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It is not unusual for a client to underestimate 
their need for life insurance. It is very common, 
however, for a client to be unaware of how 
life insurance products can offer benefits both 
in life and in death. To get the conversation 
started, simply ask a few questions:

 -  Has your family experienced any major life 
events since we last met (such as a home 
purchase, marriage, birth of a child, new job)?

 -  Are you confident that you have enough 
financial protection in place to protect  
your family?

 -  Just as your family reviews your auto and 
homeowner insurance, it’s important to 
periodically make sure you have sufficient 
life insurance. When was the last time 
you reviewed your family’s life insurance 
coverage?

 -  If one of your household’s income earners 
passed away, do you have a plan in place to 
replace that income? What lifestyle changes 
would be required? Would your family have 
to move? Would the surviving spouse be 
able to see through educational plans for 
your children? Would your spouse need two 
or three jobs to meet the family’s financial 
responsibilities?

Looking for opportunities to talk to your clients?
A successful sale starts with knowing both your client and 
your products. What follows are some tips for figuring out a 
family’s needs and matching them with the best possible 
life insurance coverage.

Getting started:

Have a conversation1



Make sure you have the right products for every sales situation2

Short-Term 
Financial Needs 
and Concerns

Changing 
Financial Needs 
and Concerns

Accumulation 
During Client’s 
Lifetime

Legacy Planning 
and Wealth 
Transfer Needs  
and Concerns

For your clients with short-term concerns:

Mortgage Protection
Equity Protection
 Protecting Co-Signers on Private  
College Loans

For your clients with both short and  
long-term concerns:

 A Package Deal: Covering both short-term 
and long-term needs
Life Insurance Policy Review

For your clients who want to build wealth 
using a tax-efficient solution:

Life Insurance in College Planning
Life Insurance in Retirement Planning

For your clients looking to protect their 
legacy or provide for loved ones:

 Blended Family Estate Planning Using  
Life Insurance 
Special Needs Planning

Your clients want to be financially prepared  
no matter what the future brings. But to 
give them the protection they desire, it’s 
crucial to figure out their situation. The more 
communication you have with your clients, 
the more equipped you will be to help them 
address their unique concerns. 

We have included a few simple sales concepts 
that offer a range of solutions for clients of all 
ages and life stages.



Short-Term 
Financial Needs 
and Concerns



Mortgage Protection

Situation
Your client’s home is likely the biggest invest-
ment they’ll make. Chances are it’s also the 
cornerstone to their financial future, because 
it’s a substantial asset that’s likely to grow. But 
what happens if your client passes at a young 
age or an illness strikes? Their spouse could 
end up facing the financial responsibility of 
a mortgage alone. If this happens, it could 
undermine the stability that their family worked 
hard to build. 

The Strategy
Mortgage Protection is a strategy designed to 
provide the funds to pay off a client’s mortgage 
in the event of their death. This means the 
client’s loved ones may have the ability to 
continue living in the family home and building 
memories without the fear of falling behind on 
a mortgage. 

Within the strategy, consideration should be 
made for homeownership expenses such as:

 -  Mortgage payments (including property 
taxes, homeowner association fees/dues)

 - Homeowner’s insurance
 - Maintenance costs
 - Water and sewer services
 - Electricity and heating costs
 - Unexpected repairs

Though term insurance is typically used 
with this strategy, clients have three options 
they can choose from, depending on their 
financial resources and personal goals for this 
coverage:

1.  Straightforward term insurance ranging from 
10 to 30 years

2.  Layered coverage using a blend of term and 
permanent insurance

3.  Lifetime coverage using a permanent option 
with potential to build tax-deferred cash 
value

An effective Mortgage Protection Plan can 
provide for:

 -  Tax-free2 life insurance death benefit 
proceeds to the beneficiary that may be 
used to pay off the mortgage and cover 
homeownership expenses

 -  Money so that family members don’t have  
to take on debts due to the loss of a loved 
one’s income

 -  Coverage for chronic, critical or terminal 
illnesses that could impact the client

Short-Term Financial Needs and Concerns

Did you know?
Roughly 65%1 of

Americans own a home!



Mortgage Protection

How a Mortgage Protection Plan Works
Case Study
 -  Fred (33) and Alexa (34), married, with a child  
on the way

 -  Purchased their first home three years ago; 
outstanding mortgage of $225,000

 -  Their goal: They want a plan that provides the 
resources to pay off the mortgage and leave 
extra money to cover unforeseen costs of 

home ownership in the event of death. They 
also want a plan that will provide funds in 
the event of illness, as Fred’s father became 
disabled at 52 due to a stroke. This left him 
paralyzed, forcing his family to sell the family 
home. At this stage in Fred and Alexa’s life, 
they’re not interested in total income or  
lifestyle protection.

Short-Term Financial Needs and Concerns

STEP 1
Fred and Alexa meet their insurance producer to discuss their desire to protect the 
family home in the event of illness or death.

STEP 2
During the meeting, their producer works with them to complete a fact finder. This is 
used to uncover their total need and ensure they’re creating a proper plan that meets 
their objectives.

STEP 3
Based on their discussions and the information gathered on the fact finder,  
it’s determined that Fred and Alexa each need $275,000 worth of 30-year term.

STEP 4
Fred and Alexa decide to purchase a Foresters 30-year term3 life insurance coverage 
with Foresters Financial™, with Waiver of Premium3 included due to their concerns 
about illness. They each apply for $275,000 of 30-year term and both are approved 
Standard Non-Tobacco.

STEP 5
If Fred or Alexa becomes ill during the term period, they may have the opportunity to 
accelerate a portion of their coverage with the Accelerated Death Benefit Rider.4 This 
built-in rider provides coverage for eligible chronic, critical and terminal illness.

STEP 6
If Fred or Alexa passes during the term period, the tax-free death benefit proceeds will 
provide funds that may be used to cover the mortgage and any unexpected costs that 
may arise, allowing their family to remain in their home.



Personal Information11
Client Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Spouse Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Children (#)

$ $ $ $
Client’s Annual Salary Client’s Other Income Spouse’s Annual Salary Spouse’s Other Income

$ % $
Total Adjusted Gross Income Income Tax Bracket Total Amount of Liquid Assets 

(Bank Accounts, Money Market Accounts, CDs, etc.)

Financial Information22

Mortgage Protection Fact Finder

$ $
Outstanding Mortgage Monthly Payment on Mortgage

%
# Of Years Remaining on Mortgage Mortgage Interest Rate

  Y          N If Yes, Amount: $ $ $
Have A Second Mortgage on Home Yearly Property Tax Yearly Home Insurance Cost

$
Other Monthly Expenses To Run Home Anticipated Capital Needed For Home Improvements

$
Desired Emergency Funds For Unexpected  
Home Repairs

Funeral & Other Final Expense Needs

Mortgage Information33

11  Source: Quarterly residential vacancies and homeownership, third quarter 2019. https://www.census.gov/housing/hvs/files/  Source: Quarterly residential vacancies and homeownership, third quarter 2019. https://www.census.gov/housing/hvs/files/
currenthvspress.pdfcurrenthvspress.pdf

22  Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The   Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The 
information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and 
prospective purchasers to consult their tax or legal advisor.prospective purchasers to consult their tax or legal advisor.

33  Foresters level term life Insurance and applicable riders may not be available or approved in all states and are subject to eligibility   Foresters level term life Insurance and applicable riders may not be available or approved in all states and are subject to eligibility 
requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable Foresters requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable Foresters 
Producer Guide and the insurance contract for your state for these terms and conditions. All products underwritten by  Producer Guide and the insurance contract for your state for these terms and conditions. All products underwritten by  
The Independent Order of Foresters. The Independent Order of Foresters. 

44 The Accelerated Death Benefit Rider provides an option to accelerate a portion of the eligible death benefit and receive a payment.  The Accelerated Death Benefit Rider provides an option to accelerate a portion of the eligible death benefit and receive a payment. 
The payment, due to diagnosis of an eligible illness, may be less than the acceleration amount which may be subject to a fee, an The payment, due to diagnosis of an eligible illness, may be less than the acceleration amount which may be subject to a fee, an 
actuarial discount amount and other applicable deductions. Payment will decrease certificate values and benefits and may affect actuarial discount amount and other applicable deductions. Payment will decrease certificate values and benefits and may affect 
eligibility for public assistance programs. Receipt of an accelerated death benefit payment under the rider is intended to qualify for eligibility for public assistance programs. Receipt of an accelerated death benefit payment under the rider is intended to qualify for 
favorable tax treatment under section 101(g) of the Internal Revenue Code (IRC). Specific situations may result in a taxable event. For favorable tax treatment under section 101(g) of the Internal Revenue Code (IRC). Specific situations may result in a taxable event. For 
New York certificates: New York certificates: This is a life insurance certificate that accelerates the death benefit on account of chronic illness and is not a This is a life insurance certificate that accelerates the death benefit on account of chronic illness and is not a 
health insurance certificate providing long term care insurance subject to the minimum requirements of New York Law, does not health insurance certificate providing long term care insurance subject to the minimum requirements of New York Law, does not 
qualify for the New York State Long Term Care Partnership Program and is not a Medicare supplement certificate (qualify for the New York State Long Term Care Partnership Program and is not a Medicare supplement certificate (The Accelerated The Accelerated 
Death Benefit Rider (For Terminal Illness) does not include acceleration for a chronic illness). Death Benefit Rider (For Terminal Illness) does not include acceleration for a chronic illness). 

Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters 
(a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding (a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding 
Company, Inc. AT207Company, Inc. AT207

Not for use in CA.Not for use in CA.

For producer use only. Not for use with the public. For producer use only. Not for use with the public. 504585 US 08/20504585 US 08/20

Short-Term Financial Needs and Concerns

Date M M / D D / Y Y



Equity Protection

Situation
Your client’s home is most likely the biggest 
investment they’ll make and the cornerstone to 
their financial future because it’s a substantial 
asset that’s likely to grow. Some clients may 
not be able to absorb the cost of mortgage 
protection, but worked hard to build equity2 in 
their home. How can families in this situation 
ensure that their home can be protected should 
a spouse pass away? The last thing they’ll want 
is to be faced with foreclosure or have to sell at 
fair below market value. 

The Strategy
Equity Protection is a strategy designed to 
provide a family with the means to cover their 
mortgage payment for a specific period of time. 
This allows the family time to figure out their 
financial situation and if necessary, sell their 
home due to a spouse’s death. This approach 
gives loved ones the opportunity to protect 
their equity within the home for a period of 
time while they determine their next steps.

An effective Equity Protection Plan can provide:

 -  Tax-free3 life insurance death benefit 
proceeds to the beneficiary that may be used 
to help cover the mortgage payment for a 
period of time

 -  Peace of mind that the client’s family may 
be able to keep the equity in their home and 
provide breathing room to determine their 
living situation

Short-Term Financial Needs and Concerns

Did you know?

U.S. homeowners with a 
mortgage saw their equity 

climb by nearly $427 
billion from the second 
quarter of 2018 to the 

second quarter of 20191



Equity Protection

Short-Term Financial Needs and Concerns

STEP 1
Robert and Colleen meet their insurance producer to discuss protecting their equity 
in the event of death.

STEP 2
During the meeting, their producer works with them to determine what amount of 
coverage will allow them two to three years of equity protection and also  
fits their budget.

STEP 3
Based on their discussions, it’s determined that Robert and Colleen each need 
$50,000 worth of 15-year term.

STEP 4
Robert and Colleen each decide to purchase a Foresters 15-year term4 life insurance 
coverage with Foresters Financial™ for $50,000 worth of coverage. Both are 
approved Standard Non-Tobacco. Their combined monthly premium falls below their 
$30 monthly budget.

STEP 5
Each year their producer conducts a review of the couple’s coverage to make 
sure their life insurance still fits their needs. If during these meetings the producer 
determines that their financial position has changed, they will be in position to make 
recommendations.

STEP 6
If Robert or Colleen passes during the term period, the tax-free death benefit 
proceeds will provide the surviving spouse with resources that may be used to cover 
their mortgage payment for a period of time.

How an Equity Protection Plan Works
Case Study
 -  Robert (29) a construction worker and Colleen 
(31) a part-time teacher’s aide, are married with  
a toddler

 -  Purchased their home two years ago; market  
value of $205,000 with a current mortgage  
balance of $156,000

 -  Monthly payment to stay in home $1,305 
(mortgage $1,025, including property tax and 
insurance), $50 for water and sewer, $110 for 
electric and $120 for heating

 -  Their goal: The couple understands covering the 
full mortgage is not possible until their financial 
position improves. However, at a minimum, they 
want a plan that protects their equity for a period 
of two to three years. They can afford $30 a 
month for both coverages. This time would 
provide the surviving spouse ample breathing 
room to determine their living situation and sell 
the family home without fear of foreclosure or 
selling below market value.



Personal Information11
Client Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Spouse Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Children (#)

$ $ $ $
Client’s Annual Salary Client’s Other Income Spouse’s Annual Salary Spouse’s Other Income

$ % $
Total Adjusted Gross Income Income Tax Bracket Total Amount of Liquid Assets 

(Bank Accounts, Money Market Accounts, CDs, etc.)

$ $
Current Market Value of Home Total Outstanding Mortgage

$ $
Equity Within Home Monthly Payment on Mortgage

  Y          N If Yes, Amount: $ $ $
Have A Second Mortgage on Home Yearly Property Tax Yearly Home Insurance Cost

$
Other Monthly Expenses To Run Home 
(Heating, Electric, Water & Sewer)

Period Of Time To Protect Equity 
(either in years or months)

Home Information33

Equity Protection Fact Finder

11  Source: Share of Homes in Negative Equity Fell to the Lowest in At Least Nine Years, CoreLogic, September 20, 2019:    Source: Share of Homes in Negative Equity Fell to the Lowest in At Least Nine Years, CoreLogic, September 20, 2019:  
https://www.corelogic.com/blog/2019/09/share-of-homes-in-negative-equity-fell-to-lowest-level-in-at-least-nine-years.aspxhttps://www.corelogic.com/blog/2019/09/share-of-homes-in-negative-equity-fell-to-lowest-level-in-at-least-nine-years.aspx

22  A home’s value and the potential equity within the home is not guaranteed and will fluctuate based on market conditions.  A home’s value and the potential equity within the home is not guaranteed and will fluctuate based on market conditions.
33  Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The   Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The 

information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and 
prospective purchasers to consult their tax or legal advisor.prospective purchasers to consult their tax or legal advisor.

44  Foresters level term life Insurance and applicable riders may not be available or approved in all states and are subject to eligibility   Foresters level term life Insurance and applicable riders may not be available or approved in all states and are subject to eligibility 
requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable 
Foresters Producer Guide and the insurance contract for your state for these terms and conditions. All products underwritten  Foresters Producer Guide and the insurance contract for your state for these terms and conditions. All products underwritten  
by The Independent Order of Foresters. by The Independent Order of Foresters. 

Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters 
(a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding (a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding 
Company, Inc. AT207 Company, Inc. AT207 

For producer use only. Not for use with the public.For producer use only. Not for use with the public.

Financial Information22

504586 US 12/19504586 US 12/19

Short-Term Financial Needs and Concerns

Date M M / D D / Y Y



Protecting Co-Signers on Private College Loans

Situation
No parent wants to think about outliving their 
son or daughter. Having to bury a child that they 
raised is an unimaginable situation. However, if 
someone was a co-signer on a private college 
loan, they’re legally responsible for repaying  
the debt should the borrower pass. With this  
in mind, are your clients in a position to deal 
with this financial obligation if a loved one 
passed away? 

The Strategy
Protecting Co-Signers on Private College Loans 
is a strategy designed to help clients safeguard 
their finances. In the event of their child’s early 
death, they would receive a tax-free death 
benefit2 that could be used to eliminate the debt 
that they are now responsible for in a single 
payment, rather than making monthly payments 
until the loan is repaid. Additionally, if the child 
develops a chronic, critical or terminal illness, 
they may accelerate a portion of the death 
benefit, which could be used to repay a portion, 
if not all, of the student loan, if they have to 
leave college.

An effective Protecting Co-Signers on  
Private College Loans strategy can:

 -  Protect the co-signer from the debt burden 
triggered by the death of the child while 
there’s an outstanding private loan

 -  Protect the co-signer’s credit and assets 
from loan seizure if they’re unable to repay 
the debt 

 -  Provide a tax-free death benefit to relieve the 
financial burden in a single payment

 -  Provide an accelerated death benefit3 if 
the student experiences a chronic, critical 
or terminal illness and is required to start 
repaying the loan earlier because they have 
to leave college

 -  Allow the parents to transfer ownership of 
the insurance to the child after college4

 -  Provide flexibility to the child; they have 
the ability to convert part or all of the term 
coverage to permanent insurance (during 
the conversion period), without evidence  
of insurability

Short-Term Financial Needs and Concerns

Did you know?
90% of private 

student loans during 
the 2018-2019 school 
year were made with  

a co-signer?1

The Opportunity:
1.4 million students 

used a private 
student loan with a  
co-signer in 20191



STEP 1
Steve and Norma meet their insurance producer to discuss protecting their co-
signature on Mark’s private college loan.

STEP 2
During the meeting, their producer works with them to determine what amount of 
protection would be ideal for their situation. They agree that $100,000 would be  
a reasonable amount in case the loan balance is higher than anticipated.

STEP 3
Based on their discussions, they agree to purchase a Foresters 30-year term5 on 
Mark from Foresters Financial™ for $100,000. They apply for coverage and Mark  
is approved Standard Non-Tobacco.

