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Caregiving: The Crisis for 
Which We Can Prepare

COVID-19 has disrupted lives. Schools and daycares are closing, and parents are juggling new 

caregiving responsibilities and their job requirements. Transmission concerns complicate how 

we transact and interact. The world is scrambling to address its needs in the face of new 

constraints.

COVID-19 has complicated loved ones’ needs for care, too – restricting the ability to visit and 

assist. But needing and providing long-term care services has always been complicated.  

Genworth has conducted its Beyond Dollars study to examine the financial and emotional 

impacts of caregiving approximately every three years since 2010, and year after year the  

core story echoes and amplifies: Caring for a loved one disrupts lives.

Even among those families that did take some steps to prepare for their loved ones’ care 

needs, the vast majority, if they had it to do over, would take those steps sooner. It is 

Genworth’s fervent hope that this study helps more families to consider today what is possible 

down the road so that action that can be taken to lessen the potential negative impacts of 

caregiving. After all, every day until 2030, 10,000 Baby Boomers will turn 651 and seven out of 

ten of them will require long-term care services and support at some point.2

The need for long-term care is a crisis for which we can prepare.

1  “2020 Census Will Help Policymakers Prepare for the Incoming Wave of Aging Boomers” (census.gov), site accessed 10/11/21.
2   2021 U.S. Department of Health and Human Services (https://acl.gov/ltc/basic-needs/how-much-care-will-you-need).  

Site accessed 10/11/21.
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 � Compared to in the Beyond Dollars 2018 Study, participants in 2021 

reported care needs are more severe and longer lasting.

 � Fewer Care Recipients received care in a loved one’s home and Familial 

Caregivers reported providing less “companionship.” 

 � Less money was spent out-of-pocket in total, but more was spent on 

home modifications specifically. And spending had a greater toll, with 

every potential financial impact listed — from “using savings/retirement 

funds” to “reducing base quality of living” — being chosen more often in 

2021 compared to 2018.

 � On the bright side, study participants reported the existence of 

better resources, improved access to training, and more flexible work 

arrangements. Employers’ flexibility may have reduced the negative 

impact of caring for loved ones. 

 � Care Recipients had prepared for their need through the purchase of 

insurance coverage in less than a quarter of cases. Where Long Term 

Care Insurance (LTCI) was involved, parties reported less stress and 

lower out-of-pocket costs. 

Caregiving in COVID-19:  
Key Insights
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Reasons, setting and types of care 
vary, and needs are more severe 
and longer lasting.
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More loved ones suffered from age related physical limitations (47% from 44%), cognitive impairments 

(32% from 26%), and accidents requiring rehab (23% from 21%) compared to in the 2018 study. 

Causes for Care 2021

Care Could Be Needed for 
Many Reasons

He fell down 3 times in a 2-month period, 

had a pacemaker installed, needed to go to 

rehabilitation home/nursing home where  

he passed after 5 weeks. He couldn’t rehab 

(walk) whatsoever, also contracted COVID 

there, but did not pass because of COVID.  

He passed from Coronary Heart Disease.”

—Care Recipient’s Daughter

Accident Incidence Rising

0% 10% 20% 30% 40% 50%

Base = Caregivers (n=963)

Q25. What is/was the nature of [your/your [PERSON]’s] need for care?

47%

31%

32%

24%

23%

10%

13%

Age related 
physical limitation

Needed Assistance Due to Accident

Illness NET

Cognitive impairment

A chronic illness

Other

Long term rehabilitation 
from an accident

An acute illness 
like pneumonia

2013 2015 2018 2021

15%

19%
21%

23%
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Indicating a potentially elongating need for care, in 2018, the average duration of a care event  

was reported to be 3 years, while, in 2021, 3.5 years was the reported average. Also in 2021, those 

receiving care at home required more care than previously reported in 2018. 

Duration of Care Need

The Need Is Lasting Longer  
& Is More Severe

Level of Care Provided

0% 10% 20% 30%

Base = Caregivers  (n=963) / Base = Caregivers And Recipient Still Alive (n=847)^       

Q23. How long did you provide care for your [PERSON]?

Base = Recipient Received Care At Home 

Q79. What level of assistance do/did [you/they] require to continue living in [your/their] home?     

7%

15%

22%

2%

14%

17%

1%

12%

10%

Caregiver      (n=496)              (n=394)

6 years but less than 7 years

7 years but less than 8 years

3 years but less than 4 years

4 years but less than 5 years

5 years but less than 6 years

1 year but less than 2 years

2 years but less than 3 years

Less than 1 year

8 years or more

Assistance Needed in 
Most Facets of Daily 
Living (Top 2 Box)

Middle 3 Box

Very Minor  
Assistance Needed  
(Bottom 2 Box)

2021 2018

3 years or more  
NET: 46%

Mean in 2021

Mean in 2018

3.5
YEARS

3
YEARS

43%

8%

49%

49%

12%

39%

It was difficult  
to make some 
members  
understand all  
the work involved  
in caring for her.”

—Care Recipient’s Son
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Familial Caregivers might have spent less time providing care, but spent less “quality time.”

Hours Per Week Caring 

Less Time Spent,  
but Less Companionship

Types of Help Caregivers Provide

0%

0%

10%

20%

20%

40%

30%

60% 80%

Base = Caregivers  (n=963) / Base = Caregivers And Recipient Still Alive (n=764)   

Q22. Approximately how many hours of your time per week on average do/did you spend in caring for your [PERSON]?

Base = Caregivers (n=963)           Q16. Which of the following types of help did you provide?

17%

53%

2%

63%

71%

18%

52%

10%

60%

12%

39%

15%

57%

25%

1%

16 to 20

Coordination of  
care providers

21 to 30

Financial Assistance 

2 to 5

Medication management/ 
administration

6 to 10

Companionship

11 to 15

Decisions regarding the  
scope of care provided

Less than 2

Physical care 

Daily living assistance 

More than 30

Other

Mean in 2021

Mean in 2018

19
HOURS

21
HOURS

Non LTCI Owners are spending 

more hours (19.2 hrs) caring for 

the recipient vs. LTCI Owners 

(17.7 hrs)

In 2018,  

68% selected 

“Companionship”
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Care Recipients always say they prefer in-home care, and 2021 numbers match 2018 numbers  

for care at Recipients’ homes. But significantly fewer Care Recipients in 2021 moved in with a  

loved one to receive care.

Where Did They Want To Receive Care?

Care at Home:  
Desired, Not Delivered

My husband begged me  
not to put him in a facility.”

—Familial Caregiver

0% 20% 40% 60% 80%

Base = Care Recipient (n=299)           QNEW1. Where did you want to receive care?

19%

14%

79%

9%

15%

5%

13%

2%

At the home of a friend

At an assisted 
living facility

At the home of  
a family member

At a hospital  
(long term stay)

At a nursing home

At a day care facility

At my home

Other
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They went to a care facility for 
some portion of each day/week

They moved into another type of 
long term care facility or hospital

They moved into a nursing home

They moved to an assisted living facility

A health professional provided physical care/
assistance in their home or in my home

I provided physical care/
assistance in their home

Where Did They Receive Care

0% 10% 20% 30% 40% 50%

Base = Caregiver/Knowledgeable Family Member  (n= 1,026)          

Q38. Which of the following were involved in providing long term care for your [PERSON]?

10%

13%

11%

25%

42%

9%

12%

11%

13%

7%

10%

13%

2%

They moved into a more 
manageable home or downsized

They moved into another friend/family 
member’s home

The caregiver moved closer 
to help provide care

They moved closer to [me/the caregiver] 
in order to help provide care

Another friend/family member provided 
physical care/assistance in their home

They moved into my home

Other

Care at Home:  
Desired, Not Delivered (continued)

The incidence of a  
care recipient moving in  
with a family member  
dropped significantly,  
from 21% in 2018 to 11%  
in 2021, perhaps due to  
complications surrounding  
a wider exposure network  
given COVID-19.
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LTCI Owners were more likely to go into an Assisted Living Facility1 where residents may have had 

more space and accommodations than nursing homes typically provide. 

Insurance Influenced Where 
Care Received

Base = Caregiver/Knowledgeable Family Member  (n=1,026);     * Denotes Comparatively Small Base Size           

Q38. Which of the following were involved in providing long term care for your [PERSON]?

LTCI Owners 
(n=142)

LTCI Non-Owners 
(n=884)

I provided physical care/
assistance in their home

35% 43%

A health professional provided 
physical care/assistance in 
their home or in my home

28% 24%

They moved to an  
assisted living facility

25% 11%

They moved into a  
nursing home

17% 12%

They moved into another  
type of long term care facility 
or hospital

18% 12%

Moved Into 
Caregivers 

Home 
(n=66)

Received  
Care At  
Home 

(n=370)

Received Care  
at Day Care  

Facility 
(n=39)*

Moved  
Into Assisted 

Living 
(n=49)*

Moved Into 
Nursing  
Home 

(n=42)*

Guilt related to the limits 
of assistance you are 
able to provide

15% 22% 9% 35% 40%

Owners of Long Term 
Care Insurance were 
significantly more likely 
than Non-Owners to 
receive care in an Assisted 
Living Facility (25% of 
Owners vs 11% of Non-
Owners).

Non-Owners had a 
Familial Caregiver provide 
in-home assistance 43% of 
the time in 2021 compared 
to 35% of Owners.

There are, of course, more feelings of “guilt” associated with  

moving a loved one into a facility. 

1 in CA, Residential Care Facility
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Caregiving can negatively impact 
health and well-being. 
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Who are the Caregivers?

54% 40%
 of Caregivers are between the ages  

of 25–54 with an average age of 51

of Caregivers are likely an adult child  

taking care of an aging parent

57% 72% $69,300
of Caregivers have children  

under the age of 18 at home

of Caregivers are married  

or in long-term partnerships

Caregivers reported an average  

annual income of $69,300

31% 43% 39%
of Caregivers with children said  

caregiving negatively affected their 

relationship with their children

of partnered Caregivers said  

caregiving negatively affected their 

relationship with their spouse/partner

of Caregivers provided  

financial assistance to their loved  

one who needed care

48 52%

MALEFEMALE

51
AVERAGE  

AGE
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Significant portions of Familial Caregivers reported experiencing stress, less time to spend on 

themselves or others, negative moods, sleep deprivation, insomnia, a sense of isolation, guilt and/or 

weight gain as a result of providing care. 

Caregiving Affects  
Mental Health

Caregivers 
(n=963)

Stress 48%

Less Time [NET] 46%

Less time to take care of yourself 32%

Less time with children1 19%

Less time with spouse/partner 19%

Negative Mood [NET] 42%

Depression 24%

Mood swings 20%

Resentment 16%

Sleep deprivation 30%

Insomnia 21%

Sense of isolation 19%

Guilt 18%

Weight gain 17%

While 51% of all Caregivers 

indicated that the experience 

negatively affected their 

personal health and well-

being, Female Caregivers  

were more likely than Male 

Caregivers to report this 

negative impact (59% to 43%). 

1 Asked of those who have children

Base = Caregiver (n=963) 

Q59. Looking back, do you believe you may have experienced any of the following as a result of your [PERSON]’s need for long term care?

14/151



14

Caregiving Affects Mental Health (continued)

I don’t have a life outside of my daughter. I quit working  
an outside job, because of the enormous sense of guilt  
I felt about leaving her home all day alone and her not 
having a life. I gave up mine so she could have one. I’m self 
employed now, which is really hard. Only earn about $750 
per month (on top of her $794 Social Security Income). It’s 
awful to say and feel this way, but I’m thankful for COVID, 
because this is the first year since 2006 we haven’t lived  
in poverty due to me shutting down my business and 
qualifying for pandemic unemployment. I’d be earning 
about $60K yearly, if I could go back to work. It’s just so 
hard and I’m tired and I wish I could get a break sometimes. 
Have some time for myself. Maybe even meet people, so I 
can have friends. I feel so isolated and alone.”

—Familial Caregiver
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Caregivers’ savings and retirement 
funds are at risk.
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Familial Caregivers might have spent less money out-of-pocket in total in 2021 compared to 2018, 

but spent more on home modifications specifically. 

Total Out-of-Pocket Costs

Out-of-pocket Down; 
Modifications Up

Approximate Cost of Modifications

0%

0%

10%

10%

20%

20%

30%

30%

40%

40%

Base = Caregiver and Provided Financial Assistance or Care Recipient

Q20. Please provide a best guess estimate of the total out-of-pocket expenses you have incurred related to your [PERSON]’s care.

Base = Recipient Moved Into Caregiver’s Home And Modifications (n=82)

Q73. What was the approximate cost of those modifications?

21%

18%

17%

12%

11%

11%

36%

33%

14%

5%

20%

$2,001 — $5,000

$501 — $1,000

$5,001 — $10,000

$1,001 — $3,500

$500 or less

$250 or less

$501 — $2,000

$251 — $500

$10,000 or more

$3,501 — $5,000

$5,001 or more

Mean in 2021: $6,058  

Median in 2018: $1,400

2018 Mean: $10,423

Mean: $3,923 

Median: $500 

2018 Mean:  $2,726
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Though, again, out-of-pocket spending to address loved ones’ needs was down in 2021 compared 

to 2018, the reported impact of that relatively lower dollar amount was significantly more 

detrimental to a Familial Caregiver’s overall financial health in 2021.

Financial Actions Resulting From Need to Pay for  
Loved One’s Care 

Less Money Overall,  
but Greater Impact

2021

Caregivers 
2021 

(n=963) 2018

Caregivers 
2018 

(n=739)

Using savings/retirement funds 66% Using savings/retirement funds 63%

Cutting back on luxury expenditures 63% Cutting back on luxury expenditures 60%

Reducing contribution to savings/
retirement

54% Reductions in base quality of living 48%

Reductions in base quality of living 53%
Reducing contribution to savings/
retirement

42%

Reducing charitable giving 52% Reducing charitable giving 40%

Spending down funds intended for 
inheritance

50%
Spending down funds intended for 
inheritance

38%

Selling other personal possessions 43% Selling other personal possessions 35%

Using cash value inside life 
insurance policies

41%
Borrowing money from a friend or 
family member

31%

Borrowing money from a friend or 
family member

40% Taking out a loan 30%

Selling a home 39% Selling a home 28%

Base =Caregivers

Q21. Please select who was responsible for the financial related items below that directly or indirectly resulted from [you/your [PERSON]’s]  
need for long term care.
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Caregivers’ careers and livelihoods 
are impacted by providing care, but 
flexible work arrangements and 
resources are making it easier.
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Compared to 2018, Caregivers were more likely to utilize professionals in 2021 when seeking 

support and knowledge. Many utilized resources were deemed more helpful in 2021 versus 2018, 

hopefully indicating an upward trend in how society is addressing the needs of its aging population. 

What Resources Were Used?

Social Workers 23% 2 0 2 1 18% 2 0 1 8

Financial Professionals/Companies 20% 2 0 2 1 17% 2 0 1 8

Attorneys/Elder Law Specialists 11% 2 0 2 1 7% 2 0 1 8

More and Better Resources

Base = Total Respondents

Q63. Which of the following resources did you consult for the support and knowledge you needed?

Q64. On a scale from 1 to 7 with 1 representing not at all informative/helpful and 7 representing extremely informative/helpful, please 
rate how informative and/or helpful the following were.

Were the Resources Helpful?

Television Programs 70% 2 0 2 1 42% 2 0 1 8

Internet-Based Social Networks 68% 2 0 2 1 50% 2 0 1 8

Attorneys/Elder Law Specialists 66% 2 0 2 1 51% 2 0 1 8

Financial Advisors 65% 2 0 2 1 52% 2 0 1 8

Non-Profit/Council on Aging 61% 2 0 2 1 44% 2 0 1 8

Insurance Carriers 56% 2 0 2 1 41% 2 0 1 8

Company’s Human Resources Department 56% 2 0 2 1 39% 2 0 1 8
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Finding professional care was less difficult and required less time for Familial Caregivers in 2021 vs 

2018, likely due to improved online services.

Good Help Is Easier to Find

Ease of Finding Satisfactory Professional Care Providers

How Did You Research/Evaluate Professional Care Services?

Base = Received Care From Professional Caregiver;  
Base = Caregiver or Care Recipient and Received Care From Professional Caregiver  

Q34. On the following scale, how easy was it to find satisfactory professional care providers?/Q35. How did you research/evaluate 
professional care services?

Q36. To help provide a sense of the impact of using professional care providers, please fill-in the following to the best of your ability. 

Caregiver  
2021 

(n=113)

Caregiver 
2018  

(n=87)

Top 2 Box - Easy

Neither Easy Nor Difficult

Bottom 2 Box- Difficult

14%

32%

54%

16%

36%

48%
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Base = Received Care From Professional Caregiver;  
Base = Caregiver or Care Recipient and Received Care From Professional Caregiver  

Q34. On the following scale, how easy was it to find satisfactory professional care providers?/Q35. How did you research/evaluate 
professional care services?

Q36. To help provide a sense of the impact of using professional care providers, please fill-in the following to the best of your ability. 

Finding a high quality 
facility that would 
seriously take care of 
dad wasn’t easy but 
we managed.“

—Familial Caregiver

Caregivers 
2021 

(n=113)

Caregivers 
2018 

(n=87)

Average Number Of Hours Spent Researching/Evaluating 
Professional Caregivers 

6.8 7.6

Good Help Is Easier to Find (continued)

Average Caregiver Professionals Used & 
Hours Spent Researching
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Given COVID-19, use of web-based training went up while use of hands-on training decreased, but 

notably, compared to 2018, Familial Caregivers were more likely to feel “qualified” to provide the 

care needed of them.

Types of Training Caregiver Received

Caregivers Online &  
Feeling Qualified

Caregiver 2021 (n=963)                 Caregiver 2018  (n=739) 

Base = Caregiver and Provided Physical Care or Care Recipient received In-Home Care

Q39. Which, if any, of the following ways did you receive training for the care you provided?

