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1000 years ago-a child born in 1000 
AD, on average, had a life 
expectancy of 24 years. 
 
100 years ago-a male child born in 
1903 had a life expectancy of 49 years, 
while a female had a life expectancy of 
51 years. 

 
9 years ago-a male child born in 2001 can be expected to live 78 
years, a female child 79 years. 
 
An article by Robert B. Friedland “Life Expectancy in the Future – A 
Summery of a Discussion Among Experts” states: “I’m guessing that your 
statement about people who are alive in 2010 living to be 120 might have 
come from some article looking at possible developments in the future due 
to medical progress. However, the statistics cited here show an increase of 
only 20 years in the life expectancy of Australians over the last century. 
Going by this, it seems rather too optimistic even to predict a life 
expectancy of 120 years for someone born in 2010, let alone for people of 
all ages alive at that time. It would mean that in less than 10 years, life 
expectancy would have to increase by approximately 40 years, ie twice the 
improvement achieved over the last 100 years. The article makes the 
following comment: “There is a good deal of debate about whether life 
expectancy will continue to increase, and there are two opposing schools of 
thought. Some analysts believe that there is a biological limit to an average 
life of around 85 years which has nearly been reached; others believe that 
life expectancy will continue to increase as a result of further medical 
advances and better lifestyles. There is no doubt that there is more room for 
improvement among some groups of the population than among others.” 
 
So, why is it that the carrier have chosen 120 as the magic number that is 
referred to as “lifetime” death benefits?  Although we all would like to 
think we will live to a ripe old age, you may want to discuss with your 
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client how important it is to them to have a 
guaranteed death benefit to age 120 or would age 
100 or 105 be appropriate for them? You may 
even what to have a discussion about their 
current health -  height, weight and any chronic 
conditions that may impact their longevity.  
Their lifestyle and the “controllable” risk factors: 
drinking, smoking or any higher risk activities 
like scuba diving, and piloting a plane, family 
history of health conditions that may affect 
longevity, which may influence their decision.  
What might influence their decision even more is 
the cost of coverage for shorter guaranteed 
periods.  Shorter guarantee periods cost less!  
Lets take a look at a 45 year old male, preferred 
non smoker for $1,000,000 of coverage who, 
according to the Office of the Actuary of the 
Social Security Administration has an average 
life expectancy of 77.78 years: 
  

Age Premium 
90 $7,114 
100 $7,218 
105 $7,358 
110 $7,924 
120 $9,745 

 
Obviously you do have to keep in mind that the 
average life expectancy is based on avengers of 
large groups of people and individual life 
expectancy will vary but, I think you get my 
point. 
 
You can differentiate yourself with your clients 
the next time you present guaranteed death 
benefit universal life (values and drawbacks) of 
talking life expectancy with your client.  It will 
cost them less to have all the benefit they need. 
 
Let Brown & Brown Associates get you 
competitive quotes on guaranteed death benefit 
UL with shorter death benefit guarantees today.  
It may be just what your client expects! 
 

 
 
 
You can still write a 30 year level term with on a 
65 year old, but looking at the rates you may 
service your clients life insurance needs even 
better showing them a guaranteed death benefit 
universal life with a 30 year rate guaranteed.  In 
fact, in our example of a 65 year old male, 
preferred non nicotine users can get $500,000 
death benefit 30 year term for $10,168 but the 
same client can get a guaranteed death benefit 
universal life with a 30 year guarantee for 
$9,182.  It’s worth a look. 
 
 
 
 
 
 
Many of your client’s older policies have loans 
that need to be reviewed. 
 

Here’s Why: 
·  Premium plus loan interest makes annual 

outlay too high! 
·  Interest on Loan NOT tax deductible! 
·  Mortality costs are probably high now. 
·  Face amount is lower because of the loan. 
·  Competition will go after the business! 
·  Your client will appreciate YOU! 
 

You’re Solution: 
 

1035 the cash value along with the outstanding 
loan to a new policy.  This being a 1035 
exchange there are no taxes due. After the 
transfer the loan can be gradually reduced and 
then eliminated.  The client can do this via policy 
withdrawals or by paying, out-of-pocket, a loan 
repayment amount until the loan, plus accrued 
interest, has been repaid. Note that if 
withdrawals are used it will reduce the death 
benefit. 
 
Learn more by calling us today for your Policy 
Loan Rescue case study, it’s free!! 

Something You May Know! 

Brown & Brown Associates, P.C., 800.747.4445 or 361.993.3820    
 moremoney@brownbrown-assoc.com 

Policies with Loans Need to be 
Reviewed 
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This Months Issue –  
 

Are Your Clients Really 
Going to  

Live to 120? 
 

Your clients Want 
and Need Long Term 

Care Insurance 
 

Brown & Brown Associates, P.C. wants to 
provide you and your clients with the 
knowledge and skills you deserve with 

experts in LTC insurance. For that reason 
we are working with a new partner for LTC 

insurance - LTCi Partners. 
 
By working with LTCi Partners, you have 
access to the highest quality long-term care 
insurance products available, equiped with an 
expert staff whose sole focus and passion is 
recommending long-term care planning 
solutions. 
 
From product education to advice on 
communicating the need, LTCi Partners will 
provide you with everything you need to fulfill 
this crucial portion of your client’s complete 
financial plan.  
 
Learn more about LTCi Partners and all they 
can do for you by request a copy of their 
welcome Kit at 800.747.4445 or 361.993.3820. 
 

New for 2010! 
Brown & Brown 

Associates Annuity Sales 
and Service Center 

 
Have you ever struggled, spending way to 
much time trying to find the right annuity 
product or answers to your annuity 
questions?  It’s easy when you have a 
trusted resource.  To your advantage Brown 
& Brown Associates now has a fully staffed 
Annuity Sales and Service Center.  With 
our new center you get: 

�  More carriers and product choice to 
fit your client needs 

�  Experienced sales staff to direct you 
to the right products 

�  Quick illustrations 
 

All just a phone call away 
 

If you are ready to learn more about how our 
NEW Annuity Sales Center can help you 
close more annuity sales, just give us at 
800.747.4445 (361.993.3820) or visit our web 
site at www.brownbrown-assoc.com, click the 
Annuity Service Center button on the home 
page. 
 


