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Hello, and welcome to today’s discussion about Four Life 
Insurance Accumulation Concepts. 

You'll hear four separate stories that can each be told 
separately, but they work especially well when told together, 
in sequence, to help people recognize ways they can 
potentially use life insurance to help provide additional 
financial security.
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Important Notes

The information contained in this presentation is for educational purposes only and is not a comprehensive analysis of the topics presented. It is general in
nature and is not intended to provide financial, legal, fiduciary, accounting or tax advice. Because applicable laws and regulations are complex and subject to
change, this information should be verified with an appropriate legal, accounting, or tax professional for accuracy and reliability (e.g., federal income tax statutes,
rulings, etc.) that may have changed since publication and are subject to differing legal interpretations before applying it in any particular situation. While the
company has been diligent in attempting to provide accurate information, the accuracy of the information is not guaranteed. Any tax statements in this material
are not intended to suggest the avoidance of U.S. federal, state or local tax penalties. No representation or warranty, express or implied, is made by Corebridge
Financial Distributors and its member companies as to the completeness of the information in this document.

The presenter is not a lawyer and does not provide tax or legal advice to clients. Examples used throughout this presentation are intended to be broad overviews
designed to convey some basic financial planning concepts. Nothing contained herein should be construed as advice or a recommendation. All of the examples
and outcomes are hypothetical and are not intended to represent any specific persons' situation or assure any particular outcome.

Life insurance is not an investment. The primary purpose of life insurance is death benefit protection. Values in this presentation are not guaranteed and are
hypothetical only. Nothing in this presentation should be deemed as suggesting that one may directly or indirectly invest in an index.

Policies issued by American General Life Insurance Company (AGL), Houston, TX except in New York, where issued by The United States Life Insurance
Company in The City of New York (US Life). AGL does not issue, solicit or deliver policies or contracts in the state of New York. Guarantees are backed by the
claims-paying ability of the issuing insurance company and each company is responsible for financial obligations of its products. Products may not be available in
all states and product features may vary by state.

All companies described above are wholly-owned subsidiaries of Corebridge Financial, Inc. Corebridge Financial and Corebridge are marketing names used by 
these companies.

Before we get into the main content of today's conversation, 
here are some important notes related to what we'll discuss.

Please read these notes carefully to understand important 
aspects of today's discussion.
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The Rule Of 25

The $5 - $10 - $20 Story

How Much Does Life Insurance Cost?

How Much Premium?
Based on current federal income tax law.  Assumes the use of withdrawals to basis and/or policy loans. If the policy is classified as a Modified Endowment Contract 
(see IRC section 7702A), withdrawals or loans are subject to regular income tax and an additional 10% tax penalty may apply if taken prior to age 59½. 
Death Benefits are generally excludable from the beneficiary’s federal taxable income under most circumstances and under current federal income tax law.

So what are the four stories that comprise this bigger message?
• The first one is a story I like to call “The Rule Of 25.” You’ll understand 
why in a minute. This rule helps people see if they’re on‐track to save 
enough for their retirement goals. It’s not an in‐depth analysis, but it’s 
a rule‐of‐thumb you can use when you don’t have your computer 
handy with a comprehensive financial planning software program in 
front of you. Interestingly, when walking through this overview, people 
may come to realize that they’re not saving enough, and they need to 
save more.

• The second story ‐‐‐ “The $5 ‐ $10 ‐ $20 Story” ‐‐‐ shows them how the 
tax advantages of life insurance may make life insurance an attractive 
way to grow cash values.

• The third story discusses the cost of life insurance from a unique 
perspective. Many people have been led to believe that life insurance 
is too expensive to grow cash values. That’s where this third story ‐‐‐
“How Much Does Life Insurance Cost?” ‐‐‐ comes into play. This simple 
story shows how cost‐effective appropriately funded life insurance can 
be for providing needed life insurance protection while creating cash 
values.
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• The fourth and final story gives people some thoughts as to how 
much premium to consider paying into their policy. Although 
everyone's situation is unique, this simple formula can provide 
some thoughts about how much premium someone may want to 
consider paying. This formula is not designed to quantify a specific 
amount of premium, but it gives a starting point for a discussion 
that can help provide some broad direction.