Q61. On a scale of 1 to 7, how qualified did/do you feel [to provide the physical care required of you/your friends and family 
members were that provided care for you]?

0% 10% 20% 30% 40% 50%

9%

38%

8%

36%

22%

45%

30%

37%

23%

36%
Web-based training

Other

Written Materials

Hands-on training 
from professionals

None of the above

23/151



23

How Qualified Do You Feel You Are to Provide Care?

Caregivers  
2021 

(n=963)

Caregivers  
2018 

(n=739)

Top 2 Box - Qualified

Middle 3 Box

Bottom 2 Box - Unqualified36%

4%

60%

46%

6%

48%

There’s no  
handbook for this, 
not really. And  
the emotion and 
helpless feeling isn’t 
something anyone 
can prepare you for.”

—Familial Caregiver

Caregivers Online & Feeling Qualified (continued)

Base = Caregiver and Provided Physical Care or Care Recipient received In-Home Care

Q39. Which, if any, of the following ways did you receive training for the care you provided?

Q61. On a scale of 1 to 7, how qualified did/do you feel [to provide the physical care required of you/your friends and family 
members were that provided care for you]?

Top Box 28% 22%
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55% of Caregivers were employed full-time when their loved one required care. 51% of these family 

caregivers — 56% of women and 45% of men — reported that providing care “negatively affected” 

their ability to satisfy the requirements of employment. Similarly, 40% of men and 27% of women 

believed that they had lost a majority or more of their annual income as a result of caregiving.

Impact of Caregiving on Employment

Caregiving Negatively  
Affected Employment

Negatively Affected

No Effect

Positively Affected

Yes

No

It was hard with work and getting appointments 
at times that was best for me.” 

—Familial Caregiver

Base = Caregiver and Employed at time of need (n=626)

Q46. On a scale of 1 to 7 where 1 is “affected positively” and 7 is “affected negatively”, to what degree [did/does] [your long term care need/
caring for your [INSERT ANSWER FROM Q5]] impact your ability to satisfy the requirements of your employment? 

Q44. Do you believe you lost income due to [your long term care need /caring for your [INSERT ANSWER FROM Q5]] (working fewer hours, 
leaving a job, missing career opportunities, etc.)?

Was Income Lost as a Result of Caregiving?

56% of women and 45% of men, reported that 

providing care “negatively affected” their ability  

to satisfy the requirements of employment.

40% of men and 27% of women believed that  

they had lost a majority or more of their annual 

income as a result of caregiving. 

55%

51%

20%

29%

45%
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The flexibility of individuals’ work schedules may have made it easier to be a caregiver and an 

employee in 2021 compared to 2018. Reduced incidence of negative effects, fewer work hours 

missed, and more Caregivers moved closer to their loved ones.

Impact of Caregiving on Employment

But Work Flexibility Reduced 
Negative Impact

Caregivers 2021  
(n=321)  

Caregivers 2018  
(n=198)

Caregiver Hours of  

Work Missed (Per Week)

Caregiver Moved Closer 

to Loved One

0% 10% 20% 30% 40% 50%

23%

35%

46%

29%

27%

19%

35%

30%

32%

38%

23%

24%Missed career 
opportunities

Had/have to 
change shifts

Lost vacation/ 
sick time

Had/have to work 
fewer hours

Repeated absences 
from work

Repeatedly late 
for work

Base = Caregiver And Negatively Affected Employment (n=293) / Base = Caregiver, Negatively Impacted Employment,  
And Missed Work Time (n=200)

Q47. Below are some work-related outcomes that can occur when a family member requires assistance and care. Please select all that 
were/are a result of caring for your [PERSON].

Q48. Approximately how many hours on average per week do/did you miss work because of caring for your [PERSON].

Q40B. Did any friends or family members move or relocate their home to be closer to you while you were receiving care?

I did have to 
give up my full 
time job and 
take on a part 
time one.”

—Familial Caregiver

2021 Average
2021  
Percentage

2018 Average 2018  
Percentage

6
HOURS 52%

7
HOURS 26%
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Planning helps to mitigate stress 
and negative impacts.
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Belief in the importance of early planning increased during the COVID-19 pandemic, but inclination 

to purchase Long Term Care Insurance and utilization of its coverage has not changed.

Insurance Is Still the Step  
Not Taken

Q:  Should steps have been taken 

sooner to prepare for the long-term 

care need?

Q:  Was Long Term Care Insurance utilized 

to pay for care services?

Q:  Which of the following were utilized 

to pay for care services? (2021)

Base = Total Respondents

Q34. Looking back, do you believe that you [or your [PERSON]] should have taken steps sooner to prepare for [you/your [PERSON]’s] 
long term care need?

Q65. [If you had to go through the same process all over again of providing care to your [PERSON], which of the following will you want 
to have done/

If you had to go through the same process all over again of having to receive care, which of the following will you want to have done?]

Q12. Did [you/your [PERSON]] utilize any of the following when [you/they] required long term care assistance?

LTCI

Life Insurance with rider

Annuity with rider

NET Some Insurance used

2013

2015 2018

2021 2013

2015
2018 2021

Q:  Should you have purchased  

insurance to cover the potential  

need for long-term care?

2013
2015

2018 2021

14%

12%

4%

23%

12%

16%

19%

16%

12%

17%

15%

14%

15%

29%
14%

16%
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Base = Total Population

Q33. Prior to needing care, had [you/your [PERSON]] ever made plans to cover this type of situation?

Q34. Looking back, do you believe that you [or your [PERSON]] should have taken steps sooner to prepare for [you/your 
[PERSON]’s] long term care need?

Even those who planned wished they’d taken steps sooner.

It’s Never Too Early to Plan

Not knowing where to start led to procrastination on doing what 
needed to be done.”

—Familial Caregiver

At some point you realize that you need outside help and figuring 

out where this help is available & how to access it is a daunting task.”

—Familial Caregiver

Getting in touch with the correct agencies and setting up in-home 
care and making sure all the schedules mesh with doctor 
appointments — we scrambled through all that.”

—Familial Caregiver

I was expected to provide medical care with no knowledge 
including wound care, insulin shots, home IV, bathing, toileting, 
lifting him and carrying him, etc.”

—Familial Caregiver

Planned for  
LTC Possibility

Among Those Who Made 

Plans: Should Have Taken  

Steps Sooner

YES

35%

YES

78%

DON’T  

KNOW

15%

NO

50%

NO

22%
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In situations where LTCI was used, Familial Caregivers credited their loved ones as having “planned 

well.” LTCI typically provides a benefit for respite care, a service Familial Caregivers lauded or 

regretted not having. 

Planning Perceptions With & W/o Long Term Care Insurance

LTCI Is Associated With  
Better Planning

If You Had It to Do Over Again…

In cases where a loved one was receiving care at home, 25% of Familial Caregivers wished they’d 

been able to “make arrangements for someone to provide them a break.” This “respite care” is a 

benefit of Long Term Care Insurance.

Base = Care Recipient Was LTCI Owner; Base = Care Recipient Was Not LTCI Owner

Q124. How well would you say [you/your [PERSON]] planned for needing long term care?
With LTCI W/o LTCI

Top 2 Box – Planned Well

Middle 3 Box 

Bottom 2 Box – Planned Poorly

Top Box 

28%

66%

6%

38%

43%

34%

23%

19%

I had regular breaks from providing care for 5 years, and that 
helped significantly. Without that, doing this for any length  
of time would have been far more mentally exhausting.” 

—Familial Caregiver
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Out-of-Pocket Costs Emotional Effects

I’m always stressed. I don’t do things for myself or 
have a life of my own.”

—Familial Caregiver in situation without Long Term Care Insurance

Finding the money to pay for outside help to come 
in, then realizing I could no longer afford paid help. 
That was hard.”

—Familial Caregiver in situation without Long Term Care Insurance

With LTCI: 

61% reported $500 Or Less 

Without LTCI: 

48% reported $500 Or Less

With LTCI: 

34% associated “Stress”  

with loved one’s care need

Without LTCI: 

47% associated “Stress”  

with loved one’s care need

61% 34%

48% 47%

Where LTCI was utilized survey participants reported fewer out-of-pocket costs and less stress. 

Care Recipients with LTCI reported that, on average, 32% of their out-of-pocket costs were 

reimbursed by the insurance companies. 

LTCI Can Help Reduce  
Costs and Stress
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Where LTCI was used, perceptions were positive. But even where it was not, a majority of 

respondents believe LTCI would have improved their situation by reducing anxiety and bringing 

peace of mind.

Benefits Were Seen…

Your Loved One Had 
LTCI; Do You?

Your Loved One Had LTCI;  
What Is Your Impression Of LTCI?

LTCI Would Have 
Benefitted Care 
Recipient

YES

63%

YES

63%

NO

37%

NO

37%

Total 
(n=695)

Peace of mind 46%

Relief from the financial burden  
associated with long term care

42%

Less anxiety/More security 42%

Rest easier knowing that my care  
would be covered

39%

Better quality of care 38%

Relief from stress on the family 38%

Base = Care Recipient Was LTCI Owner (n=227); Base = Non-LTCi Group (n = 1,103) And Long Term Care Would Have Benefited

Q126. [You reported earlier that you do not have Long Term Care Insurance coverage] From your perspective, would Long Term Care 
Insurance have benefited [you/your [PERSON]]?

Q127. Which of the following are ways that you feel Long Term Care Insurance coverage might have benefited [you/your [PERSON]]?

Q116. What is your overall impression of Long Term Care Insurance?     Q136. What is your overall impression of Long Term Care Insurance?

0% 20% 40% 60% 80%

28% 71%1%

Top 2 Box – Positive                

Middle 3 Box                 

Bottom 2 Box – Negative

Ways LTCI Would Have 
Benefitted Care Recipient

YES
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Caregivers in situations where Recipients did not have LTCI are unlikely to have it themselves.  

The number one reason why not is the perception that they “can’t afford” the coverage.

…But Not Seized

Your Loved One Did 
Not Have LTCI; Do You?

You Don’t Have LTCI; Do You 
Have A Plan To Pay For Care?

Why Don’t You Have LTCI?

YES

36%
YES

32%

YES

28%

NO

64%
NO

68%

NO

40%

I DON’T 
KNOW

32%

Base = Not LTCI Owner

Q125. Do you personally have this type of  coverage?/QNew46. Do you have a plan for how you would pay for any long-term care services 
you could need in the future?

QNEW17. Please indicate your level of agreement with each of the following statements.

Ever Look Into Purchasing LTCI?

Can’t Afford: 37%

I Won’t Need It: 26%

I Have Enough  
Assets: 25%

I Won’t Qualify: 23% 

Applying Isn’t  
Worth Hassle: 23%

37%

26%

25%

23%

23%

How do you know what you  

can/can’t afford if you haven’t  

looked into the cost?
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Breaking inaction’s inertia is an obstacle. The advice from Caregivers is to hurdle it as soon as possible. 

Excuses & Advice

What Those Without LTCI Say

What Familial Caregivers Who Have Benefited From LTCI Say

I haven’t gotten around  
to it yet,”

—one Familial Caregiver said.

Plan ahead and consider 
Long Term Care Insurance.”

Open a long term care 
insurance policy.”

Prepare as early as you can 
and have a plan in place, if 
possible.”

We applied 1 year before 
his stroke for Long Term 
Care Insurance. We should 
have applied 10 years 
sooner.”

Save money for future 
assisted living needs. It is 
difficult to try to care for 
elderly parents on your 
own.  Having her in a 
facility to properly care 
for her and give her an 
enriching life on a daily 
basis is worth the cost 
and peace of mind.”

I just haven’t wanted  
to deal with it,”

—said another Family Member.
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About the Study 

Genworth sponsored the Beyond Dollars Study in 2010, 2013, 2015, 2018 and now in 

2021 to understand and share the perspectives of care recipients, familial caregivers and 

their wider support network.

Genworth conducted its latest Beyond Dollars Study in April 2021. The initial research 

population included 4,695 participants, of whom 1,325 qualified to participate based on 

their situations and experience. Nearly one-in-three (providing 963 completed surveys) 

qualified as Familial Caregivers, those individuals providing long-term care to loved 

ones. The study also reflects the experience and perspectives of 299 Care Recipients 

and 63 other Family Members with detailed knowledge of a long-term care event in their 

family (but not responsible for providing care).

When extrapolating to the total population of people requiring long term care 

services, this study looks at the responses provided by caregivers, the largest, most 

representative group, as opposed to the portion of survey participants qualifying as care 

recipients, a group that skews from the total population by nature of their physical and/or 

cognitive ability to participate in this online survey. 

40% percent of caregivers were providing care for a parent, step-parent or parental  

in-law (23% for their mother, 10% for their father). 46% were caring for a spouse and  

3% for a grandparent. 8% were providing long-term care for a sibling or child.

Caregivers were essentially evenly split between male and female, challenging a 

commonly held assumption that the caregiving role predominantly becomes women’s 

responsibility. Their average age was 51, and 72% were married. 60% of the loved ones 

receiving care were women, with an average age of 61, of whom 34% were married. A 

dedicated effort was made to ensure the survey population was ethnically representative 

of the United States – resultant data shows that the experience of needing care and 

providing care for a loved one does not vary depending on one’s ethnicity. 
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©2021 Genworth Financial, Inc. All rights reserved. 

For more information, visit

genworth.com/caregiving 
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101(g)(1) In General

For purposes of this section, the following amounts shall be treated as an amount paid by reason of the death of an insured:

101(g)(1)(A) 

Any amount received under a life insurance contract on the life of an insured who is a terminally ill individual.

101(g)(1)(B) 

Any amount received under a life insurance contract on the life of an insured who is a chronically ill individual.

101(g)(2) Treatmentof Viatical Settlements

101(g)(2)(A) In General

If any portion of the death benefit under a life insurance contract on the life of an insured described in paragraph (1) is sold or assigned to

a viatical settlement provider, the amount paid for the sale or assignment of such portion shall be treated as an amount paid under the life

insurance contract by reason of the death of such insured.

101(g)(2)(B) ViaticalSettlement Provider

101(g)(2)(B)(i) InGeneral

The term �viatical settlement provider� means any person regularly engaged in the trade or business of purchasing, or taking

assignments of, life insurance contracts on the lives of insureds described in paragraph (1) if�

101(g)(2)(B)(i)(I) 

Such person is licensed for such purposes (with respect to insureds described in the same subparagraph of paragraph (1) as the

insured) in the State in which the insured resides, or

101(g)(2)(B)(i)(II) 
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In the case of an insured who resides in a State not requiring the licensing of such persons for such purposes with respect to such

insured, such person meets the requirements of clause (ii) or (iii), whichever applies to such insured.

101(g)(2)(B)(ii) TerminallyIll Insureds

A person meets the requirements of this clause with respect to an insured who is a terminally ill individual if such person�

101(g)(2)(B)(ii)(I) 

Meets the requirements of sections 8 and 9 of the Viatical Settlements Model Act of the National Association of Insurance

Commissioners, and

101(g)(2)(B)(ii)(II) 

Meets the requirements of the Model Regulations of the National Association of Insurance Commissioners (relating to standards for

evaluation of reasonable payments) in determining amounts paid by such person in connection with such purchases or assignments.

101(g)(2)(B)(iii) ChronicallyIll Insureds

A person meets the requirements of this clause with respect to an insured who is a chronically ill individual if such person�

101(g)(2)(B)(iii)(I) 

Meets requirements similar to the requirements referred to in clause (ii)(I), and

101(g)(2)(B)(iii)(II) 

Meets the standards (if any) of the National Association of Insurance Commissioners for evaluating the reasonableness of amounts

paid by such person in connection with such purchases or assignments with respect to chronically ill individuals.

101(g)(3) SpecialRules for Chronically Ill Insureds

In the case of an insured who is a chronically ill individual�
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101(g)(3)(A) In General

Paragraphs (1) and (2) shall not apply to any payment received for any period unless�

101(g)(3)(A)(i) 

Such payment is for costs incurred by the payee (not compensated for by insurance or otherwise) for qualified long-term care services

provided for the insured for such period, and

101(g)(3)(A)(ii) 

The terms of the contract giving rise to such payment satisfy�

101(g)(3)(A)(ii)(I) 

The requirements of section 7702B(b)(1)(B), and

101(g)(3)(A)(ii)(II) 

The requirements (if any) applicable under subparagraph (B).

For purposes of the preceding sentence, the rule of section 7702B(b)(2)(B) shall apply.

101(g)(3)(B) OtherRequirements

The requirements applicable under this subparagraph are�

101(g)(3)(B)(i) 

Those requirements of section 7702B(g) and section 4980C which the Secretary specifies as applying to such a purchase, assignment,

or other arrangement,
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101(g)(3)(B)(ii) 

Standards adopted by the National Association of Insurance Commissioners which specifically apply to chronically ill individuals (and,

if such standards are adopted, the analogous requirements specified under clause (i) shall cease to apply), and

101(g)(3)(B)(iii) 

Standards adopted by the State in which the policyholder resides (and if such standards are adopted, the analogous requirements

specified under clause (i) and (subject to section 4980C(f)) standards under clause (ii), shall cease to apply).

101(g)(3)(C) Per DiemPayments

A payment shall not fail to be described in subparagraph (A) by reason of being made on a per diem or other periodic basis without regard

to the expenses incurred during the period to which the payment relates.

101(g)(3)(D) Limitationon Exclusion for Periodic Payments

For limitation on amount of periodic payments which are treated as described in paragraph (1), see section 7702B(d).

101(g)(4) Definitions

For purposes of this subsection�

101(g)(4)(A) TerminallyIll Individual

The term �terminally ill individual� means an individual who has been certified by a physician as having an illness or physical condition

which can reasonably be expected to result in death in 24 months or less after the date of the certification.

101(g)(4)(B) ChronicallyIll Individual

The term �chronically ill individual� has the meaning given such term by section 7702B(c)(2); except that such term shall not include a

terminally ill individual.

101(g)(4)(C) QualifiedLong-Term Care Services
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The term �qualified long-term care services� has the meaning given such term by section 7702B(c).

