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The Prudent Investor
and Trust Owned
Life Insurance (TOLI)

PART 2

he adoption by most states of the Uniform Prudent Investor Act
(Prudent Investor Act), has far-reaching effects on trust drafting
and administration. One of the often overlooked consequences of
the Prudent Investor Act is its effect on the administration of irrev-
ocable life insurance trusts (ILITs). This article will address the
unique (and often opaque) nature of life insurance as an investment
and the effect of the Prudent Investor Act can bhave on the trustee

ownership of life insurance.

Part 1, published in the January/February
2007 issue of ABA Trust & Investments, re-
views the theoretical underpinnings of the
Prudent Investor Act, and discusses the ways
in which these theories can adversely affect
the way trustees invest for particular families.
It then explores the Prudent Investor Act it-
self, and the types of drafting and adminis-
tration issues it engenders. Part 2 looks at the
nature of life insurance as an investment, fo-
cusing on the factors that go into pricing in-
surance products and the effects that those
factors have on policy performance. Finally,
Part 3, to be published in the May/June 2007

issue of ABA Trust & Investments, looks at
trust administration of ILITs.

This article is the second installment of a
three-part series tackling the prudent investor
and trust-owned life insurance (TOLI).

FACTORS DETERMINING LIFE INSURANCE
PRICING, PERFORMANCE, AND SUITABILITY

Now that the basics of the Uniform Prudent
Investor Act have been laid out, its applica-
tion to life insurance as a trust asset will be
considered.

Christopher P. Cline and Barry D. Flagg
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Some Crucial Facts about Insurance

To begin any discussion of life insurance as
an investment, it is important to understand
how the various insurance products work.
This, in turn, requires an understanding of
the types of products available and the ex-
pense structure behind them.

Insurance Product Types®

In its purest form, insurance is simply the in-
surance company pooling a sufficiently large
number of risks (i.e., individual insured lives)
that individually are unpredictable but which
collectively become statistically very pre-
dictable under a principle known as the Law
of Large Numbers. Under this principle, the
company calculates each year how much it
must be paid for it to assume the risk that the
insured will die in that year and that the
company will then have to pay the stated
death benefit to the insured’s beneficiaries.
The amount it must be paid, in the form of
an annual premium, is determined based
upon actuarial assumptions about the in-
sured, including the insured’s sex, age, per-
sonal habits (e.g., smoking and skydiving),
and medical condition and history. An insur-
ance company will accept a small premium
from a healthy 25-year-old nonsmoker with
no family history of illness; the annual pre-
mium on such a person for $1 million might
be $1,000. In other words, the insurance
company is willing to accept a relatively
small premium due to the statistical proba-
bility that it is very unlikely the insured will
die that year in which case the insurance
company keeps the premium. On the other
hand, a 98-year-old smoker would have to
pay an amount approaching $1 million for
the same policy; that is, the company knows
there is an extremely high probability that
the insured will die that year, so it must col-
lect a correspondingly large premium to be
able to pay that death claim. This kind of
“pure” insurance is called “term insurance,”
and it is used primarily to provide security
for younger insureds (or for group insurance,

with a large risk pool), because as the insured
gets older, the premiums become prohibi-
tively expensive. More on how insurance
companies calculate this “pure risk” cost of
insurance below is found in this Part 2.

As an alternative to term insurance,
most insurers also offer various products
that can provide permanent cover-
age. The earliest form of “permanent
life insurance” is “whole life insur-
ance,” the premiums for which consist
of a term insurance component and an
investment component. In the case of
our 25-year-old nonsmoker, the pre-
mium for a whole life policy with a $1
million death benefit might be twice as
much, with $1,000 going to pay the
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cost of the term insurance and the balance
(after the commissions are paid to the agent)
going into an investment account regulated by
the state insurance commissioner. This invest-
ment account grows over time and can either
become part of the death benefit that is paid
or be used to reduce policy costs over time (see
discussion of net amount at risk below). For
instance, if the cash value in the policy grows
to $750,000 by the time the insured is age 50,
the portion of the premium paid each year al-
located to the term component of the policy
gets smaller, because now the company is only
insuring the insured’s life for $250,000. Be-
cause the value of the investment account in-
creases over time, the premium never increases
(as it does under term insurance) because the
amount of the premium necessary for real in-
surance decreases. If the insured lives long
enough, the cash value on the policy increases
to the point where it equals the death benefit,
at which point the insurance company simply
gives the money to the insured or continues to
provide coverage without any additional pre-
mium or cost. This point in time is referred to
as “policy maturity” and usually happens at
age 100. The owner of the policy can with-
draw the cash value in the policy at any time
or borrow against it, although if the policy is
left with too little cash it can lapse.

In response to the high interest rates of
the late *70s and early ’80s, insurance com-
panies developed “universal” life, which is
similar to whole life but provides flexibility
in the amount of premium the policy owner
pays. The policy owner can pay larger pre-
miums in the early years of the policy and
then lower premiums (or none at all) later
on, always with the caveat that if the cash
value in the policy drops below a given level,
the owner will have to contribute extra pre-
miums to the policy or it will lapse.

With universal life, the policyholder gives
up the certainty of a guaranteed premium in
exchange for a lower current cost and more
flexibility in paying premiums. In reality, how-
ever, insurance companies guarantee nothing
more than they do with whole life. Rather,
they repackage their guarantees to allow this
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flexibility by applying the same interest and
mortality assumptions used for reserves, but
also transferring the premium sufficiency risk
to the policyholder. If more money is needed
because the interest crediting rate drops or
mortality costs increase, then more premiums
would be due and (if they are not paid) the
policy eventually terminates without value
when the policy assets were used up by those
increased costs.” Because this new risk often is
not explained by insurance agents and there-
fore not understood by policyholders, many
policyholders pay less than is needed to keep
their policies alive, thinking that the quoted
premiums were a promise of no future in-
creases. As a result of this confusion, some be-
lieve that universal life has created a “legacy
of disappointment and broken promises” for
policyholders and advisers alike."