STEP 4
Once the private loan is repaid, Steve and Norma have the opportunity to transfer 
ownership to Mark. At that point, Mark becomes the owner and takes over the 
required premiums. During the term contract, there is the ability to convert the 
coverage to permanent insurance (during the conversion period) without evidence 
of insurability if long-term coverage is desired post-graduation.

STEP 5
If Mark passes away while there’s an outstanding private loan, the tax-free death 
benefit proceeds will provide Steve and Norma funds that may be used to cover the 
outstanding debt. However, if Mark becomes ill, they may be able to accelerate a 
portion of the death benefit, using the Accelerated Death Benefit Rider.

Protecting Co-Signers on Private College Loans

How Protecting Co-Signers on Private College 
Loans Plan Works
Case Study
 -  Steve (55) and Norma (54) are married with one 
child (Mark), who’s entering college

 -  To help make college feasible for Mark, they 
agreed to co-sign on his private college loan

 -  Over four years, they anticipate co-signing for 
approximately $65,000 in private college loans 

 -  Their goal: The couple wants to be financially 
protected from the loan if their son passes 
away or becomes seriously ill.

Short-Term Financial Needs and Concerns



Personal Information11
Client Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Spouse Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Children (#)

$ $ $ $
Client’s Annual Salary Client’s Other Income Spouse’s Annual Salary Spouse’s Other Income

$ % $
Total Adjusted Gross Income Income Tax Bracket Total Amount of Liquid Assets 

(Bank Accounts, Money Market Accounts, CDs, etc.)

$ % $
Anticipated or Actual Amount of Loan Interest Rate on Loan Monthly Payment

Term of Loan When Does Payment Commence Payoff Date

Any Special Clauses Which Could Trigger Repayment In Full?

Protecting Co-Signers On Private College Loans Fact Finder

Private College  
Loan Information33

11  Stats provided by Lendedu, Student Loan Debt Statistics 2019 and available on https://lendedu.com/blog/average-student-loan-  Stats provided by Lendedu, Student Loan Debt Statistics 2019 and available on https://lendedu.com/blog/average-student-loan-
debt-statisticsdebt-statistics

22  Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The   Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The 
information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and 
prospective purchasers to consult their tax or legal advisor.prospective purchasers to consult their tax or legal advisor.

33  The Accelerated Death Benefit Rider provides an option to accelerate a portion of the eligible death benefit and receive a payment.   The Accelerated Death Benefit Rider provides an option to accelerate a portion of the eligible death benefit and receive a payment. 
The payment, due to diagnosis of an eligible illness, may be less than the acceleration amount which may be subject to a fee, an The payment, due to diagnosis of an eligible illness, may be less than the acceleration amount which may be subject to a fee, an 
actuarial discount amount and other applicable deductions. Payment will decrease certificate values and benefits and may affect actuarial discount amount and other applicable deductions. Payment will decrease certificate values and benefits and may affect 
eligibility for public assistance programs. Receipt of an accelerated death benefit payment under the rider is intended to qualify for eligibility for public assistance programs. Receipt of an accelerated death benefit payment under the rider is intended to qualify for 
favorable tax treatment under section 101(g) of the Internal Revenue Code (IRC). Specific situations may result in a taxable event. favorable tax treatment under section 101(g) of the Internal Revenue Code (IRC). Specific situations may result in a taxable event. 
For New York certificates: For New York certificates: This is a life insurance certificate that accelerates the death benefit on account of chronic illness and This is a life insurance certificate that accelerates the death benefit on account of chronic illness and 
is not a health insurance certificate providing long term care insurance subject to the minimum requirements of New York Law, is not a health insurance certificate providing long term care insurance subject to the minimum requirements of New York Law, 
does not qualify for the New York State Long Term Care Partnership Program and is not a Medicare supplement certificate does not qualify for the New York State Long Term Care Partnership Program and is not a Medicare supplement certificate (The (The 
Accelerated Death Benefit Rider (For Terminal Illness) does not include acceleration for a chronic illness). Accelerated Death Benefit Rider (For Terminal Illness) does not include acceleration for a chronic illness). 

44  Transfer of ownership is subject to contract terms and conditions and state variations, and may have tax implications. Advise your   Transfer of ownership is subject to contract terms and conditions and state variations, and may have tax implications. Advise your 
clients and prospective purchasers to consult their tax or legal advisor.clients and prospective purchasers to consult their tax or legal advisor.

55  Foresters level term life Insurance and applicable riders may not be available or approved in all states and are subject to eligibility   Foresters level term life Insurance and applicable riders may not be available or approved in all states and are subject to eligibility 
requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable Foresters requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable Foresters 
Producer Guide and the insurance contract for your state for these terms and conditions. Underwritten by The Independent Order Producer Guide and the insurance contract for your state for these terms and conditions. Underwritten by The Independent Order 
of Foresters.of Foresters.

Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters 
(a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding (a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding 
Company, Inc. AT207Company, Inc. AT207

Not for use in CA.Not for use in CA.

For producer use only. Not for use with the public.For producer use only. Not for use with the public.

Financial Information22
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Changing 
Financial Needs 
and Concerns



A Package Deal: Covering Your Short-term and Long-term Needs

Situation
For many clients, there is an inverse connection 
between their age and the amount of life insur-
ance they require. As people grow older, their 
insurance needs diminish as mortgages are paid 
off and their children graduate college. But what 
happens if a person’s needs evolve in a way  
that wasn’t expected? Can their life insurance 
solution change with them?

The Strategy
A Package Deal is a strategy designed to help 
clients protect both their short-term and long-
term insurance needs, while offering flexibility 
to adapt coverage as appropriate. 

By utilizing Foresters Advantage Plus II Whole 
Life1 Insurance with Foresters Financial™, a 
client has the ability to create a foundation of 
permanent coverage to meet their long-term 
needs while taking care of their short-term 
needs utilizing either a 10-year or 20-year 
Term Rider1. This product is a participating 
whole life certificate, which means if dividends2 
are declared, it can be used in a few ways, such 
as to purchase paid-up additional coverage 
resulting in additional death benefit protection. 
As well, the Term Rider gives them the ability 
to convert to permanent coverage without 
evidence of insurability or even cancel the 
Term Rider depending on how the client’s 
needs change over time.

An effective Package Deal using Advantage  
Plus II:

 -  Can be more affordable than either: 
 > Purchasing all permanent insurance
 >  Replacing term insurance with new 

coverage later in life
 -  Will be more cost-effective for younger and 
healthier clients. Buying staggered policies 
can result in higher premiums on later 
policies if coverage is needed long-term

 -  Secures insurability, with the permanent 
coverage becoming the foundation. If 
health declines, the client still has valuable 
life insurance coverage inforce at a time 
when the cost of a new certificate may be 
prohibitive or unavailable due to health

 -  Provides flexibility; if additional insurance 
is needed to meet long-term needs, the 
client has the ability to convert part or all of 
the term coverage to permanent insurance 
(during the conversion period), without 
providing evidence of insurability 

 -  Provides the ability to leverage any declared 
dividends to help meet changing needs

 >  If more coverage is needed, apply it 
towards paid-up additions

 >  If additional coverage is not necessary, 
apply it to on deposit with interest

 >  If reducing future premiums becomes 
important, apply it towards premiums

 >  If income is desired, apply it towards 
being paid in cash

Changing Financial Needs and Concerns

• Single
• Few responsibilities

• Settle down
• Buy a house
• Have children

• College
• Spouse support
• Income protection

• College ends
• Mortgage is paid
•  Children are 
 independent

• Final expenses
• Retirement income  
  for spouse
• Leaving a legacy



STEP 1
Bob meets with his insurance producer to discuss his needs. A fact finder is used to 
determine the appropriate amount of short-term and long-term protection needed.

STEP 2
Based on the fact finder, it’s determined that Bob needs $300,000 of coverage 
for his short-term needs and $25,000 to cover his long-term needs. Bob decides 
to purchase a Foresters Advantage Plus II Whole Life, with an initial death benefit 
amount of $25,000, with any declared dividends3 purchasing paid-up additions. 
Additionally, he includes a 20-year Term Rider1 for $300,000, Waiver of Premium 
Rider1 and Child Term Rider1 for $25,000.

STEP 3
Bob applies to Foresters and is approved Standard Non-Tobacco. His initial monthly 
premium is $92.36. Once all riders expire, his monthly premium will be $32.97.

STEP 4
Each year, Bob’s producer conducts a review of his coverage to make sure his life 
insurance still fits the family’s needs. During one of their reviews, in the 15th year, 
they discuss if the permanent coverage amount is sufficient. Bob shares his desire to 
be in a position to leave a legacy for his grandchild. They decide to convert $50,000 
of the term insurance to permanent insurance coverage as the conversion period is 
expiring, and name his grandchild as a beneficiary for this portion of the coverage.

