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I.R.A. INSURED
RETIREMENT ADVANTAGE®

PRESERVATION

Presented to

Valued Advisor

I.R.A. Insured Retirement Advantage® is a branded premium finance strategy for purchasing life insurance. It is not an Individual Retirement Account, qualified retirement plan,
ERISA plan, bank product, or investment account. Suitability requires an independent life insurance need and review of carrier illustrations, lender documents, and tax/legal guidance.




HOW CAN YOU

PERSONALLY
M CARE FOR YOUR FAMILY

M POTENTIALLY ACCESS POLICY CASH VALUE ON A TAX-ADVANTAGED BASIS
M DIVERSIFY YOUR ASSETS

BUSINES OWNERS
M SAFEGUARD THE FUTURE OF YOUR BUSINESS
M MAINTAIN AND REWARD KEY EMPLOYEES
M PROVIDE GROUP-LEVEL BENEFITS

IT CAN BE A DIFFICULT PROCESS SELECTING THE IDEAL C OMBINATION
OF FINANCIAL SERVICES PRODUCTS TO ACHIEVE YOUR GOAL S

The dynamics of saving have dramatically chandeetet has been a gradual erosion in the so-called
safety net of government sponsored programs, carpalefined benefit pension plans and other
third-party supplemental retirement vehicles. Arttiete are usually compromises with regards to

taxation, costs and complexity.

These changes have placed more emphasis on peesopaerment and self-directed strategies to
protect, grow and maintain wealth.

THE NEW @ Estate Planning
I.R.A. Insured Retirement Advantage® @ Non-qualified, tax-advantaged income
is a unique solution that can be applied in a waGé @ Asset and savings diversification
planning scenarios. The strategy combines permanent ® Commercial buy-sell arrangements
life insurance with a premium financing arrangetmen @ Key-person award and retention
subject to underwriting, lender approval, policy
performance, and ongoing review.

@ Executive bonus
® Supplemental Group Benefits

Attention to risk management is paramount in thaigieof I.R.A. Insured Retirement Advantage®
Numerous steps are used to increase the probalffiltyccess — for any planning scenario and long-trategy.

.R.A. Insured Retirement Advantage® premium financing strategy is not a retirement plan or individual retirement account. It is a life insurance funding strategy designed to assist with the purchase of a
large permanent life insurance policy, where some of the premiums are financed. Permanent life insurance is first and foremost intended to provide death benefit protection. If properly structured and
funded, the policy may also provide potential cash value accumulation that could be accessed to supplement retirement income, subject to policy performance, loan terms, and other risks. This material is
intended for use by licensed financial professionals with their clients. NSFP operates in a wholesale capacity and does not provide individualized consumer, tax, legal, or investment advice. This strategy
should be presented only when there is a legitimate need for life insurance protection and when the client has the financial sophistication, liquidity, and resources necessary to understand, support, and
maintain the premium financing arrangement.




FIXED INDEXED UNIVERSAL LIFE
INSURANCE - SOLUTIONS
BEYOND DEATH BENEFIT

Fixed Index Universal Life Insurance (FIUL) offgrslicyholders a range of benefits in addition te tustomary
protection of term and other forms of permanenecage. A key feature of FIUL is the potential taldbu
accumulation value based in-part on changes irxeemreal market index. This provides the opportufotygreater
accumulation potential than traditional universi@ insurance. Unlike variable life insurance FIdan ensure the
accumulation value will not decrease due to markedtility because the accumulated value is noegted
in equity markets.

KEY FEATURES OF FIUL

@ Interest crediting options using multiple indexes (equity, fixedrime, international)
@ Annual elections as to the index selections

@ Flexible premium schedule

@ Different death benefit options and the capability to changenitia ioption

@ Access to the accumulated value via loans and/or withdrawals

© Some products offer living or accelerated benefits

UNDERSTANDING THE CREDITING PROCESS

@ If the index performance is positive,

indexed interest is applied to the policy’s

accumulation value, per any caps and

participation rates.

@ If the index performance is negative, the *¢

accumulation value will be unaffected.

However, fees and charges will reduce th.~** 1 1

policy values. == ACCUMULATION VALUE @ HYPOTHETICAL INDEX PERFORMANCE

mmm (% INTEREST

This hypothetical example is for illustrative puses only.

% Your financial professional will review the polispecifications including participation rates, capsl other performance features.




