
The Policy Evaluation Program is a complimentary service offered by Truist Life Insurance Services through some of the top financial service professionals in the 
country to assist agents/brokers in analyzing their consumers’ existing insurance policies. It is not a program designed to encourage agents/brokers to replace 
existing insurance policies. 

For use with non registered products only. Insurance products are offered through Truist Life Insurance Services, a division of Crump Life Insurance Services, Inc., 
AR license #100103477, a wholly-owned subsidiary of Truist Insurance Holdings, Inc. Insurance products are not a deposit, not FDIC insured, not guaranteed 
by the bank, not insured  by any federal government agency, and may go down in value. The annuity and insurance products described may be issued by various 
companies and may not be available in all states. All comments about such products are subject to the terms and conditions of the annuity and/or insurance contract 
issued by the carrier. These materials are provided for educational purposes only. Truist Life Insurance Services makes no representation regarding the suitability 
of this concept or the product(s) for an individual nor is Truist Life Insurance Services providing tax or legal advice. You should consult your own tax, legal or other 
professional advisor before purchasing these products. 09.21 TLIS21-9480-A, 0323 | © 2021 Truist. All Rights Reserved.

Have you looked at your life 
insurance lately?

Case studies are offered to show how Truist Life Insurance Services can provide insurance solutions in the advanced sales marketplace. Results may vary, and this example does not guarantee a similar result. When case studies are based on real life applications of the 
strategy presented, client names, specific circumstances, and financial information have been changed to protect privacy.

*Any guarantees mentioned are subject to the claims paying ability of the issuing company.
**Policy riders are available at an additional cost and may not be available for all products or in all states. Terms and conditions apply.

Client examples

No matter what sort of life insurance policy or policies you have, you have nothing to lose and potentially much to gain 
by allowing your policies to be evaluated.

Below are four examples where it paid to have life insurance policies evaluated.

Client #3
A 46-year old male owned three variable whole 
life policies with a total combined coverage of 
$7,500,000. The cash value in all of the policies 
was $961,000. Total annual premium was over 
$118,000 per year. The insured had a recent 
change in circumstances. It was determined that 
the insured needed to increase the death benefit 
to $20,000,000 to meet estate planning needs. 

All policies were scheduled to lapse at age 95. His father is 99 so he 
was concerned about longevity.

Results after full interview
• Three policies were reduced to one.
• All cash values were 1035 exchanged into the new policy.
• Premiums were increased to $148,300.
• The new policy was guaranteed* to age 120 with a new death 

benefit of $20,000,000.

Client #4
Two business owners owned multiple term 
policies that were substantially underfunding a 
Buy/Sell agreement that had not been reviewed 
in five years. The term policies were past 
the guarantee period and had defaulted to a 
much more expensive non-guaranteed annual 
renewable term. No one at the company realized 
they were paying much higher premiums for 

inadequate coverage or that the ownership of the existing policies 
were not appropriate. 

Results after full interview
• Two policies were reduced to one.
• Premiums were reduced. 
• Buy/Sell was fully funded for the present and future of the company.
• Proper policy ownership was established. 

Client #1
A 52-year old male had three policies with a 
total combined coverage of $238,000. The 
net cash value was $124,000 with an ongoing 
premium that totaled $13,684 per year.

Results after full interview
• Three policies were reduced to one.
• $124,000 of the cash value was used as a single premium on the 

new policy with a death benefit of $385,000 guaranteed* to age 120.
• No additional premium was required.

Client #2
A 61-year old male had four whole life policies 
with a total combined coverage of $1,014,000. 
The cash values of the policies totaled 
$450,500. The insured’s goal was to simplify 
his life. He was concerned with the number of 
policies as well as the ongoing premium requirements.

Results after full interview
• The guaranteed* face amount was increased by 23% to $1,250,000.
• A chronic illness rider** was added to the policy.
• No additional premium was needed to guarantee* the policy for life.


