
Selling Value With Protective Advantage ChoiceSM UL 

DOES YOUR  
UL SALES 
APPROACH DELIVER?

Clients expect competitively priced, tailored solutions that evolve with them over time to meet changing needs. But how you’re 

approaching a universal life insurance (UL) sale can make or break your ability to deliver on this expectation. Take a look at two 

different UL sale approaches below—you’ll quickly see which option can offer low-cost lifetime protection with growth potential 

and flexibility.  

Many 
agents 
quote UL 
policies to 
a certain 
guarantee 
age (like 
121) to 
compare 
premium 
and cash 
value 
potential.

Clients still pay 
a low premium 
and have 55% 
more cash 
value than 
the nearest 
competitor—
all while 
maintaining 
a guarantee 
beyond life 
expectancy.

The Protective Life Approach 
See what happens when you take the lowest premium from the previous 

example ($3,701 from Nationwide) and apply it across all carriers.

The Traditional Approach 
During a typical UL sale, agents may consult a spreadsheet (similar to the 

one below):

Data for product and company comparison is based on a basic policy comparison of Protective Advantage Choice UL to the competitors listed; 
is based on information publicly available from the company which is believed to be current as of April 13, 2015, and is subject to change.

$500,000 FACE AMOUNT, MALE, AGE 45, PREFERRED

Company Product Annual 
Premium

Cash 
Value 

Year 20

Death 
Benefit 

Guarantee 
Age

Nationwide YourLife No Lapse GUL $3,701 $0 121

American General Secure Lifetime GUL II $3,723 $4,493 121

North American Custom Guarantee (Gen 8) $3,779 $0 121

Prudential PruLife Universal Protector $3,992 $39,758 121

Principal UL Protector IV $4,164 $0 121

Protective Life  Protective 
Advantage Choice UL $4,685 $74,779 121

What agents are missing with this traditional approach is an opportunity  
to provide clients with more flexibility and value, while still offering a  
low premium. 

$500,000 FACE AMOUNT, MALE, AGE 45, PREFERRED

Company Product Annual 
Premium

Cash 
Value 

Year 20

 Death 
Benefit 

Guarantee 
Age

Nationwide YourLife No Lapse GUL $3,701 $0 121

American General Secure Lifetime GUL II $3,701 $4,448 115

North American Custom Guarantee (Gen 8) $3,701 $0 96

Prudential PruLife Universal Protector $3,701 $32,191 93

Principal UL Protector IV $3,701 $0 91

Protective Life Protective  
Advantage Choice UL $3,701 $49,758 101

By analyzing solutions just a bit further, you can offer clients a more 
balanced, low-cost solution without having to give up strong cash-value 
accumulation potential and guarantees beyond life expectancy.

Check out a better approach. 
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1 Lapse protection guarantees the policy death benefit for the duration of the guarantee and does not cover cash or surrender value. Loans, withdrawals, and other policy and premium 
changes will affect the cost and length of protection. Failure to make premium payments as planned may cause the policy to lose lapse protection and premiums required to restore it could 
be significantly higher. Refer to the policy and endorsements for complete terms, conditions and limitations.

2 ExtendCare is available at an additional cost.
3 Income Provider Option is an endorsement available only at issue on certain UL products issued by Protective Life and a portion of periodic payments may be reported as taxable income to 

the beneficiary.

If underwriting criteria is satisfied for Protective Advantage Choice UL, the proposed insured may qualify for the rates shown. Different premium payment modes have different premium 
amounts. More frequent payment modes typically require higher premiums. This is a hypothetical example. For current information on Protective Life Insurance Company’s products, please 
use ELI or contact our sales desk for an illustration specific to your client.

Protective Advantage Choice UL (UL-21) is a universal life insurance policy issued by Protective Life Insurance Company, Birmingham, AL. Policy form numbers, product features and 
availability may vary by state. Consult policy for benefits, riders, limitations and exclusions. Subject to underwriting. Up to a two-year contestable and suicide period. Benefits adjusted for 
misstatements of age or sex. In Montana, unisex rates apply.

All payments and all guarantees are subject to the claims-paying ability of Protective Life Insurance Company.

Protective Advantage Choice UL Offers:
• Death benefit protection, most competitive between ages 90 – 1051

• Potential for cash-value accumulation based on a fixed rate of interest

• ExtendCareSM Rider for chronic illness protection2

• Guaranteed income payments for beneficiaries with Income Provider Option3

With Protective Life, it’s not just about price—it’s about selling value!  
To learn more, contact the Life Sales Desk at 877.778.3500, option 1 and request an illustration. 

www.protective.com
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