TAXES - MAKING THE RIGHT
DECISIONS TODAY

Taxes are an ever-changing area of public polityr@e in administrations at the federal levellsettbne based on

domestic agendas, monetary considerations, aral fisagrams. The current situation would indicatét&o higher
taxes on income, capital gains and other measineste to higher earners. The very wealthy wittaialy be
impacted although given the scale of fiscal stimwad other spending other income brackets widffected.

TAX RISK — A HISTORICAL PERSPECTIVE

Federal - 1980 Married Filing Jointly Tax
Brackets

Federal - 2026 Married Filing Jointly Tax
Brackets

Tax Bracket Tax Rate
$624,800
$24,80$100,800

$100,801 — $211,400
$201,4 $403,550
$403,556512,450

$512,451 — $768,700

Over $768,700

Tax Bracket Tax Rate
$3,400.00+
$5,500.00+
$7,600.00+
$11,900.00+
$16,000.00+
$20,200.00+
$24,600.00+
$29,900.00+
$35,200.00+ ....
$45,800.00+ ....
$60,000.00+

www-tax-brackets.org/federaltaxtable/2026

TAXABLE MONEY VS TAX ADVANTAGED MONEY
AFTER TAX

$85,600.00+
$109,400.00+
$162,400.00+

TAX
ADVANTAGE

ROTHIRA
CASH VALUE LIFE INSURANCE

RETIREMENT GOAL

BEFORE TAX AFTER TAX
$215,400.00+
TAX QUALIFIED

RETIREMENT PLANS

NON-QUALIFIED

TAXABLE INVESTMENTS

www-tax-brackets.org/federaltaxtable/1980

TAXABLE

TAX ADVANTAGES OF LIFE INSURANCE
Life insurance offers unique tax advantages reaaghby the IRS and state tax authorities.
Paints of differentiation:
@ Death benefit proceeds, given proper structuring, can be taxtadeal to beneficiaries and an estate
@ FIULs, funded and managed properly, can generate significant alatethvalues and the policy can
provide tax-free income (typically via policy loans) fowariety of planning situations
® Premiums or the amount of monies paid into a policy arelonited by insurable capacity - alternative
products and plans often have rigid limits

References to tax-advantaged accumulation or tax-advantaged access refer to the potential ability to access policy cash value through policy loans and withdrawals. Such access is subject to policy

design, policy performance, available cash value, the policy remaining in force, non-MEC status where applicable, and applicable tax laws and regulations. Policy loans and withdrawals reduce policy

cash value and death benefit, may affect policy guarantees, and may create adverse tax consequences if the policy lapses, is surrendered, or becomes a modified endowment contract. Clients should
consult their own independent tax and legal advisors regarding their individual circumstances.




ENHANCED FUNDING

“Enhanced Funding” or Financed Life Insurance capléy the long-term benefits of a FIUL policy. Eincing is
obtained through a specialty Lender that providessiom loan arrangement — specifically designedhi®
THE INSURED RETIREMENT ADVANTAGE ©. The most common scenario is based on ten years of
premium payments (financed by the Lender) and ana@rout of pocket contribution from the borrower &
duration between five and ten years. There areiatyaf options for borrowing entities includingusts,
companies, corporations and special purpose estitie

HOW DOES IT WORK

® vYour financial professional recommends a specific F
based on long-term goals and other considerations

@ Instead of paying the premiums directly, the
THE INSURED RETIREMENT ADVANTAGE ®
is selected to fund the premiums

The FIUL policy is applied for and the life insurance
company starts the underwriting process

Design options for the loan including the annual
client contribution, face amount and other
details are finalized

Completed Loan Documentation

Individual, Group
or
Business Principal

Commercial Entity,

»
>

Transfer, Loan or Sell Assets

Family, Business

The loan structure is reviewed — all loans are made {]
entities such as ILIT's, LLCs or C-Corps or S-Corps

Loan application is submitted and other due diligenc
information is collected

The policy and loan are actively managed — reviewe
at least on an annual basis

Following the payoff of the loan the long-term
strategy is executed

»