A decade later, after the significant rise
in value of the stock market, policy owners
grew tired of having the cash values of their
insurance polices invested in “safe” regu-
lated investments approved by the insurance
commissioner (typically bonds and govern-
ment-backed mortgages). The insurance in-
dustry responded with “variable life,”
which usually is a universal-life product, but
the cash value of which can be invested in
one of several investment packages. For ex-
ample, the company may offer mutual fund
packages allowing investments of 100 per-
cent in stocks, or 50 percent in stocks and
50 percent in bonds. The policy owner is
limited to the investment choices offered by
the insurance company, which typically
have higher-than-average costs associated
with them. These higher costs may be offset,
over time, by the fact that the growth of the
assets inside the insurance policy occurs free
of income tax liability. Note, however, that
this investment flexibility can work both
ways; if the policy owner decides to invest
primarily in equities and the stock market is
doing well, the cash value will build in the
policy faster than expected, which means
that the future premiums can be much
smaller. On the other hand, if the stock mar-
ket drops in value significantly, the policy



owner may be faced with much larger pre-
miums than were originally quoted.

As with universal life, policyholders
tend to view the optimistic illustrations pro-
vided by agents as a promise that the prod-
uct will perform and that premiums will not
increase. However, the significant fluctua-
tion in stock market values over the last
seven years has demonstrated that projec-
tions for premiums in variable-life products
are not reliable at all. Therefore, as with
universal life, variable-life products have
proved to be a disappointment to many.

The Problem with Ilustrations

Another issue policy owners need to deal
with, after the appropriate type of policy is
chosen, is the illustration, or projection, of
premium payments presented by the agent
selling the policy. In the late *70s and early
’80s, with the advent of universal life, in-
surance companies and agents were among
the first to either own or have access to per-
sonal computers in order to run the illustra-
tions for this more complex product.” Un-
fortunately, however, this technological ad-
vance became somewhat stratified, with the
result that illustrations no longer ade-
quately presented purchasers with an ap-
propriate picture of the risks involved. This
is so because policy illustrations, even so-
called “in-force” illustrations, are con-
strained by both insurance regulation and
industry tradition to projecting a constant
return assumption. So, for example, if il-
lustrations are run showing an 8 percent re-
turn (the most that can ever be illustrated is
12 percent), the illustration will assume that
each and every year the investments inside
the policy generate an 8 percent return.
The problem, of course, is that no in-
vestment generates such a flat-line return. For
example, suppose a 10 percent return is being
illustrated. If $1,000 is invested and it gener-
ates an even 10 percent each year for five
years, the value of the investment will be
$1,611 at the end of the period. If on the
other hand the investment earned in each suc-

cessive year 10 percent, 20 percent, 0 percent,
30 percent, and a loss of 10 percent, the aver-
age percentage return would still be 10 per-
cent over the five years, but the investment
would be worth only $1,544.” This fluctua-
tion in values based upon return can have
great significance; in some cases, it can mean
the difference between a policy being ade-
quately funded by the premiums and requir-
ing additional premiums in the future. A bet-
ter way to illustrate, albeit one that is not
commonly provided, is the “Monte Carlo”
simulation, under which a computer enters a
significant number of permutations, or “runs”
of outcomes, all of which lead to the same av-
erage percentage return. This exercise will tell
a potential buyer of insurance the percentage
likelihood that the policy will remain in force
and will not require additional prerniums.S

Pricing Issues

To manage any portfolio of life insurance
products (even just a single policy), trustees
must first measure the factors underlying
the products’ pricing and performance.
Whether disclosed or not, these factors are
the same for all policies: (a) cost of insur-
ance charges, (b) policy expenses, and (c)
policy earnings. Therefore, the pricing and
performance of any policy can be measured
using the following formula:

DMINISTRATION

Pricing/ = Cost of + Policy
Performance Insurance Expenses
Charges

— Policy Interest/
Earnings

Each of these factors is discussed in turn.
Cost of Insurance Charges (COls)

Cost of insurance charges (COIs) are de-
ductions from permanent life insurance
policies to cover the insurer’s anticipated
payments for death claims. They are the
largest single cost of any policy, typically
accounting for about 75 percent of total
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premiums. (Indeed, if claims are not the
largest single cost factor, then the product
probably isn’t really insurance against the
risk of death.) These deductions are much
like term life insurance premiums in that
they are predominantly for claims paid dur-
ing a given period (typically one year). For
this reason, COIs are frequently referred to
as the pure “risk” portion of the premium,
reimbursing the insurance company for the
risk associated with paying the death bene-
fit. Because the risk of death increases with
age, so does the COL

COI is calculated each year using two
factors: the net “at-risk” amount of the pol-
icy death benefit and a COI rate provided by
the insurance company for each age corre-
sponding to each policy year for each prod-
uct. The net at-risk amount is multiplied by
the rate to determine the COJ; the higher the
death benefit or the rate, the greater the COI
and therefore the higher the premium.

For example, assume an insurance com-
pany provides permanent life insurance for
a group of 1,000 policyholders who all are
insured for $100,000, and three of those in-
sureds die in a given year. The insurance
company pays $300,000 to the beneficiaries
of those three insureds. The insurance com-
pany must therefore collect $300 from each
policy owner over the course of the period
in order to pay this $300,000. The COI rate
would equal $3 per $1,000 of death benefit
(i.e. each insured paid $3 multiplied times
100 for each $1,000 of death benefit). Of
course, as the average age of the population
increases, the risk of more deaths increases,
and so does the COI and therefore the pre-
mium.

