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For getting 
a head start

Meet Laura 

•	 25-year old recent college graduate who just started her first full-time job

•	 She is very goal oriented and would like to start saving to purchase her  

first home 

Her Challenges

•	 She has some private college loans that her parents co-signed for, and wants 

to make sure that they would not be burdened with the debt should she die

•	 She is looking for ways to add to her savings for a down payment on a home

Her Solution1

•	 She purchases $100,000 of Foresters SMART UL2 non-medical3 life insurance 

with a monthly planned premium of $54.97 which provides:

Built-in benefits:

Foresters Accelerated Death Benefit Rider4

•	 Provides coverage for one or more of chronic, critical, terminal illness

•	 Automatically included with no additional monthly deduction

Charity Benefit Provision5

•	 When a claim is paid to the beneficiaries, Foresters will pay (to a maximum 

of $100,000) an additional 1% of the face amount to a registered charitable 

organization as designated by the owner

•	 The payment is made as a donation in the name of the insured

Product Positioning
•	 Premiums are lower because she is young and in good health

•	 Includes a 10-Year No Lapse Guarantee6 

•	 Premium flexibility gives her options to manage her premiums in the future  

as her needs change

•	 She can access accumulated cash value through loans7 or partial withdrawals7 

for any major life events she has planned like purchasing a home

Age 45 Age 65
Cumulative Premiums $13,193 $26,386

Non-Guaranteed Cash Value $10,014 $33,033

Guaranteed Cash Value $8,075 $19,781

SMART

Universal Life  
Insurance

Foresters Financial and Foresters are trade names and trademarks of The Independent Order of Foresters (a fraternal benefit 

society, 789 Don Mills Road, Toronto, Canada M3C 1T9) and its subsidiaries.

Plus, she will have access to 
Foresters FinancialTM unique 
member benefits8 

Community Grants

At Foresters Financial, we believe in 

working with communities to make 

our purpose a reality. Young adults 

(ages 18-34) are more likely to get 

out and make a difference in their 

communities by volunteering their 

time. In 2014, 70 percent spent at 

least an hour volunteering.9 

 

Laura will have access to Foresters  

Community Grants to organize  

volunteer or fun family activities  

that will make a difference in her 

community.  

Other member benefits include  

Foresters Competitive Scholarships 

that may be available to children,  

Legal Link, Everyday Money, fun  

family events and many more.

Expand your business with  
Foresters SMART UL today!  
Call Foresters Sales Support  

866-466-7166 option 1
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Universal life insurance:  
A flexible option for  
young adults

In many cases, in the event of the private loan holder’s death, the parents, grandparents or co-signers are responsible 

to repay the amount borrowed. Purchasing a SMART UL certificate can be a low-cost solution to alleviate this financial 

stress for the survivors. 

More details about Laura

•	 Laura is part of a group of younger Millennials who are 

just starting to establish themselves in careers and have 

dreams of home ownership in the future

•	 Many of them are still making payments on  

college loans11 

•	 Despite graduating into a challenging job environment,  

Laura is optimistic about her future and recognizes the 

value of financial planning at an early age

•	 They are likely to purchase life insurance to protect  

parents, spouse or children12 

•	 Research shows they overestimate the cost of life 

insurance by nearly seven times the actual cost13

Do more for your clients   

Millennials are heavy internet users and tend to 

research online prior to purchasing. They are very 

active on social media, with 81% using Facebook.12 

They are likely not looking for an in-home visit. 

They would much rather communicate over the 

phone or online using your website.12

Try following up after an initial meeting with a text 

message instead of an email.

Start a conversation 

Many young adults think life insurance is something they need to think about later in life. Get them thinking about  

the importance of purchasing life insurance at an early age by asking leading questions like:

•	 Tell me about your job? Do you enjoy what you do?

•	 Now that you have an income, have you thought about 

your future plans?

•	 Will your student loans, credit card debt or auto loans 

impact those plans?

•	 What does financial security mean to you?

•	 Did you know that Foresters SMART UL allows you to 

manage your premiums to get the protection you need?

College graduates in 2018 are  
the most indebted class to date.  
The average class of 2017  
graduate with student-loan  
debt will have to pay back  
approximately $39,400.10 

More helpful resources   

Check out and share these articles and more from 

our blog, Lifenotes:

•	 Investing 101 for young people14 

•	 Starting a relationship with a life insurance 

agent15 

•	 8 popular life insurance myths busted16
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For Producer use only. Not for use with the public. 
1  SMART UL and its riders are underwritten by The Independent Order of Foresters and may not be available or approved in all states and are subject to eligibility requirements, 

underwriting approval, limitations, contract terms and conditions and state variations. Optional riders may require an additional monthly deduction.  Refer to the Foresters SMART 
UL Product Guide and insurance contract for your state for these terms and conditions.

2  Assumes standard, non-tobacco non-medical underwriting with a level death benefit and a non-guaranteed interest rate of 4.1%, solving for a target cash surrender value of $1,000 
at age 100. The benefits and values shown are neither guaranteed nor estimated for the future except for those items clearly labeled as guaranteed. The example assumes that the 
non-guaranteed elements will continue unchanged during the life of certificate. This is not likely to occur as the assumptions on which they are based are subject to change. The 
actual results may be more or less favorable and are expected to vary from this example.

3  Insurability depends on answers to medical and other application questions and an underwriting review.
4  ABR is currently not available in CA. (If applicable) This product is a life insurance policy that accelerates the death benefit on account of chronic illness and is not a health insurance 

certificate providing long term care insurance subject to the minimum requirements of New York Law, does not qualify for the New York State Long Term Care Partnership Program 
and is not a Medicare supplement certificate. Receipt of the accelerated death benefits may affect eligibility for public assistance programs and may be taxable.

