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WHO DO YOU KNOW?
Agents who have strong partnerships with large employers, commercial accounts, associations, or group health accounts can 
greatly benefit from utilizing FlexQuotes, Creative Marketing’s proprietary software program. You can make money while you 
sleep by providing your clients with 24/7 access to your unique website. 

HOW CAN CREATIVE MARKETING HELP?
Agents have long sought ways of expanding their practice without having to add staff. Now, Creative Marketing’s FlexQuotes 
processing center will function just like your own staff; they can sell, service, process and deliver your policies six days a week. 
A robust line-up of products, including term and permanent life, critical illness and long term care insurance, as well as other 
related types of insurance is a bonus that will allow you to expand the services you offer to your clients and the reach of 
your practice.

How Does It Work?
It couldn’t be easier! Here’s how FlexQuotes works for you:

 	 You license the proprietary software for a customized web quoting engine, for the type of agency you represent. The 
licensing fee is a low, monthly investment that allows you to direct your clients to a unique website. Prospects will be able 
to contact you any time, day or night, from the comfort of their own home. 

 	 Websites can be customized for each affinity group you work with, and there is no limit on how many sites you are able to 
create. Each site can be customized for individual groups, associations, products and carriers supporting this program. 

 	 This agent-friendly program provides a low-pressure alternative for reaching a captive audience, without inundating group 
constituents with traditional sales methods. 

 	 Once your prospect determines which product meets their needs, they fill out a customized application form. 

 	 The FlexQuotes dedicated call center will provide fulfillment and application tracking and your clients will pay their 
premiums directly to the insurance company.  

 	 FlexQuotes can even promote the program to your clients, through our electronic “Product of the Month” program. 

Learn more about Creative Marketing’s FlexQuotes at www.creativemarketing.net/FlexQuotes.



Wealth Transfer

WHO DO YOU KNOW?
Who do you know who has assets, such as annuities, IRAs or CDs, that they wish to pass 
on to their heirs, and are not needed for current and future income or for emergencies? 
Flip this page over to read about the income tax obligations your clients face.

HOW DID IT HAPPEN?
Heirs do not enjoy the benefits of step up in basis at the death of an annuity holder, and 
by law have two options for receiving funds. Flip this page over to learn how heirs can 
receive legacy funds.

WHAT CAN BE DONE?
Your clients have a meaningful alternative — they can reposition their assets in an 
attempt to maximize their value. Flip this page over to learn more about how to preserve 
value from on generation to the next.
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WHO DO YOU KNOW?
Who do you know who has assets, such as annuities, IRAs or CDs, that they wish to pass on to their heirs, and are not 
needed for current and future income or for emergencies?  

Many of your clients probably own assets they want to leave to their heirs as a legacy.  But how much are these assets costing 
them during their lifetime?  Income generated from a CD creates an income tax obligation which must be added to all other 
taxable income each year. This ‘perpetual tax’ reduces the value of your client’s lifetime savings effort. 

HOW DID IT HAPPEN?
Annuities are income tax deferred, as long as the money is left to accumulate inside the product, and is not taken as income.  
However, once exposed from the safety of the product, interest earnings over basis (original deposit in the plan) are taxable 
at the same rate as other income.  Beneficiaries do not enjoy the benefits of step up in basis at the death of the annuity 
holder, and by law have two options for receiving funds.  A non-spouse beneficiary can either annuitize the proceeds over life 
expectancy (this process must begin within one year of previous owner’s death) or fully liquidate the account within five years 
of previous owner’s death.  When an account is annuitized, each payment is considered part principal and part interest. Thus 
the interest is pro-rated over the annuitization period. When an account is liquidated, income tax on the interest is due and 
payable in that year. If the annuity has been in force for several years, it would not be unusual for the account to contain more 
interest than principal.
 