When you put all four of these stories together, it creates a rather 
compelling argument for the benefits of life insurance… 
benefits that go beyond the value of the death benefit… 
that life insurance can also be attractive for creating cash values.

So let's begin our discussion with the first story, called “The Rule Of 
25.”
Let’s see how that works.
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Begin With "The 4% Rule"
 William Bengen research  =  The 4% Rule

 Article Title: "Determining Withdrawal Rates Using Historical Data"
 October 1994, Journal for Financial Planning, p. 171

 How does The 4% Rule work?
• In the first year of retirement, multiply the portfolio value by 4%

• $1,000,000  x  4%  =  $40,000
• Annually increase withdrawals for "cost of living," regardless of portfolio performance

 Bengen's research suggests 90% chance of 30-year success
• For example, begin with 1,000 different portfolios
• First withdrawal  =  4%... increase withdrawals annually by 3%
• At the end of 30 years, at least 900 of the 1,000 portfolios still have cash

 A "rule-of-thumb" for retirees thinking about how much they might withdraw

You might know of something that, in financial circles, has been 
referred‐to as “The 4% Rule.”
What is it and where did it come from?

There was a landmark article published in 1994 by William Bengen 
titled "Determining Withdrawal Rates Using Historical Data," 
published on page 171 of the October, 1994 Journal for Financial 
Planning.

So how does The 4% Rule work?
Bengen’s article suggest that you begin by withdrawing 4% from 
your investment portfolio in the first year of retirement.
For example, if a portfolio was worth $1 million at the beginning of 
retirement, 4% of $1 million suggests a first‐year withdrawal of 
$40,000.
Then increase the withdrawals each year for inflation, regardless of 
portfolio performance. 
No matter how much the portfolio value goes up or down in any 
particular year, increase your annual withdrawals by the amount of 
inflation, which Bengen assumed to be 3% annually.
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His research used hundreds of different market scenarios and a 
process we call “Monte Carlo Simulation.”
His results suggested a 90% chance of 30‐year success.
How did he arrive at that conclusion?
If, for example, you began with 1,000 different portfolios, you 
withdrew 4% in the first year, and increased the withdrawals by 3% 
annually, at the end of 30 years, at least 900 of the portfolios would 
still have cash remaining. In other words, 90% of the portfolios 
"succeeded" and, therefore, a 90% probability of success.

This approach would suggest a 90% probability of taking a typical 
investor from age 65 to age 95… a success rate that might be a 
reasonable starting‐point for investors.
Obviously, when Bengen began with first‐year withdrawals higher 
than 4%, his results generated a lower success rate than 90%.
Meanwhile, when he began with lower initial withdrawal rates, 
his results generated a higher success rate than 90%.
For those that have a penchant for math, you can delve into the 
details by reviewing Bengen's original article.

From that article came what’s known as “The 4% Rule,” which turns‐
out to be a generally useful rule‐of‐thumb for people at‐or‐near 
retirement that want to know how much they might consider 
withdrawing from their retirement portfolios throughout their 
retirement.
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The Rule of 25
• The Rule Of 25 is The 4% Rule in reverse!

• It’s a rule-of-thumb for PRE-retirees

• How many times does 4% go into 100%?

• 3 simple steps:

1. Estimate expenses during first year of retirement (assume it’s $60,000)

2. Subtract known sources of retirement income (assume S.S. = $20,000)

3. Multiply the “net” expenses by 25  ($40,000  x  25  =  $1,000,000)

$1,000,000  x  4%  =  $40,000

$40,000  x  25  =  $1,000,000

• Now PRE-retirees can have a ballpark retirement savings objective

So how do we get from "The 4% Rule" to “The Rule of 25”?
You'll soon see that "The Rule of 25" is just "The 4% Rule" in reverse.
Whereas The 4% Rule is a potential rule‐of‐thumb for investors that 
are retiring, The 4% Rule is not very helpful to pre‐retirees.
That’s where The Rule of 25 comes in… it can be helpful to pre‐
retirees that are trying to get a ball‐park idea of how much money 
needs to be accumulated to achieve certain retirement goals.
The Rule of 25 is predicated on knowing how many times 4% goes 
into 100%... And the answer is: 25 times.

