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pay for life insurance

Premium Financing
Individual Life Insurance

Insurance products issued by:  
Minnesota Life Insurance Company 
Securian Life Insurance Company

Do your high net worth clients face a choice of which 
asset to liquidate to pay for life insurance? Clients with 
highly appreciated assets will likely resist using their 
capital to pay life insurance premiums when it could 
be applied to assets that might provide better returns.

Numerous issues can arise when the time comes to 
pay for large life insurance contracts:
1. High net worth clients often have their insurance owned 

within trusts. Gifting limitations may come into play.

2. The opportunity cost of paying a life insurance premium 
may discourage clients who have their resources allocated 
to high performing assets.

3. Large, long-term commitments to premium payments can 
be a barrier.

4. Cash-flow timing can be an issue. Cash available for premiums 
may be low currently, but the future sale of a business or some 
other large cash influx may be on the horizon. 

5. For these clients, the use of third-party money frees up their 
capital for investments. For the right client, premium financing 
may provide the solution.

Estate planning solution
Life insurance owned by a trust is a popular method to provide 
liquidity for estate taxes at death. Clients placing life insurance in 
a trust outside their estate may have trouble finding enough room 
under the IRS’ annual gift-tax exclusion to fund their life insurance 
need. This exclusion amount does not apply if the trust borrows 
the premiums it needs to fund the life insurance.

Learn more
Contact our Advanced Sales Team for 
advanced case design and consultative 
premium finance support.

1-888-413-7860, option 3 
advancedsales@securian.com
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Premium Financing cases must meet Securian Financial’s published guidelines before applications will be considered.
Securian Financial does not accept non-recourse premium financing cases. Your clients should understand that premium financing 
is one of many options that can be used to pay for life insurance premiums. Clients should also understand that collateral may 
be called by the lender according to the terms of their loan agreements. Clients should be advised to consult their tax and legal 
advisors prior to engaging in a premium financing transaction.
Please keep in mind that the primary reason to purchase a life insurance product is the death benefit. 
Life insurance products contain charges, such as Cost of Insurance Charge, Cash Extra Charge, and Additional Agreements Charge 
(which we refer to as mortality charges), and Premium Charge, Monthly Policy Charge, Policy Issue Charge, Transaction Charge, 
Index Segment Charge, and Surrender Charge (which we refer to as expense charges). These charges may increase over time, and 
these policies may contain restrictions, such as surrender periods. Policyholders could lose money in these products. 
This material may contain a general analysis of federal tax issues. It is not intended for, nor can it be used by any taxpayer for 
the purpose of avoiding federal tax penalties. This information is provided to support the promotion or marketing of ideas that 
may benefit a taxpayer. Taxpayers should seek the advice of their own tax and legal advisors regarding any tax and legal issues 
applicable to their specific circumstances.
These materials are for informational and educational purposes only and are not designed, or intended, to be applicable to any 
person’s individual circumstances. It should not be considered investment advice, nor does it constitute a recommendation that 
anyone engage in (or refrain from) a particular course of action. Securian Financial Group, and its subsidiaries, have a financial 
interest in the sale of their products.
Insurance products are issued by Minnesota Life Insurance Company in all states except New York. In New York, products are issued 
by Securian Life Insurance Company, a New York authorized insurer. Minnesota Life is not an authorized New York insurer and does 
not do insurance business in New York. Both companies are headquartered in St. Paul, MN. Product availability and features may 
vary by state. Each insurer is solely responsible for the financial obligations under the policies or contracts it issues.
Securian Financial is the marketing name for Securian Financial Group, Inc., and its subsidiaries. Minnesota Life Insurance Company 
and Securian Life Insurance Company are subsidiaries of Securian Financial Group, Inc.
For financial professional use only. Not for use with the public. This material may not be reproduced in any way where it would be 
accessible to the general public.

Business owner solution
Business owner clients may prefer to borrow from a third party 
and leverage their life insurance premiums. This enables them to 
wait for the right time to liquidate an asset to pay off the loan. 
Premium financing may provide an additional option when a 
business sale is imminent and the owner anticipates a large 
influx of cash in the future.

Using premium financing in the proper context with the right 
client can provide solutions to some of the funding issues high 
net worth clients face.

Borrowing to pay premiums
1. Does not create a gift, although the interest payments do 

create smaller gifts than the full premium.

2. Potentially leverages the out-of-pocket payments of interest, 
which can significantly increase the potential return on 
death benefits.

3. Helps minimize the client’s long-term commitment to premium 
payments by simply paying the interest on the loan.

4. Using a loan structure to purchase life insurance while the 
client’s cash flow is lower can lock in insurability and allow for 
a rollout later, when the client realizes a large cash infusion.

Rely on us for competitive 
premium finance cases
1. More than a decade of 

experience providing premium 
finance expertise.

2. Strong product offerings that 
provide excellent leverage 
potential, including our single life 
and survivorship indexed universal 
life (IUL).

3. Underwriting expertise for high net 
worth clients.

4. Case design and presentation 
support to help you educate your 
clients on the risks and benefits of 
using premium financing.