In the example above, the COI rate is
assumed to be only the amount needed to
pay claims; however, insurance companies
add several other charges to COL. First, the
company builds in a profit margin. Second,
some insurers “load” the COI to cover
other policy expenses that are not disclosed
elsewhere. For instance, some policies are
marketed as “no-load” or “low-load” poli-
cies and do not disclose certain policy ex-

38 March | April 2007 ¢ ABA Trust & Investments

penses or loads such as sales loads and
other premium-based loads. However, be-
cause certain premium based loads must be
paid (e.g., state premium taxes, federal de-
ferred acquisition costs taxes, and the cost
to distribute the policies), some insurers
hide these costs inside “loaded” COls.

The other factor, the “net at-risk” death
benefit, is that portion of the total death
benefit in excess of any policy cash value
(e.g., the higher the policy cash value, the
lower the net at-risk amount of death bene-
fit to the insurer). If policy cash values in-
crease over time, this net at risk death ben-
efit will decline each year in a level-death-
benefit policy design, or will remain level in
an increasing death benefit policy design, as
shown below:

Level Death Benefit

Death Benefit

oe A ‘

Net Amount of At-Risk
Death Benefit

Cash Value

Death Benefit

080 A ‘

Net Amount of At-Risk
Death Benefit

Cash Value

While different policies calculate the net
at-risk death benefit differently, this net
amount at risk (NAR) in any given year can
be generally calculated as follows:




Net Amount at Risk = Policy Death Bene-
fit - Policy Cash Value

Because COI is calculated on the NAR,
and because COl increases geometrically with
age, the NAR is a significant factor for the
pricing and performance of any TOLI hold-
ing. COI is minimized when cash values are
nearly equal to the policy death benefit.
However, after the insured dies, the insurance
company pays the death benefit in large mea-
sure by “giving back” the policy cash value.
Because policy cash values are “confiscated”
by the insurer upon death (in the sense that
they offset the insurer’s obligation to pay the
death benefit), any COI savings associated
with high cash values and a corresponding
low NAR must be measured against the
“cost” of forfeiting policy cash values.

The reasonableness of COI for any
given product can be measured against a
generally accepted mortality table like the
1990 - 95 Gender Distinct Select and Ulti-
mate Mortality Table published by the Soci-
ety of Actuaries (www.soa.org), COI bench-
marking systems like the Policy Pricing Cal-
culator (available without charge at
www.policypricingcalculator.com), or the
Confidential Policy Evaluator (CPE) system
from www.theinsuranceadvisor.com (TTA).

Policy Expenses

In addition to COI, most policy issues are
priced for expected expenses related to actu-
arial design, sales and marketing, underwrit-
ing and new business processing, state and
federal taxes, and service and administration.
While different insurers use different names
for these expenses, they all fall into one of
three categories: fixed administration ex-
penses, cash-wrap fees, and premium loads.

Fixed Administration Expenses

Fixed administration expenses (FAEs) are
charged as a fixed amount, either as a flat
monthly charge (e.g., $10 a month), or in
relation to the originally issued policy face

amount (e.g. $1 per $1,000 of policy face
amount). While this charge is fixed in
amount at the time of policy issue, it can
vary from year to year by a predetermined
schedule. FAEs can include contingent or
back-end policy surrender charges that are
deducted from the policy cash account value
upon surrender, cancellation or termination
of the policy. These surrender charges are
calculated in relation to the initially issued
policy face amount and can be as much as
100 percent or more of the planned annual
premium for policy issues available to the
general public or can be reduced or waived
for policies purchased in larger volumes.
This surrender charge typically remains level
for an initial period, then reduces to zero
over an additional period.

CashValueBased “Wrap Fees”

Cash-value-based “wrap fees” are charged
as a percentage of policy account values in
the same way that investment managers
charge a management fee based on a per-
centage of assets under management. These
fees can be divided into two categories: in-
surance fees, which are specific to the policy
and collected at the policy level; and invest-
ment fees, which are also charged as a per-
centage of policy account values, but which
are specific to the investment fund and col-
lected at the fund level.

Fund-level or fund-specific charges re-
late specifically to the investment portfolio
or separate account funds upon which the
cash value is based and typically range from
0.25 percent to 2 percent, depending upon
the type of investment funds used. Examples
of fund-level or fund-specific charges in-
clude, but are not limited to, charges at the
investment fund or portfolio level for invest-
ment management fees, investment advisory
fees, and fund operating expenses. Whole-
life and universal-life policies do not cus-
tomarily disclose these charges, while vari-
able products do. Because these charges are
a function of the underlying investment
portfolio, they should only be taken into ac-
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count only when comparing investment or
separate account fund selections, not when
comparing policy level costs.

On the other hand, policy level or pol-
icy-specific charges relate to the policy itself,
without regard to underlying investments,
and typically range from zero to 1 percent,
and can vary from year to year and based on
the policy account value. The most common
policy level or policy-specific cash-value-
based charge is the M&E charge intended to
cover the risks assumed by the insurance
company that actual cost of insurance
charges will be greater than expected (i.e.,
insureds live less time than anticipated re-
sulting in increased claims) and that actual
expense charges will be greater than ex-
pected. Some products also include policy
level or policy-specific cash-value-based
charges in addition to the M&E charge,
both of which can vary depending on the
year of the policy (e.g., 1 percent of cash val-
ues during the first 10 policy years, and 0.5
percent of cash values thereafter). These
charges are true policy costs, to be consid-
ered when comparing one policy to another.