The Rule Of 25 turns The 4% Rule backwards in three easy steps:
1. Estimate living expenses in the first year of retirement. In this 

example, let’s assume that’s $60,000.
• You'll see in a minute how assuming first‐year expenses of 

$60,000 ties this Rule of 25 example to the previous 4% 
Rule example, making it easier to see why The Rule of 25 is 
nothing more than The 4% Rule in reverse.

6



2. Next, subtract known sources of retirement income. Although this 
could include pension income, let's anchor this part of our 
discussion around Social Security income. Let’s assume that Social 
Security income is expected to be $20,000 in the first year of 
retirement.

• That leaves a shortfall of about $40,000 necessary to pay the 
first year of retirement expenses.

3. Now multiply the $40,000 “shortfall” by 25. The answer is 
$1,000,000.

Here you can see how The Rule of 25 is just The 4% Rule in reverse:
You can see that, using The 4% Rule, $1 million  x  4%  =  $40,000. 
In the reverse, you can see that $40,000  x  25  =  $1 million.

Therefore, by using The 4% Rule, pre‐retiree investors can have an 
approximate retirement savings target… at least a starting point for 
conversations about their retirement.
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The Rule of 25

• If $100,000 needs to be withdrawn 
from portfolio in year 1:

 $100,000  x  25  =  $2,500,000

• Cut that in half:

 $50,000  x  25  =  $1,250,000

• Double it:

 $200,000  x  25  =  $5,000,000

Now let's use a few examples to see how easy it is to apply 
The Rule of 25 to some other hypothetical situations.

For example, if someone needed to withdraw $100,000 from their 
portfolio in the first year of retirement, and continue increasing the 
annual distributions throughout retirement, The Rule of 25 suggests 
that the portfolio should have about $2.5 million in it to achieve 
Bengen's 90% chance of success. 
All I did to arrive at $2.5 million was multiply $100,000 by 25.

For someone that might be considering a first‐year withdrawal of 
half‐that‐amount… $50,000… the Rule of 25 formula suggests that the
portfolio would only need $1,250,000.

And if the first‐year withdrawal was doubled from $100,000 to 
$200,000, the formula suggests a portfolio value of $5 million at the 
beginning of retirement.

With these examples you can quickly see a ballpark estimate of what 
might be targeted as a portfolio value at the beginning of retirement, 
according to Bengen's research.
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The Rule of 25

• Let's stick with the example of spending $200,000 in the first year of retirement, 
suggesting a portfolio value of $5,000,000

• Next ask: "How much has currently been set-aside?"

 Let's assume they feel pretty good about having $1,000,000 set aside

 They appear to be about $4,000,000 short!

• Next ask: "Even if the maximum allowable contributions are made to your 401k, 
do you think it can grow from $1,000,000 to $5,000,000 before retirement?

Let's carry our example forward one more step… 
let's stick with the example of spending $200,000 in the 
first year of retirement, suggesting a portfolio value of $5,000,000.

Next ask: 
"How much has currently been have set‐aside for retirement?"
Let's assume they suggest that they have $1,000,000 set aside… 
they're technically a millionaire… and they're feeling pretty good 
about it.

But according to Bengen's research and The Rule of 25,
you know intuitively that they could be somewhere in the 
neighborhood of $4 million short of what may be needed.

Then ask: "Even if the maximum allowable contributions 
are made to your 401k plan, do you think it can grow from $1,000,000 
to $5,000,000 before you reach retirement age?"

If they don't think so, then they may need to consider working to build 
savings somewhere else in addition to their 401k plan.

