
Take your sales 
to the max

For advisor use only. Not for use with the public. 
506708 CAN 07/25

Introduction to Advantage Max



Agenda

Snapshot of Foresters Advantage Max*

Why Foresters FinancialTM?
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Snapshot of 
Advantage Max



Foresters 
FinanctialTM 
offers two 

participating 
whole life 
products!

Advantage Max

Advantage Plus



▪ Focus: Prioritize the cash value 
accumulation in years 10+

▪ Purpose:

– Individual retirement strategy

– Business continuation protection 
for family-owned businesses 
focused on an exit strategy during 
their lifetime

– Juveniles

▪ Dividend option to leverage: 
Paid-up Additional Insurance

▪ NEW e-App platform: AppPro

▪ Focus: Prioritize the death benefit 
for the lowest guaranteed premium

▪ Purpose:

– Addressing tax problems at death

– Business continuation protection 
for family-owned businesses 
focused on an exit strategy in case 
of an unexpected death

▪ Dividend option to leverage: 
Enhanced Insurance

▪ e-App: InsuranceAssist

Advantage Max Advantage Plus



Start building a foundation of protection, 
opportunity and flexibility!

Guaranteed 
premiums

Guaranteed 
death benefit 

amount

Guaranteed 
cash value

Guaranteed 
loan 

provisions



* Dividends are not guaranteed. Past dividends are not an indicator of future dividend performance.

Beyond building a 
foundation of 

guaranteed benefits, 
they’re able to 
benefit from 

Foresters financial 
performance. 

Stability Foundation

Paid-up additions



What plan options are available?

Single life

Joint
last-to-die

10-Pay and 20-Pay:
Ages 0 to 75 (Enhanced Insurance dividend 

option maximum age is 70) 
(Juvenile rate for ages 0-17)

Pay to 100:
Ages 0 to 85

(Juvenile rate for ages 0-17)

10-Pay and 20-Pay:
Ages 18 to 75 (Enhanced Insurance dividend 

option maximum age is 70)

Pay to 100:
Ages 18 to 85



What are the death benefit limits?

▪ Basic Insurance Amount limits:

– Product minimum: $50,000

– Maximum illustrated amount: $10,000,000

– Larger amounts up to $20,000,000 may be available by 
special quote (both e-Application and paper application)

▪ Pro tip: Accelerated underwriting is available for your healthier 
clients with no exams, lab work or Attending Physician 
Statement (APS) records required for coverage up to:

– $1,000,000 for ages up to 50

– $500,000 for ages 51 to 55



How can banding help your clients?

▪ Pro Tip: Foresters Illustrator 
alerts you when a lower 
premium is available 
resulting from band change

Basic Insurance Amount rate bands:

Band Advantage Max

1 $50,000 - $99,999

2 $100,000 - $249,999

3 $250,000 - $499,999

4 $500,000 - $999,999

5 $1,000,000+



6.25%
dividend scale rate*

Opportunity to earn dividends

* Dividends are not guaranteed. Past dividends are not an indicator of future performance.



Loans*

▪ Loans are secured by the certificate’s 
cash value and do not affect the cash 
value growth. Interest is charged at a 
variable rate, currently 5.75%

▪ The certificate will terminate if the loan 
amount and accrued loan interest 
exceeds the cash value

▪ At death, the death benefit payable is 
reduced by any outstanding loan amount 
(including accrued interest)

* Loans can be taken if the certificate is in effect and has sufficient cash surrender value. The minimum and maximum amounts available for loan are calculated based 

on the terms of the certificate. Loans will reduce the death benefit and cash values and may affect how long the certificate is in-force. Interest is charged daily at a 

rate determined annually by Foresters. On every certificate anniversary, Owners are required to pay the loan interest accrued since the last certificate anniversary. If 

interest is not paid when due, a new certificate loan will be issued on the same terms and conditions as the existing certificate loan. Death benefit payable is net of the 

outstanding certificate loan amount including any accrued interest. If, at any time, the loan amount exceeds the cash value at that time plus the present value of paid-

up additional insurance then in-force and the amount of dividends on deposit at that time, then the certificate will terminate. Loans may be considered a reportable tax 

event. You should consider consulting your tax advisor for details on your specific situation.



Withdrawals*

▪ A certificate can be partially 
surrendered by surrendering Paid-up 
Additions. The death benefit 
supported by the Paid-up Additions 
will be reduced accordingly. 

▪ Funds from a certificate can’t be 
returned; this means the growth of 
the certificate over time will be 
negatively affected and the 
distribution may be subject to tax

* Portion of the paid-up additional insurance, if any, subject to the terms and conditions of the insurance contract. Withdrawals will reduce the death benefit and cash 

value of the insurance contract and may affect how long the insurance contract is in effect. Each withdrawal may be considered a reportable tax event. Your client should 

consider consulting their tax advisor for details on their specific situation.



