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the conversation,
and incorporating
life insurance into
your clients’ overall
financial strategies.
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Fixed index universal life (FIUL) insurance policies can be a powerful
asset in your clients’ overall financial strategy.
It’s likely that many of your clients are saving through common financial
vehicles such as company-sponsored qualified plans, IRAs, or savings
accounts. And some may have already exhausted their options for savings
in tax-advantaged retirement arrangements by having already maxed out
their contribution limits.
But in today’s environment, it’s important for clients to reevaluate how
they’re preparing for their future, and to ensure that their financial
portfolio is diversified to address a variety of concerns.
As a financial professional, you can help clients find a variety of ways to
prepare for their future – in addition to providing protection today. Cash
value life insurance, such as fixed index universal life (FIUL) insurance,
provides death benefit protection now and through retirement, and may be
an appropriate component in your clients’ overall financial strategy.
Our step-by-step L.I.F.E. guide can offer tips on education, identifying
prospects, starting the conversation, and incorporating life insurance
into your clients’ overall financial strategies.

WITH FIUL POLICIES,
your clients have the
reassurance of knowing if
the unexpected happens,
their loved ones would
receive an income-tax-free
death benefit.1 There are
“living” advantages, too
– including accumulation
value that has the
opportunity to accumulate
tax-deferred and can
be accessed through
income-tax-free loans and
withdrawals2 for any of
their financial needs.

The death benefit is generally income-tax-free when passed on to beneficiaries.

1

Policy loans and withdrawals will reduce the available cash value and death benefit and may cause the policy to lapse, or affect guarantees against lapse.
Withdrawals in excess of premiums paid will be subject to ordinary income tax. Additional premium payments may be required to keep the policy in force. In the
event of a lapse, outstanding policy loans in excess of unrecovered cost basis will be subject to ordinary income tax. If a policy is a modified endowment contract
(MEC), policy loans and withdrawals will be taxable as ordinary income to the extent there are earnings in the policy. If any of these features are exercised prior to
age 59½ on a MEC, a 10% federal additional tax may be imposed. Tax laws are subject to change and your clients should consult a tax professional.

2

For financial professional use only – not for use with the public.
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Step 1:
Education and sales strategies
Our L.I.F.E. program helps provide education on incorporating life insurance as an asset in your clients’ overall
financial portfolios. But before you start prospecting, first familiarize yourself with our marketing collateral and
sales strategies. Here are some of the resources available to help you educate yourself and your clients:
Allianz Life Insurance Company of North America

L.I.F.E.
Life Insurance
as a Financial
Engine

L.I.F.E. consumer brochure
(MLIF-1128)

SM

Life Insurance
as a Financial
Enginesm

Allianz Life Insurance Company of North America

How efficient is your
retirement portfolio?

(R-8/2018)

Discover a new approach to help manage the effects of market volatility.
If you’re preparing for retirement, you’re likely familiar with the unique challenges and opportunities you’ll face. Your approach may
include protection for your family and addressing health care costs, inflation, and taxes – but what about protection from market volatility?
You may need to rely more heavily on personal assets to fund your financial strategy in retirement.

How efficient is your retirement
portfolio? (M-5792-B)

With this responsibility, you may encounter greater pressure on your holistic portfolio to help you achieve three financial objectives:

Diversification is a key component of
any successful financial portfolio. Use
our L.I.F.E. consumer brochure to help
clients understand how FIUL can help
diversify their financial strategy.

MLIF-1128

Allianz Life Insurance Company of North America

Understanding
fixed index
universal
life insurance

Protection, wealth
accumulation potential,
and tax advantages
in one policy

M-3959

1 Manage risks

The impact of dying too soon
(12/2016)

Do your life insurance needs consider your long-term savings goals?

We all try to plan for the future – whether that means saving for retirement, college
funding for the grandkids, or leaving an inheritance for your family. But what would
happen if you passed away prematurely – how would these goals be funded?
Are you financially protected along
the way?
HOW WOULD
YOUR FUTURE
FINANCIAL
GOALS

be achieved if you passed
away prematurely?