Premium Loads

Premium loads are charged to policyholders
as a percentage of premiums paid in a given
year. They typically range between zero per-
cent and 35 percent, and typically cover state
premium taxes, DAC taxes, sales loads, and
expenses. In addition, while insurance com-
panies must pay state premium and DAC
taxes, they are not required to assess these
charges as a percentage of premium, so many
pass these charges through as COI rather than
premium charges. Premium-based charges
can vary, depending on either the policy year
in which a premium is paid or the level of the
premium paid. For instance, a higher pre-
mium load may be assessed in the early pol-
icy years to recover up-front expenses related
to underwriting, issue, and distribution of a
given policy. After these up-front expenses
have been amortized (frequently over a period
of 10 policy years), premium loads are then
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often reduced to cover the relatively lower
policy owner service and policy administra-
tion expenses. In addition, a higher premium
load may be charged on actual premiums paid
up to a “base policy premium” or “target pre-
mium” level (generally the premium which, if
paid every policy year, would endow or ma-
ture the policy for its originally issued face
amount based on guaranteed policy pricing
assumptions as to COls, expenses, and earn-
ings), while a lower premium load may be
charged on actual premiums paid in excess of
this amount.

Application of Policy Expenses

The manner in which these fixed administra-
tion expenses, cash-value-based “wrap
fees,” and premium loads are constructed
and calculated in a given policy determines
the suitability of a given product to a given
situation. For instance, products with low
COI and FAEs perform best in defined death
benefit, minimum premium situations, even
if premium loads and cash-value-based fees
are relatively high, because these expenses
are calculated as a percentage of a minimum
premium and minimum cash values and thus
have less influence on performance. On the
other hand, products with low premium
loads and low cash-value-based fees perform
best in defined contribution, maximum ac-
cumulation situations, even if COI and FAEs
are relatively high, because maximizing pre-
miums and cash values has the effect of re-
ducing the net amount at risk, which in turn
minimizes COL Of course, the best of all
worlds would be to hold a policy that has
low COI, FAEs, cash-value-based fees, and
premium loads. The reasonableness of such
expenses for any given product can be again
measured either against industry aggregate
expense studies published by the Society of
Actuaries (www.soa.org), policy expense
benchmarking systems like the Policy Pricing
Calculator (available at www.policypricing-
calculator.com), or the Confidential Policy
Evaluator (CPE) system from www.theinsur-
anceadvisor.com (TIA).




Policy Interest and Earnings

Premiums paid in excess of the premium ex-
penses discussed above are credited with
some form of policy interest or earnings
based on product type and the allocation of
invested assets underlying policy cash values.
For instance, “fixed products” (i.e., universal
life and whole life) are required by regulation
to invest policy assets mainly in high-grade
corporate bonds and government backed
mortgages. As a result, the policy interest
crediting rate for universal-life products and
the dividend interest crediting rate for whole-
life products is generally the same as the 6
percent historical rate of return on these in-
vestments. Similarly, “variable products”
(i.e., variable universal life and variable whole
life), which can invest policy cash values in a
wide variety of mutual fund like “separate ac-
counts,” have a policy earnings rate that is
very similar to the rate of return for the assets
classes into which cash values are allocated
(domestic index funds, international funds, or
balanced funds, for example).

Obviously, while life insurance policy
pricing and performance projection systems
allow for a wide range of interest and in-
vestment earnings assumptions in calculat-
ing hypothetical policy values, actual policy
performance depends upon the actual per-
formance of invested policy assets. In other
words, while an illustration of hypothetical
future policy values may reflect a current in-
terest rate declared by the insurer, actual
policy earnings will vary from those hypo-
thetical values. Several factors can affect the
actual performance of policy investments.
For example, some insurers declare higher
interest crediting rates for new policies than
for renewing policies (e.g., 5.5 percent in-
terest for new policies, 5 percent for re-
newals), while others declare a market in-
terest rate at issue with a “bonus interest
crediting rate” after some period of time
(e.g., 0.5 percent bonus beginning in the
11th policy year). Either way, such declared
rates are generally guaranteed for a year or
less and are routinely changed. Variable

products allow for an even wider range of
interest and investment earnings assump-
tions in calculating policy pricing and pro-
jected performance; earnings expectations
are generally set by agent or broker rather
than by the insurer and generally do not re-
flect actual rates of return for the actual
policy investments. An agent or broker can
project a policy earnings assumption be-
tween zero percent and 12 percent without
regard to the actual type of investment ac-
counts the policy will hold.

As a result, trustees must look beneath
the assumed policy earnings rate when setting
expectations as to future policy performance
(discussed in greater detail in Part 3) and in-
stead consider the historical performance of
the policy investments and the expected rate
of return for the appropriate allocation of
cash values among the separate accounts.
The reasonableness of an illustrated policy
earnings rate can be measured using LifeLink
VitalSigns for performance of insurance com-
pany general accounts underlying whole- or
universal-life policy cash values, while Morn-
ingstar PrincipiaPro can be used to measure
the performance of variable life policy invest-
ments. Other services include policy perfor-
mance benchmarking systems like the Policy
Pricing Calculator (available at www.poli-
cypricingcalculator.com) or the Confidential
Policy Evaluator (CPE) system from
www.theinsuranceadvisor.com (TIA).

Determining the Rate of Policy Earnings

Because the reporting of life insurance pol-
icy earnings is not yet standardized, mea-
suring policy performance also requires an
understanding of the three ways in which
life insurance policy earnings can be ex-
pressed and reported: the gross rate, the net
rate, and the net-net rate.

