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1  Pacific Life Insurance Company’s PL Promise Term level premium term life insurance (Form series P16LYT and 
S16LYT10, S16LYT15, S16LYT20, S16LYT25, or S16LYT30, varies based on level premium period chosen and state 
of policy issue).

2  Pacific Life Insurance Company’s PL Promise Conversion UL universal life insurance (Form series P17LYCUL or ICC17 
P17LYCUL, varies based on state of policy issue).

3  Pacific Life Insurance Company’s PL Promise GUL no-lapse guarantee universal life insurance (Form series P18PRUL, 
S18PRUL, varies based on state of policy issue).

PL Promise  
Term1

PL Promise  
Conversion  UL2

PL Promise  
GUL3

PL Promise  
Products At-A-Glance

Pacific Life Insurance Company

PL PROMISE TERM
 Level Premium Term Life Insurance 

Form Series P16LYT and S16LYT10, S16LYT15, S16LYT20, S16LYT25, or S16LYT30,  
varies based on level premium period chosen and state of policy issue.
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Product Features
Level-Pay Premium Periods 10, 15, 20, 25, or 30 years 

Minimum Death Benefit $50,000

Premium Bands • Band 1: $50,000-$99,999.99
• Band 2: $100,000-$249,999.99
• Band 3: $250,000-$499,999.99
• Band 4: $500,000-$999,999.99
• Band 5: $1,000,000-$2,999,999.99
• Band 6: $3,000,000.00+ 

Underwriting Classes • Super Preferred Non Tobacco
• Preferred Non Tobacco
• Standard Plus Non Tobacco
• Standard Non Tobacco
• Preferred Tobacco
• Standard Tobacco

Payment Options • Receive reminders for annual, semi-annual, or quarterly planned premium payments
• Monthly premiums must use electronic funds transfer (EFT)
• Paying premiums in any mode other annual will result in slightly higher premiums due to 

the modal factors

Modal Factors • Annual (1.00)
• Semi-annual (0.51)
• Quarterly (0.26) 
• Monthly (0.085)

Conversion Benefit2 • No new underwriting needed
• May convert all or a part of PL Promise Term’s death benefit to a new universal life 

insurance policy that Pacific Life makes available at the time of conversion
• Conversion period the earlier of the guaranteed level premium period or insured’s 

attained age 70

1 PL Promise Conversion UL is universal life insurance with no-lapse guarantee available upon conversion from PL Promise Term. Form Series P17LYCUL, varies based on state of 
policy issue.

2 There are circumstances in which replacing your client’s existing life insurance or annuity can benefit your client. You should make a careful comparison of the costs and 
benefits, including any applicable surrender charges, of your client’s existing policy and the proposed policy to analyze how a replacement may affect your client’s plan of 
insurance. You should provide this information to your client and discuss whether replacement is in your client’s best interest.

Product Highlights
• Easier process: You apply, we do the rest with Pacific Accelerated Life+ (PAL+)

• Easier conversion: No new underwriting needed to convert to PL Promise Conversion UL1

• Strong brand: Backed by the financial strength of Pacific Life

Pacific Life Insurance Company

PL PROMISE CONVERSION UL
Universal Life Insurance With No-Lapse Guarantee Available  
Upon Conversion From PL Promise Term1 

Form Series P17LYCUL, varies based on state of policy issue
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Product Facts
Conversion Period • Clients may convert from their PL Promise Term policy at any time within its level premium 

period, up to insured’s attained age 70

2 Easy Steps to Conversion Simply send these two items to the PL Promise operation center:
1. Conversion Request Application
2. Client-signed quote for PL Promise Conversion UL

Early Conversion Incentives Early Conversion Mid Conversion Late Conversion

Premium Incentive Lowest premiums Lowest premiums 
(same as early 

conversion)

Highest premiums

Compensation 
Incentive5

150% of standard 
compensation4

100% of standard 
compensation4

50% of standard 
compensation4

Term Policy Years

PL Promise Term 10 1-4 5-8 9-10

PL Promise Term 15 1-7 8-12 13-15

PL Promise Term 20 1-9 10-15 16-20

PL Promise Term 25 1-12 13-20 21-25

PL Promise Term 30 1-14 15-25 26-30

1 Form Series P16LYT and S16LYT10, S16LYT15, S16LYT20, S16LYT25, or S16LYT30, varies based on level premium period chosen and state of policy issue. There are 
circumstances in which replacing your client’s existing life insurance or annuity can benefit your client. You should make a careful comparison of the costs and benefits, including 
any applicable surrender charges, of your client’s existing policy and the proposed policy to analyze how a replacement may affect your client’s plan of insurance. You should 
provide this information to your client and discuss whether replacement is in your client’s best interest.

