
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Female *  Male * 

Age at 
Issue 

Premium 
30-Year Pre-Tax  Equivalent 

Rate of Return, assumes 35% 
tax bracket1 

 Age at Issue Premium 
30-Year Pre-Tax  Equivalent 

Rate of Return, assumes 
35% tax bracket 1 

40 $5,334 15.66%  40 $6,444 14.19% 

45 $6,406 14.23%  45 $7,781 12.70% 

50 $8,258 12.23%  50 $9,853 10.80% 

55 $10,373 10.38%  55 $12,162 9.07% 

60 $13,591 8.14%  60 $16,069 6.72% 

  

Survivorship * 

Age at 
Issue 

Premium 
20-Year Pre-Tax Equivalent  

Rate of Return1 
30-Year Pre-Tax Equivalent  

Rate of Return1 

60/60 $9,862 21.26% 10.80% 

65/65 $13,022 17.85% 8.50% 

70/70 $18,109 13.72% 5.68% 

 

* The data shown is taken from hypothetical product illustrations. The individual product illustrations are from Nationwide YourLife No-
Lapse Guarantee UL product form number NWLA-444-MN (06/2014). The survivorship product illustrations are from Nationwide 
YourLife NLG SUL II product form number ICC14-NWLA-450. Both products are Nationwide Insurance Company’s no-lapse products, 
guaranteed to age 121, Preferred Non-Smoker risk class with ongoing premiums for lifetime. The examples assume annual premiums 
are paid when due. The hypothetical rates of return illustrated assume that no policy loans or withdrawals are taken for the life of the 
policy. The pre-tax equivalent rate of return is the rate that must be earned on a taxable asset to equal the internal rate of return on 
death benefit assuming a tax bracket of 35%. Product and features are subject to state availability. Limitations and exclusions may 
apply. Premiums accurate as of 1/5/2018. 

 

Life Insurance Offers a Competitive “Rate of Return” On the Premiums Paid 

You may believe your clients do not need life insurance because they are in good health and the family could receive more 

if you invested their money in a portfolio of stock, bonds, or mutual funds. However, have you taken a look at the rate of 

return life insurance offers? It can be very competitive. Take a look at the tables below which illustrate the pre-tax 

equivalent rate of return a $1 million death benefit provides at various issue ages: 

You may already be familiar with some of the benefits life insurance 

provides to your clients’ loved ones and business partners, but have you 

considered how the product fits into your clients’ overall financial portfolio? 

Secure Your Book of Business 
Invest in Life 



 

 

Life Insurance Can Help Provide for Completion of Financial Plans  
 

Unfortunately, having a strong, highly valuable investment portfolio does not necessarily mean 

that today’s value will eventually be passed on to a client’s loved ones. Even well balanced portfolios comprised of 

stocks, bonds, and mutual funds are exposed to market volatility. A market downturn could result in a significant 

loss in portfolio values when passed on at death and could jeopardize the financial security of surviving family 

members. Furthermore, even the best investment portfolio needs time for ongoing contributions and earnings 

growth. If something happens along the way, the original financial plan may fall short. Life insurance can provide 

an expected, predictable, and sometimes guaranteed value, depending on the product purchased. Whether the 

policy insured passes on tomorrow or 20 to 30 years from now, life insurance policy death benefits can facilitate 

the self-completion of the investment plans you have set in place for your clients. 

 

The Cost of Life Insurance is Comparable to an Investment Management Fee 
 

While life insurance can provide a respectable and even competitive rate of return, there is a gap in the analysis. 

Specifically, how does the cost to secure your clients’ financial plan compare to investment management fees? 

Let’s do the math. It’s simple. Take the annual premium as a percentage of the death benefit. For a male age 60 

(see the prior table), the annual premium necessary to guarantee a $1 million death benefit is roughly $16,000 or 

1.6% ($16,000/$1,000,000). 

 

 Question: If you could provide your client a guaranteed pre-tax return approaching 7% in 30 

years and charge an annual management fee of 1.6% would you tell them about it? Would you 

have an obligation to tell them about it knowing they want to provide a legacy to their heirs?  

 

Admittedly, a management fee in the 1.6% range may be perceived as a bit high, but you may have another option. 

What if the client has a spouse or significant other you can pivot to a second-to-die product that will drive the annual 

expense down? A couple, each age 60, may be able to lower the premium to where the equivalent annual cost is 

closer to 1%. The result not only lowers the outlay, but it also increases the rate of return making the case for 

owning life insurance even stronger. 

 

As your clients’ careers flourish and resources allow for personal investing and long-term planning, life insurance 

may be an ideal component of an overall portfolio, complementing fixed-income assets and helping to moderate 

risk and volatility in your clients’ total portfolio.   

 

? 
 

1 Life insurance death benefit proceeds are generally received by the beneficiary income tax-free under IRC §101(a). 
There are a few exceptions. 
 

This is designed to provide general information in regard to the subject matter covered. It should be used with the 
understanding that we are not rendering legal, accounting or tax advice. Such services should be provided by your 
own advisors. Accordingly, any information in this document cannot be used by any  taxpayer for purposes of avoiding 
penalties under the Internal Revenue Code. 

Not Insured by FDIC or Any Federal Government Agency. May Lose Value.  
Not a Deposit of or Guaranteed by Any Bank or Bank Affiliate. 
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