
Even when your clients have been smart about planning and saving, there are still risks they 
face during retirement. Some can’t be managed, but others can – with appropriate planning. 
An indexed universal life policy can help minimize these risks.

Economic Risk
1. Market Performance Risk
2. Inflation Risk
3. Sequence of Returns Risk
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Our new Map Your Course materials include consumer-facing brochures that will help you cover both the risks and the “how” 
behind the IUL solution to those risks. They will help you knowledgeably speak to the value IUL brings to retirement planning.

Watch for more information coming soon!

Personal Risks
4.  Longevity Risk
5.  Health Care Risk
6.  Change of Situation Risk

Tax Risks
7. Tax Bracket Risk
8. Estate Tax Risk

8 Retirement Risks Income Advantage IULSM Can Help Manage

Map Your Course 
Help to Minimize the  

Risks to Your Retirement

Help Your Clients Plan Ahead 
for Their Retirement Using IUL – 

New Resources Available!



1 The amount that may be available through loans and withdrawals, as defined in the contract.
2  For federal income tax purposes, tax-free income assumes (1) withdrawals do not exceed tax basis (generally, premiums paid  

less prior withdrawals); and (2) the policy does not become a modified endowment contract. See IRC §72, 7702(f)(7)(B), 7702A.
3 Any policy withdrawals, loans and loan interest will reduce policy values and benefits.
4  Refund is limited to 50 percent of the specified amount. In order to remain eligible for the rider, the client must continue to make  

required premium payments as defined in the rider.
5  Death benefit proceeds from a life insurance policy are generally not included in the gross income of the taxpayer/beneficiary  

(Internal Revenue Code Section 101(a)(1)). There are certain exceptions to this general rule including policies that were  
transferred for valuable consideration (IRC §101(a)(2)).

This information should not be construed as tax or legal advice. Your clients should consult with a tax or legal professional for details and 
guidelines specific to their situation.
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Market 
Performance 
Risk

Market performance risk includes those nagging “what-if” 
questions your clients ask themselves as they prepare for 
retirement. What if the market doesn’t perform well enough 
for my retirement savings to grow at the rate I’ve projected? 
What if there is a market downturn before I’m ready to retire? 
What if I have to delay my retirement?

If market performance isn’t what your clients 
projected, an IUL policy could help supplement 
their retirement savings. It builds cash value1 at 
an interest rate that is linked to a market index, 
so your clients have the potential for significant 
growth. Unlike most retirement investments, IUL 
has a downside floor that would protect your clients 
from market losses.

Inflation Risk Inflation can eat away at the value of investments and can 
reduce purchasing power. For your clients’ money to grow, 
their retirement savings need to outpace the inflation rate.

Because it’s linked to the growth of a market index, 
if an IUL policy is funded properly, its cash value1 
should keep current with inflation. If inflation turns 
out to be more than planned for, an IUL policy 
can potentially provide a source of supplemental 
income.

Sequence of 
Returns Risk

The sequence of positive and negative annual returns and 
timing of withdrawals can impact how long assets last. If 
there happens to be a market downturn, accessing retirement 
income and selling into a market loss can be very detrimental 
– especially if this happens early in retirement.

If there is a market downturn, your clients can 
access income from their IUL cash value1 by taking 
a loan or withdrawal rather than selling into a 
market loss by taking a distribution from their 
retirement fund.3 Having this supplemental source 
of income gives your clients flexibility while they 
wait for their retirement accounts to recover from 
the market downturn.
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Longevity Risk Outliving assets is a real threat as people are living longer. 
According to the Society of Actuaries’ 2016 Longevity 
Illustrator Tool, a man reaching age 65 today has a 50 
percent chance of living until age 86. A woman turning age 
65 today, has a 50 percent chance of living until age 88. Not 
knowing exactly how long your clients will live can make 
planning tricky.

With an IUL policy, if your clients live longer than 
anticipated, they can use the cash value1 to help 
supplement retirement income. Additionally, if the 
insured dies first, the spouse can use the death 
benefit for income.

Health Care 
Risk

According to a 2017 report from the U.S. Department of 
Health and Human Services, almost 70 percent of people 
over age 65 will require chronic care later in life – for an 
average of three years. And 20 percent of those individuals 
need care for longer than five years. Long-term health care 
expenses can put a serious dent in your clients’ retirement 
savings. 

With an IUL policy, your clients can access part of 
their death benefit early if they become chronically 
ill. This provides additional funds that can be used 
to help pay for expenses such as long-term health 
care or custodial care.

Change of 
Situation Risk

What seems like the perfect solution to your clients’ needs 
now may no longer feel so right in the future. Their life 
situation could change or an innovative product solution 
could come along that better suit their needs.

With IUL, your clients have options. They can get 
their premiums back under the Guaranteed Refund 
Option (GRO) rider,4 or they can surrender their 
policy for the cash value.1 They can also transfer 
the surrender value into another permanent life 
insurance solution that may be more suitable at 
that time.
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Tax Bracket 
Risk

It’s possible that the income your clients take from their 
retirement plan could put them into a higher tax bracket. 
Even the Social Security income they receive is subject to 
taxation. If more money is going toward taxes, your clients 
will be getting less money from their retirement plans for 
spending.

For your clients to avoid moving into a higher tax 
bracket, they can take the extra income they require 
from your IUL policy. Cash taken from an IUL policy 
through loans and withdrawals is not generally 
counted as taxable income.2,3

Estate Tax Risk If your clients did a good job of saving and watched expenses 
in retirement, their assets could create a large enough estate 
that heirs have to pay estate taxes on a portion of the estate 
they will receive.

A life insurance death benefit passed to a 
beneficiary is generally excluded from taxable 
income.5 Their beneficiaries may use this money to 
pay any estate taxes they may incur. This can help 
them avoid having to sell off nonliquid assets to 
pay for estate taxes.