2 The Lifetime No-Lapse Guarantee Rider (form series R17LYFNL, varies based on state of policy issue) is included in the policy at no additional charge. The No-Lapse guarantee, 
depending on how your client structures their policy, has a maximum duration of the insured’s lifetime, subject to certain limits. If your client’s net no-lapse guarantee value is 
zero, the no-lapse feature terminates. If the no-lapse feature terminates, additional premiums would be required to resume the no-lapse guarantee. If policy performance is such 
that your client’s policy is being maintained solely by the no-lapse guarantee, your client’s policy will not build cash value.

3 Riders are subject to availability, restrictions, and limitations. Clients should be shown policy quotes with and without riders to help show the rider’s impact on the policy’s values.
4 Compensation is based on the Standard Commission Schedule provided by your Broker General Agency (BGA).
5   Policy must remain in force for 25 months to avoid chargeback. Term policies issued at ages 66 through 69 and converted prior to age 70 will always be considered ‘Early’. 

Otherwise, conversions at attained age 68 and 69 are considered ‘Late’.

Product Highlights
• Guaranteed acceptance: No new underwriting needed (policy will convert to an equivalent risk class)

• Guaranteed protection: Guaranteed no-lapse universal life design (guarantees from age 90-121)2,3

• Competitive commission: Up to 150% of standard compensation4 with early conversion 

• Return of premium: Feature available in policy years 15, 20, 25, and 35

Pacific Life Insurance Company

PL PROMISE GUL
 No-Lapse Guarantee Universal Life (GUL) Insurance 

Form Series P18PRUL, S18PRUL, varies based on state of policy issue
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Product Facts
Product Design No-lapse guarantee universal life insurance, guarantees from age 90 to lifetime (age 121)1,2

Issue Ages 0–80 age nearest birthday

Death Benefit • Low minimum face amount: $25,000
• Level death benefit option only (death benefit = face amount)
• No increases (new policy required)
• Decreases of at least $1,000 allowed once per year after the first policy year

Premium Bands
(by face amount)

• Band 1: $25,000-$99,999.99
• Band 2: $100,000-$249,999.99
• Band 3: $250,000-$499,999.99
• Band 4: $500,000-$999,999.99
• Band 5: $1,000,000.00+

Payment Options • Receive reminders for annual, semi-annual, or quarterly planned premium payments
• Monthly premiums must use electronic funds transfer (EFT)
• Paying premiums in any mode other annual will result in slightly higher premiums due to 

the modal factors

Surrender Charge Applies upon a full policy surrender and any face amount decrease or withdrawal occurring 
within the policy’s first 19 years. Note a $25 fee also applies for withdrawals.

Waiver of Monthly  
Deduction Rider2,5

(Form R18WMD)

To help keep the policy in force in the event of the insured’s total disability, the optional 
Waiver of Monthly Deduction Rider waives monthly policy charges while the insured is 
disabled and unable to work prior to age 65.

1The Lifetime No-Lapse Guarantee Rider (form series R17LYFNL, varies based on state of policy issue) is included in the policy at no additional charge. The No-Lapse guarantee, 
depending on how your client structures their policy, has a maximum duration of the insured’s lifetime, subject to certain limits. If your client’s net no-lapse guarantee value is zero, 
the no-lapse feature terminates. If the no-lapse feature terminates, additional premiums would be required to resume the no-lapse guarantee. If policy performance is such that your 
client’s policy is being maintained solely by the no-lapse guarantee, your client’s policy will not build cash value.

2Riders are subject to availability, restrictions, and limitations. Clients should be shown policy quotes with and without riders to help show the rider’s impact on the policy’s values.
3There are circumstances in which replacing your client’s existing life insurance or annuity can benefit your client. You should make a careful comparison of the costs and benefits, 
including any applicable surrender charges, of your client’s existing policy and the proposed policy to analyze how a replacement may affect your client’s plan of insurance. You 
should provide this information to your client and discuss whether replacement is in your client’s best interest.

4Referred to as the Enhanced Surrender Value Rider in the contract (form series R17LYESV, varies based on state of policy issue). Minimum premium requirements apply for the 
rider to provide a benefit. Loans and withdrawals may reduce refund amounts.