101(g)(4)(D) Physician

The term �physician� has the meaning given to such term by section 1861(r)(1) of the Social Security Act (42 U.S.C. 1395x(r)(1)).

101(g)(5) Exceptionfor Business-Related Policies

This subsection shall not apply in the case of any amount paid to any taxpayer other than the insured if such taxpayer has an insurable

interest with respect to the life of the insured by reason of the insured being a director, officer, or employee of the taxpayer or by reason of

the insured being financially interested in any trade or business carried on by the taxpayer.
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-cltc·1 Certif㘶cation f㘶r
l Long-Term Care

CL TC® 2023 Tax Summary 
Tax-Qualified Long-Term Care Insurance (LTCI) 

Type of Taxpayer Premium Deduction 
(Trad1t1onal Policies) 

Individual taxpayer who 
does NOT itemize 

Individual taxpayer who 
itemizes deductions 

(Schedule A) 

HSA, HRA & MSA 

Employee (W-2) 

(NON-owner) 

C-Corporation
Shareholder I Employee 

(with W-2) 

Including PCs and LLCs taxed as 
a C-corporation. 

No deduction. 

Treated as accident and health insurance. 
/RC §7702B(a)(1) 

Limited to lesser of actual premium paid or eligible L TCI premium. 
/RC §§213(d)(1)(D), 213(d)(10) 

Eligible L TC premium in 2023 (indexed):

Attained age in tax year Deductible premium limit 
$ 480 
$ 890 
$1,790
$4,770
$5,960 

Medical expense deduction is allowable to extent that such expenses (including 
payment of Eligible L TCI premium) exceed 7.5% of AGI 

/RC §§213(a), 213(f㘶 

Eligible L TCI premium is a qualified medical expense. 
IRC §223(d)(2)(A), 213(d)(1)(D)/RC §213(d)(1)(O) 

Premium paid by employee (e.g., "voluntary" or payroll deduction): 
• May NOT be paid through pre-tax cafeteria plan. /RC §125㠠塢
• May NOT be paid through FSA or similar arrangement. /RC §106(c)
• Deductible by employee who itemizes (subject to limitations above)

Premium paid by employer (ANY business type): 
• Employer provided L TCI treated as accident and health plan.

/RC §7702B(a)(3)
• Deductible by employer - NOT limited to Eligible premium (subject to

reasonable compensation). May also include spouse and other eligible
tax dependents. /RC §162(a)

• Total premium excluded from employee's income (NOT limited to Eligible
premium). Not subject to FICA, etc. /RC §106(a)

Treated as employee. (See above) 

(NOTE that premiums may NOT reduce or be allocated against any individual's compensation 
in any form; the premiums must be a true corporate expense.) 
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“Self-employed” 
business owners: 

Sole Proprietor, Partner, S-
Corporation >2% Shareholder / 

employee (W-2). 
Member of an LLC or PC taxed 

as any of above. 

NOTE: Limited Liability Corporation 
(LLC) is a legal, not tax, entity – 
based on how the entity files. 

Eligible for Self-Employed Health Insurance Deduction, which is taken “above-the-line” 
on Line 17 of IRS Form 1040 Schedule 1 (202�).  May also include spouse or other

eligible tax dependents.  IRC §162(l) 

Limited to lesser of actual premium paid or Eligible LTCI premium. 
IRC §§213(d)(1)(D), 213(d)(10) 

For eligible LTCI premium in 202� see above chart; Deduction is NOT limited to 7.5% of
AGI threshold. 

Taxation of Benefits

Reimbursement benefits are not included in income. 

IRC§§104(a)(3), 7702B(a)(2) 

Per diem (or indemnity) benefits are not included in income except amounts that exceed the greater of: 

• $420 per day
(202� indexed), or

• Total qualified LTC expenses.

IRC §§104(a)(3), 7702B(a)(2), 7702B(d) 

Return of premium (non-forfeiture) benefits: 
• Available only upon total surrender or death.
• May not be borrowed or pledged.
• Included in gross income to extent of any deduction or exclusion allowed with respect to premium.

IRC §7702B(b)(2)(C) 

Linked-Benefit LTCI 

LTC benefits paid from a Tax-Qualified (7702B) annuity or life insurance “linked benefit” plan are tax-free as noted 
above. IRC§7702B(e) 

Cash surrenders from a LTCI linked-benefit plan that paid LTCI benefits may have a reduced cost-basis. 
IRC§72(e)(11) 

__________ 

Premium payments for annuity or life insurance benefits in linked-benefit LTCI plans are NOT deductible. 
(Separate TQ LTCI continuation rider premiums may be deductible.) 

The information contained in this summary is provided with the understanding that it is not to be interpreted as specific tax or legal advice.  
Neither the Corporation for Certification for Long-Term Care, LLC, nor any of its employees or CLTC® designees are authorized to give legal or 

tax advice.  Individuals are encouraged to seek the guidance of their own qualified tax and/or legal counsel. 
©2022 CLTC, Inc.  (Rev. 2FWREHr 2022 – Rev. Proc. 2022-��)
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Tax Qualified Long-Term Care Insurance Policy Illustration

MutualCare® Custom Solution

Mutual of Omaha Insurance Company

Thomas Griffith

Presented By:

Mutual of Omaha

January 9, 2023

Designed For:

Mr Client & Mrs Client

Investment and insurance products are not FDIC insured and have no bank guarantee.

01/09/2023 6:02 PMPolicy Form: LTC13 Ver. 3.86.0.0

This is a proposal, not an offer, and is subject to underwriting.  This policy may not cover all of the costs associated with long-term care

incurred during the period of coverage.  Please carefully review the accompanying outline of coverage for a full description of policy

benefits and policy limitations and exclusions. Premium rates are subject to increase. A medical exam may be required for coverage.

Quote 001Thomas Griffith

North Carolina

Underwritten by Mutual of Omaha Insurance Company � Mutual of Omaha Plaza � Omaha, NE  68175 Page 1 of 4

ICC20465394
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Tax Qualified Long-Term Care Insurance Policy Illustration

MutualCare® Custom Solution

Mutual of Omaha Insurance Company

Plan Design Mr: Age 65 Mrs: Age 65

Designed for: Mr Client & Mrs Client

Household Status Partner - Both Insured Partner - Both Insured
Gender Male Female
Rate Classification Select Select
Policy Limit $216,000$216,000
Cash Benefits (25% of HHC) $1,500 per month $1,500 per month

Elimination Period 0 Days 0 Days
Benefit Duration 12 years (144 months) 12 years (144 months)

Reimbursement Benefits:

Nursing Home (NH) Up to $6,000 per month Up to $6,000 per month
Assisted Living Up to $6,000 per month Up to $6,000 per month
Home Health Care (HHC) Up to $6,000 per month Up to $6,000 per month
Elimination Period (Calendar Days) 90 Days 90 Days
Benefit Duration (NH) 3 years (36 months) 3 years (36 months)

Partnership Qualified Yes** Yes**

Inflation Protection

Inflation Protection Benefit 3% Compound Lifetime
 with Buy Up Option

3% Compound Lifetime
 with Buy Up Option

Total Premium CombinedMrsMr

15% Partner - Both Insured Savings -622.56 -1,041.13 -1,663.69
Your Annual Premium 3,527.79 5,899.74 9,427.53

Other Modes of Payment

Annual Premium 3,527.79 5,899.74 9,427.53
Semi-Annual Premium 1,799.17 3,008.88 4,808.05
Quarterly Premium 917.23 1,533.93 2,451.16
Monthly Premium 317.49 530.97 848.46

** The coverage advertised may meet the requirements for participating in a Long-Term Care Insurance Partnership Program in some

states. Under this Program, the policyholder may be able to protect assets from Medicaid spend-down requirements through a feature

known as 'asset disregard'. Nothing in a policy or certificate issued by a company is a guarantee of Medicaid eligibility, nor a guarantee of

any ability to disregard assets for purposes of Medicaid eligibility. Please also note that states do not take part in company-specific

marketing plans, and states do not endorse specific companies or company specific policy and certificate forms. If you have any questions

about the availability of this Program in your state, please contact the company or your state insurance department.

01/09/2023 6:02 PMPolicy Form: LTC13 Ver. 3.86.0.0

This is a proposal, not an offer, and is subject to underwriting.  This policy may not cover all of the costs associated with long-term care

incurred during the period of coverage.  Please carefully review the accompanying outline of coverage for a full description of policy

benefits and policy limitations and exclusions. Premium rates are subject to increase. A medical exam may be required for coverage.

Quote 001Thomas Griffith

North Carolina

Underwritten by Mutual of Omaha Insurance Company � Mutual of Omaha Plaza � Omaha, NE  68175 Page 2 of 4

ICC20465394
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Tax Qualified Long-Term Care Insurance Policy Illustration

MutualCare® Custom Solution

Mutual of Omaha Insurance Company

Age

Future Monthly
Benefit / Cost of

Care
Annualized
Premium

Years
Premium

Paid

Days on Claim to
Recover

Premiums Paid

Break Even Analysis

Cash Benefit Elimination Period: 0 Days

Elimination Period:  90 Calendar Days

Policy Limit: $216,000

Monthly Cash Benefit (25% of HHC):  $1,500

Designed for:  Mr Client - Age: 65 Rate Classification:  Select

Maximum Monthly Benefit: $6,000

Inflation Protection:  3% Compound Lifetime with Buy Up Option

Benefit Duration (NH):  3 years (36 months) Mode:  Annual

18$6,180$3,527.791 66

34$6,365$3,527.792 67

49$6,556$3,527.793 68

63$6,753$3,527.794 69

77$6,956$3,527.795 70

132$8,064$3,527.7910 75

170$9,348$3,527.7915 80

196$10,837$3,527.7920 85

211$12,563$3,527.7925 90

219$14,564$3,527.7930 95

220$16,884$3,527.7935 100

The "Future Monthly Benefit/Cost of Care" shows the value of the policy's "Maximum Monthly Benefit" over time based on the
Maximum Monthly Benefit and Inflation Protection option selected, as indicated at the top of this page. This illustration assumes
that actual covered expenses are equal to or greater than your Maximum Monthly Benefit and that the full Maximum Monthly
Benefit is paid for each month on claim.  The "Days on Claim to Recover Premium Paid" figures are calculated by taking the total
premium paid divided by the "Future Monthly Benefit/Cost of Care" multiplied by 30.

The premiums above are based on the coverage illustrated on page 2.

01/09/2023 6:02 PMPolicy Form: LTC13 Ver. 3.86.0.0

This is a proposal, not an offer, and is subject to underwriting.  This policy may not cover all of the costs associated with long-term care

incurred during the period of coverage.  Please carefully review the accompanying outline of coverage for a full description of policy

benefits and policy limitations and exclusions. Premium rates are subject to increase. A medical exam may be required for coverage.

Quote 001Thomas Griffith

North Carolina

Underwritten by Mutual of Omaha Insurance Company � Mutual of Omaha Plaza � Omaha, NE  68175 Page 3 of 4

ICC20465394
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Tax Qualified Long-Term Care Insurance Policy Illustration

MutualCare® Custom Solution

Mutual of Omaha Insurance Company

Age

Future Monthly
Benefit / Cost of

Care
Annualized
Premium

Years
Premium

Paid

Days on Claim to
Recover

Premiums Paid

Break Even Analysis

Cash Benefit Elimination Period: 0 Days

Elimination Period:  90 Calendar Days

Policy Limit: $216,000

Monthly Cash Benefit (25% of HHC):  $1,500

Designed for:  Mrs Client - Age: 65 Rate Classification:  Select

Maximum Monthly Benefit: $6,000

Inflation Protection:  3% Compound Lifetime with Buy Up Option

Benefit Duration (NH):  3 years (36 months) Mode:  Annual

29$6,180$5,899.741 66

56$6,365$5,899.742 67

81$6,556$5,899.743 68

105$6,753$5,899.744 69

128$6,956$5,899.745 70

220$8,064$5,899.7410 75

285$9,348$5,899.7415 80

327$10,837$5,899.7420 85

353$12,563$5,899.7425 90

365$14,564$5,899.7430 95

367$16,884$5,899.7435 100

The "Future Monthly Benefit/Cost of Care" shows the value of the policy's "Maximum Monthly Benefit" over time based on the
Maximum Monthly Benefit and Inflation Protection option selected, as indicated at the top of this page. This illustration assumes
that actual covered expenses are equal to or greater than your Maximum Monthly Benefit and that the full Maximum Monthly
Benefit is paid for each month on claim.  The "Days on Claim to Recover Premium Paid" figures are calculated by taking the total
premium paid divided by the "Future Monthly Benefit/Cost of Care" multiplied by 30.

The premiums above are based on the coverage illustrated on page 2.

01/09/2023 6:02 PMPolicy Form: LTC13 Ver. 3.86.0.0

This is a proposal, not an offer, and is subject to underwriting.  This policy may not cover all of the costs associated with long-term care

incurred during the period of coverage.  Please carefully review the accompanying outline of coverage for a full description of policy

benefits and policy limitations and exclusions. Premium rates are subject to increase. A medical exam may be required for coverage.

Quote 001Thomas Griffith

North Carolina

Underwritten by Mutual of Omaha Insurance Company � Mutual of Omaha Plaza � Omaha, NE  68175 Page 4 of 4
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SecureCare III
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SecureCare III
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SecureCare III
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Show Note
Male, age 65
Standard Non-Tobacco
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Case ID: 22209701 
TP 100,000.00 
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Show Note
Male, age 65
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Show Note
Male, age 65
Standard Non-Tobacco

SecureCare III
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Show Note
Male, age 65
Standard Non-Tobacco

SecureCare III

TP 100,000.00
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Show Note
Female, age 65
Standard Non-Tobacco
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Case ID: 22209720 
TP 100,000.00 
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Female, age 65
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Show Note
Female, age 65
Standard Non-Tobacco

SecureCare III
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Show Note
Female, age 65
Standard Non-Tobacco

SecureCare III

TP 100,000.00

Case ID: 22209720Page 16 of 16
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Hypothetical Illustration

ForeCare Fixed Annuity
With Long-Term Care Benefits
Issued by Forethought Life Insurance Company

Prepared For: Valued Client

Age: 65

State of Issue: North Carolina

Prepared On: March 21, 2023

Prepared By: Guest FIA Firm Name:

Input Summary: Premium: $100,000

LTC Coverage: Single Life - Premier

LTC Inflation Rider: Not Included

LTC Nonforfeiture Rider: Not Included

Married 2 Buy Discount: Not Included

Not a bank deposit Not FDIC/NCUA insured Not insured by any federal government agency No bank guarantee May lose value Not a condition of any banking activity
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ForeCare Fixed Annuity
With Long-Term Care Benefits

Hypothetical Illustration: Introduction

What is this document?

This is an illustration intended to help you understand how your fixed annuity Contract works. It
is not intended to predict performance and is not a guarantee of future performance. It depicts
how the Contract will perform and respond under certain assumptions that may or may not
come true. This illustration is not a fixed annuity contract.

About ForeCare Fixed Annuity

ForeCare is a fixed annuity with long-term care benefits that provides two or three times
(depending on underwriting eligibility) the amount of contract value in long-term care coverage
to spend on qualified long-term care expenses. Unlike a traditional long-term care product, with
ForeCare any contract value not used for long-term care expenses can be passed to your
beneficiaries as a death benefit. The additional long-term care coverage in excess of the
contract value is only available to use for a qualified long-term care benefit and will not become
part of the contract value or death benefit.

Fixed annuities are long-term insurance products designed for retirement purposes, in which all
interest and capital gains accumulate tax-deferred.

Guarantees are based on the claims-paying ability of Forethought Life Insurance
Company. Death benefits may be subject to ordinary income taxes, and may be included
in the contract owner�s gross estate for estate tax purposes.

Where to find additional product information

In addition to the Disclosure Document, you can find more information about ForeCare in the
product kit. The kit contains a product detail sheet and client guide that describe the product
features and benefits.

These materials are interdependent and together will give you a more complete picture of the
benefits of ForeCare as well as the associated risks, costs and tradeoffs.

About Global Atlantic

Global Atlantic Financial Group is a leader in the U.S. life insurance and annuity
industry, serving the needs of individuals and institutions. With differentiated
investment and risk management capabilities, deep client relationships, and a
strong financial foundation, the company has established a track record of
delivering proven, value-added solutions and long-term growth. Global Atlantic is
a majority-owned subsidiary of KKR, a leading global investment firm that offers
asset management and capital markets solutions across multiple strategies.

This illustration is accompanied by our Disclosure Document. The
Disclosure Document contains information regarding the fixed annuity
contract, which should be considered carefully before purchasing. Please
read the Disclosure Document carefully before purchasing.

For a list of key terms, please see the Key Terms and Definitions section.

THIS IS AN ILLUSTRATION ONLY. AN ILLUSTRATION IS
NOT INTENDED TO PREDICT ACTUAL PERFORMANCE.
INTEREST RATES, DIVIDENDS, OR VALUES THAT ARE
SET FORTH IN THE ILLUSTRATION ARE NOT
GUARANTEED, EXCEPT FOR THOSE ITEMS CLEARLY
LABELED AS GUARANTEED.
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ForeCare Fixed Annuity
With Long-Term Care Benefits

Hypothetical Illustration: Snapshot

Insured�s Name/Gender/Age: Valued Client/Male/65

State of Issue: North Carolina

Premium: $100,000

Withdrawal Charge Period: 9 Year

Guaranteed Rate Period: 1 Year

LTC Rider Monthly Charge (per $1 of Contract Value): $0.00125

LTC Inflation Rider: Not Included

LTC Nonforfeiture Rider: Not Included

Interest Rate Guarantee

Guaranteed Rate Period 1 Year

Contract Year 1 Total Annual Interest Rate 4.50%

Minimum Guaranteed Rate (years 2-9) 1.00%

Minimum Guaranteed Rate (years 10+) 0.10%

Coverage Summary

LTC Coverage
Single Life - Premier

(3X contract value)

Scheduled Accelerated Benefit Period 1 24 months

Scheduled Extended Benefit Period 1 48 months

Total Scheduled Benefit Period 1 72 months

Withdrawal Charge Schedule

Contract Year 1 2 3 4 5 6 7 8 9 10+

Withdrawal Charge % 8% 8% 7% 6% 5% 4% 3% 2% 1% 0%

The current interest rate is guaranteed for the first Contract Year. Renewal interest rates will
be declared at the beginning of each following Contract Year and will never be less than the
Minimum Guaranteed Rate.

