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3 Case studies: 1 powerful product
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1The death benefit is generally paid to beneficiaries
income tax-free.
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Death benefit protection! and the potential
for supplemental retirement income

Intergenerational planning

Seeking a tax-efficient portfolio



Death benefit and
the potential for

supplemental
retirement income
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Death benefit protection
e Generally paid income tax-free to
beneficiaries

Living advantages

e Accumulation value potential

e Access to any available cash value through
policy loans or withdrawals?!

* Access to death benefit in case of chronic?
or terminal illness3

e Tax advantages

Policy loans and withdrawals will reduce the available cash value and death benefit and may cause the policy to lapse, or affect guarantees against lapse. Withdrawals in excess of premiums paid will be subject to
ordinary income tax. Additional premium payments may be required to keep the policy in force. In the event of a lapse, outstanding policy loans in excess of unrecovered cost basis will be subject to ordinary
income tax. If a policy is a Modified Endowment Contract (MEC), policy loans and withdrawals will be taxable as ordinary income to the extent there are earnings in the policy. If any of these features are exercised
prior to age 59% on a MEC, a 10% federal additional tax may be imposed. Tax laws are subject to change and you should consult a tax professional.

2Additional cost applies when exercised. There is no cost if you do not exercise the rider. Charges are based on age, gender, premium class, current cash value, and current discount factor interest rate at the time
of acceleration. Rider is not available in all states. May be taxable. Refer to appropriate consumer brochure for state specific information.

3Additional cost applies when exercised. There is no cost if you do not exercise the rider. Must be certified terminally ill with a life expectancy of 12 months or less to access a portion up to 100% of the policy’s
death benefit while the insured is still living. May be taxable. Refer to appropriate consumer brochure for state specific information.
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Additional considerations

5

>

>

Keep in mind that an FIUL policy may be subject to market volatility to a certain extent. It is possible to earn 0%
interest in any given year.

Actual interest credited to the life insurance policy and type of loan taken will vary based on the crediting method
and allocation options chosen, annual floor, and current caps and participation rates, which will impact potential loan
amounts. lllustrations showing a consistent interest rate each year are not realistic.

The amount of interest the policy earns impacts the amount of cash value available, and there is no guarantee that
there will be sufficient cash value available to keep the policy in force, which presents the potential for risk to the
policy.

FIUL is not a source of guaranteed retirement income.

When accessing policy loans and withdrawals, the available cash value and death benefit will be proportionally

reduced and the loans may be taxable if the policy lapses or is surrendered. Your clients should consider the potential
tax implications of taking policy loans and withdrawals, and discuss them with their tax professional.

When taking policy loans, be sure to manage the policy values and premium payments to ensure the policy remains
in force. It is important to review the potential impacts of taking sustained loans at a rate lower than what is
represented in the example.

For financial professional use only — not for public distribution.



Client introduction @

Age: 45

Status: Small Business Owner
Goals:

* Death benefit protection

* Tax advantages

* Supplemental retirement income

Case design assumptions:

Preferred NT, 25K/yr to age 65, Indexed Loans for
30 yrs beginning at age 66, Classic bonus default
mix' at 6% non-guaranteed illustrated rate

This hypothetical example does not represent a specific Allianz client or FIUL policy.
"The Classic bonus default mix includes 50% Bloomberg U.S. Dynamic Balance Il ER
Index and 50% PIMCO Tactical Balance ER index.
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Selecting the appropriate key employee compensation strategy

~eeey  An annual cash bonus is a simple and flexible form of incentive
oo . . . . - . .
oopo| compensation that requires minimal administrative costs or time

ooa .
commitment from human resources.

While a cash bonus may be an effective tool for rewarding a key
employee, it doesn’t provide an incentive to retain their
employment beyond the current bonus period.

O H—
[Eﬁi One common alternative is to contribute to a cash value life
= insurance policy owned by the employee.
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Case study
summary

This hypothetical example is for illustrative
purposes only. It is intended to show how features
such as product benefits, accumulation potential
and loan features work, and is not intended to
predict future results. Actual results may be
different from the figures shown and in some cases
may be significantly higher or lower. The character
is fictional and not an actual Allianz client.