Loan Payments

Trust or Special

Purpose Vehicle

>

Premium Advances

Lodge Life Policy

—

< Collateral Assignment
Advances Loans

»i
<
or

Other Beneficiaries

Distributions

Net Cash Value

Death Benefits

Life Insurance Carrier

&




THE DYNAMICS OF
THE TRANSACTION

The most prominent variables in a financed lifaimasice transaction are the interest rates changéeo
loan and the performance of the life insurancécpet as reflected in the long-term crediting ratel
accumulated value. As of this writing there iscommmon benchmark used in setting interest rates fo

financed life insurance transactions. There arargety of indexes such as the Secured Overniglari€img
Rate (SOFR), Constant Maturity Treasury (CMT) aRINFE. The all-in interest rate, charged by the
lender, is the total of the reference and a spwe@dh is set by the lender. The reference or bewsch rate
is floating — that is, the rate will change at soimterval and be reset to a prevailing level. ifterest
rate spread is usually contractually fixed overtren of the loan. Some lenders offer fixed ratedesivatives
to address perceived interest rate risk or vatgiiti the benchmark rate.

FIUL policy performance will depend on the creditirate which is derived from the participation isedected
index or multiple indexes. A common index is thar8tard & Poor’s 500 Index (excluding dividends)eféhare
different methods of measuring the S&P 500 (anpoait-to-point reset, monthly averaging, etc.) amakt life
insurance companies offer a range of other bendtemaboth domestic and foreign market based. Whiééeand
other types of permanent coverage reflect poliegiting based on the issuer’s general accountrretamd
perhaps an annual dividend as declared by theansarcarrier.

The long-term interchange between the life insuegmaicy’s performance and the interest chargetherioan
is a key determinant of collateral requirements tedrelative success of the financing transactrer time,
under ideal conditions, there will be a positivBatential between the loan interest rate and tireglof the
financed policy. There is no guarantee of suchwtoame although Prudent design and ongoing review a
intended to help identify and manage these rislisthey do not guarantee any favorable outcome.

@ Using a balanced amount of leverage (as reflected in the doanaervicing payment) that

does not place excessive stress on the financing arrangement

@ Staying current with all lender requirements

@ As the transaction develops evaluate changes to the loan potiégrto account for changing

economic and financial conditions

Prudent design and annual review are intended to help identify and manage risks over time; they do not guarantee success, policy performance, loan payoff, income, collateral sufficiency,
or any specific outcome. Interest rates, policy credits, policy charges, loan terms, collateral needs, and client contributions should be stress-tested and reviewed at least annually.




CURRENT PROGRAM GUIDELINES
SUBJECT TO LENDER AND CARRIER APPROVAL

@ Minimum initial face amount of $500,000 ® Minimum business revenue of $750,000 for
no maximum § two consecutive years — exceptions possible
following review
@ Minimum annual funded premium of $50,000
for a stand-alone case — based on a ten pay® Annual out-of-pocket contributions are required for
non-MEC premium solve or a minimum of five years and may be
extended for a longer duration. Our
@ Related or group cases can be combined to recommendation is to continue contributions for
meet the $50,000 premium limitation — ten years. Should you elect to discontinue
premiums, for any individual case, cannot be contributions after the initial five-year period, a
lower than $35,000 Letter of Instructions (LOI) must be executed
and submitted to the lender
@ Maximum issue age of 60
@ Insured’s/Borrower’s financial position must
@ Minimum insured/borrower annual income indicate a liquidity requirement of 125% of the

requirements set but issuing carr 44 cumulative premium payments in the first five

years minus the five year out of pocket
@ Loans can be made to trusts, companies, contribution
corporations and other approved entities
@ Interest rate spread of Interest rate spread of
@ One-time financial underwriting 1.85% over the applicable reference rate

© No annual loan re-qualification © No arrangement or origination fees

© Minimum insured/borrower annual income © Annual administrative fee of $1800 is charged by
requirements set by the issuing carrier lender, during the first ten ye:¢ 4 4 4
(Range from $100,000 - $200,000) J

L May be higher based on issuing life company guigsli
% % Range from $100,000 - $200,000

% % % Check with your financial advisor for details

Meeting income, revenue, age, face amount, or liquidity guidelines does not establish suitability. Suitability must be determined separately by the advisor based on insurance need, cash flow, liquidity,
collateral capacity, risk tolerance, tax/legal review, and the client's ability to maintain the strategy. No annual loan requalification does not eliminate ongoing lender requirements, collateral obligations,
reporting requirements, contribution obligations, or the borrower's duty to comply with loan documents. Loan terms shown are preliminary and subject to lender selection, underwriting, approval,
documentation, and market conditions.