In no case will the monthly rider charges for the Long Term Care Benefit coverage cause a
reduction in the end of a Contract Month�s Contract Value below the prior Contract Month�s
ending Contract Value reduced by the month�s withdrawals.

The non-guaranteed illustration assumes the annuity�s current interest rate will not change. It
is likely that it will change and actual values will be higher or lower than those in this
illustration but will not be less than the minimum guarantees.

The non-guaranteed values in this illustration are not guarantees or even estimates of the
amounts you can expect from your annuity. Please review the entire attached Disclosure
Document and Buyer�s Guide provided with your Annuity Contract for more detailed
information.

Guarantees are based on the claims-paying ability of Forethought Life Insurance
Company.

1 Actual benefit periods are likely to vary from scheduled benefit periods due to (a) interest credits, (b) use of benefits by joint insureds when applicable, (c) monthly benefit payments that are
less than the maximum benefit, and (d) the Optional Inflation Rider when applicable.
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ForeCare Fixed Annuity
With Long-Term Care Benefits

Hypothetical Illustration: Guaranteed Assumptions

Insured�s Name/Gender/Age: Valued Client/Male/65

State of Issue: North Carolina

Premium: $100,000

Withdrawal Charge Period: 9 Year

Guaranteed Rate Period: 1 Year

LTC Rider Monthly Charge (per $1 of Contract Value): $0.00125

LTC Inflation Rider: Not Included

LTC Nonforfeiture Rider: Not Included

LTC Coverage3

Contract
Year Insured Age Interest Rate Interest Credit

Rider
Charges1

Contract Value /
Death Benefit

Contract
Withdrawal Value2

Accelerated
Benefit / Contract

Value
Maximum

Extended Benefit Total LTC Benefit

Maximum
Monthly Benefit

(per Insured)

1 65-66 4.50% $4,463 $1,520 $102,943 $94,708 $102,943 $205,886 $308,830 $4,289

2 66-67 1.00% $1,023 $1,544 $102,943 $94,708 $102,943 $205,886 $308,830 $4,289

3 67-68 1.00% $1,023 $1,544 $102,943 $95,737 $102,943 $205,886 $308,830 $4,289

4 68-69 1.00% $1,023 $1,544 $102,943 $96,767 $102,943 $205,886 $308,830 $4,289

5 69-70 1.00% $1,023 $1,544 $102,943 $97,796 $102,943 $205,886 $308,830 $4,289

6 70-71 1.00% $1,023 $1,544 $102,943 $98,826 $102,943 $205,886 $308,830 $4,289

7 71-72 1.00% $1,023 $1,544 $102,943 $99,855 $102,943 $205,886 $308,830 $4,289

8 72-73 1.00% $1,023 $1,544 $102,943 $100,884 $102,943 $205,886 $308,830 $4,289

9 73-74 1.00% $1,023 $1,544 $102,943 $101,914 $102,943 $205,886 $308,830 $4,289

10 74-75 0.10% $103 $1,544 $102,943 $102,943 $102,943 $205,886 $308,830 $4,289

11 75-76 0.10% $103 $1,544 $102,943 $105,418 $102,943 $205,886 $308,830 $4,289

12 76-77 0.10% $103 $1,544 $102,943 $108,157 $102,943 $205,886 $308,830 $4,289

13 77-78 0.10% $103 $1,544 $102,943 $110,970 $102,943 $205,886 $308,830 $4,289

14 78-79 0.10% $103 $1,544 $102,943 $113,859 $102,943 $205,886 $308,830 $4,289

15 79-80 0.10% $103 $1,544 $102,943 $116,825 $102,943 $205,886 $308,830 $4,289

16 80-81 0.10% $103 $1,544 $102,943 $119,872 $102,943 $205,886 $308,830 $4,289

17 81-82 0.10% $103 $1,544 $102,943 $123,001 $102,943 $205,886 $308,830 $4,289

18 82-83 0.10% $103 $1,544 $102,943 $126,215 $102,943 $205,886 $308,830 $4,289

19 83-84 0.10% $103 $1,544 $102,943 $129,515 $102,943 $205,886 $308,830 $4,289

20 84-85 0.10% $103 $1,544 $102,943 $132,904 $102,943 $205,886 $308,830 $4,289

25 89-90 0.10% $103 $1,544 $102,943 $151,274 $102,943 $205,886 $308,830 $4,289

30 94-95 0.10% $103 $1,544 $102,943 $172,262 $102,943 $205,886 $308,830 $4,289

35 99-100 0.10% $103 $1,544 $102,943 $196,240 $102,943 $205,886 $308,830 $4,289

Illustrated values based upon minimum guaranteed crediting rates. Values shown as end of year and assume no prior withdrawals and no prior LTC benefit payments.

1 The rider charges shown are prior to any adjustment that may be applicable in a month.  The contract value at month-end is never reduced below the contract value at the prior month-end
(less any applicable withdrawals) due to the cost of the long-term care benefits rider.
2 Does not include impact of any applicable Market Value Adjustment (MVA)
3 LTC Benefit Coverage ignores the impact of subsequent interest credits and subsequent inflation rider increases, if applicable. Maximum Monthly Benefit assuming Elimination Period has
been met at point in time shown. The monthly benefit payable may not exceed the actual expenses incurred by the insured for Qualified Long Term Care expenses in the month. The
Maximum Monthly Benefit in a month is reduced proportionately for the number of days in a month in which no Qualified Long Term Care services were received by the insured. For contracts
with joint insureds, each Joint Insured is eligible to receive the Maximum Monthly Benefit for Qualified Long Term Care expenses; however, the total of all Joint Insured�s benefits will not
exceed the Total LTC Benefit shown above.

1656587.7  NOT VALID WITHOUT ALL PAGESPage 4 of 10

108/151



ForeCare Fixed Annuity
With Long-Term Care Benefits

Hypothetical Illustration: Non-Guaranteed Assumptions

Insured�s Name/Gender/Age: Valued Client/Male/65

State of Issue: North Carolina

Premium: $100,000

Withdrawal Charge Period: 9 Year

Guaranteed Rate Period: 1 Year

LTC Rider Monthly Charge (per $1 of Contract Value): $0.00125

LTC Inflation Rider: Not Included

LTC Nonforfeiture Rider: Not Included

LTC Coverage3

Contract
Year Insured Age Interest Rate Interest Credit

Rider
Charges1

Contract Value /
Death Benefit

Contract
Withdrawal Value2

Accelerated
Benefit / Contract

Value
Maximum

Extended Benefit Total LTC Benefit

Maximum
Monthly Benefit

(per Insured)

1 65-66 4.50% $4,463 $1,520 $102,943 $94,708 $102,943 $205,886 $308,830 $4,289

2 66-67 4.50% $4,595 $1,565 $105,973 $97,495 $105,973 $211,946 $317,919 $4,416

3 67-68 4.50% $4,730 $1,611 $109,092 $101,456 $109,092 $218,184 $327,276 $4,546

4 68-69 4.50% $4,869 $1,658 $112,303 $105,565 $112,303 $224,606 $336,909 $4,679

5 69-70 4.50% $5,012 $1,707 $115,608 $109,828 $115,608 $231,217 $346,825 $4,817

6 70-71 4.50% $5,160 $1,757 $119,011 $114,250 $119,011 $238,022 $357,033 $4,959

7 71-72 4.50% $5,312 $1,809 $122,514 $118,838 $122,514 $245,027 $367,541 $5,105

8 72-73 4.50% $5,468 $1,862 $126,120 $123,597 $126,120 $252,239 $378,359 $5,255

9 73-74 4.50% $5,629 $1,917 $129,832 $128,533 $129,832 $259,663 $389,495 $5,410

10 74-75 4.50% $5,795 $1,974 $133,653 $133,653 $133,653 $267,306 $400,958 $5,569

11 75-76 4.50% $5,965 $2,032 $137,586 $137,586 $137,586 $275,173 $412,759 $5,733

12 76-77 4.50% $6,141 $2,091 $141,636 $141,636 $141,636 $283,272 $424,908 $5,901

13 77-78 4.50% $6,322 $2,153 $145,805 $145,805 $145,805 $291,609 $437,414 $6,075

14 78-79 4.50% $6,508 $2,216 $150,096 $150,096 $150,096 $300,192 $450,288 $6,254

15 79-80 4.50% $6,699 $2,282 $154,514 $154,514 $154,514 $309,027 $463,541 $6,438

16 80-81 4.50% $6,897 $2,349 $159,061 $159,061 $159,061 $318,123 $477,184 $6,628

17 81-82 4.50% $7,099 $2,418 $163,743 $163,743 $163,743 $327,486 $491,229 $6,823

18 82-83 4.50% $7,308 $2,489 $168,562 $168,562 $168,562 $337,125 $505,687 $7,023

19 83-84 4.50% $7,524 $2,562 $173,523 $173,523 $173,523 $347,047 $520,570 $7,230

20 84-85 4.50% $7,745 $2,638 $178,631 $178,631 $178,631 $357,261 $535,892 $7,443

25 89-90 4.50% $8,954 $3,049 $206,512 $206,512 $206,512 $413,024 $619,536 $8,605

30 94-95 4.50% $10,351 $3,525 $238,745 $238,745 $238,745 $477,490 $716,234 $9,948

35 99-100 4.50% $11,967 $4,076 $276,009 $276,009 $276,009 $552,018 $828,026 $11,500

Illustrated values based upon non-guaranteed crediting rates. Values shown as end of year and assume no prior withdrawals and no prior LTC benefit payments.

1 The rider charges shown are prior to any adjustment that may be applicable in a month.  The contract value at month-end is never reduced below the contract value at the prior month-end
(less any applicable withdrawals) due to the cost of the long-term care benefits rider.
2 Does not include impact of any applicable Market Value Adjustment (MVA)
3 LTC Benefit Coverage ignores the impact of subsequent interest credits and subsequent inflation rider increases, if applicable. Maximum Monthly Benefit assuming Elimination Period has
been met at point in time shown. The monthly benefit payable may not exceed the actual expenses incurred by the insured for Qualified Long Term Care expenses in the month. The
Maximum Monthly Benefit in a month is reduced proportionately for the number of days in a month in which no Qualified Long Term Care services were received by the insured. For contracts
with joint insureds, each Joint Insured is eligible to receive the Maximum Monthly Benefit for Qualified Long Term Care expenses; however, the total of all Joint Insured�s benefits will not
exceed the Total LTC Benefit shown above.

1656587.7  NOT VALID WITHOUT ALL PAGESPage 5 of 10

109/151



ForeCare Fixed Annuity
With Long-Term Care Benefits

Hypothetical Illustration: Market Value Adjustment Example

Insured�s Name/Gender/Age: Valued Client/Male/65

State of Issue: North Carolina

Premium: $100,000

Withdrawal Charge Period: 9 Year

Guaranteed Rate Period: 1 Year

LTC Rider Monthly Charge (per $1 of Contract Value): $0.00125

LTC Inflation Rider: Not Included

LTC Nonforfeiture Rider: Not Included
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When you make a withdrawal the amount you receive may be increased or decreased by a Market Value Adjustment (MVA). If interest rates on which the MVA is based go up after you buy
your annuity, the MVA likely will decrease the amount you receive. If interest rates go down, the MVA will likely increase the amount you receive.

A Market Value Adjustment is applied only during the withdrawal charge period to both full withdrawals and to partial withdrawals in excess of the Free Withdrawal Amount. A MVA does not
apply upon the death of an owner, or upon LTC monthly benefit payments.

The graphs below show MVA-adjusted Contract Withdrawal Values (CWV) during the first 9 years of the contract under the same assumptions as illustrated on the Guaranteed and Non-
Guaranteed Assumptions scenarios in your illustration. All values are shown net of Withdrawal Charges. The green line indicates the most that the MVA will increase the amount you can
receive. The blue line shows the value assuming the MVA reference rate* does not change. The red line indicates the most that the MVA will decrease the amount you can receive.

Hypothetical CWV with MVA and Guaranteed Elements

Maximum
Increase with
MVA

No Change

Maximum
Decrease with
MVA

Hypothetical CWV with MVA and Non-Guaranteed Elements

Maximum
Increase with
MVA

No Change

Maximum
Decrease with
MVA

* The "MVA reference rate" on any date is equal to the 'Total Composite Yield-to-Worst of the Dow Jones Corporate Bond IndexSM' two business days before that date. The Dow Jones
Corporate Bond IndexSM measures the return of readily tradable, high-grade U.S. corporate bonds and is priced daily. This index is unmanaged and is not available for direct investing.
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ForeCare Fixed Annuity
With Long-Term Care Benefits

Hypothetical Illustration: Annuity Income Options and Illustrated Monthly Income Values

Insured�s Name/Gender/Age: Valued Client/Male/65

State of Issue: North Carolina

Premium: $100,000

Withdrawal Charge Period: 9 Year

Guaranteed Rate Period: 1 Year

LTC Rider Monthly Charge (per $1 of Contract Value): $0.00125

LTC Inflation Rider: Not Included

LTC Nonforfeiture Rider: Not Included

This annuity is designed to pay an income that can be guaranteed to last as long as the Annuitant lives. When annuity income payments are to begin, the income payment amounts will be
determined by applying an annuity income rate to the annuity Contract Withdrawal Value.

Available Annuity Options

Life Annuity
Life Annuity with 10 Years of Annuity Payments Guaranteed
Life Annuity with 20 Years of Annuity Payments Guaranteed
Joint and Last Survivor Annuity
Joint and Last Survivor Annuity with 10 Years of Annuity Payments Guaranteed
Guaranteed Payment Period
Guaranteed Payment Period Not to Exceed Life Expectancy

Hypothetical Annuity Income Illustration

The following hypothetical annuity income quotes are based on annuitization taking place at the later of age 70 or 10 years after issue and at the maturity date. The maturity date is the
contract anniversary on or immediately following the oldest owner's, or annuitant�s in the case of a non-natural owner, 100th birthday, however, clients may elect to annuitize at any time
following the first contract anniversary*.

Annuity Income Options Based on Rates Guaranteed in the Contract and Guaranteed Elements

Based on Rates Guaranteed in the Contract

Annuity Income Option
Assumed Owner Age when

Payments Start / Gender Surrender Value
Monthly Annuity Income Rate Per

$1,000 of Account Value Monthly Annuity Income

Life Annuity with 10 Years of Annuity Payments Guaranteed 75/M $102,943 $5.38 $554

Life Annuity with 10 Years of Annuity Payments Guaranteed 100/M $196,240 $8.74 $1,715

Annuity Income Options Based on Rates Guaranteed in the Contract and Non-Guaranteed Elements

Based on Rates Guaranteed in the Contract

Annuity Income Option
Assumed Owner Age when

Payments Start / Gender Surrender Value
Monthly Annuity Income Rate Per

$1,000 of Account Value Monthly Annuity Income

Life Annuity with 10 Years of Annuity Payments Guaranteed 75/M $133,653 $5.38 $719

Life Annuity with 10 Years of Annuity Payments Guaranteed 100/M $276,009 $8.74 $2,412

Surrender Values utilized for Guaranteed Element income options can be located on the Guaranteed Assumptions portion of your illustration while Surrender Values utilized for Non-
Guaranteed Element income options can be located on the Non-Guaranteed Assumptions portion of your illustration.

* State variations may apply
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ForeCare Fixed Annuity
With Long-Term Care Benefits

Hypothetical Illustration: Key Terms and Definitions

Accelerated Benefit

Long-Term Care Benefits payable will be paid first as
Accelerated Benefits and will reduce the Contract Value
and remaining Accelerated Benefits.

Age

The issue ages for ForeCare are 50-80. This illustration
assumes Insured, Owner and Annuitant are the same. The
illustration is based on the age of the Oldest Owner.

Contract Value / Death Benefit

This is the amount of accumulated Premium at the end of
each Contract Year, prior to receiving annuity payments. It
is also the amount available upon the Owner�s death, if it
occurs before the annuity payments begin. The Death
Benefit is not affected by withdrawal charges or the MVA.

Contract Withdrawal Value

The amount available at the end of each year if you
surrender the Contract after deduction of any Withdrawal
Charge before application of any positive or negative
MVA. See Snapshot page for table of Withdrawal
Charges.

Contract Year

All values are shown as of the end of the contract year
displayed except Monthly Benefit Payments. Monthly
Benefit Payments, when illustrated, are assumed to take
place at the beginning of each month.

Interest Credit

This is the amount of interest earned and credited to the
policy during the contract year shown.

Interest Rate

The rates of interest shown are annual rates which are
credited daily based on the Contract Value. The rates of
interest shown for the Non-Guaranteed values are based
on the current initial interest crediting rates. Current
interest crediting rates are declared by Forethought Life
Insurance Company. For the purpose of this illustration,
the Company�s current initial interest rate is used to
calculate the illustrated values after the first Contract Year.
Any actual renewal interest rates will very likely NOT be
the same as the illustrated renewal interest rates.

Maximum Extended Benefit

Long-Term Care Benefits payable will be paid first as
Accelerated Benefits, described herein. When Accelerated
Benefits have been exhausted, Long-Term Care Benefits
will continue to be paid as Extended Benefits.

