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           Should I appraise my Life Insurance?  

 
In previous issues, we have discussed the importance of life insurance as part of an overall fi-
nancial plan. We like to refer to it as the “defense,” while investments are the “offense” and tax 
and estate planning are the “special teams.” Once established and the insurance is secured, is-
n’t the process complete? Not by a long shot! 
 
Life insurance is a very complex financial instrument – more so than most policyholders and 
their advisors tend to realize. Indeed, life insurance has traditionally been viewed as a static 
asset that could comfortably be ignored once adequate coverage was obtained. That percep-
tion, in many cases, has created a large gap between the insured’s expectations and actual pol-
icy performance. 
 
Here is why we routinely “appraise” life insurance policies: 
 
1. PEOPLE CHANGE 
Think about all of the changes that have occurred in your life in the past 10 to 15 years. Have 
you seen changes to your health, net worth, dependents, etc? Life has taken us down a unique 
road that we may not have predicted. Goals and objectives long ago established must continue 
to be reviewed and updated. Has your life changed?  
 
2. PRODUCTS CHANGE 
In the high-flying 1990s, many people purchased “variable” life insurance policies. The value of 
these policies would fluctuate with the underlying investments which in good years helped off-
set the cost of insurance and provide a return on investment. In the bad years that followed 
however, many policyholders were awakened to the fact that their policies were under-funded 
and not likely to provide the death benefit for as long as they had planned. 
 
Insurance companies have responded to this uncertainty with a new  
type of product which “Guarantees” a death benefit past the age of 100 
for a fixed premium. Known in the industry as “No Lapse Guarantee”, 
these policies are sought by individuals who desire to have “certainty” 
with their life insurance without the risk associated with the “uncertainty” 
of the investment portion of their policies. Are you aware of how long 
your life insurance is “Guaranteed?”  Phone: 412.838.0200 
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3. INSURANCE COMPANIES CHANGE 
Life insurance companies have undergone widespread changes in corporate structure, including 
mergers and acquisitions. In some cases, the result has been greater efficiencies creating lower 
prices in newer issues. In other cases, the impact has not been positive. Reviewing the 
“current” financial integrity of your insurance company will provide an indication of whether or 
not it has the stability and ability to meet its ongoing obligations. Is the policy which you cur-
rently own still held by the company you originally purchased, and are they financially secure? 
 
4. PRICING CHANGES 
Advances in health care combined with healthier lifestyles have contributed to longer, more 
productive lives. The life insurance market monitors these changes, and due to its competitive 
nature, often “adjusts” pricing models downward. Think about the rush to refinance home 
mortgages when rates drop. Life insurance is no different. An astute planner will evaluate these 
industry changes, and notify policyholders when an opportunity to improve their present cover-
age exists. 
 
Life insurance, often the asset which creates the largest portion of estate transfers, simply must 
be monitored. Start with an independent planner who is not restricted with the products they 
can offer. Policyholders need to be aware of all of the best policies available, not just the poli-
cies that the traditional agent can offer. 
 
Whether acting as an individual, or a fiduciary with legal responsibilities to monitor 
assets and insurance, the stakes of having an estate and insurance plan which does not 
meet its original intent can have ramifications for generations to come. 
 
 
 
 
Payments of guaranteed principal and income, as well as living and death benefit guarantees are contingent upon the claims-paying ability of the issu-
ing company. Guarantees do not apply to the investment performance or safety of the underlying subaccounts in the variable annuity. Optional living 

and death benefits are available for an additional fee and may not be available in all states. Investors should consult with their own professional advisor 
regarding the potential tax, estate, and legal considerations that may arise in connection with entering into a life settlements transaction. Proceeds from 
a life settlement transaction may be taxable under federal or state law to the extent the proceeds exceed the cost basis. The proceeds from a life set-
tlement transaction may be subject to claims of creditors. The receipt of proceeds from a life settlement transaction may adversely impact eligibility for 

government benefits and entitlements. The amount received for the sale of the Policy may be impacted by the circumstances of the particular pur-
chaser of the Policy, the insured’s life expectancy, future premiums, the death benefit, the terms of the Policy, and the current market for insurance 

policies, among other factors. The amount received for the sale of the Policy may be more or less than what others might receive for the sale of a simi-
lar policy. There may be high fees associated with the sell of a Life settlement.  