WHAT CAN BE DONE?
To help preserve value from one generation to the next, your clients have a meaningful alternative – they can reposition 
their assets in an attempt to maximize their value.  In other words, liquidate the asset during life and pay any income taxes 
due. A word of caution regarding annuities — check existing contracts to make certain there are no surrender penalties 
remaining to be levied. You may also suggest that clients pay taxes due from the proceeds of the annuity prior to moving the 
remainder to a life insurance contract. The life insurance will pass to designated beneficiaries, without income tax 
consequence when structured properly.  And, during the lifetime of the insured, there will be no tax on the cash value of the 
insurance policy. While the client’s health may be an issue when considering purchase of life insurance, a survivorship policy 
can include one uninsurable person as long as the other insured has decent health.  

The above process can eliminate the income tax liability on the inheritance but may leave the proceeds subject to estate tax.  
If this is a concern for your clients, an attorney may be able to design an Irrevocable Life Insurance Trust (ILIT) to own the 
policy and become the beneficiary at death of insured(s).   The trust would then disburse the life insurance proceeds per 
instructions contained within the trust document.  Under this scenario, the proceeds are not includable in the decedent’s 
estate for estate tax purposes.  Please consult with a tax professional regarding the applicability of this information 
to your client’s situation.
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Policy Analysis and Review

WHO DO YOU KNOW?
Who do you know who purchased life insurance over three years ago, but hasn’t 
reviewed the policy or the reason they purchased the coverage? Flip this page over to 
read a case study about a male age 72 who purchases a policy over 10 years ago and 
was issued a preferred non-smoker, best rate class at the time.

HOW DID IT HAPPEN?
We know there is one constant in life: change.  That’s why it’s so important to regularly 
review your client’s life insurance coverage, even if you didn’t sell it to them to begin 
with.  Flip this page over to read how one client‘s situation changed, when his health 
and the market took a turn.

WHAT CAN BE DONE?
Creative Marketing, with input from key carrier relationships, has developed a process 
to thoroughly scrutinize every detail of the client’s in-force coverage in relation to their 
current needs, to identify potential areas of improvement. Flip this page over to see how 
you can get started today!

©2008 Creative Marketing International Corp.
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WHO DO YOU KNOW?
Who do you know who purchased life insurance over three years ago, but hasn’t reviewed the policy or the reason they 
purchased the coverage?

Case Study:  An insured male age 72 purchased a policy over 10 years ago and was issued a preferred non-smoker, best rate 
class at the time.  Today, he has a pacemaker.  His policy was purchased with the intention to keep coverage in-force to age 
95.  Today his policy has an annual premium of $23,400 per year which guarantees the policy for five years and projected to 
lapse in 16 years. His current in-force ledger requires an annual premium of $38,400 to keep his policy in-force to age 95 on 
an illustrated, not guaranteed, basis.

HOW DID IT HAPPEN?
We know there is one constant in life: change.  That’s why it’s so important to regularly review your client’s life insurance 
coverage, even if you weren’t the originating agent.  In the case study referenced above, the client’s situation and the 
marketplace has changed.

 
WHAT CAN BE DONE?
Creative Marketing, with input from some of our key carrier relationships, has developed a process to thoroughly scrutinize 
every detail of the client‘s in-force coverages in relation to their current needs, to identify potential areas for improvement. 
We have the tools to help you review the needs of your client and to get reacquainted with the purpose of the coverage 
today.

  

RESULTS OF OUR POLICY ANALYSIS AND REVIEW
In over half the cases we review, we can significantly improve your client’s situation.  This service contributes to over 30% of 
our sales.  In our case study, non-smoker standard coverage was available.  The client could move his existing coverage, 
maintain $23,400 in premium and extend the guarantee to age 90.  Another option would be to move existing coverage and 
increase premiums to $46,500, and extend the guarantee to age 120. More options are available if they have the insurance 
capacity to fill their current policy and utilize the proceeds to reduce the cost of buying new coverage.

People are living longer due to medical advances and lifestyle changes.  People are more aware of their need to keep 
coverage in-force longer.

