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In-force Ledger Review
Provide us with an in-force ledger on the existing permanent life insurance policy 
showing the existing premium stream and outcome. If the existing premium stream 
is no longer projected to be sufficient to meet the client’s policy goals, we’ll provide 
an illustration with a recommended premium stream.

Underwriting
If a new policy appears to be a viable option, we will help you through the 
underwriting process and obtain a new policy.

Alternative Solutions
We’ll compare the in-force ledgers on the existing policy to alternative solutions 
utilizing newer, more efficient policies, if necessary. In some instances, the client’s 
situation may be greatly enhanced with the new policy. This may not work in all 
situations, but even if the result is an increased premium flow to “right” the existing 
policy, you will have done your client a favor.

We make it easier to review your clients’ policies and help grow your business!
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Program Introduction

The life insurance industry has experienced a general drop in the investment returns underlying permanent 
life insurance policies. Interest rates have been at historical lows and many equity markets have performed 
below their historic norms. Recent events in the capital markets have made the review of life insurance 
policies even more critical. At the same time, a new generation of life insurance products entered the 
marketplace with lower mortality charges, lower company expenses, and low cost guarantees*.

What does this mean for you?
It represents a great opportunity to visit with clients to enhance their existing life insurance portfolio. 
If you don’t do it, someone else will!

We have a program to help you evaluate whether your clients’ policies are performing as they should. If they 
are not, we will help you identify solutions designed to improve the situation.

*Any guarantees mentioned are subject to the claims paying ability of the issuing company.

Policy Evaluation Program
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Part I — Your Clients
The first and most logical place to start is your present block of business. This is the 
business that you are responsible for and the business that is most important for you to review.  

Ask yourself:

� Do you have clients whose financial, business or personal situation has changed? A major part of this
program is servicing your clients’ changing situations.

� Have you placed any rated cases? Have you contacted those clients about any health changes? Many ailments
and illnesses are underwritten differently now than they were just a few years ago. Would they now be
eligible for a Table Shave Program? Changes in Table Shave Programs over the last few years have created
opportunities to improve your clients’ situations.

� Have you written any Whole Life (WL) cases? New generation Guaranteed* UL policies might be more
competitive than WL in providing a guaranteed death benefit.

� What were the largest cases you’ve placed?

� Have you received any in-force policy requests from your clients? More and more clients are requesting and
expecting this service as they seek greater value for their premium dollars.

� Have you performed any policy audits? If not, the Policy Evaluation Program (PEP) and its turnkey
methodology is a great way to start the process.

� Are you over 55? Have you been in the Financial Services business for more than 20 years? If so, you probably
have a number of clients who may benefit from this analysis.

List 5 of your largest placed cases/or clients who would value a Policy Evaluation Program review. 
Client Name Policy Date Policy Premium/Policy Type

1.

2.

3.

4.

5.

Once you have identified those clients who you wish to meet with, you can use the Overview and FAQ to provide 
pre-meeting information. Use the Prospecting Letter for Clients to create a letter for use on your letterhead.

Complete this form 
and you could have 
at least 15 
qualified leads!

Getting Started

Identifying Your Potential Candidates

Page 1 of 2

* All guarantees subject to the terms and conditions of the contract at time of issue and to the claims paying ability of the issuing insurer.
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Part II — New Prospects
Anybody with a current permanent life insurance policy is a prospect for this service. A customizable agent flyer 
provides you with an inexpensive method of generating interest. The Prospecting Letter for Prospects can be 
used on your letterhead. Use the Overview and FAQ to provide information once you have interest.

List 5 prospects you have spoken to in the last year who have large life insurance policies that could be reviewed.

Client Name Policy Date Policy Premium/Policy Type

1.

2.

3.

4.

5.

Part III — Advisors/Trustees/CPAs/Attorneys
Anyone who has advised a client on the purchase of life insurance, or is responsible for the maintenance of life 
insurance, is a prospect for the service. A customizable agent flyer provides you with an inexpensive method of 
generating interest. The Prospecting Letter for Advisors can be used on your letterhead. You can use a mailing list 
to contact CPAs, Trust Attorneys or Trustees. Use the Overview and FAQ to provide information once you have 
interest.