STEP 5
At Bob’s death, the tax-free3 death benefit proceeds from his coverage may be  
used by the beneficiary to cover the final expenses incurred, and the coverage  
he converted will provide a legacy for his grandchild.

A Package Deal: Covering both your short-term & long-term needs

How a Package Deal Plan Works
Case Study
 - Bob (34), married with a 12 year-old child

 -  Sole income provider for the family; salary 
$120,000 

 -  An outstanding mortgage of $200,000

 -  His goal: Wants a plan that provides his wife 
with the ability to pay off the mortgage, pay for 
college for their child and cover final expense 
needs in retirement.

Changing Financial Needs and Concerns



Personal Information11

A Package Deal Fact Finder 

Will - Date of Last Review Power of Attorney - Date of Last Review

Medical Directive - Date of Last Review Trust - Revocable/Irrevocable/Other 

$ Client: $                     Spouse: $

Do You Make Annual Gifts (Y/N) If Yes: Amount of Annual Gifts Lifetime Annual Gift Exclusion Used

$ %

Total Gross Estate Value Annual Estate Growth Rate # Of Years?

11  Foresters Advantage Plus II Whole Life insurance and applicable riders may not be available or approved in all states and are subject to   Foresters Advantage Plus II Whole Life insurance and applicable riders may not be available or approved in all states and are subject to 
eligibility requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable eligibility requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable 
Foresters Producer Guide and the insurance contract for your state for these terms and conditions. Underwritten by The Independent Foresters Producer Guide and the insurance contract for your state for these terms and conditions. Underwritten by The Independent 
Order of Foresters.Order of Foresters.

22  Dividends are not guaranteed and vary depending on factors such as gender, band, smoker, preferred/standard, and premium-pay period.  Dividends are not guaranteed and vary depending on factors such as gender, band, smoker, preferred/standard, and premium-pay period.
33  Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The information   Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The information 

given here is merely a summary of our understanding of current laws and regulations. Advise your clients and prospective purchasers given here is merely a summary of our understanding of current laws and regulations. Advise your clients and prospective purchasers 
to consult their tax or legal advisor.to consult their tax or legal advisor.

Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters 
(a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding (a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding 
Company, Inc. AT207Company, Inc. AT207

For producer use only. Not for use with the public.For producer use only. Not for use with the public.

$ $ $ $
Client’s Annual Salary Client’s Other Income Spouse’s Annual Salary Spouse’s Other Income

$ % $
Total Adjusted Gross Income Income Tax Bracket Total Amount of Outstanding Debt:  

(Mortgage, Rent, Loans, Credit Cards, etc.)

$ $
Capital Anticipate Needing For College Funeral & Other Final Expense Needs

$ Client: $ Spouse: $
Total Amount of Liquid Assets 
(Bank Accounts, Money Market Accounts, CDs, etc.)

Total Amount of Retirement Assets:

What Do You Consider As Your Short-Term Financial Needs (less than 20 years):

What Do You Consider As Your Long-Term Financial Needs (20 years):

Client Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Spouse Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Children (#) Married Children (#): Grandchildren (#)

Financial Information22

Current Estate33

504588 US 12/19504588 US 12/19

Changing Financial Needs and Concerns

Date M M / D D / Y Y



Life Insurance Policy Review

Situation
Life insurance can be central to a client’s financial 
protection. Yet 48% of U.S. households currently 
have a life insurance needs gap1. 

You probably have clients in this boat: Their 
lives, and their needs, may have evolved 
considerably since they first purchased 
insurance. They may have gaps in their 
coverage and could benefit from a policy 
review. 

Typical clients may include those who:

 - Recently got married
 - Gave birth or adopted
 - Purchased a home
 - Recently received a promotion
 - Are ready for retirement

A policy review may also be needed for those 
who have:

 - College-bound children
 -  Elderly parents who may become 
dependents of the client

 -  Concerns around becoming chronically  
ill during retirement

 -  A change in their financial obligations  
or goals

The Strategy
A Life Insurance Policy Review is a strategy 
designed to help ensure that a client’s life 
insurance coverage reflects changes in their 
financial needs. This review should require as 
much attention as a review of their financial 
portfolio because it can reveal multiple issues 

that may require attention. Additionally, it 
provides an opportunity to reconnect with your 
client, build trust, and enhance your credibility. 
All of this can lead to a deeper relationship.

Here’s what you should be able to answer after 
a client’s policy review:

 -  Do they understand what they purchased 
and are they satisfied with the performance 
and benefits available?

 -  Is the current ownership structure adequate 
and the most tax-efficient for their goals?

 -  Is their current underwriting class correct? 

 -  Are beneficiaries up-to-date on their 
coverage? 

 -  Do they have the ability to keep the same 
coverage, but at a cheaper cost, or increase 
the amount of coverage for their current 
cost?

 -  Do they have enough, too much, or just 
enough protection with their current 
coverage?

 -  Does the current coverage offer all the 
features and benefits they desire and/or 
need?

An effective Life Insurance Policy Review can:

 - Identify life changes
 -  Evaluate performance of inforce coverage
 -  Identify coverage gaps
 -  Provide recommendations to eliminate 
coverage gaps

 -  Introduce innovative offerings that give 
opportunities to improve their life insurance 
coverage

Changing Financial Needs and Concerns

60 million US
Households with  

a need gap1



Life Insurance Policy Review

How a Life Insurance Policy Review Works
Case Study
 -  Al (53), a doctor, and Trisha (50), a part-time 
executive assistant, are married and have two 
children

 -  Al has $350,000 and Trisha has $150,000 worth 
of coverage; each own a 30-year term with no 
riders or additional benefits 

 -  The couple regularly contribute to their 
retirement accounts but haven’t thought 
about reviewing their life insurance since they 
purchased it 17 years ago 

 -  Their goal: The couple wants to make sure that 
their insurance coverage still meets their needs 
so that in the event that one of them dies, the 
other can maintain their standard of living.

Changing Financial Needs and Concerns

STEP 1
Al and Trisha meet their insurance producer to conduct a policy review.

STEP 2
During the meeting, their producer asks them what has changed since they originally 
purchased their coverage. It turns out that ten years ago they purchased a vacation 
timeshare, and seven years ago the couple bought a larger home. In addition, Al and 
Trisha’s eldest child is now a junior in college, and their youngest will be starting 
college next year.

STEP 3
Next, they review their financial needs and discuss any health issues that may be of 
concern to them. They also review their current coverage which can no longer be 
converted to permanent insurance. Based on the review, they agree that if something 
happens to Al or Trisha, the family would find it very difficult to maintain their current 
lifestyle based on the existing life insurance protection.

STEP 4
Based on the policy review, the following is determined: Al needs $750,000 in life 
insurance coverage for the next 13 years and then $100,000 in retirement. Trisha 
needs $150,000 of life insurance coverage for the next 13 years and then $50,000 in 
retirement.

STEP 5
Al decides to purchase a Foresters Advantage Plus II Whole Life2 with Foresters  
Financial™ with an initial base of $100,000 and 20-year Term Rider2 of $650,000, with 
Waiver of Premium2 and any declared dividends3 purchasing paid-up insurance. Trisha 
keeps her current term coverage as it meets her short term needs, but decides to  
purchase a $50,000 Foresters SMART UL2 with Waiver of Monthly Deductions2 Rider.

STEP 6
Al and Trisha apply to Foresters for the coverage of interest. After underwriting 
review certificates are approved as follows. Al’s approved Preferred Non-Tobacco 
and his initial monthly premium is $443.81 (waiver premium of $50.93 drops off in 
year 13, term premium of $169.49 drops off in year 21). Trisha is approved Standard 
Non-Tobacco and her monthly premium for her SMART UL is $76.38.



Personal Information11

Life Insurance Policy Review Fact Finder 

Inforce Insurance Coverage: 

• Family 
  

marriage   divorce   children   inheritance   elderly parents 

• Finances 
  

new home   job change   promotion   new or retired debt

• Health 
  

positive or negative changes in health

11  Source: Life Insurance Ownership in Focus, U.S. Household Trends- 2016.    Source: Life Insurance Ownership in Focus, U.S. Household Trends- 2016.  
http://www.limra.com/Research/Abstracts/PDF/2016/160928-01.pdf?research_id=10737445710 .http://www.limra.com/Research/Abstracts/PDF/2016/160928-01.pdf?research_id=10737445710 .

22  Foresters products and riders may not be available or approved in all states and are subject to eligibility requirements, underwriting   Foresters products and riders may not be available or approved in all states and are subject to eligibility requirements, underwriting 
approval, limitations and state variations. Refer to the applicable Foresters life insurance contract for your state for these terms and approval, limitations and state variations. Refer to the applicable Foresters life insurance contract for your state for these terms and 
conditions. Underwritten by The Independent Order of Foresters.conditions. Underwritten by The Independent Order of Foresters.

