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Sales idea

Using life insurance 
strategically
Life can be complicated. Clients rely on you for proactive strategies to help navigate financial 
uncertainties that may increase as they get older. At Nationwide®, we’ve developed informative pieces 
that can help you explain the vital role life insurance can play in well-devised financial plans.

Using life insurance as a retirement 
income supplement    
While the Roth IRA is attractive, 
some Nationwide indexed universal 
life (IUL) products offer a variety of 
features and benefits that may be 
used as a supplement to the Roth 
IRA. This case study illustrates how.  

Download PDF

The ABCs of using cash value 
life insurance for a child’s 
higher education 

Read how life insurance can be a 
versatile asset to include as part 
of a college savings strategy.

Download PDF

Show clients the value of tax-free 
income in retirement   
The insurance-based income solution 
(IBIS) is one of the simplest income 
tax mitigation strategies. An IBIS can 
help clients who are interested in 
having a liquid asset that grows tax-
free and can provide tax-free income.

Download PDF
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The Advanced Consulting Group | Sales idea

How to use IRA distributions to fund 
Nationwide CareMatters II®

Shawn Britt, CLU®, CLTC
Director, Long-term Care Initiatives, Advanced Consulting Group

Many clients have qualified assets they intend to use for retirement income. But there is 
one unknown factor that could unwind the best laid plans — potential long-term care (LTC) 
expenses. Please note, the following concept is only to be used for individuals at least age  
59 ½ to avoid early withdrawal penalties.

One way to help protect your client’s planned retirement income is to insure against the need 
to use those funds to pay for LTC expenses. This strategy carves out a portion of the client’s qualified assets to 
purchase an IRA annuity. The taxable distribution creates a premium to purchase tax-free LTC coverage1 that 
can help pay for potential LTC needs that could occur in the future.2

Do you have clients with 
qualified dollars they 
would like to protect  
from depletion due to 
long-term care costs?

Client assets

“A circular pie chart is provided 
showing a break down of client 
assets. In this example half 
of the pie chart is qualified 
assets. One fourth of the chart 
is mutual funds and stocks. 
The remaining one fourth is 
broken down between CDs and 
bonds and an additional 10% of 
qualified dollars to be set aside 
to protect from depletion.” *  policy paid  

up in 10 years

Term certain payouts to owners under the age of 59 ½ do not comply with IRC Section 72T because payments 
are not based on life or life expectancy.

How to use IRA distributions to 
fund Nationwide CareMatters® II 
This sales idea explores a financial 
planning strategy that uses qualified 
assets to help cover long-term care 
costs, thereby protecting planned 
retirement income for clients who 
are 591/2 years old and over.

Download PDF
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Show clients the 
value of tax-free 
income in retirement
Tax rates have gone up and down over time, and there’s no reason to think that trend is going 
to stop. Add in the uncertain short- and long-term economic impact from the pandemic and 
you obviously have a more challenging time to be planning for taxes. That’s why you should 
regularly review retirement needs with your clients — especially those with high incomes — 
and consider having them invest with after-tax dollars now in order to be in a “tax-preferred” 
position at retirement.

Highest Marginal Income Tax Rates in the United States¹

¹ “Historical Highest Marginal Income Tax Rates,” Tax Policy Center, Urban Institute and Brookings Institution, 
taxpolicycenter.org/statistics/historical-highest-marginal-income-tax-rates (downloaded March 17, 2021).

Questions to ask yourself
• Will the current and subsequent 

administrations change the tax codes?

• How long can the current tax rates hold 
up in the ongoing economic uncertainty?

• Will tax rates be affected by the aging  
population, growth in entitlement spending  
(Social Security and Medicare) and rising deficits?

• Do you expect interest rates to remain at  
historic lows?

 
 
 

 
 
 

The ABCs of using cash value life 
insurance for a child’s higher 
education 
A versatile asset to include as part of a college savings strategy 

Allison Anne Hoyt, JD, CLU® 
Technical Director, Advanced Consulting Group

The birth of a child is oftentimes the life event that prompts new parents to seriously consider their life insurance needs. And not 
very soon after the birth of a child, an additional financial concern often follows suit: Saving for college. 

It’s no secret that the costs of higher education stretch the budgets of even the most well-prepared families. New parents have a 
multitude of options to choose from when it comes to saving for their child’s higher education including Coverdell education 
savings accounts and qualified tuition plans (“529 plans”). However, parents should not overlook the opportunity to use a cash 
value life insurance policy as part of their child’s college funding strategy. If an unexpected death occurs, all or part of the death 
benefit can be put towards higher education expenses. Further, monies from the policy can be accessed tax free and used to 
help pay for the costs of a college education. 

FUNDING THE POLICY AND USING THE CASH VALUE 
A steady as you go, annual funding plan, beginning when a child is a toddler or earlier is ideal. The sooner a parent begins 
funding the policy, the better it will perform when it is time to access the cash value to fund higher education. 

There are two schools of thought as to how to use the cash value in the policy to fund a college education. Some people 
advocate using the cash values in lieu of loans. However, a more efficient strategy uses the cash value to repay loans that 
parents have taken out for their child’s education and begins that repayment when the child has graduated from college. Leaving 
the cash value undisturbed for those additional four years or so can significantly improve the policy’s performance and the 
amount of cash that can be safely taken out of the policy. 

Let’s look at an example: John, Jane and Baby Bailey 

John and Jane are doting parents to their three-year-old Bailey. They both attended a private college and believe there is a good 
chance Bailey will do the same. Bailey’s undergraduate education could run into the six figures. John and Jane know they have 
to start planning, today. 

As part of Bailey’s college planning strategy, they decide to take out a cash value life insurance policy insuring Jane. Given their 
current budget, they can contribute $5,000 annually towards the policy and plan on funding the policy for the next 15 years, right 
up to when Bailey will likely go away to college.1 

Option 1: 

John and Jane decide to use the cash value from the policy to help offset the cost of Bailey’s college education, each year she 
is in school (policy years 16-19).   

 

https://nationwidefinancial.com/media/pdf/LAM-3999AO.pdf
https://nationwidefinancial.com/media/pdf/NFM-20100AO.pdf
https://nationwidefinancial.com/media/pdf/LAM-3724AO.pdf
https://nationwidefinancial.com/media/pdf/NFM-18216AO.pdf


We’re here to help.
For more information, call your wholesaler or one of the resources below.

Life Insurance 
Solutions Center 

1-800-321-6064

World Financial  
Group Solutions 
Center

1-855-455-4139

Brokerage  
General Agents 
Solutions Center

1-888-767-7373

Producer Group 
Sales Desk 

1-844-867-8159
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This material is not a recommendation to buy or sell a financial product or to adopt an investment strategy. Investors should discuss their specific situation 
with their financial professional. 

Nationwide Intelligent Underwriting and eligible products are subject to state and firm approvals.

Products are issued by Nationwide Life Insurance Company or Nationwide Life and Annuity Insurance Company, Columbus, Ohio. Nationwide, the Nationwide 
N and Eagle, Nationwide is on your side and Nationwide CareMatters are service marks of Nationwide Mutual Insurance Company. © 2022 Nationwide
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