Life insurance, such as fixed index universal life (FIUL)
insurance, offers a unique benefit that many other
financial vehicles don’t: FIUL provides an income-taxfree death benefit to your beneficiaries when you
pass away.
The death benefit can be used to pay for:
• final expenses,
• income replacement,
• and more.

FIUL insurance also has the potential to accumulate
cash value by allocating to one or more index
allocation options. You also have the choice to
allocate to a fixed interest allocation that can earn
fixed interest.
You can access any cash value that has accumulated
in the policy to help supplement the retirement
savings you already have in place through policy
loans and withdrawals.1 FIUL can help bridge the gap
to help meet your retirement income needs; however,
keep in mind FIUL is not a retirement vehicle and does
not provide a guaranteed income stream.

If you have a need for death benefit protection,
adding an FIUL policy to your overall financial portfolio
can provide a level of financial reassurance for your
beneficiaries if you die too soon.

This material must be accompanied by the Allianz Life Pro+® Fixed Index Universal Life Insurance Policy
consumer brochure.
1

Policy loans and withdrawals will reduce the available cash value and death benefit and may cause the policy to lapse, or
affect guarantees against lapse. Withdrawals in excess of premiums paid will be subject to ordinary income tax. Additional
premium payments may be required to keep the policy in force. In the event of a lapse, outstanding policy loans in excess
of unrecovered cost basis will be subject to ordinary income tax. If a policy is a modified endowment contract (MEC), policy
loans and withdrawals will be taxable as ordinary income to the extent there are earnings in the policy. If any of these features
are exercised prior to age 59½ on a MEC, a 10% federal additional tax may be imposed. Tax laws are subject to change and
you should consult a tax professional.

Product and feature availability may vary by state and broker/dealer.
MLIF-1141

• Low correlation assets
• Protection from market losses

• Tax advantages

• Self-completing assets that provide a
death benefit

• The rising costs of inflation

It can make sense to add an
FIUL policy to your financial
strategy to help you:

PROTECT your family through a death benefit that is generally income-tax-free
DIVERSIFY your retirement strategy
PROVIDE the potential to help lessen the effects of market volatility on an overall portfolio with the

opportunity to supplement your income in retirement

To better understand how an FIUL policy could complement your financial
strategy in retirement, let’s look at a hypothetical case study.

This content is not intended to provide fiduciary, tax, or legal advice and cannot be used to avoid tax penalties; nor is
it intended to market, promote, or recommend any tax plan or arrangement. Allianz Life Insurance Company of North
America, its affiliates, and their employees and representatives do not give legal or tax advice. Customers are encouraged
to consult with their own legal, tax, and financial professionals for specific advice or product recommendations.
Must be accompanied by the “Understanding FIUL” brochure (M-3959) or the appropriate product brochure.
M-5792-B

Understanding FIUL insurance
brochure (M-3959)
A simple, clear explanation of FIUL
and its benefits, with an emphasis
on the primary need for death
benefit protection and the additional
advantages such as the opportunity to
build accumulation value that can be
accessed down the road for various
financial needs.
Impact of dying too soon

Allianz Life Insurance Company of North America

3 Asset protection with:

to help address needs such as:

• Flexibility
• Alternative sources you could use to
supplement your retirement income

• Outliving your retirement assets

Life
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as a
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Allianz Life Insurance Company of North America

Help make your idle assets go further.
Creating wealth, protecting it, and passing it on to the next generation
can be challenging.

(12/2016)

Rising taxes and market downturns could erode the assets you’ve set aside for legacy planning.
Without proper planning, taxes could also affect your beneficiaries when they inherit the legacy
you’ve created. Fortunately, there are ways to help address these concerns.
Before we explore these solutions, however, first
let’s discuss a few types of assets. As you develop a
retirement strategy, you may find you need to address
all of the following.

Protection: Is it important to know that your
money is protected?

• Now money includes the funds you need for living
expenses now or when you retire.

Accumulation potential: Over time, would
you expect these assets to increase in value?

• Later money refers to assets you intend to use later
as income, or for other financial concerns such as
health care.

Efficient transfer: Is it important to you to
efficiently pass the money to beneficiaries when
you are gone?

