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September is Life 
Insurance Awareness Month
Today and every day, Nationwide is dedicated to providing tools and 
resources that can help Americans plan for the future.
From the basics, such as how to help clients choose the best life insurance product for their individual needs, 
to advanced topics, such as small-business planning, our resources cover a wide range of subjects to address 
what matters most.

Life insurance resources for clients

How to choose the 
right life insurance 
product
Learn how to choose 
the best option for your 
clients’ families.

> Visit the site

How much life 
insurance?
Learn how to arrive at 
the appropriate amount 
of life insurance for your 
clients’ particular needs.

> Visit the site

How much does life 
insurance cost?
Find out the average 
costs of life insurance 
and what factors impact 
life insurance rates. 

> Visit the site

Cover future long-
term care costs
Use life insurance to help 
with long-term care.

> Visit the site

Life insurance solutions 
for your situation
Learn about various uses 
of life insurance.

> Visit the site

Paying for a child’s 
education
Learn how life insurance 
may help pay for college.

> Visit the site

Pay off your 
mortgage
See how life insurance 
can be used to help 
protect a mortgage.

> Visit the site

How to prepare for a 
life insurance exam
Learn some simple ways 
to help clients prepare 
for a life insurance 
medical exam.

> Visit the site



 Resources for financial professionals

Nationwide is on your side

Sales idea

Using life insurance 
strategically
Life can be complicated. Clients rely on you for proactive strategies that can 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

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

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

Help high net worth clients avoid  
a hidden cost of self-funding  
long-term care 

High net worth clients have the assets 
to self-fund for long-term care (LTC) 
expenses if the need arises. But they 
might not realize that there could be 
a hidden cost to self-funding: estate 
taxes due on the funds left untouched. 
This white paper explores how a cash 
indemnity policy such as Nationwide 
CareMatters® II may help.

Download PDF
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Using life insurance 
strategically
As  you prepare for  
client conversations, use 
this guide to gain insight 
about the multiple roles  
life insurance can play  
in a well-rounded  
financial plan.

Get the guide    

Expanded 
acceleration 
Ages 18 to 50 applying for 
face amounts of $100,000 
to $5 million on eligible 
products

•   Risk classes of Standard 
rate class or better  
including tobacco

Ages 51 to 60 applying for 
face amounts of $100,000 
to $1 million on eligible 
products

•   U.S. citizen or 
permanent resident (10-
year green card status) 
or acceptable visas are 
eligible for acceleration

•   Our placement rate is 
95%, and there are no 
random holdouts

Convenient online 
interview 
Our online interview allows 
your clients to provide 
personal and health 
information through a 
secure and easy mobile-
friendly process

•   Clients provide an 
e-signature through 
DocuSign when the 
interview is complete

•   Phone support is 
available

•   A telephone interview 
option is also available,  
if preferred2

Real-time feedback 
on acceleration 
eligibility 
•   Get email updates as 

life applications move 
through the Intelligent 
Underwriting process

•   Find out whether your 
client qualifies for 
acceleration immediately 
after completion of the 
interview

•   Provides clear 
expectations on 
quick checks and lab 
requirement needs

A flexible approach 
If your client does not 
qualify for acceleration, 
our underwriters will work 
hard to see if they qualify 
for our other underwriting 
programs such as Wellness 
Credits which rewards a 
healthy lifestyle.3

Nationwide® Intelligent Underwriting | Benefits overview

Our Intelligent Underwriting process is a 
seamless experience for you and your clients.

FOR INSURANCE PROFESSIONAL USE ONLY – NOT FOR DISTRIBUTION TO THE PUBLIC

At Nationwide, we seek to make our underwriting process as simple as possible both for you and the clients you 
serve. You won’t want to miss the benefits of using our Nationwide Intelligent Underwriting process.1

Our Intelligent Underwriting process:

Includes expanded acceleration guidelines so that  
more of your clients qualify for accelerated underwriting 

Delivers a flexible approach to getting your clients the  
best rate 

Limits invasive requirements such as exams and labs

Provides an online interview option for your clients’ convenience

Nationwide® 
Intelligent 
Underwriting
Our Nationwide 
Intelligent Underwriting 
process is a seamless 
experience for you and 
your clients.

