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Foreward

Business Valuation
Appraiser

At the end of the day, what’s in your wallet 
is determined by what’s in your wheelhouse. 1

The wealth management industry is on the threshold of major change. 
Accelerating advances in financial and insurance technologies, 
confusing regulatory compliance burdens, and changing attitudes and 
demands on the part of consumer investors are colliding to create a 
level of market disruption never before seen in the financial services 
industry.  For financial advisors, the future offers challenges, 
opportunities, and uncertainties.

In spite of the disrupters, financial advisors have an opportunity to reinvent 
themselves and future-proof their practices. By shifting the focus beyond disruption and 
onto the needs of customers, practitioners can strengthen their business models and 
enhance their revenues by delivering more value to clients. Embracing new service 
offerings and areas of expertise, including life settlements, is one way to achieve that.  

This white paper explores the changing landscape for financial advisors; explains the 
importance of innovating to stay competitive; and sets forth the following five major 
benefits of embracing life settlements as a new area of expertise:

Increase Professional Referrals

Demonstrate Fiduciary
Responsibility

Use New Expertise to Attract HNW 
Estate Planning Clients 

Deliver Creative Solutions for
Client Challenges

Generate New Opportunities for 
Revenue & Sales Commissions 



Challenges

Business Valuation
Appraiser

It’s been a decade since the 2008 financial 
crisis, but its legacy remains. Consumers are 
still trying to rebuild lost wealth while financial 
advisors are working to regain their clients’ trust. 

In addition to experiencing angst over post- 
crisis client retention strategies, advisors are 
struggling to keep pace with the technological 
revolution (FinTech).

FinTech, and its insurance industry subset 
InsurTech, are reshaping every aspect of 
traditional wealth management and changing the 
dynamics of the advisory relationship.

On the positive side, advisors are spending less 
time on tasks such as back office administration, 
case management, product research, invest-
ment management and portfolio rebalancing. 
More free time means building closer relation-
ships with clients. 

For insurance practitioners, technology-enabled 
innovations offer simpler products and stream-
lined customer experience. Accelerated under-
writing metrics based on digitally available 
medical data and facial analytics can be used to 
estimate an applicant’s life expectancy and 
eliminate traditional medical tests.

Adapting to a Changing Landscape
On the other hand, FinTech and InsurTech 
start-ups are beginning to circumvent the 
middleman and making it possible to deliver 
lower-cost insurance products and financial 
advice models (robo-advisors). For example, 
Ladder, a recent InsurTech startup, offers 
direct-to-consumer life insurance policies within 
minutes and does not charge annual policy fees 
or employ commissioned agents.

Advisors today have a full plate. Whether it’s 
soothing clients’ fears about the current financial 
market volatility, embracing new technology 
applications, or keeping pace with confusing 
compliance burdens, the financial advisor’s time 
is limited. 

From banking and lending, to wealth manage-
ment and insurance, consumer investors 
recognize they have more choices today and are 
challenging the status quo. Those who lived 
through the 2008 financial crisis have emerged 
from that experience with a stronger set of 
preferences and expectations regarding reduced 
fees and greater transparency. Some are turning 
to lower-fee robo-advice platforms. Others are 
simply demanding more from their professional 
advisors while expecting to pay less for it.

That’s why having an intentional strategy to stay 
competitive is not just an option, it’s a must.
 

Instead of thinking about being a fiduciary 
as an obligation or regulation, advisors 
should envision it as a new lifestyle.

— David Siegel, CEO, Investopedia
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Robo-advisors and other FinTech startups are disrupting 
the industry and traditional advisors need to adapt to 
the changing landscape.
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There’s a reason why 88 percent of the companies 
that were on the Fortune 500 list in 1955 are no 
longer around.

They failed to innovate. 

Other brands such as Paine Webber, Blockbuster, 
Arthur Andersen, Toys-R-Us, Borders, TWA and MCI 
WorldCom have also gone by the wayside due to 
competitive forces and their inability to reinvent 
themselves as market forces took their course. Why?

They failed to stay relevant.

Forward thinking financial advisors recognize that 
their livelihood depends on incorporating innovative 
client retention and client acquisition strategies, with 
an emphasis on personalized advisory expertise.

Innovating to Stay Competitive
But given the market disruption and post-crisis 
investor attitudes, most advisors are looking for 
reassurance as it relates to the overall future of the 
financial services profession and consumer demand 
for their services.  

The news is positive. The demand for financial 
advisors is expected to grow as the population ages. 