• Never money – idle assets – refers to the pool of
money you don’t need to maintain your lifestyle –
and therefore never intend to touch. As part of your
financial strategy, you may have decided to leave this
money to your heirs or charitable interests.

Access: While you don’t foresee an immediate
need, do you want to access the money in case
of an emergency?

NOW
MONEY

LATER
MONEY

NEVER
MONEY

This material must be accompanied by the Allianz Life Pro+® Fixed
Index Universal Life Insurance Policy consumer brochure and the
Premium Deposit Fund Rider consumer brochure (M-5480).
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Product and feature availability may vary by state and broker/dealer.
MLIF-1130

Allianz Life Insurance Company of North America

Help fill in the gaps in your
retirement strategy.
(12/2016)

To live comfortably in retirement you need a plan for your daily expenses –
and protection from the unexpected, too. Life insurance can help with both.
It’s common to focus on your daily expenses when you think about your retirement income needs.
But you may also need to plan for unexpected expenses – as well as leaving a legacy. That’s why a
solid financial strategy can help address three categories:

(MLIF-1141)

BUCKET 1:

Lifestyle

When you consider your retirement strategy, maintaining your standard of living is probably the first
thing that comes to mind. These “lifestyle” assets are the basic resources you’ll enjoy or spend in your
lifetime. Lifestyle assets can cover basic needs and also include property – for example, your house and
cars – as well as savings accounts and retirement savings vehicles such as 401(k)s.
BUCKET 2:
See how FIUL can help

SUPPLEMENT

Not all financial solutions provide the
same benefits. In this sales strategy,
see how the death benefit protection
in an FIUL policy provides financial
reassurance to beneficiaries that many
other financial vehicles do not provide.

Even though you don’t intend to use your idle assets,
that doesn’t mean they should truly sit idle. As part of
your overall financial strategy, perhaps you’ve thought
about what you expect your idle assets to provide.

Three general categories of assets

Life Insurance
as a Financial
EngineSM

Life Insurance
as a Financial
EngineSM

2 Portfolio diversification

you’ll face in retirement, including:

• The potential for the significant impact
of market volatility, especially early in
your retirement

Fortunately, you can help address these objectives by adding a fixed index universal life (FIUL) insurance
policy to your overall financial strategy.

your “bucket list.”

Emergency

Once you’re confident about preserving your standard of living in retirement, you’ll also want to set
aside assets for unexpected events such as illness, car repairs, a new roof, etc. Ideally, you should have
enough funds to cover these emergencies without having to dip into your lifestyle assets.
BUCKET 3:

Legacy

Finally, you’ll want to consider the money you don’t expect to need during your lifetime – we call these
“idle assets.” Some reasons to set aside such assets might include leaving a legacy for your children or
grandchildren, or giving a gift to charity.

This material must be accompanied by the “Understanding fixed index
universal life insurance” consumer brochure (M-3959).
Product and feature availability may vary by state and broker/dealer.
CSI-450

Fixed index
universal
life (FIUL)
insurance

(11/2018)

Allianz Life Insurance Company of North America

Balancing your portfolio’s
risk and return potential with
a low-correlation asset
Does your current strategy offer return potential without
adding market risk?

Life Insurance
as a Financial
EngineSM

Flexibility and control with FIUL

Allianz Life Insurance Company of North America

Flexibility and control in your retirement
years with fixed index universal life insurance

(11/2016)

What does the future hold for taxes? No one knows – which is why it’s worth considering
a diversified strategy.
Taxation can have a big impact on your accessible assets.
That’s why it’s important to have a strategy to help ensure
the management of your assets during retirement.
Generally speaking, financial vehicles fit into three
tax categories.
1. TA X ABLE:
You typically contribute to these types of accounts – such
as checking and savings accounts – after you’ve paid income
tax. Earnings may be taxable each year. These arrangements
generally receive a step-up in basis at death and are not taxable
to a beneficiary.
2. TA X-DEFERRED:
In these vehicles, your pre-tax and after-tax money grows taxdeferred until you take it out. These vehicles can help reduce your
tax bill now; but after your death, if your beneficiaries access this
money, the portion that was previously untaxed will be taxable as
ordinary income. Tax-deferred accounts include 401(K)s, 403(b)s,
traditional IRAs, pensions, and nonqualified annuities. There are
some situations in which cash value life insurance would fit in this
category, since earnings may be taxable upon withdrawal by the
life insurance policy owner.1