Get the overview

 
 
 

 
 
 

The insurance-based income 
solution 
Allison Anne Hoyt, JD, CLU 
Technical Director, Advanced Consulting Group

For many people, qualified retirement plans and Social Security will not provide 
enough money to maintain their standard of living in retirement.  Much more than 
just a death benefit, you may be surprised to learn that a cash value life 
insurance policy can be used to provide its owner with additional income in 
retirement.  The insurance-based income (IBI) solution is an excellent way to 
supplement retirement income while also providing death benefit protection 
during one’s working years.  

The IBI solution is a cash value life insurance policy that is intentionally designed 
to maximize tax-deferred cash value growth as well as tax-free retirement 
income.  Taxes are not owed on amounts that accumulate in a cash value life 
insurance policy; and if properly designed, taxes can be completely avoided and 
a tax-free income stream can be taken in retirement.1    

The policy owner makes the regularly scheduled premium payments. The policy 
owner has tax-preferred access to the policy’s available cash value in retirement 
and his or her beneficiaries receive the remaining death benefit income tax-free. 

 

The advantages of an IBI solution are multiple:  

• No contribution limits like qualified retirement plans and IRAs2  

• No impact on contributions to qualified or nonqualified plans  

• Tax-deferred cash value growth  

• No 10% early withdrawal penalties 

• No required minimum distributions  

• Potentially heightened creditor protection  

• Tax-preferred access to available cash value  

• Income tax-free death benefit paid to beneficiaries at insured’s death  

• Access to valuable riders like waiver of premium or long-term care 

 

KEY HIGHLIGHTS 
The IBI solution is a cash value 
life insurance policy, designed 
to maximize tax-deferred cash 
value growth 
 
 
The IBI solution allows the 
policy owner to access a 
stream of tax-free income in 
retirement, if structured 
correctly 

 
 
You might be someone who 
could benefit from the IBI 
solution if…  
 
 
The eight (8) layers of income 
tax insulation that can be 
provided by the IBI solution is 
a valuable potential benefit for 
future retirees 

The insurance-based 
income solution  
white paper
Learn more about how this 
option can help maximize 
tax-deferred cash value 
growth and provide 
potential supplemental 
income for retirement.

Get the paper

 

   
Life insurance

Experience the Nationwide® difference
Learn more

FOR FINANCIAL PROFESSIONAL USE — NOT FOR DISTRIBUTION TO THE PUBLIC

Experience the 
Nationwide® 
difference
We’re dedicated to 
helping you grow 
your business. 
Experience the value of 
having Nationwide on 
your side. 

Get the brochure

 
 

A guide to overcoming 
common client 
objections to life 
insurance
As you prepare for client 
conversations, use this list 
of common objections, 
along with some useful tips 
for how to overcome them.

Get the guide

 

 

Life tools and calculators
Use our life insurance illustration tools  
to help give your clients a comprehensive 
look at the features and potential benefits  
of Nationwide life insurance products  
before they buy. 

Visit the site



Your next steps: 
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 
Solutions Center:
1-844-867-8159

• Not a deposit • Not FDIC or NCUSIF insured • Not guaranteed by the institution 
• Not insured by any federal government agency • May lose value

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. 

This information is general in nature and is not intended to be tax, legal, accounting or other professional advice. The information 
provided is based on current laws, which are subject to change at any time, and has not been endorsed by any government agency.

When choosing a product, make sure that life insurance needs are met. Because personal situations may change (e.g., marriage, 
birth of a child or job promotion), so can life insurance and long-term care insurance needs. Care should be taken to ensure these 
strategies and products are appropriate. Associated costs, as well as personal and financial objectives, time horizons and risk 
tolerance should all be weighed before purchasing a product. Life insurance, and long-term care coverage linked to life insurance, 
has fees and charges associated with it that include: costs of insurance, which vary based on characteristics of the insured such as 
sex, tobacco use, health and age; and additional charges for riders that customize a policy to fit individual needs.

Nationwide Investment Services Corporation (NISC), member FINRA, Columbus, Ohio. Nationwide Retirement Institute is a division 
of NISC.

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, Nationwide Financial Network and On Your Side are service 
marks of Nationwide Mutual Insurance Company. © 2022 Nationwide
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