The gross rate is that rate of return
credited to policy cash values reported be-
fore deduction of investment related fund
management expenses (FMEs) and before
deduction of cash-value-based insurance
expenses. The gross rate is directly related
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to the rate of return on invested policy as-
sets and thus is more a measure of general
“asset class rate of return” than of policy
specific returns. Therefore, while the gross
rate may be an interesting piece of informa-
tion at it relates to benchmark performance
of the respective asset classes underlying
policy cash values, because it does not re-
flect the earnings actually credited to TOLI
policy holdings, it is limited in its use by
trustees in setting reasonable expectations
as to the investment performance of TOLI
holdings.

The net rate (or single-net rate) is that
rate of return credited to policy cash values
reported after deduction of investment re-
lated FMEs, but before deduction of cash-
value-based insurance expenses. In other
words, the net rate equals the gross rate
minus FMEs and so is analogous to the “in-
vestment rate of return” on policy cash val-
ues. Because the net rate is derived directly
from the gross rate for a given asset alloca-
tion, and because FMEs are a function of
that asset allocation (i.e., they are lower for
conservative fixed income cash value alloca-
tions than for aggressive equity allocations),
the net rate is useful in setting reasonable re-
turn expectations for policy investments.

Finally, the net-net rate is that rate of
return credited to policy cash values re-
ported after deduction of both investment
FMEs and cash

policy cash values after deduction of both
investment and insurance “wrap fees,” but
not considering COIs, FAEs, or premium
loads). Because this net net rate is a func-
tion of the individual TOLI holding, it is
less useful in setting reasonable expecta-
tions as to the interest or earnings actually
credited to trust assets and is instead most
useful in measuring the appropriateness of
policy expenses.

Because some TOLI policies may not
disclose the gross rate, the net rate, or the
net net rate or clearly distinguish which rate
is which even if it is disclosed, ILIT trustees
need to exercise considerable care both
when setting reasonable expectations for
return on investment from TOLI policies
and when determining the suitability of one
policy versus another. For instance, two
TOLI policies may have the same underly-
ing cash value asset allocation, the same 1
percent investment wrap fees, the same .75
percent insurance wrap fees and the same 8§
percent rate of return. However, if the poli-
cies do not make clear that the Product A
rate of return is net of only investment ex-
penses (i.e., the single-net rate), while the
Product B rate of return is net of all cash
value based expenses (i.e., the double-net
rate), the performance can vary signifi-
cantly without the potential purchaser
being aware of the difference:

valie based in- o e vy - SRR e

surance “wrap

fees” (e.g.,
M&Es). In other | Gross Rate

words, this “net

net rate” is equal
to the net rate

minus M&Es,

and because this Net Net Rate

net net rate re-

Product A Product B
9% 9.75 %
Less Investment Wrap Fees 1% 1% 7
Net Rate 8% 8.75 %
Less Insurance Wrap Fees 0.75 % 0.75 %
7.25% 8%

flects the rate of
return reported
on policy cash values after deduction of all
cash value based fees, it can also be referred
to as the “policy rate of return” or the
“double net rate” (i.e., the rate of return on
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Comparing rates of return without deter-
mining which types of rate are being com-
pared can lead to an improper choice of prod-
uct (and ultimately a potential breach of fidu-



ciary duty claim if the purchaser is a trustee).

The same problem can occur when
comparing two policies that report the
same 9 percent gross rate of return, but
where investment wrap fees are reported
differently:

are thus often referred to as fixed duration
term life. For instance, ART products
charge a premium for one year of insurance
coverage at a time and generally allow the
policy to be renewed at an increasing pre-
mium for some number of years. As a re-
sult, ART ini-
tially provides

the greatest

Product A Product B death bemsfieper

Gross Rate 9 % 9% initial premium
Less Investment Wrap Fees 1% 0.25 % dollar Eut be-
comes the most

Net Rate 8 % 8.75 % costly for ex-
Less Insurance Wrap Fees 0.75 % 0.75 % tended  dura-
Net Net Rate 7.25 % 8% tions of cover-
age due to the

Here the problem lies in comparing as-
sumed rate of return, but not in determin-
ing which expenses are deducted from this
return.

Understanding Pricing and Performance
Factors in Each Product Type

While all life insurance products are priced
using COI, policy expenses, and policy
earnings, different products use these pric-
ing factors differently; some products dis-
close these factors while others do not, and
some products guarantee certain factors
while others do not. What follows is a dis-
cussion of the ways these pricing factors are
constructed in each product, which prod-
ucts generally disclose these pricing factors,
and which product types guarantee which
pricing factors (by product type in alphabet-
ical order).

Fixed Duration Term Insurance

Term insurance products like annually re-
newable term (ART) and level premium
term (e.g., LT10 for a 10-year term and
LT20 for a 20-year term of fixed premiums)
provide a specified death benefit for a fixed
term of years and charge a premium corre-
sponding to that duration of coverage, and

