Comparing indexed UL insurance

products can be confusing.
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Once you see ING [UL-CV,
the choice is clear.

ING Indexed Universal Life-CV
(ING IUL-CV)

Issued by Security Life of Denver Insurance Company

With so much design variation among Indexed Universal Life
(IUL) products, how do you decide which one is right for your
client? First, target the right client. One like John.

John has the typical IUL profile. In addition to his need for life
insurance, he has:

¢ A low to moderate risk tolerance

e Familiarity with major market indexes

e Preference for simplicity

What product design best matches John's profile?

Take a look inside...

Your future. Made easier.’™



One Index or Multiple

Which is simpler?

Although indexed universal life does not directly participate in any index fund,
stock or equity investment, the enhanced crediting potential within the policy
is based, in part, on the movements of a market index.

It's beneficial for clients to be familiar with the market index so they understand

how their policy works.

The ING Life Companies uses the S&P 500®" as its sole underlying index. Its
performance is considered to be representative of the stock market as a whole
and many people are familiar with it since it represents 75% of the total U.S.

equity market'.

Other carriers may use a multiple index strategy, including international indexes,
where the weighted average of several indexes is used.

JOHN’S THOUGHTS

The annual | L3 |
point-to-point ; :
method with a cap

made sense to me.

[t seemed to be the

simplest method and one that
| understood.

This is an important life insurance
purchase for me and | need to
make sure | understand what I'm
buying.

Variable Rate Loans

Does your client understand the added risk?

JOHN’S THOUGHTS

Some products use

one index in their
indexed strategy

and others use many.
Then there are many
ways the index credit can
be calculated. I'm not a
mathematician, so | was a little
concerned about choosing which
was best for me.

I'm familiar with the S&P 500°.

I'm definitely less familiar with
international indexes. In the end

| decided | wanted a product that
used just one index rather than
having to understand how multiple
indexes performed.

Index Crediting Methods
What method is easy-to-understand, yet competitive?

There are many different index crediting methods. Point-to-point methods can
be monthly, annual, inverse annual, two-year, five-year, and so on. There are also
monthly and daily averaging. Who can keep it all straight?

The ING Life Companies uses one straight-forward method that’s easy to grasp -
the one year point-to-point based on the S&P 500°. With a cap and 100%
participation rate, it's very easy to understand. This method simply takes the value
of the S&P 500° at the end of the period divided by the value of the S&P 500 at
the beginning of the period. Then the cap and guaranteed minimum interest rate
are applied to determine the credited rate. (To see a hypothetical example refer to page 11
of the ING IUL-CV Buyers Guide.)

Other methods may not be as simple. For example, the monthly point-to-point
method works almost like the annual point-to-point except that the caps are set
monthly rather than annually. However, the floor is still set annually, not monthly.

A policy using the monthly point-to-point method could have a 3% monthly cap
and a 0% annual floor. So it's possible for that policy to be credited 1% per
month for the first 11 months, but, if the index declines by 11% in the 12th
month, the earned interest would drop to the 0% floor rate.

JOHN'S THOUGHTS

The illustrations
for products

A variable rate loan? is designed so that the rate charged for the policy loans varies

based on a market index. Often the Moody’s Corporate Bond Yield Average is used.

The cash values held by the insurance company as collateral are then credited with
index returns using the exact same strategy as on unborrowed funds.

As long as the crediting rate on the collateral is higher than the rate charged for
the loan, the insurance company is basically paying consumers to borrow their
own money. At least that's what the illustrations would have clients believe.

These illustrated values show a static picture of a dynamic future. Though the

illustrations project a nice even gain on the loan each year, the client really bought

the index on margin using a variable rate loan. The index return is likely to
fluctuate from year to year, sometimes exceeding and sometimes falling short of
the illustrated return. The variable loan interest rate is also likely to fluctuate from
year to year. These fluctuations are likely to produce larger than illustrated
leveraged gains in some years and leveraged losses in others.

with variable rate
loans looked very
promising. A little too
promising, which concerned me.
Bottom line is, the index
performance is not guaranteed.

It could fall below the variable loan
interest rate. Then | would have to
pay interest. Plus | wouldn't receive
any indexed gains on my policy!

This just wasn’t worth the risk to me.