1

3. TA X-FREE:
You purchase these financial vehicles with after-tax dollars,
and earnings may be income-tax-free (depending on certain
requirements being met for some vehicles). Tax-free vehicles
include Roth IRAs, Roth 401(k)s, and 529 plans. There are some
situations in which cash value life insurance would fit in this
category, since loans and withdrawals by the life insurance policy
owner may be income-tax-free1 and the death benefit is generally
income-tax-free.

TAX-FREE

After-tax IN

Tax-free OUT

(if certain requirements are met)

Three
tax categories
of financial
vehicles
After-tax IN

TAXABLE

Maybe taxable
each year

TAX-DEFERRED

Before-tax or
after-tax IN

Taxable
OUT

Policy loans and withdrawals will reduce the available cash value and death benefit and may cause the policy to lapse,
or affect guarantees against lapse. Withdrawals in excess of premiums paid will be subject to ordinary income tax.
Additional premium payments may be required to keep the policy in force. In the event of a lapse, outstanding policy
loans in excess of unrecovered cost basis will be subject to ordinary income tax. If a policy is a modified endowment
contract (MEC), policy loans and withdrawals will be taxable as ordinary income to the extent there are earnings in the policy. If any of these features are
exercised prior to age 59½ on a MEC, a 10% federal additional tax may be imposed. Tax laws are subject to change and you should consult a tax professional.

This brochure is designed to provide general information on the subjects covered. It is not, however, intended to provide specific legal or tax advice and cannot be used to avoid
tax penalties or to promote, market, or recommend any tax plan or arrangement. Please note that the issuing company, its affiliated companies, and their representatives and
employees do not give legal or tax advice.
Product and feature availability may vary by state and broker/dealer.
MLIF-1132

2

(MLIF-1132)

If you’re seeking a financial strategy that balances risk and return potential, it’s generally important to include a mix
of various assets and financial vehicles to help address your needs. While it’s true that some risks are unavoidable,
you can help mitigate their effects.

POTENTIAL FINANCIAL RISKS include:

Market volatility

Lack of
diversification
can lead to

FINANCIAL
SHORTFALLS
when preparing
for the future.

See how FIUL can provide death benefit
protection and flexible options for
retirement income needs in both low
and high tax rate environments.

For financial professional use only – not for use with the public.

Equities
Fixed income
Money market/cash

Inflation

Real estate

Most of these asset classes correlate with the stock market in the form of financial vehicles – like stocks, bonds, and
other market assets. When they fall, the related assets in your financial portfolio could fall, too. Yet, by diversifying
with financial vehicles that react differently to the market environment, you can potentially spread your market risk
and may also have the opportunity to grow your portfolio with fewer bumps along the way.

Must be accompanied by the “Understanding fixed index universal life insurance” brochure (M-5939).
CSI-495

PRIMARY ASSET CL ASSES include:

Taxes
Longevity

Diversifying your assets can help spread out market risk.

As your clients prepare for retirement,
they may face the same concerns as
many Americans – such as death benefit
protection for their loved ones, the
rising cost of health care, inflation, and
outstanding debts and taxes. But are
your clients prepared to manage market
volatility? Learn how FIUL can help.
Help make your idle assets
go further (MLIF-1130)
Use this sales strategy to help clients
understand how they can use their idle
assets to provide protection, efficient
transfer, accumulation, and access.
Help fill in the gaps in your
retirement strategy (CSI-450)
To live comfortably, your clients need a
strategy to fill three common buckets:
lifestyle, emergency, and legacy. Learn
how life insurance, especially FIUL, can
help supplement them all.
Balancing your portfolio’s risk and
return potential with fixed index
universal life insurance (CSI-495)
A low-correlation asset, such as FIUL, can
help diversify the risk and return potential
of your client’s financial portfolio.
Spreading out risk can help them achieve
long-term, more consistent accumulation
potential, plus additional protection with
the death benefit.