The death benefit is generally paid to beneficiaries
income tax-free.

Policy loans and withdrawals will reduce the
available cash value and death benefit and may
cause unintended consequences, including lapse or
taxable events. Please see the full loan and
withdrawal disclosure within this presentation for
details.

For financial professional use only — not for public
distribution.

Frank — 45 year old small business owner

Initial Death Benefit

$362,335

Annual Premiums (Years 1-20)

$25,000

Death Benefit at age 65

$1,269,429

Annual Indexed Loans

$77,153

Assumed death at 85

Death Benefit $665,255
Loan amounts age 65-85
$1,543,060

Potential income tax-free loan amount to insured

and death benefit to beneficiaries

$2,208,315

Assuming a minimum guaranteed illustrated rate of 0.10%, and maximum fees and charges were applied, the cash value would
not be sufficient to support a loan strategy and the policy would lapse after four years of taking loans.

This is a hypothetical example for illustrative purposes only.



Additional
Resources

ALLIANZ LIFE INSURANCE COMPANY OF NORTH AMERICA

—————

SMALL BUSINESS LIFE
INSURANCE OVERVIEW

Business planning with life insurance

Allianz (i)

M5115

Small Business Life Insurance Overview (M-5115)
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ALLIANZ LIFE INSURANCE COMPANY OF NORTH AMERICA

Life Advanced
Markets

Building
an Effective

Key Employee
Compensation
Strategy

"Start with good people, lay out the rules, communicate with your
employees, motivate them and reward them. If you do all those
things effectively, you can't miss." - Lee lacocca

Chances are the success of your business relies, ot least in part, on the tolents and performance of your
employses. And while each employee is important, there may be a few who are key to attaining your

business objectives. Just as each business has o value proposition it offers to prospective customers, the
total compensation package you offer key employess is part of your value proposition to them,

There are many differant forms of compensation and benefits an employer may offer to retain, recruit,

and motivate the talent they need to succeed.

IMPORTANT POINTS TO CONSIDER

Like any other business decision that reguires an
allocation of financial and human resources, it is
important to take o strategic approach.

Define and prioritize goals
Before committing financial resources, it's important
1o detarmine exactly what your goals are

Is your business o start-up that needs to quickly
attract top tolent? Is it on established business
concemed with retaining employees wha would
be difficult to replace? Or are you looking for an
effective means of mativating key employees to
incrense profits? If you have multiple goals, which
ane has the highest pricrity?

The more specific you are about those goals,

the better. For example:

+ We're looking to sell the business within 4-5
years and need our employees to drive revenue
until the sale occurs in hopes of driving the stock
price higher.

+ Our business requires consistancy at the top,

50 we would like to reward compary loyalty.

+ We need to attroct employees with a unigue
skill set and knowledge so we con expand our
business into new markets.

Allianz ()

Key Employee Compensation Strategy (AMK-506)



Intergenerational
Planning
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Goals of FIUL Policy

Supplemental college funding

Access to potential funds that can help pay
off debt other financial obligations

|

A The opportunity to supplement retirement
. Income

11 For financial professional use only — not for public distribution.



How can we How can we
fund Emma’s help our
college daughter at the
education? same time?

o’/

030 ‘030)
o’
Mike Sandy
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College costs are on the rise

Average Annual Tuition and Fees

$10,740 — Public universities (state residents)
$27,560 — Public universities (out-of-state residents)
$38,070 — Private colleges

Room and Board
$11,060 — Public Four-Year universities
$12,640 — Private Four-Year colleges

Source: College Board, “Trends in college pricing 2021,” October 2021

This is a hypothetical example for illustrative purposes only.