! Standard & Poor's®,” " S&P®," “S&P 500°," “Standard & Poor's 500," and “500" are trademarks of The McGraw-Hill Companies, Inc. and have been licensed for use by Security Life
of Denver Insurance Company. This product is not sponsored, endorsed, sold or promoted by Standard & Poor's and Standard & Poor’s makes no representation regarding the
advisability of purchasing this product. The S&P 500° (Standard & Poor's 500° Composite Stock Price Index) is an index of the stock performance of 500 publicly traded companies
that does not reflect the dividends payable on the underlying stocks. If the S&P 500® is discontinued, becomes unavailable or if calculation of the index is substantially changed, we
will substitute a successor index of our choosing (subject to the approval of the state insurance authorities) and communicate the change to you in writing.

? Loans and withdrawals requirements may vary by state and may generate an income tax liability, reduce available cash value, reduce the death benefit or cause the policy to lapse.
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Clients may be disappointed with the level and variability in the actual results when compared to the stable level
leveraged gains illustrated. Take this hypothetical variable rate loan? scenario, for instance.

ILLUSTRATED VALUES

There’s nothing inherently wrong with variable rate loans;
however you must make sure they're suitable for your client.
14.00% After all, if an IUL client is too risk averse or unsophisticated
to invest directly in the stock market, one has to wonder if

e 6.08% lllustrated Charged Rate === 7.95% lllustrated Credited Rate

L he/she is sophisticated enough to use a technique that
10.00% requires understanding two indexes and how they will
8.00% interrelate over time.
6.00% ING IUL-CV has a very predictable fixed loan interest design
4.00% that would fit John's profile. The rates in effect at the
2.00% point-of-sale when John signs his policy illustration are

0.00% guaranteed to not vary by more than 0.25%. So, if and
WY when John decides to initiate an actual policy loan, he'll
2004 2005 2006 2007 2008 know what to expect with ING IUL-CV.

Given the turbulent times in which we live, you should ask
yourself the key question: Is your client willing to take on
more risk with volatile variable rate loans? John wasn't.

ACTUAL RATES 2004-2008

(Assumes 12% cap and 1% guaranteed minimum interest rate. The credited rate is

== Actual Charged Rate = Actual Credited Rate
2 based, in part, on movements of the S&P 500° and the charged rate is based, in part,

14.00% on movements of the Moody's Corporate Bond Yield Average.)
12.00%
10.00%
8.00% \
6.00% -1
4.00% \/ A THE RISK: When the credited rate falls below the
el charged rate, your client would have to pay loan interest,
2.00% \l contrary to what the illustration shows.
0.00%

2004 2005 2006 2007 2008

The choice is clear. ING IUL-CV.

The IUL world can be complex and difficult for your client to understand, but it doesn’t have
to be. That's why there’s ING IUL-CV. It has a simple design with enhanced crediting potential
for long-term surrender values. It sure made John’s choice clear.

Typical IUL client profile Does ING IUL-CV match up?

e A low to moderate risk tolerance

e Familiarity with major market indexes } Y E S

e Preference for simplicity

Why ING IUL-CV? JOHN'S THANK YOU

' ' FINANCIAL
Easier tg understand. Easier to sell. PROFESCIGNAL
* Just one index | just received my ING
e Easy-to-understand indexing strategy Indexed Universal

Life-CV statement.
Better yet, | understand it!

Thanks for helping me get closer
to meeting my retirement goals.
| know | made the right choice
for me. -John

e No variable rate loans that can add risk

? Loans and withdrawals requirements may vary by state and may generate an income tax liability, reduce available cash value, reduce the death benefit or cause the policy to lapse.
For agent use only. Not for public distribution.



To learn more:

Call: Your ING Life Companies’ Representative or
ING Life Sales Support at 1-866-ING-SELL (866-464-7355)

Click: ING for Professionals at www.inglifeinsurance.com

ING Indexed Universal Life-CV, policy form series #1178, with both a fixed and an equity indexed strategy, may vary by state and may not be available in all states and is issued by
Security Life of Denver Insurance Company (Denver, CO), a member of the ING family of companies. All guarantees are based on the financial strength and claims-paying ability of
Security Life of Denver Insurance Company who is solely responsible for the obligations under its own policies.

Neither ING nor its affiliated companies or its representatives give tax or legal advice. Your clients should consult with their legal advisors regarding their individual situation.
These materials are not intended to be used to avoid tax penalties, and were prepared to support the promotion or marketing of the matter addressed in this document.
The taxpayer should seek advice from an independent tax advisor.
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