List 5 Advisors/Strategic Partners you have worked with who may recognize the value of PEP (CPAs, CFPs, 
Attorneys, Bank Trustees, etc.)

Client Name Policy Date Policy Premium/Policy Type

1.

2.

3.

4.

5.

Getting a Customized Report
Use the Fact Finder as the basis for gathering information about the insured. Place special emphasis on changes, 
including financial, business, and personal changes, as well as any health changes. Use a cover memo, if necessary, 
to provide pertinent information about the case. Send the information to CBS Brokerage for processing. The 
carrier response time can vary from one to four weeks. Depending on the carrier, we may ask your assistance 
in obtaining the in force ledgers. Although most carriers are cooperative, we have no control over the carriers’ 
response and some will not correspond with a third party, regardless of the policy owner’s authorization.

If you are not the Broker of Record on the current policy, you may want to use the prototype Authorization Letter 
on your letterhead to create a version for your exclusive use. This will better assure you of being the Broker of 
Record for any alternative or additional coverage that may transpire as a result of the review.
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Program Fact Finder

New Illustration Design (Check all that apply)

�� Use original policy design as above

�� Change policy design

�� Guaranteed premium solve 
Pay premium for  years to solve for  at age 100

�� Premium solve 
Pay premium for  years to solve for  at age 100

�� Other/Please call advisor to discuss

�� Are there any loans against the policy’s cash value?     YES      NO     If yes, how much?

�� What is the policy’s cash value? If different from the policy’s cash value, what is the policy’s cash 

surrender value? policy’s basis?

Please submit a copy of the in-force ledger along with any other pertinent information. If you are not the Agent of Record, please provide Agent Authorization Letter.

Additional Notes (Include any changes in health status)

Unless specified, we will deliver to email listed above.  

Producer Information

Name Phone Number Email Address

Client/Policy Information (Note: if there is more than one policy, attach additional Fact Finder(s) with relevant policy information.)

First Insured Name Date of Birth Proposed Underwriting Class (Indicate any health-related concerns in the Notes section)

Second Insured Name Date of Birth Proposed Underwriting Class (Indicate any health-related concerns in the Notes section)

Policy Number (Required for in-force ledger) Company Policy Type Policy Date

Original Policy Design

Premium: Pay  for  years 

Interest Rate Assumption used in original illustration 

Outcome:  at age 100 

Policy Purpose 

Original Purpose of Insurance
__Estate Planning     __Death Benefit     __Cash Value Accumulation     __Qualified Retirement Plan     __Buy-Sell
Is original purpose still valid for the policy?       YES      NO
Has the insured(s) health changed since policy was issued?     YES      NO
Has the insured(s) tobacco use status changed since policy was issued?     YES      NO

Interest Rate Assumptions

If WL or UL — Current or other 

Page 1 of 2
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Request for In-force Policy Illustration

Insurance Carrier

Insured(s)

Policy Number

SS# or Tax ID#

Please provide the following information for the insurance policy or policies listed above based on current assumptions:
1.	In-force illustration at current premium schedule
2.	In-force illustration showing minimum premium to endow
3.	Policy cost basis
4.	Other

Please forward the requested information to:

Policy Owner/Trustee Signature 			  Policy Owner/Trustee Signature		 Date

Street Address

City State ZIP

12.16 PEPR16-6697-A, 0518
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• You will receive valuable information on the state of the life insurance marketplace
today.

• PEP provides an in-depth analysis of the present condition of the existing life
insurance policy in an easy-to-read format.

• This analysis allows you to easily see all of the options that might be available
if alterations or modifications must be made to your policy.

• PEP can help you review the value of your policy.

Permanent life 

insurance is a 

complex financial 

instrument that 

should be reviewed 

periodically to gauge 

actual policy 

performance against 

original expectations.

Are You Truly Covered?

The Importance of Reviewing Your Current Life Insurance Policy

When you purchase a permanent life insurance policy, you are purchasing a financial 
vehicle that is designed to last a lifetime. Yet a policy is often tucked away and forgotten, 
with no thought to evaluating ongoing performance. 

This is unfortunate. 

A permanent life insurance policy is unlike any other financial vehicle. It has an investment 
component with an underlying cost structure based on health assumptions. And the 
strength of the policy relies on many variables that are constantly changing.