Maximum Monthly Benefit

This is the Maximum Monthly LTC benefit assuming
Insured(s) have met Elimination Period at point in time
shown. The monthly benefit payable may not exceed the
lesser of (a) the Maximum Monthly Benefit, and (b) the
actual expense incurred by the insured for Qualified Long
Term Care Expenses in the month. The Maximum Monthly
Benefit in a month is reduced proportionately for the
number of days in a month in which no Qualified Long
Term Care services were received by the insured. For
Contracts with Joint Insureds, each Joint Insured is eligible
to receive the Maximum Monthly Benefit for Qualified Long
Term Care expenses; however, the total of all Joint
Insureds� benefits will not exceed the Total Benefit shown
above over the life of the contract.

Optional Inflation Protection Benefit Rider

This rider increases the Maximum Monthly Benefit
provided under the Rider for Long-Term Care Benefits to
reflect five percent annual compound inflation. The
remaining unused Maximum Extended Benefit Amount will
also be increased to reflect five percent annual compound
interest; however, the remaining unused Accelerated
Benefits balance will not be increased to reflect five
percent annual compound interest. There is a charge for
this rider. This rider can only be purchased if the Rider for
Long-Term Care Benefits is purchased.

Optional Nonforfeiture Benefit Rider

This rider provides continued long-term care coverage
over a shortened benefit period upon termination of the
Rider for Long-Term Care Benefits. This rider can only be
purchased if the Rider for Long-Term Care Benefits is
purchased.

Rider for Long-Term Care Benefits

This rider provides up to two or three times (depending on
underwriting eligibility) the amount of Contract Value in
long-term care coverage to spend on qualified Long-Term
care expenses. Benefits are subject to the maximum

monthly benefit. These benefits are only available to use
for a qualified Long-Term care benefit and will not become
part of the Contract Value or the Death Benefit.
Withdrawals, other than for qualified long-term care
expenses, will adversely affect the amount of coverage in
the future. This rider provides for the monthly payment of
Long-Term Care Benefits when an Insured receives
Qualified Long-Term Care Services, subject to the
applicable Elimination Period and Waiting Period, if any,
while he or she is a Chronically Ill Individual. Benefits are
payable first under the Accelerated Benefit provision of the
rider until the Accelerated Benefit is exhausted. Then
benefits are payable under the Extended Benefit provision
of the rider. The Accelerated Benefit pays Monthly Benefit
Payments for Qualified Long-Term Care Services that
reduce Your Contract Value without Withdrawal Charges
or Market Value Adjustments. The Extended Benefit pays
Monthly Benefit Payments for Qualified Long-Term Care
Services during the Extended Benefit Period, after the
Accelerated Benefit is exhausted. There is a monthly fee
for the long-term care rider. Therefore, the annuity return
will be less than the declared interest rate, due to payment
of the Long-Term Care rider fee. However, even after
deduction of the rider fee, the Contract Value at month end
will not be less than the Contract Value at the prior month
end, less any applicable withdrawals.

Rider Charges

There is a monthly rider charge deducted from your
Contract Value for the long term care benefit. The amount
of the charge depends on your age at the time of issue
and is applied to the Contract Value at the beginning of
each month. Please see the ForeCare Disclosure
Statement for additional details. The long term care rider
charge will be waived while you make withdrawals to pay
for long term care. There is a one-time charge at issue for
the Optional Inflation and Non-Forfeiture coverages, if
these riders are selected.

Total LTC Benefit

This is the total Long-Term Care Benefit coverage, equal
to the sum of Accelerated Benefits and the Maximum
Extended Benefit Amount.

1656587.7  NOT VALID WITHOUT ALL PAGESPage 8 of 10

112/151



ForeCare Fixed Annuity
With Long-Term Care Benefits

Hypothetical Illustration: Important Information

Global Atlantic Financial Group (Global Atlantic) is the marketing name for The Global Atlantic Financial Group LLC and its subsidiaries, including Forethought Life Insurance Company and
Accordia Life and Annuity Company. Each subsidiary is responsible for its own financial and contractual obligations.  These subsidiaries are not authorized to do business in New York.

ForeCare is a single premium tax-deferred annuity with qualified long term care benefits issued by Forethought Life Insurance Company, 10 West Market Street, Suite 2300, Indianapolis,
Indiana. Forethought Life Insurance Company is a subsidiary of Global Atlantic Financial Group Limited. Available in most states with Contract FA1101SPDA-01 with Rider for Long Term
Care Benefits Form LTC2000-01, Optional Inflation Protection Benefit Rider Form LTC2001-01, and Optional Nonforfeiture Benefit Rider Form LTC2002-01. It is not available for IRA and
Roth IRA plans.

Guarantees are based on the claims-paying ability of Forethought Life Insurance Company and assume compliance with the product�s benefit rules, as applicable.

Products and features are subject to state availability and variations. Read the Contract for complete details.

A fixed annuity is intended for retirement or other long-term needs. It is intended for a person who has sufficient cash or other liquid assets for living expenses and other unexpected
emergencies, such as medical expenses.

This information is written in connection with the promotion or marketing of the matter(s) addressed in this material. The information cannot be used or relied upon for the purpose of avoiding
IRS penalties. These materials are not intended to provide tax, accounting or legal advice. As with all matters of a tax or legal nature, you should consult a tax or legal counsel for advice.

Withdrawals, taken for purposes other than qualified long-term care benefits and Rider for Long Term Care Benefit costs, will reduce the total amount available for long-term care benefits on
a pro-rata basis. A tax advisor should be consulted prior to taking withdrawals. A withdrawal in excess of the Free Withdrawal Amount* (other than for long-term care benefits and costs) may
be subject to Withdrawal Charges and Market Value Adjustments (state variations apply). Withdrawals of taxable amounts are subject to a 10% IRS federal tax penalty if taken before age
59½. Cash withdrawals and annuitization options may impact subsequent long-term care coverage. Long-Term Care Rider charges and benefits paid are not taxable if the Contract Value is
used for long-term care benefits.

This illustration should not be considered a guarantee or estimate of amounts to be paid. Illustrated Values assume that Forethought�s current interest crediting rates will
continue unchanged. This is NOT likely to occur and actual results may be more or less favorable than those shown in this illustration. Please refer to the Disclosure Documents
and Buyer�s Guide for more detailed information about your annuity.

*Free Withdrawal Amount: In any Contract Year, you may withdraw the greater of the two following values in that policy year without a Withdrawal Charge or Market Value Adjustments.

� Sum of the monthly payments for Qualified Long-Term Care services.

� 10% of the beginning of the year�s Contract Value.
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ForeCare Fixed Annuity
With Long-Term Care Benefits

Hypothetical Illustration: Acknowledgment

Applicant Acknowledgement

By signing below, I certify that I have received and reviewed a copy of this illustration and understand the long term nature of the annuity Contract for which I am applying. I acknowledge that
I have been provided a copy of the ForeCare Disclosure Statement as well as a Buyer�s Guide which contains important information about the ForeCare annuity. I also acknowledge and
agree that my agent has informed me of the elements of this long-term care annuity which are guaranteed as well as the elements of this long-term care annuity which are not guaranteed.
Further, I acknowledge that any non-guaranteed elements of the annuity that I am applying for are subject to change and may result in annuity Contract Values and benefits which are higher
or lower than those shown on the illustration.

Date Signature of Applicant(s)

Agent Acknowledgement

I certify that this illustration has been presented to the Applicant and that I have explained that all non-guaranteed elements illustrated are subject to change. I have made no statements that
are inconsistent with the illustration.

Date Signature of Agent
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Do you have a plan allowing you to age in place? 

7 out of 10 people will
require long-term care in 
their lifetime.1

66% say healthcare and
long-term care costs are 
their primary worry.2

88% of adults between
ages 50-80 want to age in 
place.3

Everyone wants an active, independent lifestyle and protection from 
the high cost of long-term care.

Now they�re connected, with Bridge.

1

Bridge

Wellness

Long-Term
Care Plan

Protect & Grow
Your Assets

THIS IS A SOLICITATION OF LONG-TERM CARE INSURANCE BY EQUITRUST LIFE INSURANCE COMPANY AND AN AGENT/INSURANCE PRODUCER MAY 
CONTACT YOU. 

this Calculator are hypothetical and are based upon the information provided by you. This Calculator is not part of your Contract and is not meant to be a 
substitute for your Contract or Illustration.  

Bridge

PAGE      OF 6

Prepared For: 
State: 
Prepared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 
Initial Premium: 

2020 U.S. Department of Health and Human Services https://acl.gov/ltc/basic-needs/how-much-care-will-you-need
Edward Jones, The Four Pillars of The New Retirement: What a Difference a Year Makes, August, 2020
University of Michigan, Older Adults Preparedness to Age in Place, April 2022

ET-BRG-CAL (08-22)

NC
6/16/2023

65

Preferred
315%
$100,000
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2

Better Wellness

To make successful aging more achievable, EquiTrust has partnered with Assured Allies to offer the 
NeverStop Wellness Program. 

NeverStop combines data, technology, and a science-based approach to shift the aging trajectory and 
reduce the risks of premature, age-related decline. Plus it offers access to personalized health plans, a 
health coach and the opportunity to earn additional long-term care coverage through active participation. 

Financial wellness, now.

opportunity for accumulation if you don�t.

Bridge

PAGE      OF 6

Prepared For: 
State: 
Prepared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 
Initial Premium: 

ET-BRG-CAL (08-22)

NC
6/16/2023

65

Preferred
315%
$100,000
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4. Genworth, 2021 Cost of Care Report, January 31, 2022
5. AARP, 5 Things You Should Know About Long-Term Care Insurance, March 1, 2018
6. Nationwide Insurance, Half of Americans fear falling more than cancer and want to age in home without stairs, November 17, 2021

Better Access

Traditional Long-Term Care Insurance

$4,867 per month ($160/day): maximum
typical payout for nursing care
(for up to 3 years commonly)5

$0

$3,750 per year: average premium for a
65-year-old couple ($313/month)5

3

Cost Per Month for Skilled Care (median cost)

$7,908 semiprivate nursing home room4

$5,148 home health aid4

$4,500 assisted living4

Bridge vs. Savings Account

80% of people do not have a solution to 
cover costs associated with assistance 

with activities of daily living.6

The cost for skilled care can quickly 

care expenses that may far exceed your
premium.  You have peace of mind 
knowing you have funds set aside for 
aging related expenses, plus a wellness 
program empowering you to determine 
where and how you age.   

residual value

This example is hypothetical and intended to show the difference between receiving Bridge payments to cover long-term care services versus paying for those 
services out of premium accumulated at a rate of 3.00%.  The self-funding numbers ignore the impact of taxes.

Bridge

PAGE      OF 6

Prepared For: 
State: 
Prepared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 
Initial Premium: 

ET-BRG-CAL (08-22)

ce between receiving Bridge payments to cover long-term care services versus paying for those 
elf-funding numbers ignore the impact of taxes.

NC
6/16/2023

65

Preferred
315%
$100,000
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Max Coverage Ratio: 
                Guaranteed Vested Bene Base

Guaranteed Accumulation Value  

Selected Coverage Ratio:  
                Guaranteed Vested Bene Base

Guaranteed Accumulation Value

Min Coverage Ratio:  
                 Guaranteed Vested Bene Base   

Guaranteed Accumulation Value  

4

Coverage Ratio vs. Guaranteed Accumulation Value

The Coverage Ratio provides additional long-term care coverage (depending on underwriting eligibility) above the amount of the contract value.   The additional 

the graph assume no withdrawals are taken and 100% of the premium is allocated to the Fixed Account at the guaranteed interest rate of 1.00%.  

Bridge

repared For: 
State: 

repared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 

remium: 

315% 315% 100%

NC
6/16/2023

65

Preferred
315%
$100,000
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End
of

Year Age

Guaranteed
LTC

Monthly
Bene t

Guaranteed
LTC

Monthly
Bene t

Guaranteed
LTC

Monthly
Bene t

Minimum Coverage Ratio Selected Coverage Ratio Maximum Coverage Ratio

5

Bridge

r red For: 
State: 

r red on: 
Coverage Ratio: 

remium: 

1 66 $1,672 $2,402 $2,402
2 67 $1,701 $3,192 $3,192
3 68 $1,739 $4,019 $4,019
4 69 $1,785 $4,886 $4,886
5 70 $1,840 $5,796 $5,796

6 71 $1,877 $5,912 $5,912

8 73 $1,953 $6,151 $6,151
7 72 $1,914 $6,031 $6,031

9 74 $1,992 $6,274 $6,274

11 76 $2,072 $6,528 $6,528

13 78 $2,156 $6,791 $6,791

15 80 $2,243 $7,066 $7,066

17 82 $2,334 $7,351 $7,351

19 84 $2,428 $7,648 $7,648

10 75 $2,032 $6,400 $6,400

12 77 $2,114 $6,658 $6,658

14 79 $2,199 $6,927 $6,927

16 81 $2,288 $7,207 $7,207

18 83 $2,380 $7,498 $7,498

20 85 $2,477 $7,801 $7,801

30 95 $2,477 $7,801 $7,801

35 100 $2,477 $7,801 $7,801

NC
6/16/2023

65

Preferred
315%

100% 315% 315%

$100,000
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Better Life

6

Bridge can help you delay or avoid your need for long-term care 
services.

Active participation in NeverStop Wellness and completion of the 
recommended Healthy Actions can help reduce the risk of age-related 
decline, so you can live independently longer.

Learn More About Bridge

$

of your annuity account.

Contract issued on Form Series ICC12-ET-EIA-2000(11-21) or ET EIA-2000(12-21). Riders issued on ICC17-ET-FIXED-MVA(02-17)  ICC18-430-
NHW(06-18) or 430-NHW(08-03); ICC16-ET TI(10-16) or ET TI(10-16). Long-Term Care Rider issued on ET-LTC(04-22). NeverStop Wellness Rider issued on 
ET

ANNUITY AND INSURANCE PRODUCTS ARE NOT DEPOSITS NOR ARE THEY GUARANTEED BY ANY BANK. THEY ARE NOT INSURED BY THE FEDERAL 
DEPOSIT INSURANCE CORPORATION (FDIC) OR ANY OTHER AGENCY OF THE FEDERAL GOVERNMENT. CERTAIN PRODUCTS MAY LOSE VALUE. 

Guarantees are based on the claims-paying ability of EquiTrust. 

Bridge

PAGE      OF 6

Prepared F

Prepar
Cover
Initial Pr

ET-BRG-CAL (08-22)

Hans Scheil

919-535-8261

NC
6/16/2023

65

Preferred
315%
$100,000

Neverstop Wellness Video Assured Digital Underwriting Video 
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Do you have a plan allowing you to age in place? 

7 out of 10 people will
require long-term care in 
their lifetime.1

66% say healthcare and
long-term care costs are 
their primary worry.2

88% of adults between
ages 50-80 want to age in 
place.3

Everyone wants an active, independent lifestyle and protection from 
the high cost of long-term care.

Now they�re connected, with Bridge.

1

Bridge

Wellness

Long-Term
Care Plan

Protect & Grow
Your Assets

THIS IS A SOLICITATION OF LONG-TERM CARE INSURANCE BY EQUITRUST LIFE INSURANCE COMPANY AND AN AGENT/INSURANCE PRODUCER MAY 
CONTACT YOU. 

this Calculator are hypothetical and are based upon the information provided by you. This Calculator is not part of your Contract and is not meant to be a 
substitute for your Contract or Illustration.  

Bridge

PAGE      OF 6

Prepared For: 
State: 
Prepared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 
Initial Premium: 

2020 U.S. Department of Health and Human Services https://acl.gov/ltc/basic-needs/how-much-care-will-you-need
Edward Jones, The Four Pillars of The New Retirement: What a Difference a Year Makes, August, 2020
University of Michigan, Older Adults Preparedness to Age in Place, April 2022

ET-BRG-CAL (08-22)

NC
6/16/2023

65

Standard
215%
$100,000
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2

Better Wellness

To make successful aging more achievable, EquiTrust has partnered with Assured Allies to offer the 
NeverStop Wellness Program. 

NeverStop combines data, technology, and a science-based approach to shift the aging trajectory and 
reduce the risks of premature, age-related decline. Plus it offers access to personalized health plans, a 
health coach and the opportunity to earn additional long-term care coverage through active participation. 

Financial wellness, now.

opportunity for accumulation if you don�t.

Bridge

PAGE      OF 6

Prepared For: 
State: 
Prepared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 
Initial Premium: 

ET-BRG-CAL (08-22)

NC
6/16/2023

65

Standard
215%
$100,000
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4. Genworth, 2021 Cost of Care Report, January 31, 2022
5. AARP, 5 Things You Should Know About Long-Term Care Insurance, March 1, 2018
6. Nationwide Insurance, Half of Americans fear falling more than cancer and want to age in home without stairs, November 17, 2021

Better Access

Traditional Long-Term Care Insurance

$4,867 per month ($160/day): maximum
typical payout for nursing care
(for up to 3 years commonly)5

$0

$3,750 per year: average premium for a
65-year-old couple ($313/month)5

3

Cost Per Month for Skilled Care (median cost)

$7,908 semiprivate nursing home room4

$5,148 home health aid4

$4,500 assisted living4

Bridge vs. Savings Account

80% of people do not have a solution to 
cover costs associated with assistance 

with activities of daily living.6

The cost for skilled care can quickly 

care expenses that may far exceed your
premium.  You have peace of mind 
knowing you have funds set aside for 
aging related expenses, plus a wellness 
program empowering you to determine 
where and how you age.   

residual value

This example is hypothetical and intended to show the difference between receiving Bridge payments to cover long-term care services versus paying for those 
services out of premium accumulated at a rate of 3.00%.  The self-funding numbers ignore the impact of taxes.

Bridge

PAGE      OF 6

Prepared For: 
State: 
Prepared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 
Initial Premium: 

ET-BRG-CAL (08-22)

ce between receiving Bridge payments to cover long-term care services versus paying for those 
elf-funding numbers ignore the impact of taxes.

