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Proposing IUL through a client review

Sales ideaSales idea
Financial professionals help their clients choose a life insurance policy because it best fits their needs at the time, but have 
those needs changed? A client review can help ensure your client’s needs and goals are still being met as their stages in life 
progress. And if they’re not being met, you have an opportunity to make recommendations that would help meet their 
current needs. 

As your clients age, they may have more disposable income to work with as they begin focusing more on preparing 
for retirement. In these situations, one of our Indexed Universal Life (IUL) insurance products could be a great solution. 
This multifaceted product line offers death benefit protection, as well as potential growth of the policy’s cash value 
while helping to protect your clients from financial risks.

Here’s how proposing an IUL product through a client review could work for you!

Hypothetical case studyHypothetical case study
A 55-year-old client purchased a Whole Life policy with a $800,000 death benefit from his agent in 1988, which has 
now grown to $1,500,000. His primary focus when purchasing the policy was to provide a death benefit to his spouse 
(now age 52) in the case of an unexpected death. Now that he is thinking more about retirement, he's agreed to meet 
with his financial professional for a client review. 

On the day of the meeting, he had $450,000 cash value in his 
Whole Life policy. When he purchased the policy, the goal was to 
have any dividends offset the premium within 18 years, which did 
not happen. 

The client wants to retain the $1,500,000 death benefit while 
continuing to grow cash value without having to continue paying 
premium. At this stage in life, he doesn't want to take too many 
risks; he'd like a product that can help offer protection. His top 
three priorities are guaranteed death benefit, potential cash 
growth, and possible funding for future qualifying illnesses. 
Among the different IUL products available, he chose the 
Protection Builder IUL.

With Protection Builder, he has a guaranteed death benefit of 
$1,891,338 and the potential to grow the cash value to $729,525 by age 65.1
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ConsiderationsConsiderations
There are also some important considerations that should be covered with your clients. In the scenario mentioned, these 
considerations include:
    • Cost of insurance charges (COIs) or other charges
    • Loss of premium: Depending on funding, life insurance may not guarantee avoiding loss of premium
    • Surrender charges: Withdrawals may be subject to surrender charges and the amount available for policy loans.2

ConclusionConclusion
This is just one example of how a client review can help meet your client's changing needs with life insurance. North 
American's IUL product line can be a great option to give your clients’ the upgrade they need as their priorities change.

Questions? 
Contact your Managing General Agent (MGA) for more information on conducting a client review.

Accelerated Death Benefits are subject to eligibility requirements.
Agents offering, marketing, or selling accelerated death benefits for chronic illness in California must be able to describe the differences between benefits provided 
under an accelerated death benefit for chronic illness and benefits provided under long-term care insurance to clients. You must provide clients with the ADBE 
Consumer Brochure for California that includes this comparison. Comparison is for solicitation purpose only, not for conversions. 
1. Guarantee death benefits are subject to premium payment requirements.
2. In some situations loans and withdrawals may be subject to federal taxes. North American does not give tax or legal advice. Clients should be instructed to consult with and rely on their own tax advisor or attorney 
for advice on their specific situation. Income and growth on accumulated cash values is generally taxable only upon withdrawal. Adverse tax consequences may result if withdrawals exceed premiums paid into the 
policy. Withdrawals or surrenders made during a Surrender Charge period will be subject to surrender charges and may reduce the ultimate death benefit and cash value. Surrender charges vary by product, issue age, 
sex, underwriting class, and policy year.
The Fidelity Mulifactor Yield Index 5% ER (the “Index”) is a multi-asset index, offering exposure to companies with attractive valuations, high quality profiles, positive momentum signals, lower volatility and higher 
dividend yield than the broader market, as well as U.S. treasuries, which may reduce volatility over time. Fidelity  is a registered trademark of FMR LLC.  Fidelity Product Services LLC (“FPS”) has licensed this Index 
for use for certain purposes to North American Company for Life and Health Insurance® on behalf of the Product. The Index is the exclusive property of FPS and is made and compiled without regard to the needs, 
including, but not limited to, the suitability needs, of the Company, the Product, or owners of the Product. The Product is not sold, sponsored, endorsed or promoted by FPS or any other party involved in, or related 
to, making or compiling the Index. The Company exercises sole discretion in determining whether and how the Product will be linked to the value of the Index. FPS does not provide investment advice to owners of 
the Product, nor to any other person or entity with respect to the Index and in no event shall any Product contract owner be deemed to be a client of FPS. Neither FPS nor any other party involved in, or related to, 
making or compiling the Index has any obligation to continue to provide the Index to the Company with respect to the Product. Neither FPS nor any other party involved in, or related to, making or compiling the 
Index makes any representation regarding the Index, Index information, performance, annuities generally or the Product particularly.
Fidelity Product Services LLC disclaims all warranties, express or implied, including all warranties of merchantability or fitness for a particular purpose or use. Fidelity Product Services LLC shall have 
no responsibility or liability whatsoever with respect to the Product.
Protection Builder IUL is issued on policy form series LS186 or state variation, including all applicable endorsements and riders, by North American Company for Life and Health Insurance, Administrative Office, West 
Des Moines, IA. Products, features, riders, endorsement or issue ages may not be available in all jurisdictions. Restrictions or limitations may apply.
Indexed Universal Life insurance products are not an investment in the “market” or in the applicable index and are subject to all policy fees and charges normally associated with most universal life insurance.
Sammons Financial® is the marketing name for Sammons® Financial Group, Inc.’s member companies, including North American Company for Life and Health Insurance®. Annuities and life insurance are issued 
by, and product guarantees are solely the responsibility of, North American Company for Life and Health Insurance.