▪ Built-in value added features

– Children’s Insurance Benefit

– Quit Smoking Incentive Plan

– Charity Benefit provision*

– Teladoc Medical Experts**

▪ Optional riders

– Additional Purchase Option

– Term 10, 20 or 30 Rider

– Spousal Term 10, 20 or 30 Rider

– Accidental Death Rider

– Guaranteed Insurability Rider

– Waiver of Premium Rider

– Applicant Waiver of Premium Rider

– Children’s Term Life Insurance Rider

*  When a claim is paid to the beneficiaries, Foresters will pay (up to 
$100,000) the eligible designated charitable organization in the name of the 
insured. The designated charitable organization must be registered as a 
charity with the Canada Revenue Agency. The Charity Benefit will only be 
paid if an eligible beneficiary for the benefit has been designated, prior to, 
and is in effect on, the date of the death of the insured.
** This Program is provided solely by Teladoc Health Inc., subject to 
eligibility requirements and limitations and may be changed or cancelled at 
any time without notice. This benefit is not part of the policy.

Customizing the coverage



Why Foresters?



“A”
(Excellent)

A.M. Best Financial 
Strength rating for 24 

consecutive years*

Billion (CAD)
**

$16.9
Assets of 

Billion (CAD)
**

$2.0
Surplus of

*  The A.M. Best rating assigned on September 6, 2024, reflects the overall strength and claims-paying ability of The Independent Order of Foresters (IOF) but does 
not apply to the performance of any non-IOF issued products. An “A” (Excellent) rating is assigned to companies that have a strong ability to meet their ongoing 
obligations to policyholders and have, on balance, excellent balance sheet strength, operating performance and business profile when compared to the standards 
established by A.M. Best Company. A.M. Best assigns ratings from A++ to F, A++ and A+ being superior ratings and A and A- being excellent ratings. See 
ambest.com for our latest rating.
** Consolidated financial results prepared in Canadian dollars as of December 31, 2024. The surplus represents excess funds above the amount required as legal 
reserves for insurance and annuity policies in force and provides additional assurances to our members for our long-term financial strength. Financial strength refers 
to the overall health of The Independent Order of Foresters. It does not refer to nor represent the performance of any particular investment or insurance product. All 
investing involves risk, including the risk that you can lose money.

as of December 31, 2024

182.4%
LICAT ratio

Strength and security

Proudly 
Canadian



Beyond life insurance

Scan the QR code to 
discover all our 

member benefits

As a Foresters member, the 
insured can give back to their 
communities through helpful 

grants and live their best lives 
with their loved ones. These are 

real benefits, with no catch! 
Your clients will love them.

* Foresters member benefits are non-contractual, subject to benefit specific eligibility requirements, definitions and limitations and may be changed or 
cancelled without notice or are no longer available.



Foresters unique value proposition 
brings it all together

Win the 
mind

Win the 
heart

Win the 
business

Educate Inspire
Grow your 
business

Selling

Engaging



Opportunities to build 
your business



The door’s open. The potential 
is there. Time to act.

▪ Diversify your product offerings with 
Advantage Max and help protect more 
families now while growing your business!

▪ We’ll touch on two potential markets today:

– Retirement planning with life insurance

– Helping meet the needs of juveniles through 
every stage of life



Meet Martin
Retirement planning with life insurance



▪ Martin is a 35-year-old non-smoker, 
married with one daughter and works as 
a Construction Site Manager

▪ Understands his family obligations will 
evolve in unexpected ways

▪ He is looking for a solid plan that:

– Protects his family’s short- and long-term 
obligations

– Builds a supplemental retirement stream 
that can help boost his overall retirement 
savings



After the needs analysis was 
completed, Martin’s advisor is ready to run 
an Advantage Max illustration as outlined:

– Assuming a medically underwritten Standard 
Non-Smoker

– Paying $6,000 annually in premiums for 20 
years, which provides Martin with peace of mind 
knowing his premiums are guaranteed

– Protection that may potentially last the 
remainder of his life with a larger amount of 
coverage in the earlier years to cover short-term 
obligations via a term rider

– A vehicle that may potentially provide 
supplemental income for 20 years starting at
age 65



To help you 
understand 

how to present 
an illustration 
to your client 

and potentially 
close more 

sales let's take 
a closer look at 

Martin’s 
illustration

* The depicted individuals, 
circumstances, and financial figures are 
fictional, and the information provided 

is subject to change without notice. 
Foresters and Canada Protection Plan 

(CPP) will not be liable for any 
consequences resulting from use of, or 

reliance on, this information.