NC
6/16/2023

65

Standard
215%
$100,000
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Max Coverage Ratio: 
                Guaranteed Vested Bene Base

Guaranteed Accumulation Value  

Selected Coverage Ratio:  
                Guaranteed Vested Bene Base

Guaranteed Accumulation Value

Min Coverage Ratio:  
                 Guaranteed Vested Bene Base   

Guaranteed Accumulation Value  

4

Coverage Ratio vs. Guaranteed Accumulation Value

The Coverage Ratio provides additional long-term care coverage (depending on underwriting eligibility) above the amount of the contract value.   The additional 

the graph assume no withdrawals are taken and 100% of the premium is allocated to the Fixed Account at the guaranteed interest rate of 1.00%.  

Bridge

repared For: 
State: 

repared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 

remium: 

215% 215% 100%

NC
6/16/2023

65

Standard
215%
$100,000
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End
of

Year Age

Guaranteed
LTC

Monthly
Bene t

Guaranteed
LTC

Monthly
Bene t

Guaranteed
LTC

Monthly
Bene t

Minimum Coverage Ratio Selected Coverage Ratio Maximum Coverage Ratio

5

Bridge

r red For: 
State: 

r red on: 
Coverage Ratio: 

remium: 

1 66 $1,672 $2,062 $2,062
2 67 $1,701 $2,497 $2,497
3 68 $1,739 $2,957 $2,957
4 69 $1,785 $3,442 $3,442
5 70 $1,840 $3,956 $3,956

6 71 $1,877 $4,035 $4,035

8 73 $1,953 $4,198 $4,198
7 72 $1,914 $4,116 $4,116

9 74 $1,992 $4,282 $4,282

11 76 $2,072 $4,455 $4,455

13 78 $2,156 $4,635 $4,635

15 80 $2,243 $4,823 $4,823

17 82 $2,334 $5,018 $5,018

19 84 $2,428 $5,220 $5,220

10 75 $2,032 $4,368 $4,368

12 77 $2,114 $4,545 $4,545

14 79 $2,199 $4,728 $4,728

16 81 $2,288 $4,919 $4,919

18 83 $2,380 $5,118 $5,118

20 85 $2,477 $5,325 $5,325

30 95 $2,477 $5,325 $5,325

35 100 $2,477 $5,325 $5,325

NC
6/16/2023

65

Standard
215%

100% 215% 215%

$100,000
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Better Life

6

Bridge can help you delay or avoid your need for long-term care 
services.

Active participation in NeverStop Wellness and completion of the 
recommended Healthy Actions can help reduce the risk of age-related 
decline, so you can live independently longer.

Learn More About Bridge

$

of your annuity account.

Contract issued on Form Series ICC12-ET-EIA-2000(11-21) or ET EIA-2000(12-21). Riders issued on ICC17-ET-FIXED-MVA(02-17)  ICC18-430-
NHW(06-18) or 430-NHW(08-03); ICC16-ET TI(10-16) or ET TI(10-16). Long-Term Care Rider issued on ET-LTC(04-22). NeverStop Wellness Rider issued on 
ET

ANNUITY AND INSURANCE PRODUCTS ARE NOT DEPOSITS NOR ARE THEY GUARANTEED BY ANY BANK. THEY ARE NOT INSURED BY THE FEDERAL 
DEPOSIT INSURANCE CORPORATION (FDIC) OR ANY OTHER AGENCY OF THE FEDERAL GOVERNMENT. CERTAIN PRODUCTS MAY LOSE VALUE. 

Guarantees are based on the claims-paying ability of EquiTrust. 

Bridge

PAGE      OF 6

Prepared F

Prepar
Cover
Initial Pr

ET-BRG-CAL (08-22)

Hans Scheil

919-535-8261

NC
6/16/2023

65

Standard
215%
$100,000

Neverstop Wellness Video Assured Digital Underwriting Video 
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Do you have a plan allowing you to age in place? 

7 out of 10 people will
require long-term care in 
their lifetime.1

66% say healthcare and
long-term care costs are 
their primary worry.2

88% of adults between
ages 50-80 want to age in 
place.3

Everyone wants an active, independent lifestyle and protection from 
the high cost of long-term care.

Now they�re connected, with Bridge.

1

Bridge

Wellness

Long-Term
Care Plan

Protect & Grow
Your Assets

THIS IS A SOLICITATION OF LONG-TERM CARE INSURANCE BY EQUITRUST LIFE INSURANCE COMPANY AND AN AGENT/INSURANCE PRODUCER MAY 
CONTACT YOU. 

this Calculator are hypothetical and are based upon the information provided by you. This Calculator is not part of your Contract and is not meant to be a 
substitute for your Contract or Illustration.  

Bridge

PAGE      OF 6

Prepared For: 
State: 
Prepared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 
Initial Premium: 

2020 U.S. Department of Health and Human Services https://acl.gov/ltc/basic-needs/how-much-care-will-you-need
Edward Jones, The Four Pillars of The New Retirement: What a Difference a Year Makes, August, 2020
University of Michigan, Older Adults Preparedness to Age in Place, April 2022

ET-BRG-CAL (08-22)

NC
6/16/2023

65

Secure
140%
$100,000
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2

Better Wellness

To make successful aging more achievable, EquiTrust has partnered with Assured Allies to offer the 
NeverStop Wellness Program. 

NeverStop combines data, technology, and a science-based approach to shift the aging trajectory and 
reduce the risks of premature, age-related decline. Plus it offers access to personalized health plans, a 
health coach and the opportunity to earn additional long-term care coverage through active participation. 

Financial wellness, now.

opportunity for accumulation if you don�t.

Bridge

PAGE      OF 6

Prepared For: 
State: 
Prepared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 
Initial Premium: 

ET-BRG-CAL (08-22)

NC
6/16/2023

65

Secure
140%
$100,000
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4. Genworth, 2021 Cost of Care Report, January 31, 2022
5. AARP, 5 Things You Should Know About Long-Term Care Insurance, March 1, 2018
6. Nationwide Insurance, Half of Americans fear falling more than cancer and want to age in home without stairs, November 17, 2021

Better Access

Traditional Long-Term Care Insurance

$4,867 per month ($160/day): maximum
typical payout for nursing care
(for up to 3 years commonly)5

$0

$3,750 per year: average premium for a
65-year-old couple ($313/month)5

3

Cost Per Month for Skilled Care (median cost)

$7,908 semiprivate nursing home room4

$5,148 home health aid4

$4,500 assisted living4

Bridge vs. Savings Account

80% of people do not have a solution to 
cover costs associated with assistance 

with activities of daily living.6

The cost for skilled care can quickly 

care expenses that may far exceed your
premium.  You have peace of mind 
knowing you have funds set aside for 
aging related expenses, plus a wellness 
program empowering you to determine 
where and how you age.   

residual value

This example is hypothetical and intended to show the difference between receiving Bridge payments to cover long-term care services versus paying for those 
services out of premium accumulated at a rate of 3.00%.  The self-funding numbers ignore the impact of taxes.

Bridge

PAGE      OF 6

Prepared For: 
State: 
Prepared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 
Initial Premium: 

ET-BRG-CAL (08-22)

ce between receiving Bridge payments to cover long-term care services versus paying for those 
elf-funding numbers ignore the impact of taxes.

NC
6/16/2023

65

Secure
140%
$100,000
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Max Coverage Ratio: 
                Guaranteed Vested Bene Base

Guaranteed Accumulation Value  

Selected Coverage Ratio:  
                Guaranteed Vested Bene Base

Guaranteed Accumulation Value

Min Coverage Ratio:  
                 Guaranteed Vested Bene Base   

Guaranteed Accumulation Value  

4

Coverage Ratio vs. Guaranteed Accumulation Value

The Coverage Ratio provides additional long-term care coverage (depending on underwriting eligibility) above the amount of the contract value.   The additional 

the graph assume no withdrawals are taken and 100% of the premium is allocated to the Fixed Account at the guaranteed interest rate of 1.00%.  

Bridge

repared For: 
State: 

repared on: 
Issue Age: 

Risk Class: 
Coverage Ratio: 

remium: 

140% 140% 100%

NC
6/16/2023

65

Secure
140%
$100,000
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End
of

Year Age

Guaranteed
LTC

Monthly
Bene t

Guaranteed
LTC

Monthly
Bene t

Guaranteed
LTC

Monthly
Bene t

Minimum Coverage Ratio Selected Coverage Ratio Maximum Coverage Ratio

5

Bridge

r red For: 
State: 

r red on: 
Coverage Ratio: 

remium: 

1 66 $1,672 $1,807 $1,807
2 67 $1,701 $1,977 $1,977
3 68 $1,739 $2,161 $2,161
4 69 $1,785 $2,360 $2,360
5 70 $1,840 $2,576 $2,576

6 71 $1,877 $2,628 $2,628

8 73 $1,953 $2,734 $2,734
7 72 $1,914 $2,680 $2,680

9 74 $1,992 $2,789 $2,789

11 76 $2,072 $2,901 $2,901

13 78 $2,156 $3,018 $3,018

15 80 $2,243 $3,140 $3,140

17 82 $2,334 $3,267 $3,267

19 84 $2,428 $3,399 $3,399

10 75 $2,032 $2,844 $2,844

12 77 $2,114 $2,959 $2,959

14 79 $2,199 $3,079 $3,079

16 81 $2,288 $3,203 $3,203

18 83 $2,380 $3,333 $3,333

20 85 $2,477 $3,467 $3,467

30 95 $2,477 $3,467 $3,467

35 100 $2,477 $3,467 $3,467

NC
6/16/2023

65

Secure
140%

100% 140% 140%

$100,000
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Better Life

6

Bridge can help you delay or avoid your need for long-term care 
services.

Active participation in NeverStop Wellness and completion of the 
recommended Healthy Actions can help reduce the risk of age-related 
decline, so you can live independently longer.

Learn More About Bridge

$

of your annuity account.

Contract issued on Form Series ICC12-ET-EIA-2000(11-21) or ET EIA-2000(12-21). Riders issued on ICC17-ET-FIXED-MVA(02-17)  ICC18-430-
NHW(06-18) or 430-NHW(08-03); ICC16-ET TI(10-16) or ET TI(10-16). Long-Term Care Rider issued on ET-LTC(04-22). NeverStop Wellness Rider issued on 
ET

ANNUITY AND INSURANCE PRODUCTS ARE NOT DEPOSITS NOR ARE THEY GUARANTEED BY ANY BANK. THEY ARE NOT INSURED BY THE FEDERAL 
DEPOSIT INSURANCE CORPORATION (FDIC) OR ANY OTHER AGENCY OF THE FEDERAL GOVERNMENT. CERTAIN PRODUCTS MAY LOSE VALUE. 

Guarantees are based on the claims-paying ability of EquiTrust. 

Bridge

PAGE      OF 6

Prepared F

Prepar
Cover
Initial Pr

ET-BRG-CAL (08-22)

Hans Scheil

919-535-8261

NC
6/16/2023

65

Secure
140%
$100,000

Neverstop Wellness Video Assured Digital Underwriting Video 
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Personalized Hypothetical Illustration

MNL Income Planning
AnnuitySM

Issued by Midland National® Life Insurance Company

Single Premium Deferred Annuity

Qualified Contract

Prepared for:

Owner: Valued Client
Issue State: NC

Agent/Representative:

HANS SCHEIL
Date Prepared: 04/18/2023

This is an illustration only, not an offer or contract. It is not intended to predict future This illustration is not valid unless all pages are present.
performance. Benefits are subject to the terms and conditions of the annuity contract. Page 1 of 15
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MNL Income Planning AnnuitySM

Single Premium Deferred Annuity
Qualified Contract

GENERAL PRODUCT TERMS
Listed below are some basic terms and their definitions. Please refer to the
product brochure and disclosure for more information.

PREMIUM

The amount paid into the annuity contract.

ACCUMULATION VALUE

The premiums and interest credited, if any, less withdrawals and any applicable
rider charges.

DEATH BENEFIT

The Death Benefit is equal to the accumulation value (including any partial
interest credits), but will never be less than the minimum requirements set forth
by state laws, at the time of issue, in the state where the contract is delivered.

MARKET VALUE ADJUSTMENT (MVA)

May be applied during the Surrender Charge Period. See the MVA section at
the end of this illustration for more information.

SURRENDER VALUE

The amount that is available at the time of surrender. The surrender value is
equal to the Accumulation Value, subject to the MVA, if any, less applicable
surrender charges,  and applicable state premium taxes. The surrender value
will never be less than the minimum requirements set forth by state laws, at the
time of issue, in the state where the contract is delivered.

SURRENDER CHARGES

A surrender charge is assessed on any amount withdrawn, whether as a partial
or full surrender, that exceeds the penalty-free withdrawal amount. However,
surrender charges on any portion of an IRS required minimum distribution are
waived by current company practice.1

Surrender Charge Schedule Years 1 to 10

10%, 10%, 10%, 10%, 10%, 9%, 8%, 6%, 4%, 2%

PENALTY-FREE WITHDRAWALS

Once per year beginning in the first contract year, you may take a penalty-free
withdrawal (also know as a penalty-free partial surrender), without surrender
charges, or MVA, of up to 5% of your Initial Premium. On IRS required
minimum distributions (RMDs) exceeding the available penalty-free allowance,
surrender charges, and MVA will be waived by current company practice.1

WITHDRAWAL AND ANNUITY PAY-OUT OPTIONS

Prior to the Maturity Date (the contract anniversary when the Annuitant is age
115) you may withdraw from the value of your Contract in the following ways:

1) At any time prior to the Maturity Date, you may surrender the Contract for its
surrender value.

2) After the first Contract Year and upon your request, you may select a pay-out
option as provided in your Contract.  Your payment amount will be calculated
based on your surrender value at the time the pay-out option is elected. By
current company practice,1 additional options may be available based on your
Accumulation Value at the time the pay-out option is elected.

3) After the Surrender Charge Period, full and partial surrenders may be taken
without Surrender Charges.

On your Maturity Date, the pay-out options available include: Life options, Joint
and Survivor options and Period Certain options. An example of a 10 year
Period Certain based on Guaranteed Values is shown below.

Accumulation
Value at Maturity

Monthly
Factor/$1000

Monthly Annuity
Income

Guaranteed $0.00 8.96 $0.00

INDEX ACCOUNT

Some or all of your premium may be allocated to the Index Account, which
offers several different indexes and crediting methods.

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 2 of 15

FOR ILLUSTRATED VALUES, GO TO PAGE 7
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MNL Income Planning AnnuitySM

Single Premium Deferred Annuity
Qualified Contract

GENERAL PRODUCT TERMS (continued)
FIXED ACCOUNT

Premium allocated to the Fixed Account will earn the current interest rate,
which is credited daily.

CREDITED INTEREST RATE (INTEREST CREDIT)

The rate of interest credited from the Fixed Account and Index Account(s) to
the Accumulation Value.

CREDITING METHOD DURATIONS

Crediting method durations may be referred to as "Terms" and show a specified
duration for that Term in your Contract.  Please refer to your Contract for
additional details.

ANNUAL POINT-TO-POINT WITH PARTICIPATION RATE

This method measures index growth using two points in time; the beginning
index value and the ending index value. Index-linked gains are calculated
based on the growth between these two values multiplied by a participation
rate. The annual interest credit will never be less than zero.

TWO YEAR POINT-TO-POINT WITH PARTICIPATION

This method measures index growth using two points in time; the beginning
index value and the ending index value at the end of the two-year term.  Index-
linked gains are calculated based on the growth between these two values
multiplied by a participation rate.  The interest credit is credited at the end of the
two-year term and will never be less than zero.

ANNUAL POINT-TO-POINT WITH INDEX MARGIN

This method measures index growth using two points in time; the beginning
index value and the ending index value. Index-linked gains are calculated
based on the difference between these two values less an Index Margin. The
annual interest credit will never be less than zero.

TWO YEAR POINT-TO-POINT WITH INDEX MARGIN

This method measures index growth using two points in time; the beginning
index value and the index value at the end of the two-year term. Index-linked
gains are calculated based on the growth between these two values less the
annual index margin multiplied by two (which is the term length). The interest
credit is credited at the end of the two-year term and will never be less than
zero.

MONTHLY POINT-TO-POINT WITH INDEX CAP

This method uses the monthly changes in the index, subject to a monthly Index
Cap Rate, and is based on the sum of all the monthly percentage changes in
the index�which could be positive or negative. On each contract anniversary,
these monthly changes, each not to exceed the monthly Index Cap Rate, are
added together to determine the interest credit for that year. Negative monthly
returns have no downside limit and will reduce the interest credit, but the
annual interest credit will never be less than zero.

ANNUAL POINT-TO-POINT WITH INDEX CAP RATE

This method measures index growth using two points in time; the beginning
index value and the ending index value. Index-linked gains are calculated
based on the difference between these two values. The index growth, if any, is
then subject to an Index Cap Rate. The annual interest credit will never be less
than zero.

INVERSE PERFORMANCE TRIGGER WITH DECLARED PERFORMANCE
RATE

The Inverse Performance Trigger (or Annual Declared Rate Negative
Performance Option) credits a Declared Performance Rate of interest when the
index stays the same or goes down throughout the year. The applied rate will
never be less than zero, and will never be more than the Declared Performance
Rate.

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 3 of 15
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MNL Income Planning AnnuitySM

Single Premium Deferred Annuity
Qualified Contract

GENERAL PRODUCT TERMS (continued)
DAILY AVERAGE WITH INDEX MARGIN

This method for determining any interest credit uses a Daily Average
calculation to determine a percentage gain or loss in the index during your
Contract Year. This is done by comparing the difference between the index on
the first day of the Contract Year and the Index Daily Average during the year
(usually 252 trading days), less an Index Margin. The annual interest credit will
never be less than zero.

PROJECTED ILLUSTRATED VALUES
This illustration assumes the index will repeat historical performance and that
the annuity�s current non-guaranteed elements, such as Index Caps, Index
Margins, Participation Rates or other interest crediting adjustments, will not
change. It is likely that the index will not repeat historical performance, the non-
guaranteed elements will change, and actual values will be higher or lower than
those in this illustration but will not be less than the minimum guarantees. The
values in this illustration are not guarantees or even estimates of the amounts
you can expect from your annuity. The following indexes have existed for less
than ten years: S&P MARC 5% ER, Fidelity MFY 5% ER. Because these
indexes do not have actual historical values for a period of ten years or more,
the performance shown is determined by applying the current index
methodology to the underlying historical financial data. Please review the
disclosure document provided with your illustration and Buyer�s Guide for more
detailed information. All rates are effective as of the date of this illustration and
are subject to change at any time.