Hypothetical example @

@'@ 00! Sandy gifts $12,000 gifted each year to Jessica
o/ ./

for 17 years
Mike Sandy A
e o ¢ o Jessica is the owner/insured and pays the

QJ) ./ premiums.
Assumptions: Allianz Life Pro+

Advantage Fixed Index Universal
Life Insurance policy, female, Age

36, standard nontobacco, 6% J ESSICB TOd d

nonguaranteed illustrated rate,
$30,000 annual premium payments
for 17 years, classic interest bonus

opportunity starting in year 1, 5%
index loan rate

Emma is protected should something happen

Includes an allocation restriction, meaning . . tO her mOm and Wl” benefit frOm a fUtU I’e
clients may not be able to allocate 100% of .
their accumulation value, if the fixed V pOIICy Ioan to Cover her CO”ege Ioa ns

account goes below 1%.

Emma
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This is a hypothetical example for illustrative purposes only.



@
Case study benefits

_ End of year |Income tax free policy loans!

Emma’s college funding 20 $100,000
Pay off Jessica and Todd’s mortgage 25 $100,000

Jessica and Todd’s supplemental 31 S46,050 x 20yrs
retirement income

Jessica passes away 93 Death Benefit for Emma: $573,681

1Policy loans and withdrawals will reduce the available cash value and death benefit and may cause the policy to lapse, or affect guarantees against lapse. Withdrawals in excess of premiums paid will
be subject to ordinary income tax. Additional premium payments may be required to keep the policy in force. In the event of a lapse, outstanding policy loans in excess of unrecovered cost basis will
be subject to ordinary income tax. If a policy is a Modified Endowment Contract (MEC), policy loans and withdrawals will be taxable as ordinary income to the extent there are earnings in the policy. If
any of these features are exercised prior to age 59% on a MEC, a 10% federal additional tax may be imposed. Tax laws are subject to change and you should consult a tax professional.

14 For financial professional use only — not for public distribution.
This is a hypothetical example for illustrative purposes only.



Case study
summary

This hypothetical example is for illustrative
purposes only. It is intended to show how features
such as product benefits, accumulation potential
and loan features work, and is not intended to
predict future results. Actual results may be
different from the figures shown and in some cases
may be significantly higher or lower. The character
is fictional and not an actual Allianz client.

The death benefit is generally paid to beneficiaries
income tax-free.

Policy loans and withdrawals will reduce the
available cash value and death benefit and may
cause unintended consequences, including lapse or
taxable events. Please see the full loan and
withdrawal disclosure within this presentation for
details.

For financial professional use only — not for public
distribution.

15

Total Premiums Paid — Age 65

$204,000

Death Benefit — Age 65

$560,641

Total Distributions (College, Mortgage
and Policy Loans, ending at age 87)

$1,121,000

Death Benefit — Age 93

$573,681

Total Benefits paid to the insured and
beneficiaries

$2,459,322

Assuming a minimum guaranteed illustrated rate of 0.10%, and maximum fees and charges were applied, the cash value would be sufficient to
support the college funding. strategy. However, there is not be enough cash value in years 25 and 31 to support taking loans to use towards

the other financial needs presented in this example otherwise the policy would lapse.

This is a hypothetical example for illustrative purposes only.



Additional Resources

College Funding Brochure

(M-5285)

Allianz (@)

FIXED INDEX UNIVERSAL LIFE INSURANCE

Allianz Life Insurance Company of North America

Another resource to help

pay for college

Life insurance can cover more than your life.

Life insurance can help bridge the
gapiin your college funding

‘The main reason for buying Ufe Insurance s to
provide a death benefitfor your loved ones. But
ifits o fixed index universal Ife (FIUL) insurance
policy, your premium also has the potential to buld
‘accumulation volue over time.

‘Any available cash volue can be accessed through
policy loans and withdrawals for any purpose you

choosa - including supplementing your collage
funding strategy.