The Policy Evaluation Program (PEP) allows you and your agent to review your current 
policy to determine if it is performing as expected.

Plan Highlights

12.16 PEPR16-6697-A, 0518



These materials are provided for educational purposes only. The Policy Evaluation Program is a complimentary service offered by Tellus Brokerage Connections (“Tellus”) through some 
of the top financial service professionals in the country to assist agents/brokers in analyzing their consumers’ existing insurance policies. It is not a program designed to encourage agent/
brokers to replace existing insurance policies. The insurance policies described are issued by various companies. They are not available in all states. Policy terms, conditions and limitations 
will apply. All comments about such products are subject to the terms and conditions of the insurance contract issued by the carrier. For use with non-registered products only.  In 
order to provide a recommendation to a client about the purchase of or transfer of funds from an investment product, including variable life, a producer must hold the proper securities 
registration and be currently affiliated with a FINRA member broker-dealer.  Tellus makes no representation regarding the suitability of this concept or the product(s) for an individual, nor 
is Tellus providing tax or legal advice.  You should consult your own tax, legal and other advisors before purchasing insurance products.
Not a deposit • Not FDIC insured •Not guaranteed by the institution •Not insured by any federal government agency • Are subject to investment risks

© 2016 Tellus Brokerage Connections

P O L I C Y E VA L UAT I O N P R O G R A M

1.	 A life insurance policy is a complex instrument. A “sales 
illustration” that combines medical information and financial 
projections was created to help the consumer make a 
purchasing decision. Unfortunately the only thing we’ve found 
to be true is that the illustrated values are approximations 
and may not occur exactly as shown. As a result life insurance 
policies should be reviewed regularly to make sure that they 
can fulfill their objectives and meet the owner(s) needs.

2.	 It is important that the information given in the Fact Finder is 
correct and complete. An in-force ledger is a re-projection of 
the “sales illustration” using the current assumptions on the 
policy going forward.

3. The report generated using the in-force ledgers provides a 
financial analysis of the current policy and can provide internal 
rate of return (IRR) on death benefit and cash values, as well 
as other statistics. If needed, the premium funding is analyzed 
to provide alternative solutions to reaching the initial goal. 
In some situations, alternative policies may be analyzed if 
appropriate.

4.	 If the policy goals are met, no further analysis is needed.

5. Policies should be reviewed at least every two years, even if 
performance is satisfactory.

6.	 If policy performance is not what was expected, the report will 
show alternative funding to help reach the original goal. By 
monitoring the policy often, potential modifications to policy 
premium will be less drastic.

7.	 The client will work with his/her financial professional to make 
sure that the necessary changes are made to the policy. 

8.	 There may be certain situations when the use of a new, more 
efficient policy may be contemplated. This would only be 
undertaken if there were specific and clear benefits to the 
policyholder.

9.	 If the client decides that alternative policies will be evaluated, 
CBS will assist the producer in the evaluation process.

Program Overview
Ideal Candidates: Individuals or entities with permanent life insurance policies who would like an evaluation to determine if their 
policies are performing as expected.  

The policyowner decides to take part in the Policy Evaluation Program. 
A Fact Finder is filled out and related documents and  

information submitted. 

(1)

“In-force” ledgers for the existing policy are obtained using the
Fact Finder and submitted information.

(2)

If the existing 
policy is 

performing 
as expected 
or better, no 

further analysis is 
required.

(4)

We create a detailed report including an introduction, spreadsheet 
analysis of the “in-force” ledgers, and any alternative solutions.

(3)

If the existing policy 
is not performing  

as expected, 
alternative premium 
funding to reach the 

initial goal will be 
analyzed.

(6)

If appropriate, 
alternative policies 

will be analyzed.

(8)

Even if the existing 
policy is performing 

as expected or 
better, it should be 
re-evaluated in the 

coming years.

(5)

If changes are 
needed to the policy 

funding to reach 
the initial goal, or 
a change is made 
to the initial goal, 

the client will work 
with a financial 

professional to make 
changes.