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 4 of 15
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MNL Income Planning AnnuitySM

Single Premium Deferred Annuity
Qualified Contract

GUARANTEED LIFETIME WITHDRAWAL
BENEFIT FEATURE (GLWB)
The Guaranteed Lifetime Withdrawal Benefit (GLWB) is included automatically
and is designed as a way to generate income payments for life (called Lifetime
Payment Amounts (LPA)) without incurring a surrender charge or MVA, even if
the Accumulation Value is reduced to zero.

NET PREMIUM

The Net Premium is used as the basis for calculating the Lifetime Payment
Amounts. This value is not the basis for calculating the Death Benefit or
penalty-free withdrawals and cannot be withdrawn as a lump sum. Withdrawals
will reduce the Net Premium. The Net Premium initially equals 100% of your
premium.

RIDER CHARGE

The Rider Charge is calculated by multiplying the Rider Charge Percentage by
the Initial Premium on each Contract Anniversary.  This amount will be taken
from your Contract's Accumulation Value on each Contract Anniversary as long
as the rider is in effect.

LIFETIME PAYMENT AMOUNT (LPA)

Once elected, this is the amount that may be received each contract year for
the life of the Covered Person(s) even if the Accumulation Value is reduced to
zero. Future Lifetime Payment Amounts will not change if withdrawals taken are
never more than the Lifetime Payment Amount (or RMD if greater).

LPA MULTIPLIER BENEFIT

The Lifetime Payment Amount will be multiplied by 2 for up to five years of
payments when Multiplier Benefit Conditions and Limitations are met. You are
able to receive the LPA Multiplier Benefit when the Covered Person cannot
perform 2 out of 6 activities of daily living when each annual payment is due.
This benefit is not available when the Accumulation Value equals zero.

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 5 of 15
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MNL Income Planning AnnuitySM

Single Premium Deferred Annuity
Qualified Contract

ALLOCATION SELECTION INFORMATION
Allocation Option Current Declared Rate Allocation Percentage

S&P 500 Low Volatility Daily Risk Control 5% (APP) 2.00% Annual Index Margin 25%

S&P 500 Annual Point-to-Point (APP) 25.00% Annual Participation Rate 25%

S&P Multi-Asset Risk Control 5% Excess Return (APP) 100.00% Annual Participation Rate 25%

Fidelity MFY 5% ER (APP) 0.00% Annual Index Margin 25%

S&P MARC 5% ER is the S&P Multi-Asset Risk Control 5% Excess Return Index.

Fidelity MFY 5% ER is the Fidelity Multifactor Yield Index 5% ER.

S&P 500 LV 5% is the S&P 500 Low Volatility Daily Risk Control 5% Index.

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 6 of 15
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MNL Income Planning AnnuitySM

Single Premium Deferred Annuity
Qualified Contract

GUARANTEED ANNUITY CONTRACT VALUES Annual Effective Rate: 0.00%+

Annual Effective Rate for the First Ten Years: 0.00%*

This chart illustrates values based on 0% growth, current rider charge, selected withdrawals and the initial allocation.  The Accumulation Value reflects rider charges.

GLWB Features

END OF
YEAR

Youngest
Covered
Person

Start Age/End
Age

Premium

Annual
Withdrawals 1

(Beginning of
 Year)

Accumulation
Value / Death

Benefit

Death
Benefit

Minimum
Guaranteed

Surrender Value

Credited
Interest Rate 1 Net Premium

Level
Lifetime
Payment
Amount #

LPA
Multiplier

At Issue 65 $100,000 $100,000 $100,000 $5,490 $0

1 65 / 66 - $0 $98,750 $98,750 $90,081 0.00% $100,000 $6,180 $0

2 66 / 67 $0 $0 $97,500 $97,500 $92,739 0.00% $100,000 $6,960 $13,920

3 67 / 68 $0 $0 $96,250 $96,250 $95,474 0.00% $100,000 $7,700 $15,400

4 68 / 69 $0 $0 $95,000 $98,291 $98,291 0.00% $100,000 $8,510 $17,020

5 69 / 70 $0 $0 $93,750 $101,191 $101,191 0.00% $100,000 $9,370 $18,740

6 70 / 71 $0 $0 $92,500 $104,176 $104,176 0.00% $100,000 $10,150 $20,300

7 71 / 72 $0 $0 $91,250 $107,249 $107,249 0.00% $100,000 $10,930 $21,860

8 72 / 73 $0 $0 $90,000 $110,413 $110,413 0.00% $100,000 $11,460 $22,920

9 73 / 74 $0 $0 $88,750 $113,670 $113,670 0.00% $100,000 $12,070 $24,140

10 74 / 75 $0 $0 $87,500 $117,023 $117,023 0.00% $100,000 $12,780 $25,560

11 75 / 76 $0 $0 $86,250 $120,475 $120,475 0.00% $100,000 $13,270 $26,540

12 76 / 77 $0 $0 $85,000 $124,029 $124,029 0.00% $100,000 $13,740 $27,480

13 77 / 78 $0 $0 $83,750 $127,688 $127,688 0.00% $100,000 $14,230 $28,460

14 78 / 79 $0 $0 $82,500 $131,455 $131,455 0.00% $100,000 $14,710 $29,420

15 79 / 80 $0 $0 $81,250 $135,333 $135,333 0.00% $100,000 $15,200 $30,400

16 80 / 81 $0 $15,200 $64,800 $123,677 $123,677 0.00% - $15,200 $30,400

17 81 / 82 $0 $15,200 $48,350 $111,677 $111,677 0.00% - $15,200 $30,400

18 82 / 83 $0 $15,200 $31,900 $99,323 $99,323 0.00% - $15,200 $30,400

19 83 / 84 $0 $15,200 $15,450 $86,605 $86,605 0.00% - $15,200 $30,400

20 84 / 85 $0 $15,200 $0 $0 $0 0.00% - $15,200 $0

30 94 / 95 $0 $15,200 $0 $0 $0 0.00% - $15,200 $0

50 114 / 115 $0 $15,200 $0 $0 $0 0.00% - $15,200 $0

Total
Withdrawals:

First 30 Yrs:
Cumulative:

$228,000
$532,000

0.00%+

+ Annual Effective Rate over first 10 years.
# At the start of lifetime income, annual payments are reflected in the Annual Withdrawals column.
 Must meet eligibility requirements. See page 5.

1 Credited Interest Rate does not reflect the rider charge.
1 Subject to any applicable penalty-free withdrawal provisions.

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 7 of 15
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MNL Income Planning AnnuitySM

Single Premium Deferred Annuity
Qualified Contract

NON-GUARANTEED ANNUITY CONTRACT VALUES
MOST RECENT PERIOD from 12/31/2012 to 12/31/2022

Annual Effective Rate: 4.29%+

Annual Effective Rate for the First Ten Years: 4.29%*

This chart illustrates values based on the 10 most recent years of historical index performance, current rider charge, selected withdrawals, the initial allocation and current rates. The Accumulation Value reflects rider
charges. Please refer to page 7 for Guaranteed Annuity Contract Values.

GLWB Features

END OF
YEAR

Youngest
Covered
Person

Start Age/End
Age

Premium

Annual
Withdrawals 1

(Beginning of
 Year)

Accumulation
Value / Death

Benefit

Death
Benefit

Surrender
Value ^

Credited
Interest
 Rate*

Net Premium

Level
Lifetime
Payment
Amount #

LPA
Multiplier

At Issue 65 $100,000 $100,000 $100,000 $5,490 $0

1 65 / 66 - $0 $104,093 $104,093 $94,183 5.34% $100,000 $6,180 $0

2 66 / 67 $0 $0 $109,375 $109,375 $98,938 6.28% $100,000 $6,960 $13,920

3 67 / 68 $0 $0 $108,125 $108,125 $97,813 0.00% $100,000 $7,700 $15,400

4 68 / 69 $0 $0 $111,072 $111,072 $100,465 3.88% $100,000 $8,510 $17,020

5 69 / 70 $0 $0 $119,634 $119,634 $108,171 8.83% $100,000 $9,370 $18,740

6 70 / 71 $0 $0 $118,384 $118,384 $108,180 0.00% $100,000 $10,150 $20,300

7 71 / 72 $0 $0 $129,942 $129,942 $119,947 10.82% $100,000 $10,930 $21,860

8 72 / 73 $0 $0 $134,089 $134,089 $126,344 4.15% $100,000 $11,460 $22,920

9 73 / 74 $0 $0 $138,485 $138,485 $133,146 4.21% $100,000 $12,070 $24,140

10 74 / 75 $0 $0 $137,235 $137,235 $137,235 0.00% $100,000 $12,780 $25,560

11 75 / 76 $0 $0 $141,894 $141,894 $141,894 4.31% $100,000 $13,270 $26,540

12 76 / 77 $0 $0 $146,756 $146,756 $146,756 4.31% $100,000 $13,740 $27,480

13 77 / 78 $0 $0 $151,831 $151,831 $151,831 4.31% $100,000 $14,230 $28,460

14 78 / 79 $0 $0 $157,128 $157,128 $157,128 4.31% $100,000 $14,710 $29,420

15 79 / 80 $0 $0 $162,657 $162,657 $162,657 4.31% $100,000 $15,200 $30,400

16 80 / 81 $0 $15,200 $152,572 $152,572 $152,572 4.32% - $15,200 $30,400

17 81 / 82 $0 $15,200 $142,054 $142,054 $142,054 4.32% - $15,200 $30,400

18 82 / 83 $0 $15,200 $131,085 $131,085 $131,085 4.32% - $15,200 $30,400

19 83 / 84 $0 $15,200 $119,645 $119,645 $119,645 4.32% - $15,200 $30,400

20 84 / 85 $0 $15,200 $107,713 $107,713 $107,713 4.33% - $15,200 $30,400

30 94 / 95 $0 $15,200 $0 $0 $0 0.00% - $15,200 $0

50 114 / 115 $0 $15,200 $0 $0 $0 0.00% - $15,200 $0

Total
Withdrawals:

First 30 Yrs:
Cumulative:

$228,000
$532,000

4.29%+

+ Annual Effective Rate over first 10 years.

# At the start of lifetime income, annual payments are reflected in the Annual Withdrawals column.
 Must meet eligibility requirements. See page 5.

* Credited Interest Rate does not reflect the rider charge.
 During years 11+ the annual effective rate over the first 10 years is used for the credited interest rate.

1 Subject to any applicable penalty-free withdrawal provisions.

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 8 of 15

^ Does not reflect applicable Market Value Adjustment (MVA).  See page 13 for more information.
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MNL Income Planning AnnuitySM

Single Premium Deferred Annuity
Qualified Contract

ADDITIONAL SUPPLEMENTAL ILLUSTRATION
FIXED 5.00% RETURN

Annual Effective Rate: 5.00%+

Annual Effective Rate for the First Ten Years: 5.00%*

This chart illustrates values assuming a 5.00% credited interest rate regardless of allocation, current rider charge and selected withdrawals. Please refer to page 7 for Guaranteed Annuity Contract Values.

GLWB Features

END OF
YEAR

Youngest
Covered
Person

Start Age/End
Age

Premium

Annual
Withdrawals 1

(Beginning of
 Year)

Accumulation
Value / Death

Benefit

Death
Benefit

Surrender
Value ^

Credited
Interest
 Rate*

Net Premium

Level
Lifetime
Payment
Amount #

LPA
Multiplier

At Issue 65 $100,000 $100,000 $100,000 $5,490 $0

1 65 / 66 - $0 $103,750 $103,750 $93,875 5.00% $100,000 $6,180 $0

2 66 / 67 $0 $0 $107,688 $107,688 $97,419 5.00% $100,000 $6,960 $13,920

3 67 / 68 $0 $0 $111,822 $111,822 $101,140 5.00% $100,000 $7,700 $15,400

4 68 / 69 $0 $0 $116,163 $116,163 $105,047 5.00% $100,000 $8,510 $17,020

5 69 / 70 $0 $0 $120,721 $120,721 $109,149 5.00% $100,000 $9,370 $18,740

6 70 / 71 $0 $0 $125,507 $125,507 $114,662 5.00% $100,000 $10,150 $20,300

7 71 / 72 $0 $0 $130,533 $130,533 $120,490 5.00% $100,000 $10,930 $21,860

8 72 / 73 $0 $0 $135,809 $135,809 $127,961 5.00% $100,000 $11,460 $22,920

9 73 / 74 $0 $0 $141,350 $141,350 $135,896 5.00% $100,000 $12,070 $24,140

10 74 / 75 $0 $0 $147,167 $147,167 $147,167 5.00% $100,000 $12,780 $25,560

11 75 / 76 $0 $0 $153,275 $153,275 $153,275 5.00% $100,000 $13,270 $26,540

12 76 / 77 $0 $0 $159,689 $159,689 $159,689 5.00% $100,000 $13,740 $27,480

13 77 / 78 $0 $0 $166,424 $166,424 $166,424 5.00% $100,000 $14,230 $28,460

14 78 / 79 $0 $0 $173,495 $173,495 $173,495 5.00% $100,000 $14,710 $29,420

15 79 / 80 $0 $0 $180,920 $180,920 $180,920 5.00% $100,000 $15,200 $30,400

16 80 / 81 $0 $15,200 $172,756 $172,756 $172,756 5.00% - $15,200 $30,400

17 81 / 82 $0 $15,200 $164,183 $164,183 $164,183 5.00% - $15,200 $30,400

18 82 / 83 $0 $15,200 $155,183 $155,183 $155,183 5.00% - $15,200 $30,400

19 83 / 84 $0 $15,200 $145,732 $145,732 $145,732 5.00% - $15,200 $30,400

20 84 / 85 $0 $15,200 $135,808 $135,808 $135,808 5.00% - $15,200 $30,400

30 94 / 95 $0 $15,200 $4,752 $4,752 $4,752 5.00% - $15,200 $30,400

50 114 / 115 $0 $15,200 $0 $0 $0 0.00% - $15,200 $0

Total
Withdrawals:

First 30 Yrs:
Cumulative:

$228,000
$532,000

5.00%+

+ Annual Effective Rate over first 10 years.

# At the start of lifetime income, annual payments are reflected in the Annual Withdrawals column.
 Must meet eligibility requirements. See page 5.

* Credited Interest Rate does not reflect the rider charge.
 During years 11+ the annual effective rate over the first 10 years is used for the credited interest rate.

1 Subject to any applicable penalty-free withdrawal provisions.

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 9 of 15

^ Does not reflect applicable Market Value Adjustment (MVA).  See page 13 for more information.
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NON-GUARANTEED ANNUITY CONTRACT VALUES
INDEX GROWTH PERIOD COMPARISON - MOST RECENT, HIGH, LOW

The Annual Effective Rates reflect initial allocations and application of current Index Strategy Rates to historical index returns, unless
otherwise noted.  The Accumulation Value reflects rider charges and selected withdrawal activity.

Annual Effective Rate Most Recent: 4.29%+

Annual Effective Rate Highest: 5.71%+

Annual Effective Rate Lowest: 3.75%+

MOST RECENT HIGHEST LOWEST

Contract
Year

Credited
Interest
Rate*

Accumulation
Value

Net Premium

Level
Lifetime
Payment
Amount #

Credited
Interest
Rate*

Accumulation
Value

Net Premium

Level
Lifetime
Payment
Amount #

Credited
Interest
Rate*

Accumulation
Value

Net Premium

Level
Lifetime
Payment
Amount #

At Issue $100,000 $100,000 $5,490 $100,000 $100,000 $5,490 $100,000 $100,000 $5,490

1 5.34% $104,093 $100,000 $6,180 7.19% $105,940 $100,000 $6,180 1.69% $100,440 $100,000 $6,180

2 6.28% $109,375 $100,000 $6,960 7.94% $113,104 $100,000 $6,960 4.40% $103,609 $100,000 $6,960

3 0.00% $108,125 $100,000 $7,700 4.55% $117,004 $100,000 $7,700 2.98% $105,447 $100,000 $7,700

4 3.88% $111,072 $100,000 $8,510 2.37% $118,528 $100,000 $8,510 4.26% $108,689 $100,000 $8,510

5 8.83% $119,634 $100,000 $9,370 6.29% $124,736 $100,000 $9,370 4.99% $112,865 $100,000 $9,370

6 0.00% $118,384 $100,000 $10,150 4.11% $128,609 $100,000 $10,150 1.52% $113,327 $100,000 $10,150

7 10.82% $129,942 $100,000 $10,930 3.49% $131,845 $100,000 $10,930 10.70% $124,199 $100,000 $10,930

8 4.15% $134,089 $100,000 $11,460 9.69% $143,369 $100,000 $11,460 5.21% $129,415 $100,000 $11,460

9 4.21% $138,485 $100,000 $12,070 3.82% $147,602 $100,000 $12,070 1.01% $129,478 $100,000 $12,070

10 0.00% $137,235 $100,000 $12,780 7.91% $158,021 $100,000 $12,780 1.10% $129,648 $100,000 $12,780

Annual Effective Rate 10 Years: 4.29% Annual Effective Rate 10 Years: 5.71% Annual Effective Rate 10 Years: 3.75%

Index Highest Index Growth Period Lowest Index Growth Period

S&P 500 LV 5% 12/31/2011 to 12/31/2021 12/31/2006 to 12/31/2016

S&P 500 12/31/2011 to 12/31/2021 12/31/2006 to 12/31/2016

S&P MARC 5% ER 12/31/2002 to 12/31/2012 12/31/2012 to 12/31/2022

Fidelity MFY 5% ER 12/31/2009 to 12/31/2019 12/31/2012 to 12/31/2022

+ Annual Effective Rate over 10 years.
* Credited Interest Rate does not reflect the rider charge.

