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Liberty Life’s Philosophy

Liberty Life ’s philosophy is to conduct business with complete integrity and fair dealing. 
We believe at the heart of this is to conduct business with the customer’s financial 
interests and objectives as the top priority. To this end, we and all our associates who 
represent Liberty Life will act with high standards of honesty and fairness. This means 
providing sales material that is clear, honest, and fair as to content. 

As representatives of Liberty Life, no one shall make:

• Misrepresentation of benefits, advantages, conditions, or terms of any 
insurance policy. 

• Misrepresentations for the purpose of inducing a policyholder or policy owner 
to lapse, forfeit, exchange, convert, or surrender their insurance. 

• Misrepresentations or untruthful statements on insurance applications or 
forms for the sole purpose of providing insurance or providing rates different 
than those set by the company.

No representative may solicit or sell business for Liberty Life without first possessing a 
valid insurance license.

All representatives of Liberty Life:

• Must be aware of and comply with all applicable statutory, regulatory and 
industry laws, 

• are strongly encouraged to attend industry meetings for educational 
opportunities, and to stay current on new laws and  regulations, and 

• are encouraged to use fact-finding tools to determine customer’s financial 
needs and objectives.

Any attempt to circumvent or ignore these responsibilities impugns the integrity 
of those involved and that of the Liberty Mutual Group.  It will be treated as a 
serious violation of proper business conduct, and may result in the immediate 
termination of appointments with Liberty Life.
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Liberty Life Means Quality

A member of the Liberty Mutual Group
-- Founded in 1912
-- Large, diversified financial services organization
-- $42 billion in consolidated assets
-- Nation’s largest writer of workers compensation
-- 8th largest property & casualty insurer
-- Ranked 142nd among Fortune 500 largest US corporations

Liberty Life
-- Protecting families since 1964
-- $6.7 billion in assets
-- $16.1 billion insurance in-force
-- Largest writer of life insurance in banks 5 years in a row

Liberty Life invests in Quality
-- 92% of bonds are high quality investment-grade bonds
-- More than half of bonds are US government backed securities
-- No mortgages-- No real estate

Separate 
Accounts
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Term Bonds

5.4%

Other 
Investments
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Tax Deferred Annuities
A Great Choice for Retirement

Annuity Benefits

– Help clients save for for retirement

– Safe

– Attractive rates

– Defer taxes

– Access to cash

– Death benefits avoid probate if a beneficiary is named
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Have Circumstances Changed?

– Is the annuity still intended for retirement?

– Are other resources adequate for retirement income?

– Does the client want to pass the annuity assets on to heirs?  

– Are there concerns with passing a tax burden to heirs at death?
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Taxes and Annuities

Assumptions:
65-year-old female
$50,000 annuity growing at 5%
Cost Basis = $25,000
Beneficiary Tax Rate = 40%

Taxes = 
$100,321 

Taxes = 
$43,066

Taxes = 
$10,000 
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Features

Deferred Annuity

? Safe

? Attractive rate

? Tax deferral

? Avoids probate

? Access to cash

? Death benefit taxable to 

heirs (investment gains)

Legacy Link

? Safe

? Attractive rate

? Tax deferral

? Avoids probate

? Income tax-free 

access to cash

? Income tax-free 

death benefit to heirs
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What is Legacy Link

Legacy Link is a program that allows your clients to 
reposition the funds they have in annuities into a financial 
vehicle that gives them the opportunity to pass more 
money on to their heirs without an income-tax liabilty.

Annuity SPIA 

Life 
Insurance

8,9, or 10
Payments*

Income tax-
free death 

benefit to heirs

*Note: If the annuitant dies early, any 
remaining payments will go to the 
beneficiary. Annuity Payments received 
by the beneficiary will include taxable 
income to the beneficiary.
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Access to Cash*

• Loans:  Loans of earnings at zero net out-of pocket cost. Loans of 

principal at a net 2% out-of-pocket cost. 

• Partial Withdrawals: Min = $250. Max = cash value less $500. May 

be subject to withdrawal charges.

• Medical Waiver of Withdrawal Charge**:  Account value may be 

accessed without withdrawal charge after the first contract year if the 

insured or the insured’s spouse has a qualifying medical stay which 

lasts at least 45 days during any continuous 60-day period.  

• Accelerated Death Benefit**:  Up to 90% of the death benefit may 

be accessed without penalty (under current tax law) if the insured is 

diagnosed with a terminal illness or is chronically ill.  

• Annuitization:  Life insurance contract can be annuitized to produce 

a stream of income on the life of the insured or the beneficiary.