According to the U. S. Bureau of Labor Statistics' 
Occupational Employment Projections to 2024, 
personal financial advisors have the highest projected 
growth rate (29.6 percent) among professionals in the 
business and financial occupations group. The 
agency’s report noted that an aging population is 
expected to boost demand for personal financial 
advisors, as more people reach retirement age and 
look for help in securing their financial well-being.
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Gazing into the crystal ball, the future looks positive. 

Personal financial advisors have the highest projected 
growth rate among professionals in the business and 
financial occupations group.

— U.S. Bureau of Labor Statistics
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Challenges

Failed or not, the DOL fiduciary rule forced the 
industry to “up its game” and left a strong 
legacy. The initiative came to a halt in March 
2018 following an attempt by AARP to force 
financial advisors to put clients’ interests first. 
A three-judge panel at the U. S. 5th District 
Court of appeals ruled that the Department of 
Labor had exceeded its authority when it 
issued the rule.

While the DOL rule may be dead, the rule’s 
attempt to elevate the advisor’s duty to the 
client left an indelible mark on the financial 
services industry. The horse has left the barn 
and consumer expectations have been set. As 
Victor Hugo once said, “There is one thing 
stronger than all the armies in the world, and 
that is an idea whose time has come.”

Another by-product of the DOL rule is seen in 
the action taken by the Certified Financial 
Planner Board of Standards when it strength-
ened its fiduciary requirements for advisors 
holding the CFP® designation, including 
brokers. The rule is slated to go into effect in 

Upping the Fiduciary Game
the fall of 2019 and the underlying fiduciary 
principles are similar to those of the DOL rule. 

In addition to the CFP board’s action and 
similar SRO fiduciary initiatives, a number of 
states have also begun initiating their own 
fiduciary standards, including Massachusetts, 
Maryland, Nevada, New Jersey and New 
York.  

And then there are the administrative costs 
and revenue losses. Most wealth manage-
ment firms had already begun implementing 
back office changes in order to be in compli-
ance with the rule. In preparation for imple-
mentation, some wealth managers whose 
businesses were previously based on sales of 
commission products, shifted to charging fees 
as a percentage of assets under manage-
ment. The result for many was a substantial 
loss in annual revenue. InvestmentNews
noted in a recent article that revenue growth in 
2016 for IBDs took a hit due to a number of 
factors, including compressed margins, 
record-low interest rates, and lower-
commission products.

The new reality is that the DOL fiduciary rule 
continues to serve as a catalyst for change 
across the wealth management industry. It’s 
impact will be felt for years to come.

Instead of thinking about being a fiduciary 
as an obligation or regulation, advisors 
should envision it as a new lifestyle.

— Bob Veres, Financial Planning
       Magazine, May 2018
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Client acquisition and client retention are key to 
moving your business forward. And while it has been 
said that the price of progress is the pain of change,  
finding the right solution for your practice may not be 
as complicated as it may sound.

For some advisors, innovation can be as simple as 
adding a new area of expertise to their client 
services menu.

Enhancing your practice model by adding a new 
service such as life settlements can provide existing 
clients additional value, and help the advisor attract 
new clients. 

By being proactive and establishing yourself as the 
trusted resource for seniors seeking to sell their 
unwanted policies for the maximum amount 
possible, you can position your firm for future growth 
and distinguish yourself from competitors.

Once the light bulb goes on, the work begins. 

The Price of Progre�
 is the Pain of Change
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Moving Foward and Reaching New Heights
The first step in adding life settlements to your advisory services menu is to 
decide which of the following two models applies to your practice.

OPTION A  —  Non-Insurance Licensed Professional: 

This approach involves advising clients about the life settlement option 
and working with a life settlement broker to obtain the highest offer. The 
non-licensed advisor who refers the case to the life settlement broker 
receives no commission. But, the advisor has provided valuable expertise 
to grateful clients whose policies may have been on the verge of lapsing 
or clients who were planning to surrender policies back to the carrier for 
very little or no cash payment. 

This is the approach taken by many estate attorneys and CPAs who 
regularly refer their life settlement cases to Asset Life Settlements.

OPTION B — Insurance Licensed Professional: 

This approach involves advising clients about the life settlement option, 
working with a life settlement broker who negotiates the highest offer in 
the secondary market, and receiving a commission on the transaction. 
Most life-licensed insurance advisors use this approach.

In short, representing your clients in life settlement transactions and receiving 
a commission may require obtaining the proper licensing in your state. This 
means investing the necessary time to meet the licensure requirements of 
your state, and spending time learning about the secondary market for life 
insurance. 
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Since its inception more than 20 years ago, the 
secondary market for life insurance has grown steadily. 
Its staying power is attributed to the following factors: 

•  Provides policy sellers with an attractive
    alternative to lapsing or surrendering policies by
    delivering a cash payment far  beyond that of 
    cash surrender values; 

•  Offers an attractive rate of return for  investors. 