FREQUENTLY ASKED QUESTIONS

DO | NEED A LIFE INSURANCE EXAM
I.R.A. Insured Retirement Advantage® uses a Fixelx Universal Life Insurance Policy
(FIUL) which requires a life insurance applicatiomderwriting process and possibly an exam to fuali

DO | NEED TO APPLY FOR A LOAN
There is a brief loan application and simplifiedricunderwriting process. Other due diligence
requirements are case by case.

WHAT TYPES OF COLLATERAL ARE REQUIRED

I.R.A. Insured Retirement Advantage® is designedspectively, to require only the life

insurance policy’s cash surrender value as a mefacdlateral. The possibility of posting additidna
collateral is minimized by the participant’s outpafcket contribution and other features of the loan

WHAT HAPPENS IF | CANNOT MAKE AN ANNUAL OUT OF

POCKET CONTRIBUTION

Annual out-of-pocket contributions are a requiredhponent of the loan and must be made for a minimum
of five (5) years. Contributions may continue beydine years at the client’s discretion; howeveis ihighly
recommended that clients plan to make annual dantons for ten (10) years. Clients should take all
necessary steps to ensure these payments are macleeduled.

If a client elects to discontinue annual contribos after the fifth payment, the lender requirsggaed
Letter of Instruction (LOI) authorizing the chang@gontributions may not be stopped without lender
approval. If an annual contribution is missed alueed without an approved LOI, the lender may nexjui
additional collateral to support the loan. Whilestbption may be available, it is not the preferoetcome.

HOW IS THE LOAN PAID BACK

The loan can be re-paid through a combination dghous including a loan from the life insurance pli
Other options include out of pocket contributiofs eutside funds or a combination of methods sich a
loans and possibly withdrawals of cash value. kighly recommended to plan for different repayment
methods

Clients should plan financially for ten years of out-of-pocket contributions. Any earlier discontinuation requires lender approval and may affect collateral, policy values, loans and possibly withdrawals of
cash value. It is highly recommended to plan for different repayment loan repayment, and projected income. Additional collateral or outside funds may be required if policy values, loan balances, interest
rates, lender terms, or methods contribution patterns differ from assumptions. Internal policy funding of loan repayment is not guaranteed.




PROJECTED BENEFITS

FIFTY FIVE-YEAR-OLD-MALE PLANNING OBJECTIVE
PREFERRED RATE CLASS Maintain Target Death BenefieCLifetime
$1,038,669 INITIAL DEATH BENEFIT Maximize Projectddcome Starting as early as Age i3
INDEXED UNIVERSAL LIFE INSURANCE Annual Amounts WilVary.

1
Loan Payoff lllustrated Using a Participating

Death benefit protection Policy Loan. Date Is Not Contractually Set.
with the potential for retirement Annual Amounts Will Vary.
income

% Non-Guaranteed Result. lllustrated Income

Generated Using Participating Policy Loans.

§y owermier DDV D DY QDD

@ Funded Premium HEE HEH ifigil HHE Hﬁﬁ Eﬁ il ﬁ-ﬁ-ﬁ m ifigi

1 2 3 4 5 6 7 8 9 10

Years

@ Your Contributions @ Funded Premium from Lender

$30,000 years 1-10 $50,000 years 1-10

| |
$300,000 Total Contributions $500,000 Total Contributions

MAXIMUM ILLUSTRATED POTENTIAL ANNUAL
DEATH BENEFIT INCOME
$3,011,354 $0/yr. to age 100 = $0

PROJECTED BENEFITS — NON-GUARANTEED
The illustrated potential annual income, maximuosttated death benefit, and loan payoff timinglaneothetical and non-guaranteed. Income may berpkigher, delayed, reduced, unavailable, or raguire additiong
out-of-pocket funding. The illustrated loan payisfhot contractually scheduled. The life insurabegefits and values shown are not guaranteed. Shemgptions on which they are based are subjedtainge by the
insurer. Actual results may be more or less faviertttan illustrated. This presentation is not validess accompanied by a complete insurance conilhsstyation.

Please see the full illustration for guaranteedesland other important information.




