Monday, Parker breaks down 5 easy
steps one can take to set up their Linkedin profile to make a great first
impression online.

Read this post

Kevin Nuber
(619)787-9799

———— knuber@lifepro.com
Your Company Name

Episode #127: Proof That IUL Really
Works

By Kevin Nuber | December 16, 2019

7* Share with a dient & Share with a colleague

Armericans are inundated with all the information now available on the internet. As
consumers, it is our responsibility to sort through the positive and negative feedback,

and more importantly, facts from fiction when we're ready to buy.

In this episode of Money Script Monday, Kevin presents 3 essential keys to gain
confidence in your Indexed Universal Life policy and provides examples of real life IUL

success stories.

UL Really Works

\he 2 Keys bo UL Sugess
3 1l 1. Mush be musimum funded
* | 7.Musl be illustoated ot a

reasonable rate
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Ensight

A SUMMARY OF YOUR

POLICY VALUES

Life insurance proposal for

Adam Reyna

PROPOSED PRODUCT
Allianz

Life Pro+ Advantage

% Illustration PDF

PROPOSED PREMIUM

Annual Contribution

$50,000

For 10 Years

Important policy ages to
consider forecasting:

Age 45 - s your policy start age.

Age 56 - Is your expected income
distribution.

Total Contribution

$500,000

FORECAST VALUE
BY AGE

90 4

Change the age input to

explore summary values.

WHAT YOU RECEIVE
Tax Free

Cumulative Income

$1,938,615

+

Tax Free
Death Benefit

$614,346

Total Value

$2,552,961

THE EFFECT OF

TAXES ON
ASSETS

Drawing the same amount from
able asset could provide
less income after taxes
compared to the tax free
advantages of life insurance.

attorney.

You could receive more income with life insurance compared to assets that are taxed.
See the difference in income per year from age 56 - 100

Income Per Year Income Per Year

$55,389 $36,003

Move the Pin
To see the differences in cumulative income

Life Insurance Income

$55,389

Asset Income
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$50,000
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The above graph Hissrares the groweh an 3100000 irre kypothetical indeved renurns beginntng Jaomary 130
2000 through December 3151 2014, This graph astumes S&P 500 returns excluding dividends, taves, fees and a
hypothetical TUL S&P index ar an 11% cap rate. This graph does not predict further index results nor represent

any spacific carrfer ar product.

Index Crediting Continued

I order to understand the mechanics bebind indexed crediting further, let's explore what's gomg on behind the
feenies 3t the MUTOE COMPany.

For this example, we are going to use a $1,000 annual preminm and take mobility costs out of the equation
for simplicity,. When we give the insurance company 1,000 they wall separate the prenuum into two sepasate
accounts. First, roughly $950 or 95% of the premuum will be placed m the insurance company's general
portfolio. At today's interest rates the msurance company earms roughly 5% on thewr general portfolio. At the
end of the policy vear the $950 eaming roughly 5% will equal $1,000 at the end of the vear, thus creating the
anmaal floor of (%%, The msurance company oeinly purchases imvestment grade bonds and other fixed interest
instnuments in thewr general acoount to back the contrachzal puaransess of the policy. There are regulatory
agencies which dictate the type of investments insurance companies can use to back up the contractual
guarantees.

The addiional $50 or 5% of the prenuum 15 used 1o buy options n an external benchmark mdex. The imsurance
company will use the services of an investment bank to hedge the options, although some compames hedge
internally. Ifthe external benchmark ndex has a positive renem. e option trader will call the option and
provide the retin to the mAurance company up 10 the cap of pamicipation fate agreed upon. In owr example,
the 550 option badget was able 1o afford a 12% cap rate wath a 100% partaipateon fate. [f the mdex hat 3
pegative retum the opticn is not called and no refumn is provided. Regardless of the performance of the external
benchmark index, you are always made whole at the end of the year as the 5950 grows back 1o $1.000 at the end
of the year.