According to data released in June 2018 by The Deal 
publishing company, transactions grew by 19 percent in 
2017 and the market is projected to continue its upward 
trend.  The amount paid to insureds selling their policies 
increased to $612.82 million in 2017 from $488 million in 
2016. Institutional investment capital continues to flow 
into the market due to its non-correlation to the volatility 
of the traditional financial markets.

The market has also been strengthened by the efforts of 
the Life Insurance Settlement Association (LISA) along 
with prudent state regulatory initiatives that provide 
consumers with a comfort level that the market is safe. 

Unde�anding Life Settlements
Life settlement transactions are currently regulated in 42 
states and the territory of Puerto Rico, affording approxi-
mately 90% of the U. S. population protection under 
comprehensive life settlement laws and regulations.

Some states (including Florida) specify that life settle-
ment brokers have a “fiduciary duty” to act in the policy 
seller’s best interests when brokering the transaction in 
the secondary market in pursuit of the highest possible 
offer.

Other regulatory initiatives that help boost consumer 
confidence involve “consumer disclosure laws.” In 2010, 
the National Conference of Insurance Legislators 
(NCOIL) unanimously passed the Life Insurance 
Consumer Disclosure Model Act as a guide for state 
legislatures to follow in order to help educate policy 
owners about their options. 

Since the passage of NCOIL’s Model Act, numerous 
states have explored the issue of disclosure and a 
number of states have passed some form of consumer 
disclosure, including California, Georgia, Florida, 
Kentucky, Maine, New Hampshire, Oregon, Washington, 
and Wisconsin.

In the policy origination stage, the professional 
advisor facilitates the client’s application  and 
partners with the life settlement broker who 
negotiates the highest offer in the secondary 
market.
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Many financial advisors may not know that life settle-
ment brokers have a fiduciary duty to represent the 
policy seller’s best interests.

Once you encounter your first client whose unwanted 
policy may qualify for a life settlement, your first call 
should be to an experienced life settlement broker, 
such as Asset Life Settlements. 

At Asset Life Settlements, we use a turn-key approach 
to guide you through each step of the application 
process which eases the burden on you. During the 
underwriting process, we provide you with a checklist 
of action items for you and your client which involves 
assembling the proper medical records. 

Partnering with a Life Settlement Broker
As illustrated in the infographic below, the life 
settlement broker is an integral partner in optimizing 
the value of each life settlement transaction. 

This diagram illustrates that the primary function of 
the settlement broker is to submit the seller’s policy to 
multiple money sources (providers) in order to create 
a bidding competition in pursuit of the highest offer.  
Brokers must be knowledgeable about each 
provider’s purchasing guidelines and submit policies 
that align with the provider’s investment objectives.
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To learn more about life settlements and to download 
a copy of our infographic illustrating “The Three 
Stages of the Life Settlement Process”, go to: 
http://www.assetlifesettlements.com/Life-Settlement-
Process-04-10-18.pdf
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It’s important for financial advisors to know that 
providers (buyers of policies) represent their 
investors’ ROI interests.

The primary role of a life settlement provider is to 
function as a purchasing conduit for their institutional 
investors (money sources) who are seeking to 
acquire policies for inclusion in their investment 
portfolios. Each provider will typically have two-to-
four institutional money sources, and each money 
source will have different investment horizons which 
drive the acquisition price that the providers are 
willing to pay for each policy. 

When a provider purchases a policy from the insured, 
the policy owner is compensated with a lump sum 
cash payment. The provider who purchased the 
policy assumes all future premium payments until the 
policy matures (death of the insured). 

Unde�anding the 
Provider’s Role 

In representing the best interests of their investors, 
providers are seeking to purchase policies as 
cheaply as possible. Policies with lower annual 
premiums and minimal loans are often more 
attractive to providers than policies that are more 
costly to purchase and maintain.

In an effort to convince advisors or consumers to 
sell policies directly to them, some providers 
marginalize the role of the broker by stating in their 
promotional messages that life settlement brokers 
typically earn comp as high as 30 percent of the 
settlement value. The actual comp paid to brokers 
is a fraction of that percent, and because brokers 
(unlike providers) are required by law to disclose 
their comp to the seller, the veracity of that claim is 
easily dispelled.  
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To learn more about the very different roles of life settlement brokers and providers, read the article written by Scott 
Thomas (Co-Founder of Asset Life Settlements) as published by ThinkAdvisor (LifeHealthPro) found at this link: 
http://www.assetlifesettlements.com/provider-direct-life-settlements.pdf



Benefits
Five Reasons to Include Life Settlements in Your Wheelhouse
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Financial advisors have an opportunity to expand their professional referral 
network simply by announcing a new area of expertise, such as 
life settlements. 