Take the time 
to help Martin 

understand the 
values 

displayed on 
the Key 

Certificate 
Value pages.

Total premiums: 
$120,000.40

* The benefits and values shown are 
neither guaranteed nor estimated for 

the future except for those items 
clearly labeled as guaranteed. The 

benefits and values assume that the 
non-guaranteed elements will continue 
unchanged for all years shown. This is 
not likely to occur as the assumptions 
on which they are based are subject to 

change. The actual results may be 
more or less favorable and are 

expected to vary from those shown.



Martin could 
be in a position 

to take up to 
$312,520 in 

loans as 
supplemental 

retirement 
income. 

▪ Assuming a 
marginal tax rate 
of 36%, that 
would be a net of 
$224,792



Meet the Khan family
Helping meet the needs of juveniles 
through every stage of life



▪ The grandparent’s vision: To help 
Rohan, their newborn grandson, get a 
head start in building a foundation of 
protection and cash value, so they can 
provide him with the flexibility they 
never had

▪ What they want:

– A plan offering guarantees and an 
opportunity to benefit from Foresters 
financial performance

– A feature allowing their grandson to 
increase coverage at key ages regardless 
of his future health or lifestyle choices

▪ Feels comfortable paying $3,000 
annually

Meet the Khan family – planning with love



Based on the discussion with their advisor, the advisor is 
ready to run a Foresters Advantage Max participating whole 
life illustration as outlined:

– Assuming Rohan is a newborn and the Khans are 
paying $3,000 annually in premiums for 20 years

– The coverage comes with a Juvenile Guaranteed 
Insurability Benefit at no additional cost (not 
available on substandard rated cases), which 
means Rohan can purchase additional life 
insurance coverage at life milestones, like 
marriage or childbirth, without ever worrying 
about medical exams or underwriting 
requirements

– Accelerate long-term growth with declared 
dividends purchasing paid-up additions



Insurability

The gift of additional 
coverage

Three pillars of the foundation 
being built

Accumulation

The gift of 
opportunity

Legacy

The gift of death 
benefit protection



* The depicted individuals, circumstances, and financial figures 
are fictional, and the information provided is subject to change 
without notice. Foresters and Canada Protection Plan (CPP) will 

not be liable for any consequences resulting from use of, or 
reliance on, this information.

May help cover a portion 
of post-secondary 

education.

May help cover the cost of 
marriage.

May help with the costs 
associated with starting 
or expanding a family.

Accumulation

It’s more than just 
protection – it’s financial 
flexibility. By the time 
they’re in their 20s or 
30s, they could have 

accumulated thousands of 
dollars in built-up cash 
value, all because they 

started early.



* The depicted individuals, circumstances, and financial figures 
are fictional, and the information provided is subject to change 
without notice. Foresters and Canada Protection Plan (CPP) will 

not be liable for any consequences resulting from use of, or 
reliance on, this information.

May help with a down 
payment on a starter 

home.

May help start a business.

May help provide 
supplemental retirement 

income.

Accumulation

It’s more than just 
protection – it’s financial 
flexibility. By the time 
they’re in their 20s or 
30s, they could have 

accumulated thousands of 
dollars in built-up cash 
value, all because they 

started early.



Because their 
future shouldn’t 

be left to chance!

Advantage Max includes
a built-in Juvenile 

Guaranteed Insurability 
Benefit to help protect 
what matters most!

Insurability



It’s a game-changer for your younger 
clients!

This means Rohan can potentially buy 
additional life insurance coverage during 
life milestones, like marriage or childbirth, 
without worrying about medical exams or 
underwriting requirements.

This is the kind of flexibility that can help 
protect a growing family in an 
unpredictable world. 

Insurability



▪ At age 25, Rohan marries and exercises his 
GIB option for $25,000

− Second new commission opportunity

▪ At age 28, his family welcomes their first child 
and exercises his next option for $25,000

− Third new commission opportunity

▪ At age 30, his family welcomes their second child. 
He exercises his next option early for $25,000

− Fourth new commission opportunity



▪ At age 34, he exercises his next option for $25,000 
to help cover his mortgage obligation

− Fifth new commission opportunity

Pro Tip: Think about each of these buying 
opportunities as windows to provide you a chance 
to discuss Term and CI top-ups for these major life 

events.



* The benefits and values shown are neither guaranteed nor 
estimated for the future except for those items clearly labeled as 

guaranteed. The benefits and values assume that the non-
guaranteed elements will continue unchanged for all years shown. 
This is not likely to occur as the assumptions on which they are 
based are subject to change. The actual results may be more or 

less favourable and are expected to vary from those shown.

Legacy

Purchasing life insurance 
at a young age means 
the potential to lock in 

affordable premiums for 
life. That’s a powerful 

advantage. 