FIUL hes a place in many college funding strategies.

he death beneit i gl i 1 banefcrsncoe-tnree

e potcy o gz,

e event of o e, cutstoning
) poly B

o [ 3

the oty Fanyofthee

epased.Tox ws 0 sbect 1o chonge and you shokd consit o i pofesiont

oge o

Nort hmeice.

ks«/d(a\!v.

uc ard e avabity my vry by sicte

Mo5285 (R5/2022)

ucts e e by Ao U suresce Comporyof North Americ, P B 5708, Mimaapos, I S557-0060. 600950562 wiowaliraecn
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A tax efficient gift strategy to benefit
multiple generations(CSI-513)

Benefits of fixed

A tax-efficient gift
to help benefit

generations of
your family

ing life insuranc

L resource

Allianz Life Pro+* Advantage offers death benefit protection for
beneficiaries as well as accumulation potential that can be
a financial resource for generations to come.

index universal MEET SANDY AND MIKE Sandy and Mike’s goals
life i ica’s licy:
(ALY InSurance - psbescol exmple Sy and ik b oo, (01 9558 FIUL policy:
 Taxcdeforred yeor old granddaughter, Emma. Given the rising cost of p—
i college, abouthow their s
potential wih daughterJessica and sonin aw, Todd, both age 36, wil g
protacton from fund Emmat collage education e
market losses* s
Sandy and Mike want o begin to pass on wealth to Jessica
+ Accosstoavailabl  and her ity They have planned well or thaf retirement,
coshvaluatohelp  sotheyare tohelp. y e
eon felpessco o @
needs
Their financial professionl and tox odvisor suggest that ey
+ Financial protaction  Sandy and Mika cach gift 315000 (e annuol gt tax bl

for loved
benaficaries through
the income-tax-free
death benefit®

‘exdlusion) to Jessica, which she will ise to pay the premium
on an Allianz Life Pro#* Advantage FIUL policy.

‘This il provide death benfit protection for Jessica's family
— and also the opporturity to buld accumulation value. Any

The opportunity
to supplement
Jesscaond Todds

or withdrawals® futura

financial incuding e

Feos and charges wil recu the accumuiation value

thirawais wi

everts.Plese see th full oon discosure wiin ths matesiol fo detals.
$The.

FILL i not  sourc of quaranteed retirament income.

caist (R222)
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may couse unintended consequences,including lapse ortoxcble

Intergenerational planning
with life insurance (M-5783)

INTERGENERATIO
PLANNING WITH
LIFE INSURANCE




Seeking a tax
efficient portfolio




Diversify your retirement strategy

Many Americans keep the majority of
retirement savings in a qualified plan or IRA.

But that may be changing, as prospective
retirees realize the benefits of withdrawing
their tax-deferred qualified funds and
contributing them to a financial vehicle that
can provide the opportunity for income-tax-
free supplemental retirement income.

One financial vehicle that your clients may
want to consider is FIUL insurance.

For financial professional use only — not for public distribution.
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Age: 60

Status: Pre-retiree

Goal:

* Death benefit protection

* Seeking a tax efficient portfolio
Available Assets: S500,000

-

This hypothetical example is for illustrative purposes only and does not represent an actual Allianz client.

19 For financial professional use only — not for public distribution.



Case Design assumptions

Gender Male

Age 60

Tobacco Standard nontobacco

$100,000

Initial Planned Premium _
(policy years 1-5)

Total Planned Premium $500,000

Initial Death Benefit $1,000,000

Policy Loans? Beginning age 75-89

This hypothetical example is for illustrative purposes only and does not represent an actual Allianz client.
The death benefit is generally paid to beneficiaries income tax-free.

1Policy loans and withdrawals will reduce the available cash value and death benefit and may cause the policy to lapse, or affect guarantees against lapse. Withdrawals in excess of premiums paid will be subject to
ordinary income tax. Additional premium payments may be required to keep the policy in force. In the event of a lapse, outstanding policy loans in excess of unrecovered cost basis will be subject to ordinary
income tax. If a policy is a Modified Endowment Contract (MEC), policy loans and withdrawals will be taxable as ordinary income to the extent there are earnings in the policy. If any of these features are exercised
prior to age 59% on a MEC, a 10% federal additional tax may be imposed. Tax laws are subject to change and you should consult a tax professional.

20 For financial professional use only — not for public distribution.



Case study
summary

This hypothetical example is for illustrative
purposes only. It is intended to show how features
such as product benefits, accumulation potential
and loan features work, and is not intended to
predict future results. Actual results may be
different from the figures shown and in some cases
may be significantly higher or lower. The character
is fictional and not an actual Allianz client.