HYPOTHETICAL FINANCED LIFE INSURANCE POLICY — PROJE CTED NON-GUARANTEED RESULTS “QUICK VIEW”

PRESENTED TO AGENT: VALUED ADVISOR

PROPOSED INSURED: VALUED CLIENT

LIFE INSURANCE COMPANY (ISSUER): LIFE OF THE SOUTHW EST
PRODUCT: SUMMIT LIFE

in timing, with some showing beginning ear values and others end-of-
Projected Estimated Projected Projected lllustrated Estimated lllustrated Net
Lender Premium DDA End of Year Loan Annual Annual Loan Pay Off / Life Policy Basic Estimated Gross Death Benefit
i Premium Schedule Unused Loan Interest Loan Client lllustrated Index Low Points / Collateral Collateral Death After Loan
Age Year Schedule (DDA-2) Funds Balance Rate Interest Contribution Disbursement Values + DDA Acct Calculation Range *(ECR) Benefit Repa yment
$76,360 5.89% $4,560 $30,000 $86,279 $0 $0 $1,038,669 $1,012,309
56 1 $50,000 $100,000 $50,000 $76,360 5.89% $4,560 $30,000 $86,279 $0 $0 $1,038,669 $1,012,309
57 2 $50,000 $0 $0 $51,081 5.64% $2,921 $30,000 $72,568 $0 $0 $1,079,610 $1,028,529
58 3 $50,000 $50,000 $0 $77,094 5.39% $4,213 $30,000 $108,750 $0 $0 $1,122,856 $1,045,762
59 4 $50,000 $50,000 $0 $104,331 5.14% $5,437 $30,000 $144,867 $0 $0 $1,168,604 $1,064,273
60 5 $50,000 $50,000 $0 $132,867 5.00% $6,736 $30,000 $180,944 $0 $0 $1,217,051 $1,084,184
61 6 $50,000 $50,000 $0 $162,926 5.00% $8,259 $30,000 $216,383 $0 $0 $1,267,761 $1,104,835
62 7 $50,000 $50,000 $0 $194,591 5.00% $9,865 $30,000 $251,621 $0 $0 $1,321,342 $1,126,751
63 8 $50,000 $50,000 $0 $227,947 5.00% $11,556 $30,000 $286,554 $0 $0 $1,377,883 $1,149,936
64 9 $50,000 $50,000 $0 $263,084 5.00% $13,337 $30,000 $321,094 $0 $0 $1,437,493 $1,174,409
65 10 $50,000 $50,000 $0 $300,097 5.00% $15,213 $30,000 $355,135 $0 $0 $1,500,275 $1,200,178
66 11 $316,123 5.00% $16,026 $527,492 $0 $0 $632,991 $316,868
67 12 $333,004 5.00% $16,881 $556,618 $0 $0 $662,375 $329,371
68 13 $350,787 5.00% $17,783 $587,782 $0 $0 $693,582 $342,795
69 14 Est. Loan Payoff * $350,787 $249,370 $0 $0 $355,178 $355,178
70 15 $0 $262,842 $0 $0 $368,365 $368,365
71 16 $0 $286,262 $0 $0 $392,476 $392,476
72 17 $0 $311,699 $0 $0 $410,534 $410,534
73 18 $0 $339,349 $0 $0 $429,148 $429,148
74 19 $0 $369,443 $0 $0 $448,346 $448,346
75 20 $0 $402,254 $0 $0 $468,170 $468,170
76 21 $0 $438,116 $0 $0 $488,702 $488,702
77 22 $0 $476,869 $0 $0 $531,212 $531,212
78 23 $0 $518,717 $0 $0 $577,085 $577,085
79 24 $0 $563,871 $0 $0 $626,553 $626,553
80 25 $0 $612,552 $0 $0 $679,855 $679,855
81 26 $0 $664,955 $0 $0 $737,203 $737,203
82 27 $0 $721,387 $0 $0 $798,929 $798,929
83 28 $0 $782,112 $0 $0 $865,320 $865,320
84 29 $0 $847,406 $0 $0 $936,675 $936,675
85 30 $0 $917,560 $0 $0 $1,013,310 $1,013,310
86 31 $0 $992,812 $0 $0 $1,095,486 $1,095,486
87 32 $0 $1,073,524 $0 $0 $1,183,597 $1,183,597
88 33 $0 $1,160,009 $0 $0 $1,277,982 $1,277,982
89 34 $0 $1,252,566 $0 $0 $1,378,968 $1,378,968
90 35 $0 $1,351,503 $0 $0 $1,486,895 $1,486,895
91 36 $0 $1,457,196 $0 $0 $1,602,172 $1,602,172
92 37 $0 $1,572,836 $0 $0 $1,697,101 $1,697,101
93 38 $0 $1,699,906 $0 $0 $1,799,834 $1,799,834
94 39 $0 $1,840,112 $0 $0 $1,911,603 $1,911,603
95 40 $0 $1,995,432 $0 $0 $2,033,830 $2,033,830
96 41 $0 $2,167,645 $0 $0 $2,167,645 $2,167,645
97 42 $0 $2,354,143 $0 $0 $2,354,143 $2,354,143
98 43 $0 $2,556,081 $0 $0 $2,556,081 $2,556,081
99 44 $0 $2,774,704 $0 $0 $2,774,704 $2,774,704
100 45 $0 $3,011,354 $0 $0 $3,011,354 $3,011,354