(7)

If alternative 
policies are 

reviewed, the client 
will work with his 
or her financial 

professional 
to make sure 

that this choice 
is appropriate. 
We include a 

Checklist for Policy 
Replacement for 

all situations where 
policy replacement 

is contemplated.

(9)

Performing as 
or better than 

expected

Not quite up to par 
but can be tweaked

Requires major 
renovations

A B C
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Is there any cost for this service?
No, this is a complimentary service.

What are the components of the Program?
A report is generated on each policy that consists of the following: 

•	An introduction that succinctly discusses the changes that have occurred in the
life insurance marketplace.

•	In-force ledgers of the existing policy with different funding options or goals.
•	A one-page spreadsheet analysis of the “in-force” ledgers showing the Internal

Rate of Return (IRR) of the death benefit and assumed cash values at various
intervals, the number of years that the policy will stay in-force under current
assumptions, and the number of years the policy is guaranteed* to stay in-force.

•	If appropriate, the report may include optional policy alternatives, but only if there is a distinct client advantage.

What is an in-force ledger?
Different from an annual statement, which is a snap-shot of a policy’s performance, an in-force ledger is a “re-
projection” of the values of a permanent life insurance policy that is already in-force.  An in-force ledger uses a 
policy’s cash values as of the date of the “in-force” ledger and then projects values into the future based on premium 
levels and other variables that can be chosen. It is a way to analyze the performance of the policy versus the original 
projections. The effect on the policy of changing premium levels, death benefits, etc., can be analyzed.

Frequently Asked Questions

What is the Policy Evaluation Program?
It is a program designed to provide pertinent information for, and a systematic analysis of, a permanent life insurance 
policy that is presently in force. The program is designed to give life insurance consumers an understanding of their 
policy performance, with an eye toward maximizing value. It is a program that was precipitated by dramatic changes 
in the life insurance marketplace in the last decade. All life insurance policies should be periodically reviewed to gauge 
actual policy performance against original expectations to make sure that the policy will reach the intended goals. 
Variable products are out of scope for the Policy Evaluation Program and comments on such products are provided 
for educational purposes only.  Variable products can only be sold by registered 
representatives of FINRA member firms.

All life insurance 
policies should be 
periodically 
reviewed to gauge 
actual policy 
performance against 
original expectations 
and to make sure 
that the policy will 
reach the intended 
goals.

*Any guarantees mentioned are subject to the claims paying ability of the issuing company.
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Frequently Asked Questions, cont.

What factors may affect the performance of existing permanent life insurance 
policies?There are three major factors that affect the performance of a life 
insurance policy:

• The first is the interest rate return on the underlying
investment that provides the cash value in the policy.
In Universal Life (UL) and Whole Life (WL) policies this
investment account is in insurance company-directed
investments. As you can see from the chart on the right, it
consists mostly of bonds, with some real estate assets.  In
Variable and Variable Universal Life (VUL) policies the cash
value is invested in separate accounts with the asset classes
chosen by the policyowner.

• The second factor is the expenses in the policy, including the
acquisition costs (commissions, underwriting expenses, etc.)

• And the third factor is the actual mortality charges within the
policy.

Of the three factors noted, the one that more significantly affects the actual performance of the policy versus that 
projected in the sales illustration is the interest rate obtained. The actual expenses and mortality charges used 
in original illustrations are easier to project and predict than the investment return. In all illustrations there is an 
assumed projection and a guaranteed projection. The assumed projection is a “best guess” of what will occur in the 
policy going forward using the current assumptions for expense, mortality and investment return. The guaranteed 
projection uses only those factors that are guaranteed when it projects the outcome. If the actual current interest 
rate that is obtained in the policy is less than the projected rate, the policy will not perform as well as expected.

How have actual investment returns affected the expected 
performance of existing policies?
Over the course of the last 30+ years, the interest rates credited to 
UL policies for the most part have dropped, as demonstrated by 
this chart. The chart represents the actual credited interest rates on 
a particular UL policy issued by a major life insurance carrier. When 
the company introduced their UL policy in 1984, the current interest 
rate was almost 12%; since that time, the current rate has dropped. 

Life Insurance Carrier Investments
Average of Top 100 Carriers

Data from Vital Signs EOY 2015

From proprietary information from a highly rated insurance carrier.