That takes us to the next part of our story.
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The $5 - $10 - $20 Story

Now that we’ve gained an idea about whether someone 
may be on‐track… or not on‐track… to potentially achieve 
their retirement savings goals, let’s talk about a simple story 
that can help people understand how they might be able to 
use life insurance to help bridge the gap. 

I like to call this second story  “The $5 ‐ $10 ‐ $20 Story”

Let’s see how it works.
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The $5 - $10 - $20 Story

If you had an opportunity that had this potential: 

• Allocate a total of $5…

• Over time it could hypothetically grow to $10, and…

• During retirement it could potentially provide a total of $20…

You could ask yourself: Would you consider it?

Notice that the $5 doubled to $10…

And the $10 doubled to $20

Let me begin by asking you a question:

If you had an opportunity that had this potential:
• Over time you allocated a total of $5…
• Over time the value hypothetically grew to $10, and…
• During your retirement it could potentially provide a total of $20…
You could ask yourself:  Would you consider doing it?

Notice in this hypothetical example that the $5 doubled to $10,
and the $10 doubled to $20. 
And notice that, overall, the $5 quadrupled to $20.

Let's put this "doubling effect" into different perspective:
Think of your house quadrupling in value.
Imagine if you paid $500,000 for your house, and at some point in 
the future you were able to sell it for $2 million… 
would you consider that to be a pretty good deal?
Ask people, and see what they think.
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The $5 - $10 - $20 Story

If you had to pay tax on 
one of those numbers: 

• The $5 you that was allocated…

• The $10 it hypothetically grew to…  

OR

• The $20 taken-out…

Which would you choose?

So let’s assume what you just saw could potentially happen… 
• You allocate $5…
• It hypothetically grew to $10…
• And it could potentially provide $20

But let’s further assume that TAXES must be paid on one of 
those three numbers. 
Would you have a preference as to which one would you 
choose to pay taxes on?

In my experience, people I talk‐to tend to say they would 
prefer to pay tax on the $5.
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The $5 - $10 - $20 Story

Corebridge’s Max Accumulator+ III IUL

• Male, age 40, PNT

• $1,000 Monthly Premium to A70  = $360,000

• Age 70 hypothetical value @ 6.00% (MLSB) = $888,000

• Hypothetical loans* ages 71 – 95 = $2,190,000
 ($87,626  x  25 years)

Which would you choose to pay tax on?
This is a hypothetical example is for illustrative purposes only. Values as of 2/7/24.

* Based on current federal income tax law.  Assumes the use of withdrawals to basis and/or policy loans. If the policy is classified as a Modified Endowment Contract (see IRC section 7702A), 
withdrawals or loans are subject to regular income tax and an additional 10% tax penalty may apply if taken prior to age 59½. Life insurance is not an investment.
Death Benefits, which are reduced by the loan balance, are generally excludable from the beneficiary’s federal taxable income under most circumstances and under current federal income tax law.

(The values on this page were calculated on 2/7/2024.)

So let’s look at values from a hypothetical scenario 
to get an idea of how permanent life insurance, like Index 
Universal Life insurance, might look 
in a hypothetical illustration. Just keep in mind that life 
insurance is not an investment.

This example illustrates Max Accumulator+ III for a male, 
age 40 in the preferred non‐tobacco underwriting class.

We’ll illustrate premiums of $1,000 monthly to age 70… 
that’s a total of $360,000 of premiums

When I look at the illustration at age 70, it shows a 
hypothetical, non‐guaranteed value, assuming a hypothetical 
6.00% interest crediting rate,
of more than $888,000.
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I concluded this illustration by having the software solve for 
the annual loans that could be taken from age 71 to age 95 
(that’s 25 years of distributions). 
Based on these non‐guaranteed assumptions, the illustration 
solved for $87,626 per year. When you multiply that by 25 
years, 
it’s total loans of just over $2,190,000.
(Assumes the use of policy loans. If the policy is classified as a 
modified endowment contract (see IRC section 7702A), loans 
are subject to ordinary income tax and an additional 10% tax 
penalty may apply if taken prior to age 59½.)