Step 2:
Identify client profiles and
the appropriate sales concept
Once you’re familiar with the sales concepts behind L.I.F.E., the next step is to identify appropriate
prospects. Generally speaking, suitable prospects are those who need death benefit protection, can afford to
pay life insurance premiums, and are looking to diversify their portfolio of financial vehicles.
While you may approach prospective clients with an email or a phone call, reaching out to your existing book
of business with face-to-face meetings will often create a better outcome. So if you aren’t already conducting
routine annual reviews with your clients, now is the time to start.

Building relationships and
generating referrals
The best place to find suitable prospects is within your
own client list. By tapping into your book of business,
you’re not only generating “warm” prospects, you’re
also strengthening the relationships with your existing
client base.
Build and strengthen relationships with your clients’
family members. If you’re already a trusted financial
professional, you’ll be more likely to connect with other
family members. Don’t miss out on this opportunity or be
replaced by someone else – make the connection now.

For financial professional use only – not for use with the public.

Start by

LOOKING

in your existing book
of business.

Common client profiles may
include the following:
• H.E.N.R.Y. (high earners, not rich yet) clients – this
group includes young and affluent clients who have
already maxed out qualified plan contributions, or
who are disqualified from contributing to a Roth IRA

TARGET CLIENTS
who fit the

“H.E.N.R.Y.”
PROFILE.

• Affluent consumers who need alternative resources
to supplement their income in retirement and
are looking for a way to diversify their portfolio of
financial vehicles for retirement
• Transition Boomerssm – clients who are five to 10
years away from retirement and who have idle assets
earning minimal interest that can be used to
purchase life insurance

3
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Step 3:
Positioning life insurance as an asset
in a financial strategy
If your clients need death benefit protection and are looking to diversify their
financial portfolio, cash value life insurance – such as fixed index universal
life (FIUL) – may be an appropriate addition to their overall financial
strategies. FIUL insurance can help provide that additional diversification
along with a variety of other advantages.

Life insurance as a means of diversification
FIUL offers

FLEXIBILITY,
CONTROL,
and PROTECTION.

FIUL policies can help
address pressing financial
issues by offering a
combination of three tax
advantages in one product:

FIUL can help complement your retirement portfolio by offering
protection through:

• Tax-deferred cash value
accumulation,

• An income-tax-free death benefit
• Guarantees within the accumulation value
• Protection from market volatility

• income-tax-free loans
or withdrawals,1 and
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The graphic below represents a variety of financial vehicles and their risk
profile. Different assets have varying levels of risk, accumulation potential, and
guarantees, which is why it’s important to have a diversified strategy.

Variable life
insurance

Guaranteed
by insurance
company

Partial
guarantees

CDs/
savings
FDIC insured

• an income-tax-free
death benefit.

No guarantees

Mutual
fund

Individual
stock

This is not an exhaustive list of all financial vehicles available and is not intended to be
a comprehensive overview of all features of each financial vehicle.

Diversification does not ensure a profit or protection against a loss.
Policy loans and withdrawals will reduce the available cash value and death benefit and may cause the policy to lapse, or affect guarantees
against lapse. Withdrawals in excess of premiums paid will be subject to ordinary income tax. Additional premium payments may be required
to keep the policy in force. In the event of a lapse, outstanding policy loans in excess of unrecovered cost basis will be subject to ordinary
income tax. If a policy is a modified endowment contract (MEC), policy loans and withdrawals will be taxable as ordinary income to the extent
there are earnings in the policy. If any of these features are exercised prior to age 59½ on a MEC, a 10% federal additional tax may be imposed.
Tax laws are subject to change and your clients should consult a tax professional.

