
 

VANTAGEPOINTSM TERM LIFE INSURANCE 
WITH RETURN OF PREMIUM 
Income Replacement with the Disability Income (DI) Rider 
Your Client: An income earner who wants to provide for his or her family even if the ability to 

earn an income is lost. 
Situation: A life insurance policy death benefit can replace income that will not be earned if 

your client dies prematurely, but is not available if your client becomes disabled. 
Strategy: • VantagePoint term life insurance with return of premium and with an optional 

Disability Income (DI) rider can pay the policyowner a monthly benefit if the 
insured is totally disabled while the policy is in force. 

• DI benefits can help the insured meet expenses for up to 24 months. 
• The policyowner buys and pays for a VantagePoint policy with a DI rider. 
• Monthly disability benefits are generally received income tax-free, as are death 

benefit proceeds and a return of premium. Premiums paid for the DI rider may 
not be considered an investment in the policy and may be taxable if returned. 

Example: • Jay, age 30, is an accountant who earns $120,000 per year. 
• Jay applies for a $500,000 VantagePoint 20 term life insurance policy with a 

return of premium option and the maximum disability benefit. He qualifies for 
the Preferred Best No Nicotine Use premium class and occupation class 1. 
The annual premium is $1,064.25. The cost for the disability income rider is 
subject to change after the first year, but will not exceed the maximum 
premium for the rider. In this example, the maximum premium for the policy, 
including the disability income rider, is $1408.50 during the level premium 
period.  Increases are included in any available return of premium benefit. 

• If Jay is totally disabled, he can apply for and—after a 90-day elimination 
period—receive a short-term disability benefit of $2,500 per month. He must 
continue to pay premiums to receive the benefit. The monthly benefit will be 
reduced to $200 if Jay is not gainfully employed full-time when he becomes 
totally disabled. 

• He avoids having to liquidate assets set aside for other financial goals. 
• He may continue the VantagePoint policy and later receive either the death 

benefit or a return of all premiums paid, including those for the DI rider. 
 

Disclaimer 

The Genworth Financial companies wrote this content to help you understand the ideas discussed. 
Any examples are hypothetical and are used only to help you understand the ideas. They may not 
reflect your client(s)' particular circumstances.  Your clients should carefully read their contract, 
policy, and prospectus(es), when applicable. What we say about legal or tax matters is our 
understanding of current law; but we are not offering legal or tax advice. Tax laws and IRS 
administrative positions may change. We did not write this material for use by any taxpayer to 
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 avoid any Internal Revenue Service penalty. Your clients should ask their independent tax and 
legal advisers for advice based on their particular circumstances.  

If this material states or implies that it was prepared or distributed to promote, market or 
recommend an investment plan or arrangement within the meaning of IRS guidance, or such use 
may be reasonably expected, then, as required by the IRS, the following also applies:  

The tax information in this material was written to support the promotion or marketing of the 
transaction(s) or matter(s) addressed in this material. 
VantagePointSM is subject to Policy Form No.TLNCVGE05 et al. for Genworth Life Insurance 
Company or TLNCVFCL05 et al. for Genworth Life and Annuity Insurance Company. Subject to 
state availability and issue limitations. 
This partial product description does not completely present all features, benefits and 
limitations as explained in the policy, which is controlling. See the latest Rates & Product 
Features guide for more information. Products with a return of premium feature generally 
cost more than those without the feature. 
The Genworth Financial companies wrote this content to help you understand the ideas discussed. 
Any examples are hypothetical and are used only to help you understand the ideas. They may not 
reflect your client’s particular circumstances. Your clients should carefully read their policies. 

All guarantees are based on the claims-paying ability of the issuing insurance company. 
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