Notice the similarity to our $5 ‐ $10 ‐ $20 example. 
In this hypothetical scenario the $360,000 of premiums more 
than doubled to the age 70 projected value of $888,000; 
And the $888,000 hypothetical age‐70 cash value 
more‐than doubled to the $2,190,000 of hypothetical policy 
loans.

You might be glad to know that, if this hypothetical scenario 
played out this way in real life, and assuming that the policy 
was funded and managed correctly, you would’ve paid tax on 
the income used to pay the $360,000 of premiums, not on 
the hypothetical account value growth within the policy, and 
not on the $2,190,000 of loans taken from the policy.
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The $5 - $10 - $20 Story

Max Accumulator+ III IUL 
Values as of 2/7/2024

This is a hypothetical example 
is for illustrative purposes only. 
Values are as of 2/7/24.
Results are based on current 
federal income tax law.  
Assumes the use of 
withdrawals to basis and/or 
policy loans. 
If the policy is classified as a 
Modified Endowment Contract 
(see IRC section 7702A), 
withdrawals or loans are 
subject to regular income tax 
and an additional 10% tax 
penalty may apply if taken 
prior to age 59½. 
This policy is illustrated as a 
non‐Modified Endowment 
Contract (non‐MEC).
Death Benefits are generally 
excludable from the 
beneficiary’s federal taxable 
income under most 
circumstances and under 
current federal income tax law.

To document where these values came from, here’s a screen 
capture of a part of the illustration from age 67 through age 
85 showing:
• The last 3 premiums of $1,000‐per‐month, totaling 
$12,000‐per‐year, for a grand total of $360,000 of 
premiums over the 30‐year period;

• The hypothetical non‐guaranteed age‐70 value of 
$888,606; and,,, (continued on next slide)

(Values as of February 7, 2024)
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The $5 - $10 - $20 Story

Max Accumulator+ III IUL 
Values as of 2/7/2024

Total Projected 
Policy Loans:

$87,626
x   25 years
$2,190,000

This is a hypothetical example 
is for illustrative purposes only. 
Values are as of 2/7/24.
Results are based on current 
federal income tax law.  
Assumes the use of 
withdrawals to basis and/or 
policy loans. 
If the policy is classified as a 
Modified Endowment Contract 
(see IRC section 7702A), 
withdrawals or loans are 
subject to regular income tax 
and an additional 10% tax 
penalty may apply if taken 
prior to age 59½. 
This policy is illustrated as a 
non‐Modified Endowment 
Contract (non‐MEC).
Death Benefits are generally 
excludable from the 
beneficiary’s federal taxable 
income under most 
circumstances and under 
current federal income tax law.

… the illustration shows hypothetical policy loans of 
$87,626‐per‐year that continued for 25 years, totaling just 
over $2,190,000.
This screen‐capture only shows the distributions through 
age 85. 
The remaining 10 years of policy loans are illustrated on the 
subsequent page, which is not shown here for the sake of 
brevity.

(Values as of February 7, 2024)
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How Much Does Life Insurance Cost?

Now that we know a simple formula for estimating how much 
premium to consider paying into a life insurance policy to 
pay costs of insurance, policy fees and other policy costs, and 
potentially build supplemental cash value, some people will ask: 
“How much does one of those life insurance policies cost?”

Financial Advisors and investors generally know that every investment 
has a cost… taxes, commissions, asset management fees, etc.
These costs can be clearly documented in a prospectus for many 
investments.
Most of these costs are percentages that remain constant within the 
investment, so they’re easy to understand.
For example, a mutual fund might have a 1% asset management fee. If 
that mutual fund grew by 10%, you’d net 9% after paying the 1% asset 
management fee.

But with life insurance it’s not so simple. Many of the costs of a life 
insurance policy change over time, and are different from one policy 
year to the next.