A key element of that marketing strategy involves engendering trust and 
building rapport with estate and tax planning professionals. 
  
While most life settlement transactions are facilitated primarily by insurance 
advisors with the assistance of a life settlement broker, there are situations 
that may justify an interdisciplinary team approach. 

For example, the client’s estate planning attorney or tax advisor may want to 
give a prior nod of approval before selling a policy, even if their input is not 
required. Looping them into the process builds their confidence in you and lets 
them know you have your shared clients’ best interests in mind.

Engaging the client’s other professional advisors in the life settlement process 
promotes good will that goes a long way toward setting yourself apart from the 
competition and generating new client referrals.

To review an actual case example published by ThinkAdvisor (LifeHealthPro) where an 
advisor used this approach, go to the following link: http://www.assetlifesettlements.com 
/Jeff-Hallman-LifeHealthPro-Best-Practices-for-Life-Settlements-Feb2017.pdf

Increase Professional Referrals



Benefits
Five Reasons to Include Life Settlements in Your Wheelhouse
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As noted earlier, the now-defunct DOL rule left an indelible mark on the 
financial services industry and is forcing advisors to up their game regarding 
the client’s best interests. Client attitudes have shifted and in order to stay 
competitive, advisors will be expected to provide fiduciary-level services 
regarding all financial matters, even for services that may not require it.

One way to demonstrate the advisor’s commitment to fiduciary duty involves 
partnering with a life settlement broker to sell their client’s policy. As stated 
earlier, life settlement brokers have a fiduciary duty by law to represent the 
best interests of policy sellers. Fulfilling this duty involves shopping the policy 
to multiple buyers in pursuit of the highest possible offer.  

A second method to demonstrate that the advisor has the client’s best 
interests at heart is to offer to conduct annual reviews of the client’s life 
insurance assets. Senior clients with underperforming life insurance policies or 
seniors who are burdened with expensive premiums for policies they do not 
need or want, will be relying on their financial or insurance advisors to 
recommend the most favorable options. You can gain the client’s trust by 
setting forth all their options, such as reducing coverage, exchanging the 
policy for an annuity, or keeping the policy in force. In other instances, an 
annual review may reveal that a life settlement is far more advantageous than 
keeping the policy or allowing a policy to lapse.

To learn more, read our blog article on the topic of fiduciary duty and conducting a 

needs analysis which may be found at the following link: 

http://www.assetlifesettlements.com/blog-Fiduciary-Duty.html

Demonstrate Fiduciary
Responsibility
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Trust-owned life insurance is often considered the cornerstone of an estate 
plan. It enables the trust to provide a cash inheritance to survivors, to cover 
estate taxes, liquidate debt, or create a legacy through charitable gifts. But 
because of its long-term investment horizon to maturity, a trust-owned life 
insurance policy is often overlooked by those monitoring or managing the 
overall trust.

Taking the time to learn about life settlements and understanding the types of 
client scenarios where selling the policy makes the most sense is a worthy 
effort that adds value to the advisor’s practice. If the advisor’s goal is to attract 
high net worth clients with estate plans, understanding the nature of Trust-
Owned Life Insurance Policies (TOLI) is essential to mastering that strategy.

For example, some advisors discover when working with HNW clients that a 
Trust-Owned Life Insurance Policy (TOLI) is no longer relevant for estate tax 
planning. The cash assets in the client’s estate may be in jeopardy when used 
to pay expensive premiums for a policy no longer needed. In such a situation, 
a life settlement is a better solution than the alternatives such as lapse or 
surrender.

By establishing expertise in matters related to estate planning, financial 
advisors can leverage that knowledge (via blog articles and other communica-
tion strategies), to help attract similar clients or generate referrals from estate 
planning professionals. 

To learn more on this topic, read our blog article on what financial professions should 

know about TOLI and life settlements, found at the following link: 

http://www.assetlifesettlements.com/blog-What-Financial-Professionals.html
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Use New Expertise to Attract HNW 
Estate Planning Clients 
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The cash settlement from selling a life insurance policy is multiple times higher 
than a policy’s cash surrender value. One industry study found that life 
settlements provided sellers with an average of 409% more cash than 
surrendering the policies. In our experience, we’ve seen settlements as much 
as six times higher than CSV. 