Interest rates and dividend crediting rates on life insurance policies have followed the overall market and have been 
on a steady decline over the past 10 plus years.  The dividend crediting rates with mutual companies has also decreased 
due to these conditions.  Both of these factors have caused many policies to not perform as originally illustrated.

Market Volatility has impacted every aspect of financial services including life insurance.  Many customers purchased 
Variable Life Insurance that is at risk of underperforming.

Consolidations and mergers of life insurance companies have impacted the performance of policies based on the 
new carrier’s commitment to that policy type.  Expenses can be increased and lower interest crediting rates can 
dramatically affect performance. 

Needs Analysis – Proprietary and carrier specific programs available to illustrate survivor income, retirement and estate 
planning needs

Letter – Request an in-force illustration from the carrier to include current ownership and beneficiaries.

Worksheet and Illustration System – Available to compare current coverage with the best products in the industry 
that are best suited for your client.
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Supplemental Retirement Plans

WHO DO YOU KNOW?
Who do you know who doesn’t believe Social Security, existing IRAs and 401(k)s will 
provide enough retirement income to maintain a current lifestyle? Flip this page over to 
read about what to do when clients reach their peak earning years.

HOW DID IT HAPPEN?
Retirement often feels a lifetime away and saving money is next to impossible. Suddenly 
the kids are going away to college and retirement is just around the corner!  Flip this 
page over to learn about supplemental retirement income planning.

WHAT CAN BE DONE?
Supplemental retirement planning using life insurance is a non-qualified, tax advantaged 
way to use cash values for long term goals such as supplemental retirement income. 
Flip this page over to read how a life insurance policy may be right for you client.
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WHO DO YOU KNOW?
Who do you know who doesn’t believe Social Security, existing IRAs and 401(k)s will provide enough retirement income 
to maintain a current lifestyle?

As your clients reach their peak earning years, additional thought should be given to the income that will be needed at 
retirement age to sustain their lifestyle. Unfortunately that is not always the case and the problem of under saving continues 
to grow.

HOW DID IT HAPPEN?
When beginning a first job, retirement often feels a lifetime away. Saving money is next to impossible; the paycheck won’t 
stretch far enough to begin a systematic savings program. Fortunately, most companies offer 401(k) plans or provide for 
voluntary contributions to IRA plans.  Still, many young workers don’t take advantage of these opportunities as soon as they 
should.  Suddenly the kids are going away to college and retirement is no longer a lifetime away!  A quick review of current 
assets earmarked for retirement income often reveals the need for supplemental retirement income planning.

WHAT CAN BE DONE?
Supplemental retirement planning using life insurance is a non-qualified, tax advantaged way to use cash values for long term 
goals such as supplemental retirement income. A life insurance policy may offer tax deferred accumulation of cash values, 
potential tax-free income, access to the cash values through loan or surrenders and income tax-free at the death of the insured. 
A client has control of the policy and can access its surrender value at almost any time and for any reason.  A key benefit is the 
self completion feature provided by the income tax-free death benefit. Unlike qualified pensions and retirement plans such as 
IRAs and 401(k)s, life insurance is not subject to IRS restrictions, funding requirements, penalty for late distributions or penalty 
tax on early withdrawals.  

If the client is a key employee in his company, his employer may choose to recognize him through utilization of IRC Section 
162. This rewards the key employee with a bonus payment that is not subject to IRS approval or discrimination requirements 
normally associated with employee benefits.  The bonus payment is merely an additional salary perk for the employee, and will 
be an income tax deductible expense for the employer as long as the employee’s total compensation is reasonable.  The 
employee then uses this money to fund his personally-owned supplemental retirement plan through a life insurance vehicle as 
described above. This bonus must be reported as taxable income to the employee.  Some employers offset the additional tax 
burden by choosing to ‘double bonus’ key employees by providing not only the bonus payment, but also the amount of 
income tax that the employee would be paying out of pocket.
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