1

4
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Tax diversification in a financial strategy
Asset diversification and the flexibility to impact
taxable income
Taxes can have a significant impact on how much of
your client’s savings they can access in the future – and
the amount they pass on to their beneficiaries. That’s
why it’s important to also consider tax diversification as
part of a retirement strategy.
According to the Stanford Center on Longevity,
individuals living today will exceed the average life
expectancy of those in the 20th century by an additional
30 years. That means for some, retirement could last
30 years or longer. Considering no one can predict
how your client’s retirement will be impacted by taxes,

diversifying a retirement strategy to include FIUL
can help lessen exposure to adverse tax impacts by
allocating to vehicles that offer different tax treatments.
In the chart below you will see:
•	In recent years, the marginal income tax rate for the
highest earners is hovering around 40%
•	Over the past century that rate has been significantly
higher than the current rate

WHAT WILL YOUR

RETIREMENT
look like?

•	When looking at the historical rates, taxes during
your client’s potential 30 years of retirement may
significantly impact how much of their savings they
have access to.

U.S. income tax rates for highest-income earners
100%
Highest earners
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Source: Tax Policy Center, “Historical Highest Marginal Income Tax Rates, March 2017”

For financial professional use only – not for use with the public.
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How are financial vehicles taxed?
Having a diversified strategy may help your clients
effectively manage how much and when they are
being taxed. To prepare for their future, it’s important
to consider the tax advantages and consequences of
various financial vehicles.

The table below is based on current tax laws and is
intended to provide a general overview of tax treatments
of specific financial vehicles, including life insurance.
This is not a complete comparison of all features of the
financial vehicles. A comprehensive approach to your
clients’ retirement strategies may consider a variety of
financial vehicles in the tax classification categories,
including the ones defined below.

Life
insurance

Qualified plan /
traditional IRA

Roth IRA /
Roth 401(k)

Individually
owned
mutual funds

Municipal
bonds

Nonqualified
deferred
annuities

Funding /
contribution limits

No1

Yes2

Yes2

No

No

No3

Funding /
contribution pre-tax

No

Yes

No

No

No

No

Income-tax-deferred
accumulation

Yes

Yes

Yes

No4

Yes

Yes

Income-tax-advantaged
distributions

Yes5

No

Yes6

Yes7

Yes8

Yes9

Income-tax-free or
-advantaged benefit
at death

Yes

No

Yes6

Yes10

Yes8,10,12

No

Additional tax for early
withdrawal (unless an
exception applies)

No11

Yes

Yes

No

No

Yes

To ensure any available cash value is available on a tax-advantaged basis, the Internal Revenue Code regulates the relationship between the
death benefit and the accumulation value. Life insurance may require ongoing contributions to ensure the policy stays in force. If the policy
is not sufficiently funded it may lapse.

1

2

May be limited by adjusted gross income, in addition to the dollar limits.

3

Contract provisions may limit contributions.

4

Capital gains and dividends declared by mutual fund managers may be taxable.
Policy loans and withdrawals will reduce the available cash value and death benefit and may cause the policy to lapse, or affect guarantees
against lapse. Withdrawals in excess of premiums paid will be subject to ordinary income tax. Additional premium payments may be
required to keep the policy in force. In the event of a lapse, outstanding policy loans in excess of unrecovered cost basis will be subject to
ordinary income tax. If a policy is a modified endowment contract (MEC), policy loans and withdrawals will be taxable as ordinary income to
the extent there are earnings in the policy. If any of these features are exercised prior to age 59½ on a MEC, a 10% federal additional tax may
be imposed. Tax laws are subject to change and your clients should consult a tax professional.

5

6

If qualified distributions occur.

7

To the extent that the capital gains tax is more favorable than ordinary income tax.

8

Municipal bonds may be subject to state and local taxes and Alternative Minimum Tax.

9

Provided the contract is annuitized, the distributions are tax-advantaged.

10

Step-up in basis applies at death.
Withdrawals and loans from a life insurance policy are subject to the additional tax for early withdrawal if the policy is classified as a
modified endowment contract (MEC).

11 

12

6

Municipal bond interest is generally exempt from federal income tax.

All of the financial vehicles listed above will have various fees and charges.
For financial professional use only – not for use with the public.