* Estimated Loan Payoff is hypothetical and non-guaranteed. It is not a contractually scheduled payoff date. Actual repayment may occur later, earlier, in a different amount, or not at all, and may require additional collateral or outside funds.

NOTICE: IT IS IMPORTANT THAT YOU REVIEW CAREFULLY T HE NOTICE AND DISCLAIMER TO LEAD ADVISOR / PRIMARY WRITING AGENT VALUED ADVISOR AND CLIENT VALUED CLIE NT LOCATED ON THE FOLLOWING PAGE OF THIS PROJECTION
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NOTICE AND DISCLAIMER TO LEAD ADVISOR / WRITING AGE NT
VALUED ADVISOR AND CLIENT VALUED CLIENT

Insured Name : Valued Client Lender : To Be Determined
Insured Age : 55 Initial Estimated Interest Rate : 5.89%
Origination Fee : $0.00
Annual Servicing Fee : $1,800.00

The interest rate utilized in this hypothetical projection was formulated and provided solely by the lender. The rate was derived by
utilizing factors known only to the lender. Notwithstanding any interest rate ultimately charged, it is typically a product of an
established reference plus a mark-up, known as a “spread,” in an amount set by the lender and not by Northstar Funding Partners
(NSFP). Examples of references that the lender might employ include but are not limited to: (1) The Wall Street Journal Prime Rate
(WSJ Prime); (2) a designated duration/term of the Secured Overnight Financing Rate (SOFR); and (3) a designated duration/term of
the Constant Maturity Treasury Rate (CMT Rate). Other references are sometimes chosen by the lender. Additionally, most rates are
“floating” or “variable,” meaning they will fluctuate at a set frequency or at any time. It is important that you read and understand the
applicable loan documentation, term sheet, or other lender-generated communications and documentation. NSFP does not set or
otherwise control these rates, and nothing in this illustration constitutes a representation or warranty by NSFP as to any current or
actual rates. As with all components of this hypothetical projection, the interest rate projections are also hypothetical and do not
represent a guarantee of any kind. Changes and fluctuations in the charged interest rate should be expected and can be significant. It
is important that you understand these potential changes and fluctuations. It is also important that you understand that NSFP plays no
part in setting interest rates or establishing the mechanisms by which they operate. NSFP makes no representation or warranty as to
any current or future interest rates or the mechanisms by which they operate. Likewise, the life insurance benefits and values in this
hypothetical are not guaranteed. These benefits and values are provided by the insurance company and are based upon
assumptions that can change or be modified at the discretion of the insurer and based upon product performance, none of which are
controlled by NSFP. This means that actual results may be more or less favorable than those set forth in this hypothetical. Each
insurer employs its own set of assumptions, which can differ greatly. For a better understanding of these assumptions and how they
may change, you should consult with the insurer. Nothing in this illustration constitutes a representation or warranty by NSFP
concerning insurance performance, underlying assumptions, or suitability for any particular insured. As with interest rates, NSFP
plays no role in the assumptions utilized by the insurer or the mechanisms by which they may be changed. This hypothetical
projection will be accompanied by a complete insurance company illustration, and it is important that you review it carefully. NSFP's
premium finance model (“Quick View”) utilized in this projection is derived from the rates and assumptions provided by the lender and
insurer, as described above. The results of NSFP's projections are purely hypothetical and do not represent a guarantee of
performance or any specific outcome. Certain illustrated loan payoff or disbursement values may reflect lender provisions that include
contractual minimum interest rates or other lender terms. However, the illustrated results assume that policy performance and loan
terms occur exactly as shown. Variations in policy performance, index credits, interest rates, loan costs, lender terms, or other factors
may materially affect the timing and amount of any loan payoff or policy disbursement. Any guarantees referenced in lender or
insurance documentation apply only to specific contractual provisions and do not guarantee the illustrated results shown in this
projection. When evaluating or entering such a transaction, you should anticipate fluctuations—potentially significant—in actual policy
performance and loan results. By receipt of this Notice and the Quick View, you acknowledge that this projection does not establish
any contractual or legal relationship with NSFP and does not constitute a representation or warranty of any kind. You further
acknowledge that it is the sole responsibility of the Agent and the customer’s tax and legal professionals to advise and guide the
review of the insurance and loan documentation. NSFP disclaims the accuracy of any component of this projection, as all projections
are purely hypothetical. By the Agent's presentation of this projection to the customer, it is understood and agreed that the Agent shall
hold NSFP, its agents, employees, and affiliates harmless from any and all losses, legal expenses, claims, or legal proceedings to the
fullest extent permitted by applicable law. It is further acknowledged that NSFP does not provide tax or legal advice and is not
affiliated with any financial institution, life insurance company, or the Agent. © 2024 Northstar Funding Partners (NSFP) PC