effects of actuar-
ial principles such as “select and ultimate
rate scales™ and “adverse selection.”’® On
the other hand, level premium term prod-
ucts charge a fixed, level premium for the
specified duration of coverage (typically 10,
20, or 30 years). If coverage is renewable
after the initial level-premium period, pre-
miums generally increase substantially,
cease to be guaranteed and continue to in-
crease annually each year thereafter as with
ART products. Further, because level pre-
mium term products rarely provide cover-
age under the initial level premium period
that extends to life expectancy (in other
words, no one older than 50 typically can
obtain a LT30 product), level premium
term products generally provide the greatest
death benefit per premium dollar for the
specified coverage period, because they are
generally priced to pay claims on less than
50 percent of the insured population.
Pricing of term products is not dis-
closed but is generally guaranteed. Because
ART product premiums by definition equal
COI and expenses, policy earnings are not a
factor. Further, because of the guarantee for
term products, the reasonableness of pric-
ing factors is the concern of the insurer,
who bears the risk of unrealistic pricing as-
sumptions, not the policyholder. Therefore,
there are only three relevant considerations
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in determining the suitability of a fixed du-
ration term product as a TOLI policy: (a)
the actual premium for the appropriate du-
ration of coverage; (b) the terms of the pre-
mium guarantee (i.e., some insurers offer
guarantees for the entire initial level-pre-
mium period, while others publish an initial
level premium but only guarantee that pre-
mium for a portion of the specified coverage
duration); and (c) the financial strength and
claims paying ability of the insurer.

Flexible Duration Term Insurance (e.g.,
Universal Life Insurance with Secondary
Death Benefit Guarantees)

Flexible duration term life is a marketplace
term for the genre of products that are filed
with state departments of insurance on ei-
ther a universal-life form or a whole-life
form to include certain premium and death
benefit guarantees known as either sec-
ondary death benefit guarantees or no lapse
guarantees. However, because these univer-
sal-life and whole-life products offer a guar-
anteed death benefit in exchange for a guar-
anteed premium and include little or no
cash value, they typically look, smell and
taste more like term life insurance than per-
manent life insurance, hence the market-
place term flexible duration term. These
products combine the flexible premium fea-
ture of universal-life and certain whole-life
products (discussed in greater detail below)
with the pricing features of fixed duration
term products to provide level-premium
term like coverage for a period of the policy
owner’s choosing ranging from an unusual
term of years (e.g., the number of years to
precisely coincide with a planning tool with
a specific duration like a GRAT or a per-
sonal residence GRIT) or for the life of the
insured (which has also given rise to the use
of “permanent term” as another market-
place term for this genre of product). Cov-
erage duration can vary from contract to
contract and can generally be lengthened or
shortened after policy issuance at any time
during the initial coverage duration simply
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by increasing or reducing planned annual
premium payments. Because flexible dura-
tion term life products can be structured to
provide coverage to and beyond the life ex-
pectancy of the insured, they are priced for
the greater probability that the insured will
pay a claim, and so are more expensive
than fixed duration term products. On the
other hand, flexible duration term life
products can be most cost effective for ei-
ther specific coverage durations not avail-
able with fixed duration term products, or
coverage durations beyond life expectancy
where fixed duration term products are not
available and other forms of permanent life
insurance are too expensive.

The underlying pricing of flexible dura-
tion term life products is generally not dis-
closed, at least not to the extent of guaran-
teed premiums and guaranteed death bene-
fits. As with level-premium term products,
flexible duration term life premiums in ex-
cess of underlying cost of insurance charges
and policy expenses in the early years of the
guaranteed period are credited with interest
and earnings to create a surplus (commonly
referred to as the “shadow account”) to
cover cost of insurance charges and policy
expenses that exceed planned premiums
in the later years of the guaranteed period.
And like traditional universal-life products,
flexible duration term death benefits are
generally guaranteed only to the extent this
shadow account is sufficient to cover the
cost of insurance charges and policy ex-
penses.

Because flexible duration term life of-
fers guaranteed premiums and guaranteed
death benefits, the reasonableness of under-
lying pricing factors is again less the con-
cern of the policyholder and more the con-
cern of the insurer. Therefore, as with fixed
duration term products, the relevant con-
siderations in determining suitability of a
flexible duration term life product as a
TOLI policy are (a) the actual premium for
the appropriate duration of coverage, (b)
the terms of the premium and death benefit
guarantee, and (c) the financial strength




and claims paying ability of the insurer
However, unlike fixed duration term prod-
ucts, flexible duration term life products re-
quire greater scrutiny when determining the
policy terms (i.e., some contracts include
catch up provisions that allow for guaran-
tees to be reinstated after a missed premium
payment, while other contracts lapse with-
out value and without paying a death claim
in the event of a missed premium payment
unless policy cash values are otherwise suf-
ficient to cover cost of insurance charges
and policy expenses).

Universal Life

Universal-life (UL) products are distin-
guished by the fact that the owner’s pre-
mium payments are flexible rather than
fixed. Premiums paid in excess of COI and
policy expenses create policy cash value,
which is then credited with policy interest
based on the insurer’s general account port-
folio of predominantly high grade corpo-
rate bonds and government backed mort-
gages. While death benefits under term and
flexible duration term life products are typ-
ically based on the timely payment of pre-
miums (i.e., death benefits lapse when a
premium is not paid), death benefits under
traditional UL policies generally remain in
full effect without regard to the payment of
a planned premium so long as planned pre-
miums, accumulated cash values, and pol-
icy interest together are sufficient to cover
COI charges and policy expenses.
Traditional universal life premium pric-
ing is generally not guaranteed (at least not
as typically illustrated), but insurers gener-
ally do disclose current pricing assumptions
(i.e., current COI charges, policy expenses,
and declared interest crediting rate), and
guaranteed pricing assumptions (i.e., guar-
anteed COI charges, policy expenses, and
declared interest crediting rate). Because in-
surers can change current COI charges and
policy expenses to some extent, and be-
cause insurers routinely change current pol-
icy interest crediting rates, ILIT trustees

bear the risk for unreasonable pricing as-
sumptions and expectations regarding pol-
icy earnings. In addition, because guaran-
teed pricing factors are the basis for the in-
surer’s reserve requirements (i.e., the higher
the guaranteed charges the lower the re-
serve requirements, and therefore the
greater the insurer’s opportunity for profit),
universal life guaranteed charges are typi-
cally set at the maximum allowable statu-
tory amount. As a result, guaranteed prices
are often similar from one universal life
product to the next and are typically many
times more expensive than nonguaranteed
current pricing assumptions, and thus do
not generally offer ILIT trustees much in
the way of pricing protection. In fact, be-
cause guaranteed prices for traditional uni-
versal life products have more to do with
insurer statutory reserve requirements and
less with pricing protection, flexible dura-
tion term life guaranteed rates and terms
are often far more attractive than seeking
such guarantees though traditional univer-
sal life products.