5 The designated charitable organization must be an accredited 501(c)(3) organization under the Internal Revenue Code and eligible to receive charitable contributions as defined in 
section 170(c) of that code.

6  The certificate will not lapse if, on each monthly anniversary during the 10-year period, the sum of the premiums paid is at least equal to the sum of the minimum premium on the 
issue date plus the minimum premium on each monthly anniversary from the issue date, including the current monthly anniversary, plus the total of all withdrawals as of the current 
monthly anniversary. Changes to the face amount, insurance class, rating class, rider benefit amount(s) or the addition or deletion of a rider will change the minimum premium.

7  Withdrawals or loans can be taken if the certificate is in effect and has a positive cash value, will reduce the death benefit and cash values and may affect how long the insurance 
contract is in effect. Loan interest is charged annually at the contractual loan rate. Withdrawals are subject to a $500 minimum, available after the first certificate anniversary, if cash 
value is available. Income and growth on accumulated cash values are generally taxable upon withdrawal.

8  Foresters member benefits are non-contractual, subject to benefit specific eligibility requirements, definitions and limitations and may be changed or canceled without notice. 
Competitive Scholarships, Orphan Scholarships, and Orphan Benefits are available to eligible members with an inforce certificate having a minimum face value of $10,000 or if an 
annuity, either a minimum cash value of $10,000 or a minimum contribution of $1,000 paid in the previous twelve months. Some member benefits are provided by third parties.

9  Washington Post. Millennials are actually more generous than anybody realizes. June 24, 2015.
10  Student Loan Hero. A Look at the Shocking Student Loan Debt Statistics for 2018. May 2018. https://studentloanhero.com/student-loan-debt-statistics/)
11  Nielsen PRIZM Premier Segment Narratives: The Nielsen Company, November 2015
12 LifeHealthPro: 5 ways to sell life insurance to millennials, September 2014.
13 LIMRA. Consumers Overestimate Cost of Life Insurance By Nearly Three Times, April 2012.
14 http://blog.foresters.com/investing-101-young-people-getting-started/
15 http://blog.foresters.com/starting-a-relationship-with-a-life-insurance-agent/
16 http://blog.foresters.com/8-popular-life-insurance-myths-busted/
17 Non-guaranteed interest rate on cash value as of September 2018. Subject to change.
18 Foresters Financial, their employees and life insurance representatives, do not provide, on Foresters behalf, legal or tax advice.
19  e-App is available in all states through the iPipeline iGO e-App platform using Internet Explorer (desktop/laptop) or Safari (Apple iPad only) for Foresters non-medical products 

(excluding Foresters PlanRight). Touch to sign available on Apple iPad only. POS decision will be unavailable Monday to Saturday from 2:00 a.m. to 6:00 a.m. and from Saturday 
10:00 p.m. to Sunday 10:00 a.m. (EST). Some e-App features are not available in NY (refer to ezbiz, Toolbox/e-App section for more details).

Apple, iPad, and all other brands are registered trademarks of their respective owners.

Selling features of Foresters SMART UL
•	 Premium flexibility

•	 Non-Medical available up to $400,000

•	 Non-Medical as low as $10,000 for juveniles ages  
0-15 and minimum premium starting at $17/month

•	 Medical as low as $100,000 for ages 16-70

•	 Face Amounts starting as low as $25,000

•	 Currently crediting 4.1% non-guaranteed interest rate17

•	 2% Guaranteed Minimum Interest Rate

•	 Minimum Premium 10-Year No-Lapse Guarantee6

•	 Potential for tax-deferred cash value build-up18

Plus e-App19 for your non-medical business
•	 Simplified and accelerated processing

•	 No wet signatures

•	 Touch-to-Sign for Apple iPads…sign by finger or stylus

•	 ClickWrap for laptop/desktop or iPads

•	 Point-of-sale (POS) decisions by e-mail in less than  
10 minutes

Optional Riders1 for added protection for Laura Value added Riders1 for no additional monthly 
deduction

Children's Term 
Rider

Provides level term life insurance 
for each eligible child of the 
insured, whether born, adopted  
or under legal guardianship, or a
stepchild, of the insured.

Waiver of Monthly  
Deductions Rider

Waives the monthly deduction  
as long as the insured is totally 
disabled and unable to work.  
If disability begins before age
60, waiver continues even after  
the rider expires, if total disability  
is continuous.

Guaranteed  
Purchase Option 
Rider

Allows an increase in coverage by 
$50,000 on 5 specific option dates 
without requiring evidence  
of insurability.

Common Carrier 
Accidental Death 
Rider

Provides an additional death 
benefit if the insured dies of 
accidental injuries that occur  
while riding as a fare-paying 
passenger on a common carrier, 
such as a bus or train.

Family Health 
Benefit Rider 

Pays a benefit for family health 
expenses that may occur as a 
result of natural disasters, such  
as hurricanes, tornadoes and 
earthquakes

link to:https://www.washingtonpost.com/news/wonk/wp/2015/06/24/millennials-are-actually-more-generous-than-anybody-realizes/?utm_term=.6fe346477e8f
https://blogs.wsj.com/economics/2016/05/02/student-debt-is-about-to-set-another-record-but-the-picture-isnt-all-bad/
http://www.lifehealthpro.com/2014/09/11/5-ways- to-sell- life-insurance- to-millennials
http://blog.foresters.com/investing-101-young-people-getting-started/
http://blog.foresters.com/starting-a-relationship-with-a-life-insurance-agent/
http://blog.foresters.com/8-popular-life-insurance-myths-busted/