The impact of internal rate of return
It’s also important to consider the internal rate of return
(IRR) – which is a calculation you can use to evaluate
the financial attractiveness of any asset. IRR is the
annualized percentage of growth (or decline)
of an asset.
When looking at alternative sources for retirement
income, such as FIUL, it’s important to consider both
the IRR and tax-equivalent yield. Tax-equivalent yield

incorporates the current tax bracket of the client to
determine the IRR needed from a taxable source versus
distributions from an income-tax-free source, such
as FIUL.
Review the chart to help you determine the impact of
taxation and IRR.

Taxable financial vehicle equivalent
Assumed IRR of FIUL

35% tax bracket

30% tax bracket

25% tax bracket

3%

4.62%

4.29%

4%

4%

6.15%

5.71%

5.33%

5%

7.69%

7.14%

6.67%

Given our assumptions, we could conclude the following:
•	If an FIUL policy had a 4% IRR, your client in a 35%
tax bracket would need a 6.15% IRR from a taxable
source to net the same growth or accumulation.
•	A client in a 25% tax bracket would need to earn
5.33% to be equivalent to the 4% IRR of the FIUL.

Financial vehicles
such as FIUL have

LOWER
YIELDS

due to their ability to
access income-tax-free
loans or withdrawals.1

Life insurance does not provide a guaranteed income
stream in retirement. Any potential supplemental
income is available through policy loans and
withdrawals. The potential for loans and withdrawals
is based upon how much interest the policy can
earn, and there is no guarantee the policy will earn
sufficient interest.

Policy loans and withdrawals will reduce the available cash value and death benefit and may cause the policy to lapse, or affect guarantees against lapse.
Withdrawals in excess of premiums paid will be subject to ordinary income tax. Additional premium payments may be required to keep the policy in force.
In the event of a lapse, outstanding policy loans in excess of unrecovered cost basis will be subject to ordinary income tax. If a policy is a modified endowment
contract (MEC), policy loans and withdrawals will be taxable as ordinary income to the extent there are earnings in the policy. If any of these features are exercised
prior to age 59½ on a MEC, a 10% federal additional tax may be imposed. Tax laws are subject to change and your clients should consult a tax professional.

1

For financial professional use only – not for use with the public.
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As you can see, it may be
prudent to factor in how FIUL can
be a component of your clients’
overall financial strategies. Fixed
index universal life insurance
can play an important role by
providing a combination of three
distinct tax advantages in one
policy – and it can be a valuable
way to help your clients meet
their financial goals.

See how FIUL can
be a powerful asset in
your clients’ financial
strategies. Contact the
Life Case Design Team
at 800.950.7372 for
more information and to
order L.I.F.E. materials.

This brochure is designed to provide general information on the
subjects covered. It is not, however, intended to provide specific legal
or tax advice and cannot be used to avoid tax penalties or to promote,
market, or recommend any tax plan or arrangement. Please note that
the issuing company, its affiliated companies, and their representatives
and employees do not give legal or tax advice. Encourage your clients
to consult their tax advisor or attorney.
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True to our promises …
so you can be true to yours.

®

A leading provider of annuities and life insurance, Allianz Life Insurance Company
of North America (Allianz) bases each decision on a philosophy of being true:
True to our strength as an important part of a leading global financial organization.
True to our passion for making wise investment decisions. And true to the people
we serve, each and every day.
Through a line of innovative products and a network of trusted financial
professionals, and with over 3.6 million contracts issued, Allianz helps people
as they seek to achieve their financial and retirement goals. Founded in 1896,
Allianz is proud to play a vital role in the success of our global parent, Allianz SE,
one of the world’s largest financial services companies.
While we are proud of our financial strength, we are made of much more than our
balance sheet. By being true to our commitments and keeping our promises we
believe we make a real difference for our clients. It’s why so many people rely on
Allianz today and count on us for tomorrow – when they need us most.

Guarantees are backed solely by the financial strength and claims-paying ability of Allianz Life Insurance Company
of North America.
Product and feature availability may vary by state and broker/dealer.
For financial professional use only – not for use with the public.

www.allianzlife.com
Products are issued by:
Allianz Life Insurance Company
of North America
PO Box 59060
Minneapolis, MN 55459-0060
800.950.1962
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