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CASE STUDY

Clients can leave a lasting
financial legacy with just
$99 per month

Your clients have the opportunity to leave a legacy to their
children or grandchildren by providing one of the greatest
gifts — life insurance.

A permanent life insurance policy can help provide a lifefime of financial
protection for children or grandchildren while funding other goals, including
college, a home down payment or supplemental retirement income.

By purchasing a life insurance policy while children and grandchildren are
young and in good health, parents and grandparents can protect a lifetime
of dreams at a minimal cost, while locking in insurability.

Background

For Paul and Anne, family is their world. So it was no surprise that during their
annual review with their financial professional, Jerry, the conversation revolved
around their one-year-old granddaughter, Emma. As Paul and Anne discussed
their changing financial needs, Jerry suggested they consider buying a life
insurance policy for their grandchild.

They were initially unsure how purchasing a policy might impact their finances.
Jerry explained they could design an affordable policy. Plus, by purchasing a
policy while Emma’s young, it would lock in insurability and likely qualify her for
preferred rates.



How it works

Jerry shared how just $99 a month could provide security and flexibility

throughout their granddaughter’s life! Paul and Anne decided to purchase a

permanent life insurance policy for Emma.

When Emma graduates from college, she’s ready to purchase her first home.
Paul and Anne have diligently funded her policy with $99 each month since she
was one-year old. Imagine Emma’s reaction when they tell her she can withdraw
$23,760 from her life insurance policy for a down payment on her house.

At this time, Paul and Anne decide to transfer the policy’s ownership to Emma.
Over time, Emma’s cash value continues to grow. At age 70, she begins to
take annual withdrawals of $56,063 for the next 20 years to supplement her

retirement income.

Throughout the life of the insurance policy, Paul and Anne have been able to
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provide security through the death benefit, access to cash value when Emma
was young and supplemental income during her retirement.

This is a hypothetical example for illustrative purposes only.

1. Eclipse Accumulator Il Indexed Universal Life, female, age 1,
$100,000 face amount, Preferred Non-Tobacco, 20 pay
premium of $1,188 at 6.59 percent illustrated rate in the S&P
500° index. Case ID: 26048911

These values assume that the currently illustrated non-
guaranteed elements will continue unchanged for all years
shown. This is not likely to occur and actual results may be
more or less favorable than those shown.

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.

Product features and availability may vary by state.

Policy loans and withdrawals may create an adverse tax result
in the event of lapse or policy surrender, and will reduce both
the surrender value and death benefit. Withdrawals may be
subject to taxation within the first 15 years of the contract.
Clients should consult their tax advisor when considering
taking a policy loan or withdrawal.

Depending upon actual policy experience, the Owner may need
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to increase premium payments to keep the policy from lapsing.

These are general marketing materials and, accordingly,
should not be considered investment advice or a
recommendation that any particular product or feature is
appropriate or suitable for any particular individual. These
materials are based on hypothetical scenarios and are not
designed for any particular individual or group of individuals
(for example, any demographic group by age or occupation).
The materials were prepared for financial professionals who
are experienced in investment and/ or insurance matters. As
aresult, they should not be reviewed or relied on by any other
persons. 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
confracts 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 form where it would
be accessible to the general public.