5This optional rider is available for insured’s issue age 20-59 for a monthly rider charge based on policy coverage amounts at issue. The rider charge would also be waived during 
qualifying disability. Recertification of disability required periodically. Other restrictions apply (i.e. cannot have greater than table 4 rating, face amount must be less than $5 
million), check contract for details.

Product Highlights
• Guaranteed Death Benefit Protection: Guaranteed no-lapse universal life design (guarantees from age 90 to 121)1,2

• Sweet spots: Lifetime level premiums and/or 1035 exchanges (single pay)3

• Competitive premiums: Especially for all-pay to age 90 guarantees and lower face amounts ($25K to $100K)

• Return of premium: Feature available in policy years 15, 20, 25, and 35 (varies by issue age)4

PL PROMISE LIFE INSURANCE 
PRODUCTS AT-A-GLANCE 

1 PL PROMISE TERM Level Premium Term Life Insurance. Policy Form #P16LYT or ICC16 P16LYT and S16LYT 10, S16LYT 15, S16LYT 20, S16LYT 25, or S16LYT 30, based on 
level premium period chosen and state of policy issue.

2 PL PROMISE GUL No-Lapse Guarantee Universal Life Insurance. Policy Form #P18PRUL and S18PRUL or ICC18 P18PRUL and ICC18 S18PRUL, based on state of policy issue.
3 PL PROMISE CONVERSION UL Universal Life Insurance with No-Lapse Guarantee available upon conversion from PL Promise Term Life Insurance. Policy Form #P17LYCUL 
or ICC17 P17LYCUL, based on state of policy issue. There are circumstances in which converting the client’s existing life insurance can benefit the client. As a life insurance producer, 
it is your responsibility to provide the client with detailed information as to how a conversion may affect the client’s plan of insurance. Clients should be advised to make a careful 
comparison of the costs and benefits of the existing policy and the proposed policy to determine whether conversion is the right decision for the client. 

4 Riders may incur additional charges and are subject to availability, restrictions and limitations. Clients should be shown policy quotes with and without riders to help show the 
rider’s impact on the policy’s values. Rider form #s based on state of policy issue. Contact your Pacific Life representative for rider details.

Pacific Life Insurance Company

Product Name PL Promise Term1 PL Promise GUL2 PL Promise Conversion UL3

Product  
Type

Level Premium Term Life Insurance No-Lapse Guarantee Universal  
Life Insurance

Universal Life Insurance with No-Lapse 
Guarantee Available Upon Conversion 
from PL Promise Term 

Product  
Features

• Competitive pricing for no-nicotine 
risk classes across all terms, face 
amounts, ages, and sexes

• Monthly modal advantage

• 25-year term

• Select class

• $50K minimum face amount 

• Substandard 20% per table vs. 25%

• Innovative conversion product

• Accelerated underwriting process 
offering up to $3M in coverage

• Guaranteed death benefit protection 
at an affordable price

• $25K minimum face amount

• Level pay and single pay 

• Shorter guarantees (age 90)

• No cost return of premium (ROP) and 
terminal illness riders4

• Chronic illness rider4

• No adverse impact if premiums paid  
1 month early or late

• Up to $2M in coverage with no 
medical exams with evidence of 
physical and labs within past 12 
months (ages 18-70, all risk classes)

• Up to 150% of normal compensation 
upon early conversion

• Up to 2 partial conversions 

• Competitive premiums compared to 
fully underwritten no-lapse guarantee 
universal life (UL) products 

• ROP feature in policy years 15, 20,  
and 25

• $50K minimum face amount 

• Ability to mine inforce data on the 
Producer Bay website

Issue Ages Minimum: 18 0–80 age nearest birthday 18–70 age nearest birthday

Face  
Amount

Minimum: $50,000 Minimum: $25,000 • Minimum: $50,000

• Up to 2 partial conversions allowed per 
single PL Promise Term policy

Premium  
Bands 

1: $25,000 (GUL)/$50,000 (Term)–$99,999.99; 2: $100,000–$249,999.99;
3: $250,000–$499,999.99; 4: $500,000–$999,999.99;  
5: $1,000,000-$2,999,999.99; 6: ≥ $3,000,000

Not applicable

Underwriting 
Risk Classes

• Non Tobacco: Super Preferred, Preferred, Standard Plus, Standard

• Tobacco: Preferred, Standard

No underwriting required: Policy will 
convert to an equivalent risk class

Surrender  
Charge

Not applicable Applies upon a full policy surrender  
and any face amount decrease or 
withdrawal occurring within the  
policy’s first 19 years (Additional fees 
may apply)

Applies upon a full policy surrender  
and any face amount decrease or 
withdrawal occurring within the policy’s 
first 15 years
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Pacific Life Insurance Company is striving to help you and your clients secure a better financial future with simpler, more 
affordable life insurance options. Explore the PL Promise suite of products.