33  Dividends are not guaranteed and vary depending on factors such as gender, band, smoker, preferred/standard, and premium-pay period.  Dividends are not guaranteed and vary depending on factors such as gender, band, smoker, preferred/standard, and premium-pay period.

Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters (a Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters (a 
fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding Company, fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding Company, 
Inc. AT207Inc. AT207

For producer use only. Not for use with the public. For producer use only. Not for use with the public. 

Assumptions  
for Analysis33

Life Events/ Changes22

$ $ $ $
Client’s Annual Salary Client’s Other Income Spouse’s Annual Salary Spouse’s Other Income

$ % $
Total Adjusted Gross Income Income Tax Bracket Total Amount of Outstanding Debt 

(Mortgage, Loans, Credit Cards, etc.)

$ $
Expected Funds Needed for College Funeral & Other Final Expense Needs

$ Client: $ Spouse: $
Total Amount of Liquid Assets 
(Bank Accounts, Money Market Accounts, CDs, etc.)

Total Retirement Assets

Client Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Spouse Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Children (#)

Client or Spouse Death Benefit Insurance Company Premium/Mode Type of Policy Beneficiary

  C   S $$ $$

  C   S $$ $$

  C   S $$ $$

  C   S $$ $$

  Y          N

What Is The Purpose of The Insurance Purpose Changed?

If Yes, Please Explain:

Financial Information44
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Changing Financial Needs and Concerns

Date M M / D D / Y Y
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Life Insurance in College Planning

Accumulation Concerns During Client’s Lifetime

Situation
Nearly nine in 10 families know that their child 
will go to college, but fewer than four in 10 
create a plan to pay for it2. 

Though scholarships and grants play a role in 
the funding of college, the largest percentage 
of resources comes from parents and students 
via savings, income and loans. 

How many of your clients currently have a 
savings plan in place to cover the cost of their 
children’s education?

The Strategy
Life Insurance in College Planning is a strategy 
designed to help your clients fund the cost of 
their children’s college education. This plan:

 -  Provides built-in protection with an income 
tax-free3 death benefit to support their 
children’s college education in the event of 
the client’s death

 -  Provides the opportunity to build cash  
value with:

 > tax-deferred cash value growth
 >  the ability to take tax-advantaged loans4 

when income is needed
 -  Provides for accelerated death benefit5 for 
chronic, critical or terminal illness

 -  After college is paid for, clients have the 
ability to repurpose the certificate, potentially 
using the cash value for supplemental 
retirement income

An effective Life Insurance in College  
Planning strategy provides:

 -  Income tax-free death benefit proceeds

 -  Income tax-deferred accumulation growth

 -  Potential flexibility with contributions

 -  Tax-preferred distributions when income  
is needed 

 -  No requirement to report insurance or cash 
value on the Free Application for Federal 
Student Aid (FAFSA)

 -  Complete control of the insurance coverage

 -  Control of funds (if the child receives a  
full scholarship or decides not to attend 
college, the cash value may be used for  
other purposes)

 -  Diversification

Parent income
& savings

Student borrowing

Student income
& savings

Parent borrowing

Relatives & friends1

Grants &
scholarships

35%

23%

19%

11%

8%
4%



Life Insurance in College Planning

Accumulation During Client’s Lifetime

How Life Insurance in College Planning Works
Case Study
 -  Walter (32) and Melissa (31) are married and 
have a newborn baby

 -  Walter is the primary income earner
 -  Couple currently have retirement accounts, 
savings accounts, a sufficient emergency 
fund and enough life insurance to cover their 
mortgage balance 

 -  Their goal: Create a college funding plan as 
soon as possible using life insurance for their 
newborn child that provides assets to pay for 
college in the event of death or major illness or 
from the cash accumulation.

STEP 1
Walter and Melissa meet with their insurance producer to discuss creating a college 
funding plan for their newborn that covers college in the event of death, major 
illness or from the cash value accumulation. 

STEP 2
With their producer assistance, they determine that they want a vehicle that’s 
tax-deferred, offers a safer growth potential than the stock market, doesn’t hurt 
the child’s ability to secure grants and scholarships, and one that covers the family 
in the event of death. Based on this information, Walter decides to purchase a 
Foresters Advantage Plus II Whole Life6 with Foresters Financial.™

STEP 3
Their producer designs the product using a budget of $250 per month. Walter decides 
to apply for Advantage Plus II with $271,463 of initial death benefit coverage, with 
Waiver of Premium Rider6 and any declared dividends7 purchasing paid-up additions. 
Walter applies for and is approved Preferred Plus Non-Tobacco.

STEP 4
When their child is ready for their post-secondary education, they’ll have the 
opportunity to apply for Foresters Competitive Scholarships as a result of Walter 
being a Foresters Member.8

STEP 5
It’s college time and Walter’s child was accepted to attend their state university. 
After grants and scholarships are received, Walter can use the cash value of his life 
insurance by surrendering Paid-Up Additions and also by taking out certificate loans9 
to cover a portion of the tuition.

STEP 6
After college, Walter has a decision to make regarding his certificate. Does he continue 
the coverage without repaying the outstanding loans? Does he start repaying the 
outstanding loans to rebuild the cash value and death benefit? Or, does he surrender 
the certificate and pay taxes due from all of its growth? At this point, he meets with his 
insurance producer to weigh his options based on his needs.



Personal Information11

11  Source: Sallie Mae at https://www.salliemae.com/research/how-america-pays-for-college  Source: Sallie Mae at https://www.salliemae.com/research/how-america-pays-for-college
22  Source: Sallie Mae Infographic https://www.salliemae.com/assets/Research/HAP/HAP2017_infographic.pdf.  Source: Sallie Mae Infographic https://www.salliemae.com/assets/Research/HAP/HAP2017_infographic.pdf.
33  Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The information given here is merely a summary of our   Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The information given here is merely a summary of our 

understanding of current laws and regulations. Advise your clients and prospective purchasers to consult their tax or legal advisor.understanding of current laws and regulations. Advise your clients and prospective purchasers to consult their tax or legal advisor.
44  Access to tax-advantaged loans assumes the policy stays inforce until death. If the certificate lapses, there may be tax consequences on any cash value above the cost basis.   Access to tax-advantaged loans assumes the policy stays inforce until death. If the certificate lapses, there may be tax consequences on any cash value above the cost basis. 

A life insurance contract can become a Modified Endowment Contract (MEC) when premiums paid exceed certain limits as outlined in the tax code. Withdrawals or loans will A life insurance contract can become a Modified Endowment Contract (MEC) when premiums paid exceed certain limits as outlined in the tax code. Withdrawals or loans will 
reduce death benefit and cash values and may affect how long the insurance contract is in effect. Dividends are not guaranteed. Past dividends are not an indicator of future reduce death benefit and cash values and may affect how long the insurance contract is in effect. Dividends are not guaranteed. Past dividends are not an indicator of future 
dividend performance.dividend performance.

55  The Accelerated Death Benefit Rider provides an option to accelerate a portion of the eligible death benefit and receive a payment. The payment, due to diagnosis of an   The Accelerated Death Benefit Rider provides an option to accelerate a portion of the eligible death benefit and receive a payment. The payment, due to diagnosis of an 
eligible illness, may be less than the acceleration amount which may be subject to a fee, an actuarial discount amount and other applicable deductions. Payment will decrease eligible illness, may be less than the acceleration amount which may be subject to a fee, an actuarial discount amount and other applicable deductions. Payment will decrease 
certificate values and benefits and may affect eligibility for public assistance programs. Receipt of an accelerated death benefit payment under the rider is intended to qualify for certificate values and benefits and may affect eligibility for public assistance programs. Receipt of an accelerated death benefit payment under the rider is intended to qualify for 
favorable tax treatment under section 101(g) of the Internal Revenue Code (IRC). Specific situations may result in a taxable event. For New York certificates:favorable tax treatment under section 101(g) of the Internal Revenue Code (IRC). Specific situations may result in a taxable event. For New York certificates: This is a life insurance  This is a life insurance 
certificate that accelerates the death benefit on account of chronic illness and is not a health insurance certificate providing long term care insurance subject to the certificate that accelerates the death benefit on account of chronic illness and is not a health insurance certificate providing long term care insurance subject to the 
minimum requirements of New York Law, does not qualify for the New York State Long Term Care Partnership Program and is not a Medicare supplement certificate minimum requirements of New York Law, does not qualify for the New York State Long Term Care Partnership Program and is not a Medicare supplement certificate (The (The 
Accelerated Death Benefit Rider (For Terminal Illness) does not include acceleration for a chronic illness).Accelerated Death Benefit Rider (For Terminal Illness) does not include acceleration for a chronic illness).