* Access to cash provisions only apply to the funds avaiable within 
the universal life policy.  An election to distribute funds through an 
SPIA is irrevecobable.  There are no other means to access 
undistributed funds from an SPIA.

**May not be available in all states. Benefit may vary by state.
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Maximizing Your Legacy
The Legacy Link Solution
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Annuity Legacy Link

Assumptions:

• 65-year-old female, 
• Standard, non-tobacco
• $50,000 annuity growing at 5%
• Cost Basis = $25,000

• Annuity Owner’s Tax Rate = 30%
• Beneficiary’s Tax Rate = 40%
• 8 after tax payments of $5,952
• Initial Death Benefit = $68,362

Net Annuity = $40,000
Legacy Link = $68,362*

Net Annuity = $89,599
Legacy Link = $109,028

*Note: If the annuitant dies early, any remaining payments will go to the 
beneficiary. Annuity Payments received by the beneficiary will be in addition to 
the Legacy Link proceeds and will include taxable income to the beneficiary.
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Instant Approval Eligibility
• Stay within minimum and maximum face amount limits and age limits

– Min life insurance face = $25,000*
– Max life insurance face for instant approval = $150,000*
– Max issue age for instant approval = 75

Larger amounts and older ages (76-80) available with normal underwriting.

• Must have answered “No” to all parts of Question 22
• MIB inquiry does not prompt further investigation

Guidelines for Min Premiums*
60-65 $25,000
66-70 $30,000
71-75 $35,000

*Note: Minimum and Maximum Face Issue limits are constant regardless of age, 
issue class, or any other variables.  Guidelines for Minimum Premiums assume a 
Standard issue and will be affected by:

Income Tax Brackets,  SPIA rates,  State Premium Taxes

Policy Classes

Male/Female Standard Male/Female Class A
Tobacco Tobacco

Non-Tobacco Non-Tobacco
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SAMPLE APPLICATION
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Class Determination Chart

Life Insurance Application Question # 22 - Answered all “NO” and if…

Question Answer Eligible Class

#23 A. - D. Answered all “NO” Standard

#23 A. or B. Answered “YES” Class A

#23 A. and B.

#23 C. or D.

Answered “NO”
but

Answered “YES”

Call Liberty
at

800-400-6694

Note: Eligible classes include both tobacco and non-tobacco.
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Step 1 - Instant Approval Process

1) Complete the Authorization and Disclosures form, the Application 

for Life Insurance, and the Medical History.

(Be sure to write in your branch name, telephone #, and Fax #.)

2) Fax completed forms in the following order:

a) Authorization and Disclosures Form

b) Application for Life Insurance

c) Medical History

d) Page 2 of the Sales Illustration (Legacy Link/Annuity Comparison)

Fax #: 1-800-400-6694

It is not necessary to attach a cover sheet 

nor call when you are faxing.

3) You’ll be called within 15 minutes to let you know if the policy can 

be instantly approved.

However, if you do not hear from us after 20 minutes, please call our 

service team at 1-800-378-7490.
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Step 2

A. Liberty will fax back an approval and a completed SPIA App.

B. Obtain customer’s signature on SPIA App and complete:

1.  IRC Section 1035 Assignment Form

2.  Suitability Statement and Assignment of Annuity Payments 

form

3.  Replacement forms as required by your state.

C. Package all completed forms from Steps 1 & 2, including the 

complete sales illustration, and forward them to the back office.
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Contract Delivery

• Give to Client 
– Contract Delivery Kit

• Complete Outstanding Requirements
– Sign Revised Illustration
– Amendment(s)
– Privacy Notice
– Other

• Specific Procedures Required by Bank
– __________________________________
– __________________________________
– __________________________________
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Maximizing a Legacy

Deferred Immediate Spectrum
Annuity Annuity Universal Life

$ $
$
$
$
$
$
$
$

$
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Legacy Link Candidates

Deferred annuity owners...

– between 60-75 and healthy

– beyond the contract surrender charge period

– with adequate retirement income from other sources

– who own more than one annuity contract

– planning to pass money to heirs

What do you say?

– “What are your plans for the money in your annuity?”

– “Do you intend to pass this annuity on to your 

beneficiaries?”
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Liberty Life Contacts

Fax for Point of Sale: (800) 400-6694

Point of Sale Questions: (800) 378-7490

Marketing Hotline, Quotes, 

Supplies: (800) 500-2995



Liberty Life Assurance Company of Boston
100 Liberty Way

Dover, New Hampshire 03820
800–451–7065  x33045
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