# At the start of lifetime income, annual payments are reflected in the Annual Withdrawals column (Annual
Withdrawals not shown on this page).

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 10 of 15
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This chart shows the Interest Credited Rate for non-guaranteed contract values
shown on the previous page.  This rate does not reflect the rider charge.

INDEX OPTION BASED INTEREST CREDIT

Index Return S&P 500 LV 5% S&P 500 S&P MARC 5% ER Fidelity MFY 5% ER

S&P 500 LV 5% S&P 500 S&P MARC 5% ER Fidelity MFY 5% ER
APP

Margin
APP

P-Rate
APP

P-Rate
APP

Margin
Total

Credited Interest

Alloc. % 25% 25% 25% 25%

YEAR MOST RECENT
1 11.51% 29.60% -3.08% 4.46% 9.51% 7.40% 0.00% 4.46% 5.34%

2 7.01% 11.39% 6.48% 10.93% 5.01% 2.85% 6.48% 10.93% 6.28%

3 -0.12% -0.73% -2.92% -2.47% 0.00% 0.00% 0.00% 0.00% 0.00%

4 4.45% 9.54% 4.32% 6.33% 2.45% 2.38% 4.32% 6.33% 3.88%

5 13.94% 19.42% 10.71% 7.83% 11.94% 4.85% 10.71% 7.83% 8.83%

6 0.63% -6.24% -3.30% -0.53% 0.00% 0.00% 0.00% 0.00% 0.00%

7 12.40% 28.88% 13.70% 11.78% 10.40% 7.22% 13.70% 11.78% 10.82%

8 0.89% 16.26% 8.28% 4.42% 0.00% 4.06% 8.28% 4.42% 4.15%

9 8.85% 26.89% 0.28% 3.43% 6.85% 6.72% 0.28% 3.43% 4.21%

10 -1.75% -19.44% -9.20% -11.65% 0.00% 0.00% 0.00% 0.00% 0.00%

YEAR HIGHEST
1 5.17% 13.41% 10.42% 11.82% 3.17% 3.35% 10.42% 11.82% 7.19%

2 11.51% 29.60% 4.71% 10.19% 9.51% 7.40% 4.71% 10.19% 7.94%

3 7.01% 11.39% 2.93% 7.19% 5.01% 2.85% 2.93% 7.19% 4.55%

4 -0.12% -0.73% 4.69% 4.46% 0.00% 0.00% 4.69% 4.46% 2.37%

5 4.45% 9.54% 8.40% 10.93% 2.45% 2.38% 8.40% 10.93% 6.29%

6 13.94% 19.42% 1.07% -2.47% 11.94% 4.85% 1.07% 0.00% 4.11%

7 0.63% -6.24% 6.91% 6.33% 0.00% 0.00% 6.91% 6.33% 3.49%

8 12.40% 28.88% 13.17% 7.83% 10.40% 7.22% 13.17% 7.83% 9.69%

9 0.89% 16.26% 11.18% -0.53% 0.00% 4.06% 11.18% 0.00% 3.82%

10 8.85% 26.89% 5.95% 11.78% 6.85% 6.72% 5.95% 11.78% 7.91%

YEAR LOWEST
1 3.42% 3.53% -3.08% 4.46% 1.42% 0.88% 0.00% 4.46% 1.69%

2 -1.70% -38.49% 6.48% 10.93% 0.00% 0.00% 6.48% 10.93% 4.40%

3 8.65% 23.45% -2.92% -2.47% 6.65% 5.86% 0.00% 0.00% 2.98%

4 5.03% 12.78% 4.32% 6.33% 3.03% 3.20% 4.32% 6.33% 4.26%

5 3.09% 0.00% 10.71% 7.83% 1.09% 0.00% 10.71% 7.83% 4.99%

6 5.17% 13.41% -3.30% -0.53% 3.17% 3.35% 0.00% 0.00% 1.52%

7 11.51% 29.60% 13.70% 11.78% 9.51% 7.40% 13.70% 11.78% 10.70%

8 7.01% 11.39% 8.28% 4.42% 5.01% 2.85% 8.28% 4.42% 5.21%

9 -0.12% -0.73% 0.28% 3.43% 0.00% 0.00% 0.28% 3.43% 1.01%

10 4.45% 9.54% -9.20% -11.65% 2.45% 2.38% 0.00% 0.00% 1.10%

Abbreviation Definition

APP Annual Point-to-Point

CREDITED INTEREST RATES BY INDEX - MOST RECENT, HIGH, LOW

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 11 of 15
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Projected Accumulation Value Based on Current Rates Over a 10 year Period
This graph shows the projected Accumulation Values based on historical index performance determined by the three historical indexing periods, the initial allocation, current rider charge, withdrawal selections
and current rates shown on page 6 of the illustration. Please refer to page 7 for Guaranteed Annuity Contract Values.

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 12 of 15
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MARKET VALUE ADJUSTMENT (MVA)
Your contract also includes a market value adjustment feature�which may
decrease or increase your surrender value depending on the change in the
market value adjustment external index rate since your annuity purchase. Due to
the mechanics of a market value adjustment, surrender values generally
decrease as the market value adjustment external index rate rises or remains
constant. When the market value adjustment external index rate decreases
enough over time, the surrender value generally increases. However, the market
value adjustment is limited to the surrender charge or the interest credited to the
accumulation value.

After the MVA is applied, the surrender value will never be less than the Minimum
Guaranteed Surrender Value or greater than the Accumulation Value.

Market value adjustments are applied only during the surrender charge period to
surrenders in excess of the penalty-free amount.

The graph below shows the projected surrender value under sample MVA
scenarios as described below during the surrender charge period of the Contract
based on the initial premium amount and the assumption that there are no partial
surrenders.

Hypothetical Surrender Values Reflecting MVA

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 13 of 15
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Fixed Index Annuities are not a direct investment in the stock market. They are long-term insurance
products with guarantees backed by the issuing company. They provide the potential for interest to
be credited based in part on the performance of specific indices, without the risk of loss of premium
due to market downturns or fluctuation. Although Fixed Index Annuities guarantee no loss of
premium due to market downturns, deductions from your Accumulation Value for additional optional
benefit riders could under certain scenarios exceed interest credited to your Accumulation Value,
which would result in loss of premium. They may not be appropriate for all clients. Interest credits to
a fixed index annuity will not mirror the actual performance of the relevant index.

Withdrawals taken prior to age 59 1/2 may be subject to IRS penalties.

Premium taxes: Accumulation Value will be reduced for premium taxes as required by the state of
residence. These taxes are not reflected in the illustrated values.

The The MNL Income Planning AnnuitySM 10 is issued on base contract form AS200A/ICC19-
AS200A or appropriate state variation including all applicable endorsements and riders by Midland
National® Life Insurance Company, West Des Moines, IA. This product, its features and riders may
not be available in all states.

Based on the current interpretation of the Model Regulation adopted by AL, CO, IA, MD, ME, MO,
NH, OH, RI and WV, Midland National is not illustrating the S&P Marc 5% ER index in these states.
This illustration may not be used in those states.

The S&P
®
 Multi-Asset Risk Control 5% Excess Return is managed to a volatility target, and as a

result the index performance will not match the performance of any other index or the markets in
general since volatility control tends to reduce both the rate of negative performance and positive
performance of the underlying index, thereby creating more stabilized performance. The S&P

®

Multi-Asset Risk Control 5% Excess Return has been in existence since 3/27/2017. Ending values
in years prior to inception are determined by S&P Dow Jones Indices LLC or its affiliates (�SPDJI�)
using the same methodology as used currently.

Based on the current interpretation of the Model Regulation adopted by AL, AZ, CO, IA, MD, ME,
MO, NH, OH, RI and WV, Midland National is not illustrating the Fidelity Multifactor Yield Index 5%
ER in these states. This illustration may not be used in those states.

The Nasdaq-100
®
, Nasdaq-100

®
 Index and Nasdaq

®
 are trademarks of the Nasdaq Stock Market

Inc. (which with its affiliates are the "Corporations") and are licensed for use by Midland National.
The Product(s) have not been passed on by the Corporations as to their legality or suitability. The
MNL Income Planning Annuity is not issued, endorsed, sold or promoted by the Corporations. THE
CORPORATIONS MAKE NO WARRANTIES AND BEAR NO LIABILITY WITH RESPECT TO THE
MNL Income Planning AnnuitySM.

The �S&P 500
®
�,  "S&P Multi-Asset Risk Control 5% Excess Return",  "S&P 500® Low Volatility

Daily Risk Control 5% Index",  "S&P 500® Low Volatility Daily Risk Control 8% Index", (�Indices�)
are products of S&P Dow Jones Indices LLC or its affiliates (�SPDJI�) and have been licensed for
use by Midland National

®
 Life Insurance Company (�the Company�). Standard & Poor�s

®
 and S&P

®

are registered trademarks of Standard & Poor�s Financial Services LLC (�S&P�) and Dow Jones
®
 is

a registered trademark of Dow Jones Trademark Holdings LLC (�Dow Jones�). The trademarks
have been licensed to SPDJI and have been sublicensed for use for certain purposes by the
Company. MNL Income Planning AnnuitySM (�Product�) is not sponsored, endorsed, sold or
promoted by SPDJI, Dow Jones, S&P, any of their respective affiliates (collectively, �S&P Dow
Jones Indices�). S&P Dow Jones Indices does not make any representation or warranty, express or
implied, to the owners of the MNL Income Planning AnnuitySM  or any member of the public
regarding the advisability of investing in securities generally or in this Product particularly or the
ability of these Indices to track general market performance. S&P Dow Jones Indices only
relationship to Midland National with respect to these Indices is the licensing of the Index and
certain trademarks, service marks and/or trade names of S&P Dow Jones Indices and/or its
licensors. The Indices are determined, composed and calculated by S&P Dow Jones Indices
without regard to Midland National or the Product. S&P Dow Jones Indices has no obligation to take
the needs of the Company or the owners of this Product into consideration in determining,
composing or calculating these Indices. S&P Dow Jones Indices is not responsible for and have not
participated in the determination of the prices, and amount of MNL Income Planning AnnuitySM or
the timing of the issuance or sale of this Product or in the determination or calculation of the
equation by which the Product is to be converted into cash, surrendered or redeemed, as the case
may be. S&P Dow Jones Indices has no obligation or liability in connection with the administration,
marketing or trading of the Product. There is no assurance that investment products based on
these Indices will accurately track index performance or provide positive investment returns. S&P
Dow Jones Indices LLC is not an investment advisor. Inclusion of a security within an index is not a
recommendation by S&P Dow Jones Indices to buy, sell, or hold such security, nor is it considered
to be investment advice.

The  "S&P 500® Low Volatility Daily Risk Control 5% Index"  and  "S&P 500® Low Volatility Daily
Risk Control 8% Index"  are  managed to a volatility target, and as a result  their  index performance
will not match the performance of any other index or the markets in general since volatility control
tends to reduce both the rate of negative performance and positive performance of the underlying
index, thereby creating more stabilized performance. "S&P 500® Low Volatility Daily Risk Control
5% Index"  and  "S&P 500® Low Volatility Daily Risk Control 8% Index"  have  been in existence
since Aug. 18, 2011. Ending values in years prior to inception are determined by S&P Dow Jones
Indices LLC or its affiliates (�SPDJI�) using the same methodology as used currently

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 14 of 15
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Continued

The Fidelity Multifactor Yield Index 5% ER (the �Index�) is a multi-asset index, offering exposure to
companies with attractive valuations, high quality profiles, positive momentum signals, lower
volatility and higher dividend yield than the broader market, as well as U.S. treasuries, which may
reduce volatility over time.  Fidelity is a registered trademark of FMR LLC. Fidelity Product Services
LLC (�FPS�) has licensed this index for use for certain purposes to Midland National® Life
Insurance Company (the �Company�) on behalf of the MNL Income Planning AnnuitySM . The Index
is the exclusive property of FPS and is made and compiled without regard to the needs, including,
but not limited to, the suitability needs, of the Company, the MNL Income Planning AnnuitySM , or
owners of the MNL Income Planning AnnuitySM . The MNL Income Planning AnnuitySM  is not sold,
sponsored, endorsed or promoted by FPS or any other party involved in, or related to, making or
compiling the Index.  The Company exercises sole discretion in determining whether and how the
MNL Income Planning AnnuitySM  will be linked to the value of the Index.  FPS does not provide
investment advice to owners of the MNL Income Planning AnnuitySM , nor to any other person or
entity with respect to the Index and in no event shall any MNL Income Planning AnnuitySM  contract
owner be deemed to be a client of FPS.

Neither FPS nor any other party involved in, or related to, making or compiling the Index has any
obligation to continue to provide the Index to the Company with respect to the MNL Income
Planning AnnuitySM .  Neither FPS nor any other party involved in, or related to, making or
compiling the Index makes any representation regarding the Index, Index information, performance,
annuities generally or the MNL Income Planning AnnuitySM  particularly.

Fidelity Product Services LLC disclaims all warranties, express or implied, including all
warranties of merchantability or fitness for a particular purpose or use.  Fidelity Product
Services LLC shall have no responsibility or liability whatsoever with respect to the MNL
Income Planning AnnuitySM .

The Fidelity Multifactor Yield Index 5% ER strives to create enhanced and stable returns through
investing in proven equity factors, while applying excess return and daily volatility control
methodologies. The equity component of the index diversifies across six factor indices with fixed
weights to each. The Fidelity Multifactor Yield Index 5% ER adds an element of risk control by
allocating daily between stocks, as represented by the six equity factor indices, and a dynamic
bond overlay which consists of 10-year Treasury Note futures and potentially cash. Because this
index is managed to a volatility target, the index performance will not match the weighted
underlying performance of the six equity factor indices. Typically, the volatility control tends to
reduce the rate of negative performance and positive performance of the weighted value of the
underlying indices � thus creating more stabilized performance. The Fidelity Multifactor Yield Index
5% ER value is available at the following website: https://go.fidelity.com/FIDMFY

We reserve the right to add, remove or revise availability of the Fidelity Multifactor Yield Index 5%
ER, or to substitute a different published benchmark should the Company, in its discretion,
determine that the use of the Fidelity Multifactor Yield Index 5% ER no longer is commercially
reasonable. The Fidelity Multifactor Yield Index 5% ER does not constitute a purchase of or direct
investment in the index, or in the underlying components of the index. All references to Fidelity
Multifactor Yield Index 5% ER values are used with the permission of Fidelity Product Services LLC
and have been provided for informational purposes only. Fidelity accepts no liability or responsibility
for the accuracy of the prices or the underlying components to which the prices may be referenced.

Fidelity Multifactor Yield Index 5% ER Index inception was 12/11/19. Returns of the Fidelity
Multifactor Yield Index 5% ER prior to inception represent hypothetical pre-inception index
performance (PIP), and returns for time frames after this date reflect actual index performance. PIP
is based on criteria applied retroactively with the benefit of hindsight and knowledge of factors that
may have positively affected performance. Actual performance of the index may vary significantly
from PIP data. The level of the Fidelity Multifactor Yield Index 5% ER is calculated on an excess
return basis (net of a notional financing cost) and reflects the daily deduction of a fee of 0.50% per
annum. The fee is not related to the annuity. The hypothetical performance information presented
herein does not reflect fees and expenses that an investor would pay in a fixed index annuity. It is
not possible to invest directly in an index. All market indices are unmanaged. Not intended to
represent the performance of any fixed index annuity.

Sammons Financial
SM

 is the marketing name for Sammons
®
 Financial Group, Inc.�s member

companies, including Midland National® Life Insurance Company. Annuities and life insurance are
issued by, and product guarantees are solely the responsibility of, Midland National® Life Insurance
Company.

1 A feature offered "by current company practice" is not a contractual guarantee of this annuity
contract and can be removed or changed at any time.

ILLUSTRATION SNAPSHOT
Covered Person (Age): Valued Client (65)
JT Covered Person (Age): Joint Covered (65)
Premium: $100,000.00
Agent Name: HANS SCHEIL
State: NC

ILLUSTRATED WITHDRAWALS
LPA beginning in Contract Year: 16

GLWB FEATURE DETAILS
Annual Charge: 1.25% of Initial Premium

Illustration Date: 04/18/2023

This illustration is not valid unless all pages are present.
Page 15 of 15
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Producer

Producer HANS SCHEIL

Owner Information

Owner Information

Owner Type Same as Annuitant(s)

Client Name Valued Client

Gender Male

Issue Age 65

Jurisdiction NC

Annuitant Information

Annuitant Type Individual

Client Name Valued Client

Gender Male

Issue Age 65

Illustration

Period Illustrated Accumulation Only

Illustration Effective Date 04/18/2023

Market Qualified

Accumulation Benefits

Guaranteed Minimum Accumulation Benefit False

Guaranteed Minimum Withdrawal Benefit True Lifetime

Guaranteed Minimum Income Benefit False

Guaranteed Minimum Death Benefit Account Value

Initial Contribution

Amount $100,000

1035 Exchange Amount $0

1035 Exchange Basis $0

Periodic Payments

Mode Annual

Scheduled Payments Value Adjustment From - Through

$0.00 $0.00 2 - M

Withdrawals

Mode Annual

Scheduled Withdrawals Type Withdrawal Basis Value Adjustment From - Through

None Percentage 0.00% $0.00 2- M

Target Withdrawal

Target Withdrawal Not Elected

LPA 100.00% $0.00 11- M

Performance Model

Illustration Based On Custom Subaccount Allocation

Subaccount Assumptions

Past Performance Duration Longest Common Period

Illustrate Dollar Cost Averaging False

Subaccount S&P MARC 5% ER 25.00%

S&P 500 Index 25.00%
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S&P 500 LV 5% 25.00%

Fidelity MFY 5% ER 25.00%

Rebalance Subaccount None

Reports Options

Years to Illustrate Contract Years 1-20
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