However, ILIT trustees can mitigate
this pricing risk by determining whether (a)
current COI charges are consistent with his-
torical mortality experience, (b) current
policy expenses are consistent with histori-
cal operating experience, and (c) the cur-
rent policy interest crediting rate is consis-
tent with both the historical rates of return
for the asset classes of investment holdings
underlying policy cash values (i.e., predom-
inantly high grade corporate bond and gov-
ernment backed mortgages), and the histor-
ical policy interest crediting rates for the
current universal-life product series and for
predecessor universal-life product series. In
other words, in determining the suitability
of a given universal-life policy as a TOLI
holding, ILIT trustees should consider the
competitiveness and stability of published
pricing, the historical performance of assets
underlying policy cash values, the liquidity
and accessibility of policy cash values, and
the financial strength and claims paying
ability ratings of the insurer.
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Variable Life

Variable-life products (VL) allow the policy
owner to invest policy cash values into a fam-
ily of mutual funds like separate accounts
(which can include domestic and foreign
stock funds, domestic and foreign bond
funds, a money market account, and usually
a fixed account). Variable-life products tend
to be universal, in that they can generally ac-
cept flexible premium payments. As with uni-
versal-life premiums, variable-life premiums,
paid in excess of published COI charges and
policy expenses create policy cash value,
which then is credited with a return based on
the performance of the separate accounts.
Death benefits under variable-life policies also
generally remain in force without regard to
investment performance so long as planned
premiums, accumulated cash values, and pol-
icy earnings are together sufficient to cover
COI charges and policy expenses.

As with traditional universal life, vari-
able-life premium pricing is generally not
guaranteed (at least not as typically illus-
trated), but insurers generally do disclose
current pricing assumptions (i.e., current
COI charges, policy expenses, and declared
interest crediting rate), and guaranteed pric-
ing assumptions (i.e., guaranteed COI
charges, policy expenses, and declared inter-
est crediting rate). Because insurers can
change current COI charges and policy ex-
penses to some extent, and because policy
earnings are based on the performance of
the selected separate accounts, which can be
positive or negative (variable-life policy cash
values can actually experience a loss due to
investment performance in addition to de-
ductions for policy charges), ILIT trustees
bear the risk for unreasonable pricing as-
sumptions and unreasonable expectations
regarding policy earnings. Indeed, this risk is
even greater for variable-life products than it
is for traditional universal-life products. In
addition, because guaranteed pricing of vari-
able-life products is essentially the same as
that of universal-life products, flexible dura-
tion term life guaranteed rates and terms are
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often far more attractive than guarantees
through variable-life products.

Again, however, ILIT trustees can miti-
gate this pricing risk for variable life in the
same manner as can be done for traditional
universal life (in other words, an ILIT trustee
should consider the competitiveness and sta-
bility of published pricing, the historical per-
formance of funds similar to the separate ac-
counts, the accessibility of policy cash values,
and the financial strength and claims paying
ability ratings of the insurer).

Whole Life

Whole-life products (WL) are characterized by
fixed, guaranteed, and typically level premi-
ums set by actuaries. Whole-life premiums are
based on undisclosed actuarial expectations as
to mortality (i.e., COI charges), operating ex-
penses and policy earnings (again based on the
performance of the general account required
by regulation to invest predominantly in high
grade corporate bonds and government
backed mortgages). As a result, level whole-
life premiums are greater than expected COls
and expenses in the early policy years, and
thus create cash value, eventually growing to
an amount equal to the policy face amount by
maturity. And as with term-life products,
whole-life premiums must be paid each year,
either in cash by the policy owner or from the
cash value, or the policy can lapse. On the
other hand, if the premium is paid (either in
cash or from policy cash values), whole-life
death benefits are generally guaranteed.
While actuaries set policy premiums, cash
values, and death benefits based on their most
conservative expectations as to COI, expense,
and interest factors, whole-life policies gener-
ally pay a dividend if actual mortality experi-
ence is lower than the actuary’s most conserv-
ative COI expectations, actual operations ex-
perience is lower than the actuary’s most
conservative expense expectations, or actual
investment experience is higher than the actu-
ary’s most conservative interest expectations.
In other words, whole-life policy pricing (as
typically illustrated) effectively comprises (a)




guaranteed COI less a “refund” of “excess”
COI charges to result in current COI, (b)
guaranteed policy expenses less a “refund” of
“excess” policy expenses to result in current
policy expenses, and (c) the guaranteed inter-
est crediting rate plus excess interest to result
in the current declared dividend interest cred-
iting rate. In addition, unlike universal-life
products, whole-life product pricing may or
may not require state departments of insur-
ance approval of dividends.