It's umportant to note that with an Indexed UL policy vou are pever diectly invested m the stock masket. [nour

example, 5% of vour money was placed mito the msurance company”s general portfolio and the remaming 5%
were used o buy options in an external benchmark mdex.

How Crediting is Earned Inside Indexed Universal Life (IUL)

Th:'b-eln:rw:Dmmﬁnud:mqnﬂnm:smq:hﬁcdnuﬁmqfﬂmu:ynﬁlummdmﬂcmml
pobicy: Most of vour money 15 put mto a general portfoho consrsting of hughly rated ivestment grade
bomds. While the cther portion is used to purchase opticas

I addition, at's aleo anportant 0o pomt ot thal intedest fates and volanliey have an effect on cap mates and ophion
pricing. In our previous exaniple the imswrance comgpany was earning roughly 5% of their general account.
Let’s assume iterest rates drop further than they are today. The effect is that the insurance company is only
able to eam roughly 4% on teir general portfolio, In this example the insurance company needs 1o place $960
of the $1.000 mto therr general portfiolio to make the chient whole at the end of the vear. This means that only
S40 will be left to purchase options. In thas scenanio, the $40 may only be able to purchase a 10% cap rate
rather than a 12% cap rate.

As mentioned, Interest rates have a cormelating effect on cap rate changes. If interest rates imndreass in the funire
cap rates will also experience an increase. For example, if inferest rates increased from roughly 5% to roughly
%4 the insurance company would only have to place $940 info the general portfolio which allows $60 to be
used to buy options. In this example S8 may be able to purchase a 14% cap rate instead of 2 12% cap rate

In addition to mterest rates, volatility also has an effect on cap rates. There 15 a converse relationship to
volaslity and cap rates, The less volatile the external benchmark index the lower the option prnice, which affords
higher cap rates. The higher the volatiliry the higher the option price, which affords lower cap rates. Basically,
cap rabes can change of the stock market 15 expenencmg of 15 hkely to expenence wild svangs. Life insurance
carriers have developed more exotic index allocation strategies which focus on reducing velatility and therefore
are able to afferd higher cap rates, Scme of these index options inchude both equity and bond weights, either
preset or dynanue, m order 10 control volanlary.



5 Branded Premium Finance Videos
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Easy To Do Business With

Episode #245: Two "Different” Ways
Premium Finance Can Amplify Your Episode #238: Premium Finance 101:

Wealth Risk vs. Reward

By Kyle Tomko | June 27, 2022
& Share with a colleague By Adam Reyna
N * Share with a dlient ok Share with a colleague
Two “Different” Ways Premium Finance Can Amplify Your WLo
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Premium Finance 101: Risk vs. Reward

Traditional —_—

Prejected Eslaie: 24M
m LAY | 301] exermgtion |2
Estate tax wrle: S0%

Arbitge (ip s | TapuetM

—_— )

—

Death Benefit/ Incorne

Buying a home seems like a financially simple process: put a down payment and

mortgage the rest of the balance. But what if the asset class were to change, for

example, to a life insurance policy? In fact, the same rules can apply to help finance the

S5eff
Funded

RISK = Policy Perfo

contract, allowing individuals to leverage their available assets elsewhere.

Reward

n this episode of Money Script Monday, Kyle breaks down two different scenarios

where premium finance can be urilized to maximize retirement income or preserve

wealth and legacy.

LifePro.com/Premium-Finance



P3 - Process
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Advisor & Client

Advisor

dLifePrd

Easy To Do Business With
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5 %

Carrier

®

Lender



P3 - Process

* How to solve — tell us objectives?
* Specify out of pocket (OOP)

* How long do they want to pay?
* Specify death benefit
* Specify future income
* Specify leverage




LifePro.com/Premium-Finance

The party is NOT over!!




Branded Premium
Finance Videos

Jump-start your success in this space with client-
friendly educational videos and a sample “Leverage
Estate Preservation” Report branded to your business.

dranr_i.._
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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.
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LifePro.com/Premium-Finance No charael



Ready to get started?

LifePro.com/Premium-Finance

@LifePro
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