Agents Customer

Lead Advisor

8/6/202612:07 PM UIDPCG120260806120733P



Client Initial:

LEAD ADVISOR AND CLIENT RISK ACKNOWLEDGEMENT

Before relying on any projection, illustration, recommendation, or presentation involving the strategy, the lead advisor
must review the following points with the client. For purposes of this acknowledgement, the “lead advisor” is the financial
professional with the direct client relationship and is solely responsible for communicating with the client, reviewing the
client’s objectives and financial circumstances, explaining the strategy, determining whether the strategy is appropriate,
and ensuring the client understands the risks, obligations, and ongoing responsibilities.

NSFP operates only in a wholesale, training, case design, premium finance strategy support, and administrative support
capacity for the lead advisor. NSFP does not communicate directly with the client, present the strategy to the client,
determine client suitability, or provide individualized consumer, tax, legal, investment, or financial advice to the client.
NSFP may appear on insurance applications, carrier forms, or related documents for carrier processing requirements or
in connection with the wholesale/support services provided to the lead advisor. Such inclusion does not make NSFP the
lead advisor, create a client-facing advisory relationship, or alter the lead advisor’s responsibility to explain the strategy,
review suitability, and service the client relationship.

NOT A RETIREMENT ACCOUNT

I.R.A. Insured Retirement Advantage® is a branded premium financing strategy for purchasing life insurance. It is not an IRA,

qualified plan, ERISA plan, retirement account, bank product, or investment account.

LIFE INSURANCE NEED REQUIRED

This strategy is appropriate only where there is an independent and legitimate need for life
insurance protection.

NON-GUARANTEED RESULTS

Projected values, income, loan payoff, policy performance, and collateral calculations are
hypothetical and are not guaranteed.

INTEREST RATE AND LENDER RISK

Loan rates, spreads, lender terms, collateral requirements, underwriting requirements, and lender

availability may change and are controlled by the lender, not NSFP.

POLICY PERFORMANCE RISK

Index credits, policy charges, cost of insurance, caps, participation rates, crediting rates, and
insurer assumptions may change and can materially affect results.

COLLATERAL AND OUTSIDE FUNDS

Additional collateral or outside funds may be required to maintain the policy, support the loan, repay
the lender, prevent a lapse, or continue the strategy.

INCOME MAY VARY

lllustrated income may be lower, delayed, reduced, unavailable, or may require additional funding
depending on actual policy performance and loan results.

TAX AND LEGAL REVIEW

Policy loans, withdrawals, lapse, surrender, ownership structure, collateral assignment, and
financing terms should be reviewed by the client’s independent tax and legal advisors.

LEAD ADVISOR REVIEW REQUIRED

The lead advisor has reviewed the strategy, risks, illustrations, financing assumptions, and client
obligations with the client and has determined that the client understands the strategy and has the
financial ability to maintain it.

ANNUAL REVIEW REQUIRED

The strategy should be reviewed at least annually with the lead advisor, lender documents, carrier
illustration, loan terms, collateral requirements, and updated assumptions.

Advisor / Writing Agent Signature / Date:

Client Signature / Date:

This acknowledgement is intended to support, not replace, the complete carrier illustration,

insurance application, lender documents, compensation disclosures, and professional tax/legal advice.

