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Indexed Universal Life 
Individual Life Insurance

Insurance products issued by  
Minnesota Life Insurance Company 
Securian Life Insurance Company

Since AG49 …  
Some products and indexing strategies have been created that utilize 
comparatively high fees and large multipliers. Although the maximum illustrated 
rates of these products comply with AG49, the illustrated cash value growth can 
be significantly affected by the high fees and large multipliers.

Comparing Indexed Universal Life (IUL) products
We feel you can no longer use illustrated rates as a gauge for how a policy is 
going to perform, and what the risk/return profile of an IUL might be.

In this example, both strategies show an illustrated rate of 5.85% - and much of 
the indexing specifications are similar. But, when you look closer, you see that 
Strategy B employs a multiplier and a fee.

The best and worst case won’t show up because the illustration is only going to 
show averages – and won’t show the impact of paying the fee during years of 
zero index crediting. A client using Strategy B needs to be prepared for years 
that the cash value decreases because of the fees.

Strategy A Strategy B
Traditional IUL High-fee/Large-multiplier

Illustrated Rate 5.85% 5.85%

Indexing 
Methodology

S&P 500®  
Annual point-to-point

S&P 500®  
Annual point-to-point

Cap 10.5% 9.25%

Participation Rate 100% 100%

Fee 0% 7.5%

Multiplier 0% 270%

Best case results 10.5% 15.6%1

Worst case results 
due to fees 0% -7.5%

This is a hypothetical example for illustrative purposes only.

Product comparison has 
become more difficult
AN IMPACT OF ACTUARIAL GUIDELINE 49 (AG49) AND 
HIGH-FEE/LARGE-MULTIPLIER PRODUCTS

What is AG49?
In 2015, AG49 was 
developed to bring 
uniformity to the 
illustrations of policies 
tied to an external index 
or indices by providing a 
reasonable maximum on 
the illustrated credited 
rate. Uniformity across 
illustrations helps clients 
more easily compare 
policies of different 
companies.2

However, it ’s also 
prompted the creation 
of very controversial 
product features: 
high fees and 
large multipliers.
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What might this look like in the real world?
From 2000-2009, the S&P 500® was down an average -0.7%. 

During that same time, the traditional IUL example (Strategy A) experienced a 
4.8% index credit, and although it had four years with 0% crediting – there were 
no negative impacts to a client’s cash value because of zero index crediting or 
indexing fees.

However, the story is a bit different with Strategy B. Its average index credit 
would have been 3.5% - but there were 5 years where the net result to the 
cash value was negative. The high-fee/large-multiplier strategy functioned as 
expected, accentuating the good years, but exposing the client to reduced cash 
values in other years because of the indexing fees. 

Illustrations and illustrated rates don’t really help a client understand the impact 
of the volatility of indexing credits – including these negative years.

THE VOLATILITY OF IUL PRODUCTS

Years S&P 500® Strategy A Strategy B

2000 -11.8% 0.0% -7.5%

2001 -10.0% 0.0% -7.5%

2002 -21.3% 0.0% -7.5%

2003 21.9% 10.5% 15.6%

2004 8.4% 8.4% 13.6%

2005 5.6% 5.6% 6.4%

2006 11.6% 10.5% 15.6%

2007 2.2% 2.2% -2.1%

2008 -35.6% 0.0% -7.5%

2009 21.6% 10.5% 15.6%

Average growth -0.7% 4.8% 3.5%

Negative years 4 0 5
This is a hypothetical example for illustrative purposes only.
Source: S&P 500® historical data 5-2019
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1. This represents the maximum index return at the cap, with the 
multiplier included, applied to the net amount of cash value after 
the annual fee has been paid. 
2. https://www.naic.org/cipr_topics/topic_life_insurance_
illustrations.htm 10/2018
Please keep in mind that the primary reason to purchase a life 
insurance product is the death benefit.
 Life insurance products contain fees, such as mortality and 
expense charges (which may increase over time), and may 
contain restrictions, such as surrender periods. Policyholders 
could lose money in this product. 
Product features and availability may vary by state. 
This comparison does not take all material factors into account 
and must not be used with the public. These factors include but 
are not limited to: investment options, rider availability, surrender 
periods, or fees and expenses.
These are general marketing materials and, accordingly, should 
not be considered investment advice or a recommendation that 
any particular product or feature is appropriate or suitable 
for any particular individual. These materials are based on 
hypothetical scenarios and are not designed for any particular 

individual or group of individuals (for example, any demographic 
group by age or occupation). The materials were prepared for 
financial professionals who are experienced in investment and/
or insurance matters. As a result, they should not be reviewed or 
relied on by any other persons. Securian Financial Group, and its 
affiliates, have a financial interest in the sale of their products. 
Insurance products are issued by Minnesota Life Insurance 
Company in all states except New York. In New York, products 
are issued by Securian Life Insurance Company, a New York 
authorized insurer. Minnesota Life is not an authorized New York 
insurer and does not do insurance business in New York. Both 
companies are headquartered in St. Paul, MN. Product availability 
and features may vary by state. Each insurer is solely responsible 
for the financial obligations under the policies or contracts it 
issues.
Securian Financial is the marketing name for Securian Financial 
Group, Inc., and its affiliates. Minnesota Life Insurance Company 
and Securian Life Insurance Company are affiliates of Securian 
Financial Group, Inc.
For financial professional use only. Not for use with the public. 
This material may not be reproduced in any way where it would 
be accessible to the general public.

So, what does this mean for you?
It is more important than ever to understand the details of the products you 
consider showing a client. When you request an illustration run at a particular 
rate, you will need to be aware of any high fees and large multipliers that result in 
comparatively aggressive illustrations, even though the illustrated rate seems low.

What is Securian Financial’s position on these types of products?
After extensive analysis, we feel that high-fee, large-multiplier products have a 
fundamentally different risk/reward profile than traditional IUL products.

Furthermore, because of a lack of transparency and consistency between carriers 
in regard to these product features, consumers and advisors may not have access 
to the necessary facts to make an informed decision.

We will continue to design and issue products that perform competitively, but will 
not create a high-fee, large-multiplier product until they can be illustrated and 
disclosed appropriately.