Because WL policy pricing is generally
neither guaranteed (at least not as generally
illustrated) nor disclosed, ILIT trustees bear
the risk for unreasonable pricing assump-
tions and unreasonable expectations as to
the policy earnings rate. However, ILIT
trustees can mitigate this pricing risk by de-
termining whether or not (a) current cost of
insurance charges are consistent with ac-
tual/historical mortality experience, (b) cur-
rent policy expenses are consistent with ac-
tual/historical operating experience, and (c)
the current policy interest crediting rate is
consistent with both the historical rates of
return for the asset classes of investment
holdings underlying policy cash values (i.e.,
predominantly high grade corporate bonds
and government backed mortgages), and the
historical dividend interest crediting rates
for either the current whole-life product se-
ries or for predecessor whole-life product se-
ries. In other words, in determining the suit-
ability of a given WL policy as a TOLI hold-
ing, ILIT trustees should consider (1) the
competitiveness of published pricing and (2)
the stability of such published pricing, as
well as (3) the historical performance of as-
sets underlying policy cash values, (4) the
liquidity and accessibility of policy cash val-
ues, and (5) the financial strength and claims
paying ability ratings of the insurer.

Private Placement

Private-placement products are not registered
with the state departments of insurance and
thus are available only to “accredited in-
vestors” through a private placement. While

private-placement products could conceivably
take on the form of any of above policy types,
they are typically constructed as variable uni-
versal life products (hereafter also referred to
as PPVUL). These products can generally ac-
cept flexible premium payments, set by the
agent or the trustee, which can vary between
the contractual minimum premium set by
each respective insurer and the TEFRA guide-
line maximum premium allowable under the
definition of life insurance. Premiums paid in
excess of published cost of insurance charges
and policy expenses create policy cash value
which can be directed to an even wider range
of investments than in registered VUL prod-
ucts. Like registered VUL products, death
benefits under these policies also generally re-
main in effect without regard to this invest-
ment performance, so long as planned premi-
ums, accumulated cash values, and policy
earnings are together sufficient to cover cost
of insurance charges and policy expenses.
The pricing of private-placement prod-
ucts is not guaranteed but is generally dis-
closed both as to current pricing assumptions
(i.e., current cost of insurance charges, cur-
rent policy expenses, and current declared
interest crediting rate), and guaranteed pric-
ing assumptions (i.e., guaranteed cost of in-
surance charges, guaranteed policy expenses,
and guaranteed declared interest crediting
rate). This pricing can also be more flexible
to accommodate specific client circum-
stances (e.g., more flexibility in structuring
policy expenses to consider volume break
points) or specific investment objectives (e.g.,
investing policy cash values in hedge funds
otherwise unavailable in registered prod-
ucts). In addition, unlike with registered
products, insurers can generally change cur-
rent cost of insurance charges and policy ex-
penses without approval of state depart-
ments of insurance, without having to justify
the change, and without having to make uni-
form changes to all policies. As a result of the
ability to make such changes, and of the in-
creased volatility in these products, ILIT
trustees bear the risk for unreasonable pric-
ing assumptions and unreasonable expecta-
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tions as to the policy earnings rate.

Once again, even though private-place-
ment products generally include pricing guar-
antees, because guaranteed pricing factors are
the basis for the insurer’s reserve requirements,
because higher guaranteed charges reduce re-
serve requirements, and because reduced re-
serve requirements increase the insurer’s op-
portunity for profit, PPVUL guaranteed
charges are typically set at the maximum al-
lowable statutory amount. As such, guaran-
teed pricing factors are often similar to other
VL products, are typically many times more
expensive than nonguaranteed current PPVUL
pricing assumptions, and thus do not generally
offer ILIT trustees much in the way of pricing
protection. In fact, because guaranteed pricing
factors under PPVUL products have more to
do with insurer statutory reserve requirements
and less to do with policy owner pricing pro-
tection, guaranteed rates and terms under
flexible duration term products are often far
more attractive than seeking such guarantees
through a PPVUL product.

However, ILIT trustees can mitigate this
pricing risk by again determining whether or
not (a) current cost of insurance charges is
consistent with actual/historical mortality ex-
perience, (b) current policy expenses are con-
sistent with actual/historical operating expe-
rience, and (c) the current policy earnings
rate is consistent with the historical rates of
return for the asset classes corresponding to
invested assets underlying policy cash values.
In other words, in determining the suitability
of a given PPVUL policy as a TOLI holding,
ILIT trustees should consider (1) the compet-
itiveness of published pricing and (2) the sta-
bility of such published pricing, as well as (3)
the historical performance of assets underly-
ing policy cash values, (4) the liquidity/acces-
sibility of policy cash values, and (5) the fi-
nancial strength and claims paying ability
ratings of the insurer.

Summary

No product type is inherently more suitable
than another for all situations. While term
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products are most suitable for fixed coverage
durations, universal-life products are most
suitable where guarantees are less important
and premium flexibility is needed, and vari-
able-life products are most suitable where
the asset allocation appropriate for trust as-
sets includes some balance to assets underly-
ing policy cash values beyond fixed income.
Whole-life products can make sense where a
fixed maximum annual premium is more im-
portant and pricing disclosure is less impor-
tant, whereas private-placement products
are most suitable in situations requiring
maximum flexibility in the structuring of
policy expenses and the investment of policy
cash values. Ultimately, the suitability of any
TOLI holding ultimately depends not only
on product type, but also on

e the competitiveness of published pricing
over the intended holding period

e the stability of such published pricing
over the intended holding period

e the historical performance of assets un-
derlying policy cash values (to the ex-
tent trust objectives are served by accu-
mulating policy cash values)

o the liquidity/accessibility of policy cash
values (if applicable)

e the financial strength and claims paying
ability ratings of the insurer

Part 3 of this three-part series, scheduled for
the May/June 2007 issue of ABA Trust & In-
vestments, will tackle the three duties and two
objectives for proper ILIT administration.
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