8/6/202612:07 PM

UIDPCG120260806120733P



MORE DETAILED INFORMATION CAN BE SOURCED
THROUGH THE NORTHSTAR FUNDING PARTNERS
RESOURCE LIBRARY

CONSUMER GUIDE TO PREMIUM FINANCE
LOAN TYPESAND CASE PLANNING
MODELING AND STRESS TESTING
FOREIGN NATIONAL GUIDELINES
STEP BY STEP PROCESSING GUIDE FOR TRUSTSAND COMMERCIAL LOANS

POINTS OF REFERENCE

1 The use of cash value life insurance to provitexaax-advantaged access to policy cash valueressthat
there is first a need for the death benefit pratact The ability of a life insurance contract txamulate
sufficient cash value to help meet accumulatioriggeél be dependent upon the amount of extra puempaid
into the policy, and the performance of the polayd is not guaranteed. Policy loans and withdisvesluce
the policy’s cash value and death benefit and reayltin a taxable event. Withdrawals up to theshas

paid into the contract and loans thereafter witlereate an immediate taxable event, but substaakia
ramifications could result upon contract lapsewrender. Surrender charges may reduce the potiag's
value in early years.

2 The 0% “floor” provided by an indexed universé linsurance policy ensures that during creditiegqals
where the index is negative, that no less thanr@@test is credited to the index strategy. However
monthly deductions continue to be taken from treant value, including a monthly policy fee, mogthl
expense charge, cost of insurance charge, anccablgirider charges, regardless of interest cregiti

3t is possible that coverage will expire when eitho premiums are paid following the initial premi, or
subsequent premiums are insufficient to continvecmge.

4 Increases in the death benefit may be subjeatddianal underwriting approval, changes in thestyp
of death benefit may be limited by policy values.

5 Living benefits (if applicable) are provided by-additional premium accelerated benefit ridersynfent
of Accelerated Benefits will reduce the Cash Valnd Death Benefit otherwise payable under the yolic
Receipt of Accelerated Benefits may be a taxabémgwnay affect your eligibility for public assiatae
programs, and may reduce or eliminate other paliy rider benefits. Please consult your persamxal t
advisor to determine the tax status of any benpéitd under this rider and with social service agEn
concerning how receipt of such a payment will affei. Riders are supplemental benefits that ean b
added to a life insurance policy and are not sldtabless you also have a need for life insuraftiders
are optional, may require additional premium ang mat be available in all states or on all produdthis
is not a solicitation of any specific insuranceipol

6 Premium financing relies on internal policy funglite pay back the loan. This is not guaranteedresults
may be more or less favorable than illustratede dHility to internally fund a life insurance caatt will be
dependent upon the performance of the contractsamot guaranteed. If remaining policy values and
scheduled premiums are insufficient, additionatafypocket payments may be needed to keep the
policy in force or to repay the loan.

Northstar Funding Partners (NSFP) operates sotedylde insurance premium finance loan facilitaiperating in a wholesale capacity. At no time d48&P
solicit retail clientele for any product or servideis the responsibility of general agenciesijrteguivalents and agents to recommend specifidysts and facilitat
underwriting and other processes required for paisuance. Furthermore, these entities and ageéihtse presenting information and making recomneiwhs to

insureds, borrowers and guarantors, as to thecgioln of financing/debt as a method to fund akqortion of the scheduled premiums. NSFP opeestes

specialist, at the wholesale level and will noedtty advise insureds or other parties involvethmtransaction.




TAKE THE NEXT STEPS AND
LEARN MORE ABOUT
I.R.A. INSURED RETIREMENT
ADVANTAGE®

Valued Advisor

I.R.A. Insured Retirement Advantage® premium finagcstrategy is not a retirement plan or individegtirement account. It is a strategy for purchgsitarge lifg
insurance policy where some of the premiums aemnfied. Permanent life insurance is first and fostraosehicle for providing death benefit protectibat if
properly funded could also serve as a potentialcsaf cash value accumulation that could be usedipplement retirement income. This strategyfésifisurancg
with premium financing. It is not an Individual Rement Account or qualified retirement plan. Albjections are Hypothetical and non-guaranteedcé@o only
after review of the full carrier illustration, fiheender documents, suitability

considerations, and professional tax/legal advice.