UL Interest Rates

Slide 1| Copyright 2015 Crump Life Insurance Services, Inc. | Compliance Code, exp.
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Interest Rates for UL

A Nationally Known A+ Rated Carrier
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WL policies operate somewhat differently than UL policies. The underlying investment 
returns are just one component of any dividends that a whole life policy may receive. 
Dividends represent a “return of premium” that is dependent on not just the insurance 
company’s investment returns, but also the “gains” in the mortality and expenses where 
the company’s actual experience proves less costly than what was illustrated.

Typically in Variable Life and Variable Universal Life (VUL) policies, the investment 
returns depend on the performance of the separate accounts chosen by the 
policyowner based on risk tolerance, liquidity needs, time horizon and goals for the 
policy. The separate accounts are managed by fund managers, similar to many open 
ended funds, and can invest in a mix of stocks, bonds or other products based on the 
investment and risk tolerances of the underlying fund.  

Lower returns in the underlying investment of the life insurance policies purchased 
may cause actual policy cash values to be lower than the original illustrated values. 
If investment returns lag for an extended period of time, the policy may lapse, or a 
higher premium may need to be contributed for the policy to reach the original goals.

As you can see 
from the table 
to the right, the 

investment return in the policy can dramatically 
affect the amount of premium that needs to be 
contributed to reach a goal.

The analysis above shows the affect of an interest crediting rate on the performance of a Universal Life policy. The 
7.5% credited rate approximates the rate paid on UL policies two decades ago. The 4% rate is in line with what most UL 
policies are crediting today. As you can see, it would take approximately 34% more premium at the lower interest rate to 
keep the policy from lapsing before age 100, assuming the lower interest rate and the lower premium funding the policy 
lasts only to age 83 which is less than expected mortality.

Have recent events in the capital markets affected my permanent policy’s performance?
Possibly. Market results can and will affect a policy’s performance. In the case of variable products, less than 
anticipated market results may not allow a policy to equal its originally projected results.

Frequently Asked Questions, cont.

 According to a 1998 

article in Trusts and 

Estates magazine, in 

75% of trust policies 

that were at least 5 

years old, the death 

benefit could be 

increased by 40% 

without any increase 

of premium. Although 

no more recent studies 

exist, no industry 

developments indicate 

any dramatic change to 

this trend.

Page 3 of 5

Premium Needed to Fund Policy to Age 100 at Different 
Credited Interest Rates

at 7.5% at 4%

$13,500 $20,500

Assumes $2.5M Universal Life policy for a male, age 45 and preferred non-smoker, paying premium all years 
with $100,000 cash value at age 100.
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Frequently Asked Questions, cont.

As shown in the previous section, general account products tend not to be as affected by market fluctuations as 
variable account products due to their underlying investments. Nevertheless, fluctuations in the marketplace may 
cause the respective current dividend scales and current interest rates of return for whole life and general account 
universal life products to be lower than projected.

If crediting rates are not met, a policy may not meet the policy owner’s needs. The recent volatility in the capital 
markets has only served to make the need for current policy review all the more critical.

How have the expense and mortality charges in a life insurance policy changed?
Over the last 10 to 15 years, both the expense and mortality costs for life insurance policies have dropped. The 
mergers and acquisitions within the life insurance marketplace have affected expenses within the policy, which 
include all of the costs of issuing a policy. This has created a much more efficient marketplace, as technology and 
economies of scale reduce the costs of doing business. Commissions to the agent have been reduced as life insurance 
manufacturers react to a more competitive marketplace. Lastly, demutualization, in which a life insurance carrier 
changes from a mutual company (owned by the policyholders) to a stock company (owned by the shareholders) has 
created more efficient policies for two reasons: (1) Demutualization opens up the capital market for the life insurance 
carrier to expand and acquire other companies; (2) Once it becomes a stock company, the carrier is forced to become 
more competitive since it must answer to stockholders.   

Mortality charges have dropped yearly as medical improvements and better health habits contribute to a longer life 
for most Americans. According to a 1998 article in Trusts and Estates magazine, in 75% of trust policies that 
were at least 5 years old, the death benefit could be increased by 40% without any increase of premium. 
Although no more recent studies exist, no industry developments indicate any dramatic change to this trend.. 
The lower mortality costs resulted in more efficient policies. We continue to see this today. A copy of the article is 
available upon request.