66  Foresters Advantage Plus II Whole Life insurance and applicable riders may not be available or approved in all states and are subject to eligibility requirements, underwriting   Foresters Advantage Plus II Whole Life insurance and applicable riders may not be available or approved in all states and are subject to eligibility requirements, underwriting 
approval, limitations, contract terms and conditions and state variations. Refer to the applicable Foresters Producer Guide and the insurance contract for your state for these approval, limitations, contract terms and conditions and state variations. Refer to the applicable Foresters Producer Guide and the insurance contract for your state for these 
terms and conditions. Underwritten by The Independent Order of Foresters.terms and conditions. Underwritten by The Independent Order of Foresters.

77  Dividends are not guaranteed and vary depending on factors such as gender, band, smoker, preferred/standard, and premium-pay period.  Dividends are not guaranteed and vary depending on factors such as gender, band, smoker, preferred/standard, and premium-pay period.
88  Member benefits are non-contractual, subject to benefit specific eligibility requirements, definitions and limitations and may be changed or canceled without notice.  Member benefits are non-contractual, subject to benefit specific eligibility requirements, definitions and limitations and may be changed or canceled without notice.
99  Can be taken if the certificate is in effect and has a positive cash surrender value. Interest is charged daily at current Foresters US variable loan rates. Death benefit payable is net   Can be taken if the certificate is in effect and has a positive cash surrender value. Interest is charged daily at current Foresters US variable loan rates. Death benefit payable is net 

of the outstanding certificate loan amount(s) (including accrued interest). If the loan amount exceeds the cash value plus the present value of PUAs and dividends on deposit of the outstanding certificate loan amount(s) (including accrued interest). If the loan amount exceeds the cash value plus the present value of PUAs and dividends on deposit 
amount the certificate will terminate.amount the certificate will terminate.

Life Insurance in College Planning Fact Finder

Insurance Information44

Client Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Spouse Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Children (#) together

$ $ $ $
Client’s Annual Salary Client’s Other Income Spouse’s Annual Salary Spouse’s Other Income

$ % Client: $                                 Spouse: $
Total Adjusted Gross Income Income Tax Bracket Amount of Life Insurance

$
Estimated Tuition Cost Year To Start Paying Tuition Year To End Paying Tuition Spouse’s Retirement Age

$ % $          $  
Annual Income Goal Inflation Rate To Assume Current Amount Saved For 

College
Monthly contribution

Client: $ Spouse: $ Client: $ Spouse: $
Death Benefit Needed Insurance Premium Affordable

Frequency (M,Q,S,A) # Of Years To Fund Insurance State of Purchase

Do You Want:
  SMART UL    Advantage Plus II Whole Life

College Information33

Financial Information22

504590 US 08/20504590 US 08/20

Accumulation During Client’s Lifetime

Date M M / D D / Y Y

Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of 
Foresters (a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Foresters (a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial 
Holding Company, Inc. AT207Holding Company, Inc. AT207

Not for use in CA.Not for use in CA.

For producer use only. Not for use with the public. For producer use only. Not for use with the public. 



Life Insurance in Retirement Planning

Accumulation During Client’s Lifetime

Situation
With the growing uncertainty of Social Security, 
a continued low-interest rate environment, 
limitations on qualified plans and employers 
changing or cutting back on their retirement 
plan funding, will your client have the right 
resources for a comfortable retirement? What 
happens if one spouse dies during the wealth 
accumulation stage of the couple’s lives? 

Disruption to any of their potential retirement 
income streams could leave their.

The Strategy
A Life Insurance in Retirement Plan (LIRP) is  
a strategy designed to help your client in  
three ways:

 -  Provide built-in protection with an income-
tax-free death benefit1 to support a client’s 
spouse, children or family members after 
their death

 -  Provides the opportunity to increase 
retirement income, defer taking Social 
Security benefits or supplement existing 
retirement plans by:

 > tax-deferred cash value growth
 >  the ability to take tax-advantage loans2 

when income is needed
 -  Provide additional benefits, with features 
such as accelerated death benefit protection

While your client may be focused on planning 
for retirement, it’s important to understand the 
effect their death would have on their spouse, 
children and other family members. With life 
insurance as part of their retirement solution, 
the death benefit provides built-in protection 
to cover expenses and potential lost income in 
retirement for the surviving spouse.

An effective LIRP provides:

 - Income tax-free death benefit proceeds
 -  No income limitations on the client’s ability 
to participate

 -  Income-tax-deferred accumulation growth
 -  Potential flexibility with contributions
 -  Tax-preferred distributions when income  
is needed 

 -  No IRS distribution requirements or penalties
 -  No required minimum distributions
 -  Complete control of the insurance coverage
 -  Diversification

Retirement 
Income
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Life Insurance in Retirement Planning

Accumulation During Client’s Lifetime

STEP 1
Bill and Sarah determine how much they can comfortably afford to set aside  
of their after-tax income. They agree to set aside $600 per month.

STEP 2
With their producer’s assistance, they determine that Sarah should purchase Foresters 
Advantage Plus II Whole Life3 with Foresters Financial™. They like the fact it provides 
a guaranteed cash value growth and any declared dividends4 can be applied towards 
purchasing paid-up additions.

STEP 3
Their producer designs the product to maximize the guaranteed cash value growth within the 
certificate. Sarah decides to apply for an initial base death benefit of $100,000, with a 10-year 
Term Rider3 of $300,000. She decides that the remainder be applied as a payment towards the 
Flexible Payment Paid-Up Additions Rider.3 Additionally, they add the Waiver of Premium3 Rider 
and have any declared dividends applied towards paid-up additions. Sarah applies with Forest-
ers for this plan design and is approved Preferred Non-Tobacco.

STEP 4
They meet with their insurance producer periodically to review their current 
certificate and to ensure other needs have not arisen.

STEP 5
At Sarah’s retirement, the couple know they have a bucket of cash value available, with 
a guaranteed cash value of $280,220 at age 65, within her life insurance. Sarah has the 
ability to take loans5 against the cash value. They could choose to use these funds during 
down-markets or use them to potentially delay taking Social Security.

STEP 6
At Sarah’s death, the death benefit (net of any loans) will help her family meet 
financial expenses, potentially supplement Bill’s retirement or leave a legacy.

How Life Insurance in Retirement Planning Works
Case Study

 -  Bill (39) and Sarah (37) are married with a child 
and have a combined income of $250,000

 -  Bill contributes 6% of his salary to receive the 
maximum employer match. However, the 
company recently changed the match from 
dollar-for-dollar to 50% match on the first 6%

 -  Sarah’s employer offers a defined pension plan, 
projected to provide $1,900/month in retirement 
for her lifetime (assumes 2% yearly salary 
increase and retirement age of 67)

 -  They have no other retirement accounts and 
Bill has life insurance of $150,000 from work 

and $400,000 on a 30-year term individually (27 
years remaining); Sarah has $50,000 from work

 -  Bill’s mother came up short for her retirement 
after experiencing financial hardship due to her 
husband’s sudden death at age 57

 -  Their goal: Create an additional retirement 
bucket providing potential tax-free income 
– could be leveraged to delay taking Social 
Security or could provide income during down-
market years. As well, provide protection to 
the family if Sarah passes, providing resources 
so the family can continue their lifestyle and 
not experience the same financial burden Bill’s 
mother faced.



Personal Information11

Retirement Information

Life Insurance in Retirement Planning Fact Finder

Client Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Spouse Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Children (#) 

$ $ $ $
Client’s Annual Salary Client’s Other Income Spouse’s Annual Salary Spouse’s Other Income

$ % Client: $                               Spouse: $
Total Adjusted Gross Income Income Tax Bracket Amount of Life Insurance

33

Client: $ Spouse: $ Client: $ Spouse: $
Death Benefit Needed Insurance Premium Affordable

Frequency (M,Q,S,A) # Of Years To Fund Insurance State of Purchase

Include: 
(Check All That Apply)

 Waiver of Premium

11  Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The   Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The 
information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and 
prospective purchasers to consult their tax or legal advisor.prospective purchasers to consult their tax or legal advisor.

22  Access to tax-advantaged loans assumes the policy stays inforce until death. If the certificate lapses, there may be tax consequences   Access to tax-advantaged loans assumes the policy stays inforce until death. If the certificate lapses, there may be tax consequences 
on any cash value above the cost basis. A life insurance contract can become a Modified Endowment Contract (MEC) when on any cash value above the cost basis. A life insurance contract can become a Modified Endowment Contract (MEC) when 
premiums paid exceed certain limits as outlined in the tax code. Withdrawals or loans will reduce death benefit and cash values and premiums paid exceed certain limits as outlined in the tax code. Withdrawals or loans will reduce death benefit and cash values and 
may affect how long the insurance contract is in effect. Dividends are not guaranteed. Past dividends are not an indicator of future may affect how long the insurance contract is in effect. Dividends are not guaranteed. Past dividends are not an indicator of future 
dividend performance.dividend performance.