Anecdotal research reveals that the most common reason policy owners sell 
unwanted life insurance policies is to help pay for medical expenses as they 
age. Proceeds from the settlement are often used as follows: 

•  Source of funds for LTC/longevity planning
•  Enhance retirement lifestyle
•  Investments or insurance products 
•  Eliminate debt
•  Finance home remodeling (aging in place)
•  Charitable gifts
•  Cash legacy for heirs

As your clients age, paying for healthcare expenses will be their number one 
challenge. Clients who retire in 2018 at age 65 will need to come up with 
approximately $280,000 to pay for health care and medical expenses through 
retirement, according to Fidelity. 

Fortunately, it’s not uncommon for policy sellers to receive as much as 
$200,000 for selling a policy with a death benefit ranging between $500,000 to 
$1 million. That’s why life settlement proceeds can go a long way in filling the 
void as you prepare your clients for aging-related expenses.

To learn more, read our blog article on how some policy owners are using the proceeds 

from life settlements to help finance care for Alzheimer’s patients. 

http://www.assetlifesettlements.com/blog-Families-of-Alzheimers-Patients.html
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Deliver Creative Solutions for
Client Challenges
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Clients recognize that achieving their financial goals requires competent expertise. 
They understand that the licensed professional advisor may receive compensation 
for his/her efforts in helping the client achieve financial well-being.

Skilled financial advisors with a fiduciary mindset are on alert when it comes to 
problem solving. They spend a substantial amount of time assessing the client’s 
financial position and identifying opportunities to problem solve.

Typical tasks may involve: Identifying at-risk policies before they lapse; evaluating 
older UL policies purchased when interest rates being credited to cash accounts 
were higher; reviewing UL policies impacted by recent cost of insurance (COI) 
increases; talking to retired business owners with key man policies that are no 
longer relevant; and conducting policy reviews to determine the continued relevance 
for Trust-Owned Life Insurance that may be draining the cash assets from an 
estate. 

At the conclusion of a life settlement transaction, the licensed advisor receives a 
commission which must be disclosed by law to the policy seller. 

An advisor may have up to four opportunities to generate revenue from one life 
settlement transaction involving the conversion of a term policy to a UL policy 
(the conversion from term to UL is necesssary in order to transact the life 
settlement). The following is a breakdown of four potential opportunities to generate 
revenue from one life settlement transaction:

•  Commission on the new UL policy (following term conversion to UL) 
•  Commission on the secondary market sale of the UL policy 
•  If proceeds from life settlement are used to purchase an annuity, the
    advisor will likely receive compensation from that transaction
•  Commission on annual premium renewal for converted UL policy

To learn more about life settlements for term conversions and key man policies, read our blog 

article found at http://www.assetlifesettlements.com/blog-Compelling-Case.html
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Generate New Opportunities for 
Revenue & Sales Commissions 



Conclusion
FinTech and other rapid technological advances are reshaping the role of financial 
professionals in both positive and negative ways. Post-crisis investor attitudes coupled 
with regulatory initiatives that emphasize fiduciary duty are forever changing the terms 
of the debate and impacting the way advisors interface with clients.

Navigating the challenges ahead can be rewarding for those financial professionals 
who have taken the time to future-proof their practices. Positioning your firm for 
success requires having a deliberate strategy that focuses on “problem solving.”  

By adding life settlement transactions to the advisor’s menu of consultatory services, 
practitioners can provide a value-added service to clients while expanding their own 
opportunities for revenue generation.  
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Copyright © 2018 Asset Life Settlements LLC. All rights reserved. Disclaimer: Services offered by Asset Life Settlements, LLC (“Asset”) may not be 
available in all states. Please confirm with an Asset representative. Asset does not provide – and the information contained within this communication is 
not intended to convey – financial, legal, accounting, tax, investment or securities advice. Asset encourages that such advice be obtained from the 
appropriate parties to determine, in part, the effects of selling an existing life insurance policy and whether selling such policy is more beneficial than 
other potentially available options, including simply maintaining the coverage already in place. Asset does not advise a policy owner to proceed with any 
transaction – the policy owner reaches his own decision and is free to accept or decline any offer.

Asset Life Settlements, LLC
1507 Park Center Drive, Suite 1B | Orlando, FL 32835

www.AssetLifeSettlements.com

S E C O N D A R Y   M A R K E T   A D V I S O R S   &   B R O K E R S
, LLC

Our business hours are 9:00 a.m. to 5:00 p.m. ET, Monday-Friday. 
We invite you to contact us if you have any questions about life 
settlements, or if you would like to discuss a potential case. 

We pride ourselves in being responsive and we promise to give every 
communication the attention it deserves. We also believe callers 
deserve to speak to a “live person,” which is why we have assigned a 
dedicated staff person to answer all inbound calls.  

1-855-768-9085