The death benefit is generally paid to beneficiaries
income tax-free.

Policy loans and withdrawals will reduce the
available cash value and death benefit and may
cause unintended consequences, including lapse or
taxable events. Please see the full loan and
withdrawal disclosure within this presentation for
details.

For financial professional use only — not for public
distribution.
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Total Premiums Paid — Age 65 $500,000
Death Benefit — Age 65 $1,000,000
Death Benefit - Age 95 $276,681

Total Distributions ($70,214 x 15) $1,053,210

Assuming a minimum guaranteed illustrated rate of 0.10%, and maximum fees and charges were applied, the cash value would not
be sufficient to support a loan strategy as the policy would lapse after one year of taking loans.



Additional Resources
[§3) b o

e The three buckets of a
retirement strategy

-4
Alli anz @ Allianz Life Insurance Company of North America ( CS 5 0 )

Help make your idle
assets go further
(MLIF-1130)

L.I.F.E.

Life Insurance as a Financial Engine™

——

Flexibility and control in
future tax environments
(MLIF-1132)

MLIF1128 (R:5/2022)
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Additional
Resources

Allianz @)

Allianz Life irsurence Company of North Amarica

ALLIANZ FIXED INDEX UNIVERSAL LIFE INSURANCE

Interest credits are an
indicator of value.

Qur historical interest credits highlight the potential.

‘When you buy a fixed index universal life (FIUL) insurance policy, the interest credits you receive
are an indicator of value being passed on to you as a policyholder. At Allianz Life Insurance
Company of North America (Allianz), we are proud of our interest credit history and our
reputation for our FIUL policies.

Lot toke a doser leok at historical intarsat credits Average annual interest credits
for Allian FIUL polices. Tha chart shows what by policy issued year
policies szusd In soch calendar yaar would have
bosn cradtod based on the averoge credit over tha o
Ifa of the pclicies.
xov
A S el o e,
FIUL policyheldars hava recaived snce 2006
Average intersst cradited =y
Indaxed Foed o
650 376K 00 ]
e =
20

Kesp d th roaudts are Ind|
of future results, and the octud Interest credis
arnad by a policy will vary based on tha
allccations seloctad.

MY LOGK 200K 100K 400K SO AOCK 700K EDIK GO

how an FIUL policy may fit into

@ Ask your financial professional
your financidl strategy.

Must be accompenied by the “Understanding AUL” brochurs (M3E9) or nats product broch: d the
mathods” M5 D) brochura.

CSIA20 @.32023)

Interest Credits are an Indictor of Value (CSI-429)
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ALLIANZ LIFE PRO+* ADVANTAGE FIXED INDEX UNIVERSAL LIFE INSURANCE POLICY

Lock in increases. Lock out volatility.

How Index Lock and Auto Lock help reduce the impact of market uncertainty

Markat volouity remains a big concamn. With Index Lodk, you con lock in on index value
According 1o cur recent study, 71% of Americons ot any tima onca during the crediting period.
30id they prafer financial products thet help And with Auta Lodk, the policy con octivate.
protect from big losses, but coma with smaller the Indax Lock outomatically when it reaches

goins, over financial products that hove the your set torget - which means you don't have
potantial for big gains, but also the potential to clascly monitor the potential volotia swings
for big losses * of the Ihdex *

The power of Index Lock based on actual client use

Tha followng results ars based on octual client experiences using Index
Lock on thar Inforca Allsnz Life Pros® Advantogs Iife Insuronca palicies.