33  Foresters Advantage Plus II Whole Life insurance and applicable riders may not be available or approved in all states and are subject   Foresters Advantage Plus II Whole Life insurance and applicable riders may not be available or approved in all states and are subject 
to eligibility requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the to eligibility requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the 
applicable Foresters Producer Guide and the insurance contract for your state for these terms and conditions. Underwritten by The applicable Foresters Producer Guide and the insurance contract for your state for these terms and conditions. Underwritten by The 
Independent Order of Foresters.Independent Order of Foresters.

44  Dividends are not guaranteed and vary depending on factors such as gender, band, smoker, preferred/standard, and premium-pay period.  Dividends are not guaranteed and vary depending on factors such as gender, band, smoker, preferred/standard, and premium-pay period.
55  Can be taken if the certificate is in effect and has a positive cash surrender value. Interest is charged daily at current Foresters US   Can be taken if the certificate is in effect and has a positive cash surrender value. Interest is charged daily at current Foresters US 

variable loan rates. Death benefit payable is net of the outstanding certificate loan amount(s) (including accrued interest). If the loan variable loan rates. Death benefit payable is net of the outstanding certificate loan amount(s) (including accrued interest). If the loan 
amount exceeds the cash value plus the present value of PUAs and dividends on deposit amount the certificate will terminate.amount exceeds the cash value plus the present value of PUAs and dividends on deposit amount the certificate will terminate.

Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters 
(a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding (a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding 
Company, Inc. AT207Company, Inc. AT207

For producer use only. Not for use with the public. For producer use only. Not for use with the public. 

$ $

Client Retirement Age Annual Income Goal Spouse’s Retirement Age Annual Income Goal

%

Years for Retirement Income Assumed Inflation Rate

Client: $ Spouse: $ Client: $ Spouse: $

Current Qualified Plan Balance Ongoing Contributions To Qualified Plans

Client: $ Spouse: $                            %  $

Other Retirement Saving Balances Other Expected Retirement Income

Financial Information22

Insurance Information44

504591 US 12/19504591 US 12/19

Accumulation During Client’s Lifetime

Date M M / D D / Y Y

Assumed Growth 
Rate
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Blended Family Estate Planning Using Life Insurance

Legacy Planning and Wealth Transfers Needs and Concerns

Situation
Typical estate plans are designed to benefit the 
surviving spouse and minimize estate taxes, not 
to provide a balance in a blended family situation. 

This means children from prior marriages may 
not inherit at their parent’s death, but instead 
upon the subsequent death of the surviving 
stepparent. This may be troublesome if the 
children from the prior marriage are close 
in age to the stepparent, because it may 
effectively disinherit those children. It could 
also be stressful for the stepparent if they feel 
they’re spending the stepchildren’s inheritance, 
or potentially holding ownership control of a 
family business. For your clients with blended 
families, how much of their estate do they 
want to leave to their current spouse and 
family, children from a previous marriage, 
charity or the government?

The Strategy
Blended Family Estate Planning is designed to 
ensure that the client’s surviving spouse has the 
resources necessary to continue their family’s 
lifestyle, while at the same time providing 
their children from a prior marriage with an 
inheritance when they pass. 

When considering a plan, a couple will have 
different options available to them, such as 
premarital and marital agreements, wills, and 
different types of trusts. A proper plan will 
depend upon the size of the couple’s estate and 
their wishes about when certain assets should 
pass to specific family members. To determine 
the best plan for a blended family, consult with 
an attorney1 who specializes in this particular kind 
of estate planning. 

One potential solution is for a client to establish 
a revocable living trust during their lifetime that 
includes a marital and bypass trust. Additionally, 
the client could establish and gift money to an 
Irrevocable Life Insurance Trust2 (ILIT), which 
would be used to purchase life insurance on the 
client’s life. The ILIT can be designed to provide 
distribution to the children from a prior marriage 
for specific needs during the client’s lifetime, with 
a final distribution at the client’s death.

Upon the client’s death:

 -  ILIT receives death benefit free of estate or 
income taxes. Proceeds are distributed to the 
client’s children from a prior marriage per the 
intentions of the trust terms, ensuring their 
inheritance prior to the stepparent’s death

 -  Client’s estate equal to the estate tax 
exemption passes to the bypass trust, with 
the balance going to the marital trust. The 
surviving spouse typically has rights to use 
all income from both trusts and principal 
for health, support and maintenance of 
the family. This allows the surviving spouse 
to maintain the lifestyle they shared with 
their spouse. No estate taxes are due upon 
the client’s death because of the unlimited 
marital deduction

Upon the surviving stepparent’s death:

 -  Depending upon the overall estate plan, the 
balance of the client’s assets in the bypass 
trust may pass free of estate tax to the 
children. The balance of the client’s assets 
within the marital trust are subject to estate 
taxes and may also pass to the children

Personal Property

Financial Portfolio

Business Holdings

Real Estate

Charity

Your Family

Children from 
Previous Marriage

The Government



Blended Family Estate Planning Using Life Insurance

Legacy Planning and Wealth Transfers Needs and Concerns

Effective blended family estate plans ensure that:

 -  The client’s assets will be managed 
competently if they become disabled,

 -  The client leverages lifetime gifts and tax 
exemptions,

 -  Those who rely on the client can continue 
being cared for,

 -  The estate is preserved by minimizing estate 
or inheritance tax, probate and administrative 
costs, and income or capital gains taxes 

 -  Children from a prior marriage receive 
inheritance at their parent’s death, thus 
removing concerns of disinheritance

How Blended Family Estate Planning Works
Case Study
 -  Allen (47) and Samantha (36) are getting 
married and are expecting their first child

 -  Allen has two children from a prior marriage, 
ages 18 and 16

 -  Allen is entering this marriage with a sizeable 
net worth of over $7 million

 -  Their goal: Create a plan that doesn’t favor either 
family, gives Samantha the ability to continue 
their current lifestyle and leaves an inheritance 
to Allen’s children from his prior marriage at  
his death.

STEP 1
Allen works with his attorney to create an ILIT and a Living Trust, which contains  
a bypass and marital trust.

STEP 2
Allen determines he has the financial means to gift $12,500 per year to fund the ILIT.2

STEP 3
The Trustee of the ILIT applies, with the ILIT as the owner and beneficiary, for a 
Foresters Advantage Plus II Whole Life3 with Foresters Financial™. This has an initial 
base death benefit of $673,239, with declared dividends4 purchasing paid-up additions 
on Allen’s life. Allen is approved Preferred Non-Tobacco.

STEP 4
Upon Allen’s death, his estate is divided between a bypass trust and a marital trust, 
both of which provide Samantha support during her lifetime, while deferring any 
estate tax until her subsequent death.

STEP 5
At Allen’s death, Foresters pays the death benefit proceeds to the ILIT. These proceeds 
are then paid tax-free to Allen’s children from his prior marriage.

STEP 6
At Samantha’s death, the assets remaining in the bypass trust pass free of estate tax  
to the children. The marital trust assets are subject to estate tax at her death and pass 
to the children depending on how they drafted the overall estate plan.



Personal Information11

Date M M / D D / Y Y

Blended Family Estate Planning Fact Finder

Projected age at death

11  Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal, estate or tax advice. The   Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal, estate or tax advice. The 
information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and prospective information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and prospective 
purchasers to consult their tax or legal advisor.purchasers to consult their tax or legal advisor.

22  An ILIT must be drafted and administered carefully in order that gifts to it qualify for the annual gift tax exclusion. Clients should   An ILIT must be drafted and administered carefully in order that gifts to it qualify for the annual gift tax exclusion. Clients should 
consult with their own estate planning attorney for advice in this regard.consult with their own estate planning attorney for advice in this regard.

33  Foresters Advantage Plus II Whole Life insurance and applicable riders may not be available or approved in all states and are subject to   Foresters Advantage Plus II Whole Life insurance and applicable riders may not be available or approved in all states and are subject to 
eligibility requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable eligibility requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable 
Foresters Producer Guide and the insurance contract for your state for these terms and conditions. Underwritten by The Independent Foresters Producer Guide and the insurance contract for your state for these terms and conditions. Underwritten by The Independent 
Order of Foresters.Order of Foresters.

44  Dividends are not guaranteed and vary depending on factors such as gender, band, smoker, preferred/standard, and premium-pay period.  Dividends are not guaranteed and vary depending on factors such as gender, band, smoker, preferred/standard, and premium-pay period.

Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters 
(a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding (a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding 
Company, Inc. AT207Company, Inc. AT207

For producer use only. Not for use with the public. For producer use only. Not for use with the public. 

Client Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Spouse Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Client: Spouse:
Children (#) together Children (#) from previous marriage

Will - Date of Last Review Power of Attorney - Date of Last Review

Medical Directive - Date of Last Review Revocable Living Trust - Date of Last Review

ILIT for children from prior marriage - Date of Last Review

$ Client: $                       Spouse: $ 

Do You Make Annual Gifts (Y/N) If Yes: Amount of Annual Gifts Lifetime Annual Gift Exclusion Used

$ %

Total Gross Estate Value Annual Estate Growth Rate # Of Years?