15



And, interestingly, in Universal Life Insurance policies, the premium 
does not necessarily directly equate to the actual "cost" of the policy. 
In any policy year the premium may be more‐than or less‐than the 
policy's actual costs.

As a result, many Advisors ask “But how much does a 
maximum‐funded Life Insurance Policy actually cost?”

Today I’m going to put that answer into terms that financial 
professionals (and many life insurance policy purchasers) may be able 
to understand more easily.

15
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How Much Does Life Insurance Cost?

Sample Assumptions:

• Male 40 PNT

• Product:  Corebridge's Max Accumulator+ III IUL

• Hypothetical interest rate:  6.00%  (.65% MLSB bonus in yrs. 6+)

• Premiums:  $1,000 per month to age 70

• Initial Death Benefit:  $220,000

• Participating loans for 25 years* (age 71 – 95):  $87,626
This is a hypothetical example is for illustrative purposes only. Values as of 2/7/24.

* Based on current federal income tax law.  Assumes the use of withdrawals to basis and/or policy loans. If the policy is classified as a Modified Endowment Contract 
(see IRC section 7702A), withdrawals or loans are subject to regular income tax and an additional 10% tax penalty may apply if taken prior to age 59½. 
Death Benefits are generally excludable from the beneficiary’s federal taxable income under most circumstances and under current federal income tax law.

Let me start with an example built around the same assumptions 
as our previous example.

• We’ll look at a male, age 40 that qualifies for the Preferred Non‐
Tobacco underwriting class

• This example will use the Corebridge Financial Max Accumulator+ III 
IUL policy assuming a 6.00% hypothetical interest rate.

• The policy will be funded with premiums of $1,000 per‐month from age 
40 to age 70… the same 30 years of funding as in our prior example.

• When I calculated the results, the initial death benefit was just 
$220,000.

• Then, starting at age 71 and continuing for 25 years to age 95, I solved 
for the annual loans that could be illustrated based on these 
assumptions. 

• As you'll recall, the illustration solved for hypothetical annual loans of 
$87,626 per year for 25 years (based on non‐guaranteed elements)… 
total illustrated loans of just over $2,190,000.

Now let’s look at one way you can interpret the cost of the policy.
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Not an actual case.
This is a hypothetical example for illustrative purposes only.

Values as of 2/7/2024. 
Past performance is not indicative of future results.

This is a hypothetical example is for illustrative purposes only. Values as of 2/7/24.
Results are based on current federal income tax law.  
Assumes the use of withdrawals to basis and/or policy loans. 
If the policy is classified as a Modified Endowment Contract (see IRC section 
7702A), withdrawals or loans are subject to regular income tax and an additional 
10% tax penalty may apply if taken prior to age 59½. 
This policy is illustrated as a non‐Modified Endowment Contract (non‐MEC).
Death Benefits are generally excludable from the beneficiary’s federal taxable 
income under most circumstances and under current federal income tax law.

Before I get into the description using excerpts from an illustration, some 
commentary about this information is in‐order.
This excerpt from the product illustration is intended to explain what the Cash 
Surrender Value Internal Rate of Return column means. 
This information is often misinterpreted, and it has a specific financial meaning. 
This slide is intended to help the audience further their knowledge and 
understanding of the product illustration and, in particular, the meaning of the 
Cash Surrender Value IRR. 

Here I’ve captured a portion of the illustration created by the hypothetical 
assumptions I just described.

In the second‐last column you can see the “Cash Surrender Value IRR,” or 
Internal Rate of Return.
That column lists the required growth rate on an alternative cash accumulation 
option, net of taxes and costs, in ALL PRIOR YEARS, to generate the same value 
shown in the illustration's cash surrender value.

For example, if I focus on year 23, in the fourth column you can see that the 
Premium "Net Outlay" of $1,000 per month creates a total of $12,000 per year.
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That premium has been illustrated for 30 years, totaling $360,000. By 
the end of the 23rd year, the total premiums are $276,000.
The illustrated cash surrender value in the 23rd year is $732,964; and 
it has an IRR of 4.88%.