Whet ol do clients typically lock i o>

FIUL policies with an octive
I|
= ----lll II Illlll R
m "™ £ ™ X X

— m p—
® 2% K X X X 10K 1% 12X 13K 4K 16K 16K 17% 16K 10% 20K 21% 2% 27K 2

Averae ke e b tead o0 1207 ecs fom VIV L/RD2
Soteritel Inarest vories by inds aiocfion, Pt sl ore k@ Guroriee of e e

Mzt be occomparied by the Aliora L Pros® Advertage brochere (M 718) and Ihdax Lock soies dea (TS 812)

"N L% 262 Sstramant i) Spa3ves ey

25203 1ot cxiores ABCRE b SUoTERCIR OCIRS 31 Pk Lock arce e Tt & ™ ot e gnc of e
B, oy T read 1 b6 renewar S 933 CRIEN; (ESCC O MLz 50 JICKS PN P QPWE I R I B4 SN 26852 1 WV Ty
6 retres 3 oy T

' o Lock mey et i 2 o9t B ¥ e incx Lock Do not Deer exsiac e w301 VDS 28NS
mm:mmmmméawrma:mmn -

CS548 (R1/202)

Lock in increases. Lock out volatility. (CSI-548)




Interest credits are an indicator of value.

Al 3 e

R ] Historical interest credits for
interest credits are an Allianz FIUL policies since 2006

indicator of value.

Qur historical Interest credits highlight the patential.

b foued indax | s ) clicy, the Intarest aredits you recehve
of vals ©n toyou 05 £ Alliare Ufe reuronce
Compary of North Amarko (Allare) we are proud of cur Intarset aredit history and cur
reputation for aur FUL policks.

e M 2  Average Indexed Crediting: 6.59%

o g g somd | reweun couclta thee 341
FILL eboyniters have mowses Hrce 1006

Aemcage bncnstcradtmd

s e A e L e

Wawg | mind thet port et o ot an ndk e T

Bmma 3 Average Fixed Crediting: 3.76%




Lock in increases. Lock out volatility.

ALLIANZ LIFE PRO+* ADVANTAGE FIXED INDEX UNIVERSAL LIFE INSURANCE POLICY

Lock in increases. Lock out volatility. 11 40% |S the average Iocked in
How Index Lock and Auto Lock help reduce the impact of market uncertainty 1 '
value from 8/2019 — 12/2022

soid they prefer financol produc
protact from big los: o
gare, cwe Frang

the Indax Lock outomatia
your set torget - which m
™ cetter the

expertances usting Index
o s Insurancs palictes.

What vaius do chints typically lodk in o?

2 Manual Lock Option

11.40% i the overage
locked in value omong our
FIUL polictas with an octive
Indiax Lock®

3  Auto Lock Option
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Recap: 1 powerful product

1 Supplemental college funding

111 :
e — , Access to potential funds that can help
PRV L e T pay off financial obligations

" e 3  The opportunity to supplement

retirement income
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Disclosure

Guarantees are backed by the financial strength and claims-paying ability of Allianz Life Insurance Company of North America.
Products are issued by Allianz Life Insurance Company of North America.
Product and feature availability may vary by state and broker/dealer.

This content is for general educational purposes only. It is not, however, intended to provide fiduciary, tax or legal advice and cannot be used to avoid tax penalties or to promote,
market, or recommend any tax plan or arrangement. Please note that Allianz Life Insurance Company of North America, its affiliated companies, and their representatives and
employees do not give fiduciary, tax or legal advice or advice related to social security or Medicare. Clients are encouraged to consult their tax advisor or attorney or Social Security
Administration (SSA) office for their particular situation.

Policy loans and withdrawals will reduce the available cash value and death benefit and may cause the policy to lapse, or affect guarantees against lapse. Withdrawals in excess of
premiums paid will be subject to ordinary income tax. Additional premium payments may be required to keep the policy in force. In the event of a lapse, outstanding policy loans in
excess of unrecovered cost basis will be subject to ordinary income tax. If a policy is a modified endowment contract (MEC), policy loans and withdrawals will be taxable as ordinary
income to the extent there are earnings in the policy. If any of these features are exercised prior to age 59% on a MEC, a 10% federal additional tax may be imposed. Tax laws are
subject to change and you should consult a tax professional.

Life insurance involves qualification through health and financial underwriting.
FIUL is not a source for guaranteed retirement income or a traditional college funding vehicle.

There is no guarantee that a policy will earn sufficient interest to support a loan strategy. When taking loans, client should carefully manage their policy values to help protect against
a policy and/or negative tax consequences.
Allianz Life Insurance Company of North America does not provide financial planning services.

P64339
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