
1040 Form: Opportunities and Strategies

As you can see from this guide, Form 1040 has many opportunities for life, 
annuities and long-term care insurance. The benefit is the ability for the 
financial professional to spark conversation and discover the many ways you 
can help a potential client. The best way to use this tool is to navigate and 
focus on the key opportunities. These opportunities can fall into seven 
distinct categories: 

1 - Needs Analysis for Life Insurance 

2 - Planning for Retirement 

3 - College Planning 

4 - Wealth Transfer 

5 - Business Planning 

6 - Charitable Planning 

7 - Long-Term Care 

NEEDS ANALYSIS 

The conversation with the client ensures that you understand the family's structure and 
needs. While a needs analysis will generally look at salary replacement, covering debts, 
and existing coverage, it is also helpful to uncover some of the client's hidden needs. For 
example, there may be additional expenses if the client has a special needs child, an elderly 
parent, or if this is a second marriage, and it is important for the client to plan ahead. 

Focus on product: What type of product to use is an important factor in helping the client. 

With needs analysis planning, the type of product will depend on the client's discretionary 

income, risk tolerance and duration of the need. Term insurance is an affordable product 

that can help supplement and cover the need, while permanent insurance can provide cash 

value accumulation and permanent death benefit protection. Many financial professionals 

will use a combination of permanent and term to cover these needs. 

PLANNING FOR RETIREMENT

For many clients, their number one concern is planning for retirement. A great way to start 
the conversation is to help with a retirement check up to make sure clients are on track 
for retirement. Even if a client is retired or approaching retirement, they may still have 
additional planning needs including protecting against long-term care costs, covering a long 
retirement, and overall protection. 

Focus on product: For clients who need both death benefit protection and supplemental 
retirement income, a permanent accumulation policy can help. The goal here is to focus on a 
permanent product that has cash value accumulation. In addition, where applicable, adding 
a long-term care rider can help with long-term care needs. 
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COLLEGE PLANNING 

For clients with young children, planning for college is generally a top priority. While there 
are many options available for those clients who are looking for alternatives that offer 
flexibility and protection, life insurance can help. 

Focus on product: For clients with young children who need both death benefit protection 
and supplemental income to pay for college expenses for their children, a permanent life 
insurance policy can help. Please note that the cash value needs time to accumulate, thus 

this strategy is meant for clients with younger children. 

WEALTH TRANSFER 

These clients are traditionally retired or fast approaching retirement and their goal is to 

leave a legacy to their children and grandchildren; they will have assets that they no longer 
need for retirement income. These assets could be leveraged to purchase a life insurance 
policy that provides tax free death benefit protection and other tax advantages. 

Focus on product: A permanent policy can help, and if a long-term care rider is added 

(where applicable}, it can provide for qualified long-term care expenses if needed. Also, since 

the goal is to take care of children and grandchildren, a survivorship policy is often used. 

BUSINESS PLANNING 

Business planning clients have a multitude of needs including, but not limited to, succession 
planning, retirement planning, keeping and retaining key employees, and protecting the 
business from the loss of a key employee. 

Focus on product: The possibilities are endless, but in addition to traditional permanent 
and term products, many businesses can benefit from corporate-owned life insurance 
policies that have potential for early cash value and may offer simplified issue. 

CHARITABLE PLANNING 

Clients who are charitably inclined can incorporate sophisticated charitable strategies 
into their succession planning. Note, these strategies typically require outside counsel and 
substantial gifts. There are also many underwriting requirements (if using life insurance) 

that have to be considered. But for those wealthy clients who have a history of giving, these 

complex strategies are available to them. 

Focus on product: Permanent policies are often used and include survivorship policies as 
well as individual policies. 

LONG-TERM CARE 

Start the conversation with understanding the client's wishes. How do they want care 
to be provided? Who will provide it? How will they pay for it? Many clients may need to 

understand their options. 

Focus on product: A traditional long-term care policy is one way to approach this need, 
but another alternative it is to add a long-term care rider to a permanent life insurance policy. 
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NEXT STEPS 

Now that you have familiarized yourself with this brochure, go through 
your book of business and start setting up meetings for review. Remember 

not all information will apply to every client, but the 1040 is a great tool 
to get the conversation started. Here is a quick checklist of recommended 
next steps: 

v' Meet with client 

v' Ask the right questions 

(use the Form 1040 Overlay to help facilitate the conversation) 

v' Prioritize goals 

v' Gather facts/information 

v' Create a plan 

v' Implement the plan 

v' Annually review the plan 

For more information, or to request an illustration for your clients, please contact UMS 
at 800-524-1774.

For Agent Use Only. This material may not be used with the public. . 

Loans and withdrawals will reduce the death benefit, cash surrender value, and may cause the policy to lapse. Lapse or surrender of a 
policy with a loan may cause the recognition of taxable income. Policies classified as modified endowment contracts may be subject to 
tax when a loan or withdrawal is made. A federal tax penalty of 10% may also apply if the loan or withdrawal is taken prior to age 59 
1/2.

Proceeds from an insurance policy are generally income-tax-free, and when properly structured, may also be free from estate tax. 

This material does not constitute tax, legal or accounting advice, and neither Underwriters Marketing Service nor any of its agents, 
employees or registered representatives are in the business of offering such advice. It cannot be used by any taxpayer for the purpose of 
avoiding any IRS penalty. It was written to support the marketing of the transactions or topics it addresses. Comments on taxation are 
based on Underwriters Marketing Service's understanding of current tax law, which is subject to change. Anyone interested in these 
transactions or topics should seek advice based on his or her particular circumstances from independent professional advisors. 

For more information, call 
Underwriters Marketing Service:

800-524-1774
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