* The benefits and values shown are neither guaranteed nor 
estimated for the future except for those items clearly labeled as 

guaranteed. The benefits and values assume that the non-
guaranteed elements will continue unchanged for all years shown. 
This is not likely to occur as the assumptions on which they are 
based are subject to change. The actual results may be more or 

less favourable and are expected to vary from those shown.

Legacy

Purchasing life insurance 
at a young age means 
the potential to lock in 

affordable premiums for 
life. That’s a powerful 

advantage. 



But what happens if the Khans wait until Rohan’s 10th 
birthday to purchase Advantage Max? Would there be a 

significant impact on Rohan’s foundation? 

Age

Issue age: 0
Initial DB: $243,399

Issue age: 10
Initial DB: $195,494

Difference

Cash
Value

Death
benefit

Cash
Value

Death
benefit

Cash
Value

Death
Benefit

15 $49,450 $354,072 $2,664 $208,407 -$46,786 -$145,665

30 $151,692 $642,113 $79,188 $349,087 -$72,504 -$293,026

45 $387,548 $1,009,999 $223,409 $593,013 -$164,139 -$416,986

60 $895,396 $1,545,287 $532,629 $926,869 -$362,767 -$618,418

75 $1,759,787 $2,311,529 $1,079,179 $1,420,238 -$680,608 -$891,291

90 $3,145,916 $3,443,032 $1,955,241 $2,140,721 -$1,190,675 -$1,302,311

* The benefits and values shown are neither guaranteed nor estimated for the future except for those items clearly labeled as guaranteed. The benefits and values 
assume that the non-guaranteed elements will continue unchanged for all years shown. This is not likely to occur as the assumptions on which they are based are 
subject to change. The actual results may be more or less favourable and are expected to vary from those shown.



Getting started!



From Foresters 
advisor portal, 
ezbiz, launch 

Foresters 
Illustrator from 

the Quick Links to 
get started.

Pro Tip: For assistance logging in, scan the QR 
code.



Masterclass 1

Learn how to speak 
confidently about 

Advantage Max and go 
deeper into Martin’s 

case study.

Masterclass 2

Learn how to 
successfully submit an 

Advantage Max e-
Application in AppPro. 
Our pro tips will help 

provide you a smoother 
user experience. 

Masterclass 3

Learn how Advantage 
Max may help meet the 

needs of juveniles 
through every stage of 

life by going deeper into 
Rohan’s case study. 



Ready to help your clients 
envision a future with 
fewer worries?

Let’s talk!

isales@foresters.com or contact 
your Regional Vice President 
today and start putting this 

strategy into action!

mailto:isales@foresters.com


Thank you

• The information contained in this presentation is intended to be general in nature, for information purposes and advisor use only. There are other tools available 
to support your learning needs. You must ensure that you correctly represent, to a customer or prospect, the product features based on the actual wording of 
the applicable certificate and riders for your province.

• Foresters and Canada Protection Plan (CPP), and their employees and life insurance representatives, do not provide, on Foresters behalf, financial, estate, legal 
or tax advice. The information given here is merely a summary of our understanding of current laws and regulations. Clients and prospective purchasers should 
consult their financial, estate, tax or legal advisor regarding their situation. 

• Loans can be taken if the certificate is in effect and has sufficient cash surrender value. The minimum and maximum amounts available for loan are calculated 
based on the terms of the certificate. Loans will reduce the death benefit and cash values and may affect how long the certificate is in-force. Interest is charged 
daily at the contractual loan rates. On every certificate anniversary, Owners are required to pay the loan interest accrued since the last certificate anniversary. 
If interest is not paid when due, a new certificate loan will be issued on the same terms and conditions as the existing certificate loan. Death benefit payable is 
net of the outstanding certificate loan amount(s) including any accrued interest. If, at any time, the loan amount(s) exceeds the cash value at that time plus 
the present value of paid-up additional insurance then in-force and the amount of dividends on deposit at that time, then the certificate will terminate. Loans 
may be considered a reportable tax event. You should consider consulting your tax advisor for details on your specific situation.

• Foresters member benefits are non-contractual, subject to benefit specific eligibility requirements, definitions and limitations and may be changed or cancelled 
without notice or are no longer available.

• Member Benefits are available to Benefit and Social Fraternal Members across Canada and U.S. who are 18 years of age or older. Eligible members must be 
registered to MyForesters portal to access.

• Foresters products are subject to eligibility requirements, underwriting approval, limitations, contract terms and conditions and variations.

• All information is intended to be general in nature. All Foresters fraternal requirements need to be considered including the requirement that proceeds must 
benefit the Foresters member or the member’s dependents.

For advisor use only. Not for use with the public. 
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