How are the expense and mortality gains reflected in existing life insurance policies?
As stated before, permanent life insurance policies are issued with the expectation that the policy will use the 
current life insurance costs, including mortality expenses. Improvements to the mortality costs in the life insurance 
marketplace are typically not reflected in existing policies, but may be in newer policies, as the carriers introduce new 
products. So, the gains that can be seen in the marketplace may or may not be reflected in the policies owned by 
existing policyholders. Because of the competitive nature of the marketplace, many insurers use the gains that are 
created to lower costs on new policies. 
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present health situation.

Are carrier ratings important?
If you are making the decision to 
replace an existing policy with a new 
policy based on a sales illustration that 
relies on “guaranteed assumptions,” 
understand that the policy guarantees 
will be only as strong as the carrier 
backing them. Review the ratings of 
the selected carrier against this listing 
of top ratings. A company’s ratings 
should be monitored for change.

In addition to the ratings, it is wise to 
select a carrier that has a favorable 
Comdex rating. The Comdex rating is 
the average percentile ranking for all 
of the ratings received by a company. 
As such, it is not another rating, but 
rather an objective scale that can be 
used to easily compare the ratings of 
different companies.

Frequently Asked Questions, cont.

What will the Policy Evaluation Program tell me about my existing policies?
The final report will provide you with the guidance needed to see if your policies are on track to reach their goals.  
If they are on track, then no further steps will be needed. If however, they are not on track to reach their goals, an 
analysis will be made to show options. Typically, these will include raising or lowering premium levels or altering the 
goals in the policy. This can be accomplished usually by raising or lowering the death benefit.

What will I have to do to take part in the Program?
Your insurance professional will be asked to fill out a Policy Evaluation Program Fact Finder. An in-force ledger for the 
policy will be required if available. You may be asked to sign a document allowing your insurance professional to gather 
information about your policie(s) from the life insurance carrier(s) issuing the policie(s). And if warranted, you may be 
asked to fill out information on your 

Rank AM Best Fitch Ratings Standard & Poors Moody’s
1 A++ (Superior) AAA (Exceptionally Strong) AAA (Extremely Strong) Aaa (Exceptional) 

2 A+ (Superior) AA+ (Very Strong) AA+ (Very Strong) Aa1 (Excellent) 

3 A (Excellent) AA (Very Strong) AA (Very Strong) Aa2 (Excellent) 

4 A- (Excellent) AA- (Very Strong) AA- (Very Strong) Aa3 (Excellent) 

5 B++ (Very Good) A+ (Strong) A+ (Strong) A1 (Good) 

6 B+ (Good) A (Strong) A (Strong) A2 (Good) 

7 B (Fair) A- (Strong) A- (Strong) A3 (Good) 

8 B- (Fair) BBB+ (Good) BBB+ (Good) Baa1 (Adequate)

9 C++ (Marginal) BBB (Good) BBB (Good) Baa2 (Adequate) 

10 C+ (Marginal) BBB- (Good) BBB- (Good) Baa3 (Adequate) 

11 C (Weak) BB+ (Moderately Weak) BB+ (Marginal) B1 (Poor) 

12 C- (Weak) BB (Moderately Weak) BB (Marginal) B2 (Poor) 

13 D (Poor) BB- (Moderately Weak) BB- (Marginal) B3 (Poor) 

14 E (Under State Supervision) B+ (Weak) B+ (Weak) Caa1 (Very Poor) 

15 F (In Liquidation) B (Weak) B (Weak) Caa2 (Very Poor) 

16 S (Rating Suspended) B- (Weak) B- (Weak) Caa3 (Very Poor) 

17 CCC+ (Very Weak) CCC+ (Very Weak) Ca (Extremely Poor) 

18 CCC (Very Weak) CCC (Very Weak) C (Lowest) 

19 CCC- (Very Weak) CCC- (Very Weak) 

20 CC (Extremely Weak) CC (Extremely Weak) 

21 C (Distressed) 

22 D (Defaulted) 

Page 5 of 5

12.16 PEPR16-6697-A, 0518