What does that mean?

It means that $1,000‐per‐month would need to grow at a 4.88% 
compound annual growth rate each‐and‐every‐year for 23 years to 
achieve the same $732,964 value in the 23rd year.

Toward the bottom of the column – at age 80 – you can see that the 
IRR has increased to 5.98%.
Applying the same logic, this means that paying $1,000 per month for 
30 years, and taking out $87,626 from age 71 through age 80, it 
would require a 5.98% compound annual rate of return every year for 
40 consecutive years to still have $568,547 of cash surrender value 
remaining.

So how do we use this information to estimate the cost of the life 
insurance policy?

In the header of the sample illustration you can see that I assumed a 
6.00% interest rate. 
Starting in year 6 the Max Accumulator+ III IUL policy, when 
illustrated using an index interest strategy that utilizes the Merrill 
Lynch Strategic Balanced Index, which we abbreviate as MLSB, 
automatically adds 0.65% of Account Value Enhancement, taking the 
total illustrated non‐guaranteed interest rate to 6.65% in all years 
after year 5.
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When I compare the illustrated non‐guaranteed interest rate of 6.65% 
to the IRR of 5.98%, you can see that we’ve lost less than 1% of the 
hypothetical rate of return to the total costs of the policy.  
In fact, it's only about 67 basis points, or .67%.

So, using this information you could summarize the “overall 40‐year 
cost” of the policy in terms Financial Advisors can understand… “If 
you were to keep this policy until age 80, based on these non‐
guaranteed assumptions, the approximate overall annual cost could 
be expresses as about seven‐tenths of 1%.”
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Where else can you get:

 tax-deferred-growth1;

 income-tax-free distributions2 that may 
supplement retirement income;

 income-tax-free to beneficiaries3; and

 upside market performance opportunity 
with…

 no downside market risk…

 for about 67 basis points, or .67%?

1. Based on current federal income tax laws. 
2. Assumes the use of withdrawals to basis and/or policy loans. If the policy is classified as a 

modified endowment contract (see IRC section 7702A), withdrawals or loans are subject to 
regular income tax and an additional 10% tax penalty may apply if taken prior to age 59 ½.  
This policy is illustrated as a non-Modified Endowment Contract (non-MEC)

3. Death Benefits are generally excludable from the beneficiary’s federal taxable income under 
most circumstances and under current federal income tax law.

Not an actual case.
This is a hypothetical example for illustrative purposes only.

Values as of 2/7/2024. 
Past performance is not indicative of future results.

So one might ask… 
“What approach provides the potential for tax‐deferred‐
growth; income‐tax‐free policy loans that could be used to 
supplement retirement income; an income‐tax‐free death 
benefit for heirs; plus upside market potential with no 
downside market risk… all for about 67 basis points?"

That could be difficult to find anywhere else.
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How Much Premium?

This brings us to the last part of today's discussion.
If someone is considering using life insurance to help 
accumulate additional cash surrender value in addition to
providing needed life insurance protection, how much 
premium might they consider paying into the policy?

Let me walk you through a simple formula that might be 
helpful.
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How Much Premium?

 Universal Life insurance policies have premium flexibility

 There's no "hard-and-fast rule" about what the premium should be

 It depends on the policy, and the policy owner's objectives

 Here are examples of things to consider:
• How much life insurance is needed, and for how long?

• Is the premium affordable for the policy owner?

• How much cash value is desirable to accumulate?

Remember that Universal Life Insurance policies have a fair 
amount of premium flexibility.
There's really no hard‐and‐fast‐rule about what the policy's 
premium should be.
It depends on the policy and the policy owner's objectives.

Here are some things that should be considered first and foremost:
• Among other things, think about how much life insurance is 

needed, and for how long? There are many facets to consider in 
determining how much life insurance someone needs, but for 
purposes of today's conversation, let's assume that appropriate 
analysis has been done to determine the death benefit.

