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Disclosures 
Disclosures apply to this presentation in its entirety
Indexed Universal Life 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.

Neither North American Company nor its agents give tax advice.  Please advise your customers to consult with and rely on a qualified legal or tax advisor before entering into or 

paying additional premiums with respect to such arrangements.

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.

For most policies, withdrawals are free from federal income tax to the extent of the investment in the contract, and policy loans are also tax-free so long as the policy does not 

terminate before the death of the insured. However, if the policy is a Modified Endowment Contract (MEC), a withdrawal or policy loan may be taxable upon receipt. Further, 

unpaid loan interest on a MEC may be taxable. A MEC is a contract received in exchange for a MEC or for which premiums paid during a seven-year testing period exceed 

prescribed premium limits (7-pay premiums). 

Table shaving is available for policies that include the Waiver of Surrender Charge Option. When a person applies for life insurance coverage, his or her health is evaluated and a 

corresponding underwriting rating is applied. Table shaving features allow certain substandard underwriting rates (known as "table ratings") to be improved to a "standard" rating. 

A "standard" rating generally indicates average health and involves a lower life insurance premium than do substandard ratings.

Chronically ill is defined as permanently unable to perform at least two of the six Activities of Daily Living (bathing, continence, dressing, eating, toileting and transferring) without 

substantial assistance from another person. Chronic illness also includes severe cognitive impairment which means the insured requires substantial supervision by another 

person to protect him or herself from threats to health and safety due to a severe cognitive impairment. (In MN for NAC rider, insured must have a condition that requires 

Continuous Confinement in an Eligible Institution and is expected to remain there for the rest of his or her life). 

Rapid Builder IUL is issued on policy form series LS176 and LS176W (with waiver of premium), Accelerated Benefit Endorsement for Terminal and Chronic Illness, LR465, 

Terminal Illness, LR 464, Critical Illness, LR477; or state variations by North American Company for Life and Health Insurance, Administrative Office, One Smmons Plaza, Sioux 

Falls, SD 57193. Products, features, riders and endorsements or issue ages may not be available in all jurisdictions. Limitations and restrictions may apply. 

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 (NAM-3013) that includes this comparison.  Comparison is for solicitation purpose only, not for conversions.
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Agenda

• Defining Smart Money

• Life Insurance Solution

• Tips & Talking Points
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Smart Money Defined

• Accessible Assets

• Limited Exposure to Loss
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Smart Money Defined
Assets 

• Annuities

• Money Market Accounts

• Savings Account

• Recent Windfall or inheritance
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Smart Money Defined
Client Objectives

• Leaving Benefit for Heirs

o Protection during working years

o Estate building during later years
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Smart Money Defined
Client Objectives

• Access to Funds1

o Emergency 

o Unexpected need

o Future unidentified needs

• Competitive Returns

o Death Benefit, Cash Value, or both

1 In some situations, loans and withdrawals may be subject to federal taxes. North American Company for Life and Health Insurance 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.
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Agenda

• Defining Smart Money

• Life Insurance Solution

• Tips & Talking Points
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Life Insurance Solution

• Rapid Builder IUL®

o Death benefit protection

o Early cash value access

o Accelerated death benefits1

o Long term performance opportunity

1 Subject to eligibility requirements.  Availability may vary by state. 
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Life Insurance Solution
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The information presented is hypothetical and not intended to project or predict 
investment results. Illustrations are not complete unless all pages are included. Web Illustration system 2018



Life Insurance Solution
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Life Insurance Solution
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Life Insurance Solution
Were Client Needs Met?

Leaving Benefit for Heirs

Access to Funds

Competitive Returns
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Agenda

• Defining Smart Money

• Life Insurance Solution

• Tips & Talking Points
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Tips & Talking Points

• MEC Status

• Systematic Premium Allocations

• Cash Value Accumulation Test

• Non-Guaranteed Alternate Rate

• Waiver of Surrender Charge Option1

1 Available for an additional charge per $1,000 per month, depending on issue age and underwriting class. 
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Tips & Talking Points
Scenario Option A

(Heaped)
Option B

(Heaped/Asset Trail)
Option C

(% of Premium)
Option D

(Asset Based)

No Waiver of Surrender Charge √ √ √ √
With Waiver:

Face Amount Above 1st Year 
Corridor (premium $250K or less) √ √ √ √
Premium equal to $250,000 
AND Face Amount Above 1st

Year Corridor
√ √ √ √

Face Amount Below 1st Year 
Corridor (regardless of premium amount) √

Commission Charge backs
Yr 1-100%
Yr 2-75%
Yr 3-25%

Yr 1-100%
Yr 2-75%
Yr 3-25%

Yr 1&2 -100%
Yr 3- 80%
Yr 4- 60%
Yr 5- 40%

Yr 1-100%
Yr 2-50%

459NP                               2/18 FOR AGENT USE ONLY. NOT TO BE USED FOR CONSUMER SOLICITATION. 19



General Concept Page

Smart Money Sales Kit
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• Defining Smart Money

• Life Insurance Solutions

• Tips & Talking Points

Helping Meet Client Needs

Positioning North American Products

Illustration Design & Product Options

Summary
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• The Client Gets…
– Death Benefit Protection

– Accessible Cash Value

– Outstanding Growth Potential

• You Get…
– A Smart Money Alternative

– Support and resources to help 

grow business

Bottom Line
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1. Identify 3 clients Who 

Meet the Client Criteria

2. Call Within the Next 3-5 

Days

3. Position NA Life Products 

as a Solution for the 

Smart Money Sale

Next Steps
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Smart Money Sale
Using Life Insurance for Death Benefit Protection & 

Financial Protection

Anthony Holen

Sales Development Specialist

3/29/2018
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