$ $ $ $
Client’s Annual Salary Client’s Other Income Spouse’s Annual Salary Spouse’s Other Income

$ %
Total Adjusted Gross Income Income Tax Bracket Current Available Estate Liquidity

$ $ $
Life Insurance Cash and Cash Equivalents Life Insurance within ILIT for children from prior marriage

Client Spouse # Of Years Between Death Who Should Be Assumed To Die First?

How do you want the assets within the bypass trust and marital trust distributed upon the death of the second 
spouse:

Assumptions  
for Analysis44

Financial Information22

Current Estate33

504592 US 12/19504592 US 12/19
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Special Needs Planning

Legacy Planning and Wealth Transfers Needs and Concerns

Situation
With continued advancements in medicine, 
families need to consider the future of loved 
ones with special needs. Individuals with special 
needs have greater life expectancies than ever 
before, often outliving their caregivers. As a 
result, families need to plan for a time when they 
can no longer personally provide assistance. 

Families who have loved ones with special 
needs must:

 -  Provide a realistic assessment of their 
physical, cognitive and emotional needs 
today and in the future.

 -  Evaluate what needs-based benefits are 
available today and consider that those 
programs may change or vanish in the future,

 -  Evaluate what is financially required to care 
for these individuals today, but also estimate 
how their needs might change after the 
death of their caregivers

The Strategy
Planning for loved ones with special needs 
should be focused on creating a structure to 
provide for their welfare and financial security. 
It is often recommended that families with 
loved ones who have special needs work with 
an attorney2 to create a “Special Needs Trust”. 
Inter Vivos (active today) or Testamentary (lives 
in will, cannot be funded until the death of the 
couple). One of the most important aspects 
of a Special Needs Trust is the standard for 
distributing income and principal. It should 
provide for distributions to, or for the benefit 
of, special needs individuals in ways that 
contribute to their quality of life as determined 
by the trustee.

The Special Needs Trust must also:

 -  Be administered by a trustee, ideally an 
experienced professional or fiduciary

 -  Not be funded with assets from the special 
needs individual

 -  Protect eligibility for federal needs-based 
assistance programs (Importantly, leaving 
money directly to special needs individuals 
can result in them becoming ineligible for 
some federal assistance programs, such as 
Supplemental Security Income and Medicaid, 
if they have income above a  certain 
threshold and assets in excess of $2,000.3)

 -  Provide the trustee complete authority to 
provide necessary assistance as needed

 -  Not replace items or services provided by 
government benefit programs

 -  Have the grantor provide a letter specifying 
what kind of care the caregiver would want 
for the loved one with special needs

 -  Provide details regarding who should receive 
the remainder of the trust after the loved one 
with special needs passes

 -  Include the grantors’ recommendations for 
successor trustees

An effective Special Needs Plan can:

 -  Provide financial assets for the protection of 
a special needs individual for the remainder 
of their life

 -  Protect their eligibility for government 
benefits

 -  Identify future caregivers
 -  Provide for other family members

Did you know?
1 in every 33 babies 
in the U.S. are born 
with birth defects1



Special Needs Planning

Legacy Planning and Wealth Transfers Needs and Concerns

How Special Needs Planning Works
Case Study
 -  John (43) and Julia (41) are married with one 
child, age 15

 -  Their child has Down Syndrome and needs 
constant support

 -  Majority of couple’s assets are in retirement 
accounts

 -  Their goal: Create a plan that leaves sufficient 
assets to take care of their child

STEP 1
John and Julia establish a Special Needs Trust which contains provisions for how 
they want distributions made. The plan must not jeopardize any federal needs-based 
assistance programs.

STEP 2
John and Julia review options with their producer given their limited budget.  
They settle on a $500,000 Foresters 30-year term5 for each of them with Foresters 
Financial™. The Trustee of the trust applies for coverage, with the trust as the 
owner and beneficiary. John is approved Preferred Smoker. Julia is approved 
Preferred Non-Smoker.

STEP 3
John and Julia make annual gifts6 to the trust which are used to fund the life 
insurance certificates. These gifts are well below the annual gift exclusion amount,  
so they have no worries about potential taxes in this regard.

STEP 4
When either John or Julia dies, the trust receives the death benefit proceeds free 
from estate and income taxes. The trustee has discretion to make distributions 
from the trust to or for the benefit of their child.

STEP 5
The assets that are distributed to their child will contribute to their child’s quality  
of life after their passing.



Personal Information11

Will - Date of Last Review Power of Attorney - Date of Last Review

Medical Directive - Date of Last 
Review

Special Needs Trust - Date of Last Review

$ %  

Total Gross Estate Value Annual Estate Growth Rate # Of Years?

Client Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Spouse Name

  Y          N

Date of birth

State of Residence Smoker Underwriting Class (Preferred, Standard, Etc.)

Children (#) Children With Disabilities (#) Nature Of Disability

Special Needs Planning Fact Finder

Needs of the Child22   Y          N $

Custodial Care (assistance  
with daily living activities)

If Yes: # Of Hours A Day # Of Days A Week Monthly Cost of Care

  Y          N $

Nursing Services  
(in home skilled care)

If Yes: # Of Hours A Day # Of Days A Week Monthly Cost of Care

  Y          N $

Therapy Services # Of Days A Week Monthly Cost of Care

  Y          N $ $

Other (home  
supervision, etc.)

# Of Days A Week Monthly Cost of Care Supplies/Resources  
(home modification, 
wheelchair, etc.):

11  Source: centers for Disease Control and Prevention https://www.cdc.gov/ncbddd/birthdefects/data.html  Source: centers for Disease Control and Prevention https://www.cdc.gov/ncbddd/birthdefects/data.html
22  Source: Centers for Disease Control and Prevention, https://cdc.gov/ncbddd/birthdefects/data.html.  Source: Centers for Disease Control and Prevention, https://cdc.gov/ncbddd/birthdefects/data.html.
33  Source: U.S. Department of Health & Human Services, https://aspe.hhs.gov/basic-report/federal-programs-persons-disabilities.  Source: U.S. Department of Health & Human Services, https://aspe.hhs.gov/basic-report/federal-programs-persons-disabilities.
44  Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The   Foresters, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice. The 

information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and information given here is merely a summary of our understanding of current laws and regulations. Advise your clients and 
prospective purchasers to consult their tax or legal advisor.prospective purchasers to consult their tax or legal advisor.

55  Foresters level term life Insurance and applicable riders may not be available or approved in all states and are subject to eligibility   Foresters level term life Insurance and applicable riders may not be available or approved in all states and are subject to eligibility 
requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable requirements, underwriting approval, limitations, contract terms and conditions and state variations. Refer to the applicable 
Foresters Producer Guide and the insurance contract for your state for these terms and conditions. Underwritten by The Foresters Producer Guide and the insurance contract for your state for these terms and conditions. Underwritten by The 
Independent Order of Foresters.Independent Order of Foresters.

66  An ILIT must be drafted and administered carefully in order that gifts to it qualify for the annual gift tax exclusion. Clients should   An ILIT must be drafted and administered carefully in order that gifts to it qualify for the annual gift tax exclusion. Clients should 
consult with their own estate planning attorney for advice in this regard.consult with their own estate planning attorney for advice in this regard.

Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters Foresters Financial, Foresters, and Helping is Who We Are are trade names and/or trademarks of The Independent Order of Foresters 
(a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding (a fraternal benefit society, 789 Don Mills Rd, Toronto, Canada M3C 1T9) and its subsidiaries, including Foresters Financial Holding 
Company, Inc. AT207Company, Inc. AT207
For producer use only. Not for use with the public. For producer use only. Not for use with the public. 
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$ $ $ $
Client’s Annual Salary Client’s Other Income Spouse’s Annual Salary Spouse’s Other Income

$ %
Total Adjusted Gross Income Income Tax Bracket Current Available Estate Liquidity

$ $
Life Insurance Cash and Cash Equivalents

Current Estate44

504593 US 12/19504593 US 12/19

Legacy Planning and Wealth Transfers Needs and Concerns

Date M M / D D / Y Y



Foresters Financial, Foresters, and Helping Is Who We Are are trade names and/or trademarks of The Independent Order of Foresters (a fraternal benefit society, 789 Don Mills Rd, Foresters Financial, Foresters, and Helping Is Who We Are are trade names and/or trademarks of The Independent Order of Foresters (a fraternal benefit society, 789 Don Mills Rd, 
Toronto, Canada M3C 1T9) and its subsidiaries. AT207Toronto, Canada M3C 1T9) and its subsidiaries. AT207

Not for use in CA.Not for use in CA.

For producer use only. Not for use with the public.  504584 US 08/20For producer use only. Not for use with the public.  504584 US 08/20
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