• Is the premium affordable for the policy owner? After all, 
purchasing a life insurance policy is typically a long‐term 
commitment.

• Then consider how much cash value would be desirable in order 
to achieve the policy owner's objectives.
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How Much Premium?
 One option… a simple formula

 Consider a reasonable percentage of income to save every year… for example:

• Assume a hypothetical client with annual income of $300,000

• Assume overall savings objective of 15% of income per year

• $300,000  x  15%  =  $45,000 per year  =  targeted savings

 Subtract what's already being contributed to savings

• Assume $23,000 per year contributed to 401k plan

 Make-up the difference with life insurance premiums

• $45,000 – $23,000  =  $22,000  =  almost $2,000 per month

• Premium of $2,000 per month?

Once that part of the process is complete, one option for estimating 
the premium could be to use a simple formula that works like this:

Begin by considering a reasonable percentage of income to save every 
year. 
Obviously "reasonable" is a vague term, and that's intentional. What 
might be deemed "reasonable" for one policy owner may not be 
"reasonable" for another policy owner.
But let's work with the following assumptions to reveal how this 
simple formula works:
• Assume a hypothetical client with an annual income of $300,000
• Further assume that, for this hypothetical client, a "reasonable" 

savings objective is to set aside 15% of income every year.
• Then, using simple math, multiply the $300,000 income by the 15% 

savings rate to estimate a target savings of $45,000 per year.

Next, subtract what's already being contributed to savings.
In our example, let's use a nice round number, and assume annual 
contributions of $23,000 per year to their 401k plan.
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The difference could be paid as life insurance premiums with the 
intent of accumulating cash value inside of the policy.

In this example, begin with their targeted annual savings of $45,000. 
Subtract the $23,000 that's being contributed to a 401k plan.
That leaves a balance… or a shortfall… of $22,000 per year, 
which is almost $2,000 per month.

Perhaps a starting point for conversation is a monthly life insurance 
premium of about $2,000.

Now that you understand the concept, you can have this discussion 
with any client to formulate an estimate of premium to pay into a life 
insurance policy to achieve their overall goals. 

A next logical step might be to create an illustration to see, based on 
that premium, what the hypothetical non‐guaranteed cash value will 
be at the anticipated retirement age, and make adjustments to the 
premium based on those results.
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The Rule Of 25

The $5 - $10 - $20 Story

How Much Does Life Insurance Cost?

How Much Premium?

So there are your four topics for today:
1. The Rule Of 25, which helps estimate the amount of money 

necessary at the beginning of retirement… and a way to estimate 
if someone is on‐track to get there.

2. If it looks like more cash value needs to be accumulated, the $5 ‐
$10 ‐ $20 Story can show how the tax advantages of life 
insurance may not only provide death benefits, but could also 
help provide additional cash value accumulation.

3. For those that would like to have a ballpark idea of how much a 
life insurance policy costs, in the aggregate, over the life of the 
policy, in general terms… the How Much Does Life Insurance 
Cost? story might be helpful.

4. The fourth part of the story can provide an estimated starting 
point for How Much Premiummight be paid into the policy… 
adjusted, of course, depending on the projected hypothetical 
results and the policy owner's objectives.

Learn all four stories, and then learn how to tell them back‐to‐back 
to demonstrate the value of including life insurance as part of an 
overall goal to help achieve financial security.
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Important Disclosures
Policies issued by American General Life Insurance Company (AGL), Houston, TX except in New York, where issued by 
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Here are some important notes about today's discussion.

It's important to take time to familiarize yourself with this 
information.
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Thanks for joining me for today’s discussion. 
I hope you picked up a few ideas about Four Life Insurance 
Accumulation Concepts that you can discuss with your 
clients that might help them achieve their goals.

Here at Corebridge we’ll continue to provide you with the 
products, the services and the people that have become 
the hallmark of the Corebridge reputation. 

And I’d like to extend my thanks to all of you for everything 
you do, every day, to help your clients achieve and protect 
their lifetime of financial security.
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