The primary purpose of life insurance is to protect the policy beneficiaries from the adverse financial consequences of the insured’s death.

PL Promise
Product Fact Sheets

For financial professional use only. Not for use with the public.

https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/products/pl-promise-term/15-45249.pdf
https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/products/pl-promise-conversion-ul/ULF4618-0525-BM.pdf
https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/products/pl-promise-gul/LFP3476.pdf
https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/products/pl-promise-multi-product/15-48935.pdf
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Accelerated
No medical exam4 
No attending physician 
statement (APS)

• Up to $3M of PL Promise Term coverage, 
ages 18-60

• Standard or better risk class 

• Drop ticket only

• Choice of online or phone health history

Modified
Physical with labs 
required within the  
past 12 months

• Up to $3M of PL Promise Term coverage, 
ages 18-70

• Up to $2M of PL Promise GUL coverage, 
ages 18-70

• All risk classes including substandard

• Drop ticket or paper application

• Choice of online or phone health history 
with drop ticket5

Traditional
We will notify you of any 
additional requirements 
as we process your 
application

• All ages, all face amounts

• Drop ticket or paper application

• Choice of online (up to $3M coverage  
and ages 18-70) or phone health history  
with drop ticket5

4  The issuance of the policy may depend upon answers to the health questions contained in the application.
5  Paper applications require phone health history.

Learn More about  
Pacific Accelerated Life+ (PAL+)
A Friendlier Way to Do Business

One Seamless Process  
Three Possible Pathways

https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/underwriting/underwriting-new-business/15-52095.pdf
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Next

Online Health  
History

eDelivery  
Guide

Underwriting  
Guide

Pacific Life Insurance Company

Your Health History

Upon receipt of your electronic application, Pacific Life will 
reach out to you to conduct a confidential AboutMe online 
health history questionnaire or phone interview that will last 
approximately 30 minutes. 
Please check your email that you provided on your application 
for a welcome email with your dedicated link to your AboutMe 
online health history questionnaire. If the online health history 
questionnaire is not available, you will be receiving a call, within 
24 hours or at a previously scheduled time, from our phone 
interview team.

During your interview
You should be prepared to answer questions regarding any 
medical conditions you have now or have been diagnosed with  
in the past 10 years:
• Name of condition(s) and date(s) of diagnosis (diagnoses)
• Name and address of the doctor seen for the condition(s)
• Names and dates of any medications taken for the condition(s)
• Names, dates, and results of treatments and tests performed
• Name, address, and phone number of any treatment 

facilities consulted
You will be asked for your driver’s license or identification card 
number to verify identity and access driving records.

After your interview
If required, you will be presented with an option of scheduling a 
paramedical examination (exam) at a location and time convenient 
for you. There is no cost to you for this exam, and it can take 
place at your home, workplace, or a patient service center.
If your application does not require an exam, your application 
will be forwarded to Pacific Life where the underwriting process 
will begin. We may need to obtain additional information from 
your doctor and/or consumer reporting agencies.

* PL PROMISE TERM Level Premium Term Life Insurance. Form series P16LYT and S16LYT10, S16LYT15, S16LYT20, S16LYT25, or S16LYT30, varies based on level premium  
period chosen and state of policy issue. PL PROMISE GUL No-Lapse Guarantee Universal Life Insurance. Form series P18PRUL, S18PRUL, varies based on state of policy issue.

WHAT HAPPENS NEXT...
Applying for PL Promise Life Insurance Products* 

You’ve taken the first step to protect your family financially in the event of your premature death.  
Now, here’s what happens next.

21-VER-17A  1 of 4

Convenient Complete questionnaire on any device (smart phone, laptop, or computer) at client’s 
convenience. No managing scheduling conflicts or tracking down missing forms or signatures.

Contactless Digital, end-to-end process with automated reminders throughout and DocuSign® 
for electronic signatures.

Confidential Secure online portal stores information as they go so clients can complete their 
health history when it’s most convenient for them.

Pacific Life Insurance Company

AboutMe Online Health History 
A life insurance underwriting tool1 

How It Works in 4 Easy Steps

2

All information is 
stored securely and 

privately as the client 
completes it.

Automatic reminders 
are emailed to the 

client to complete their 
questionnaire, plus you’ll 
receive status updates 

along the way.

If the client does not 
complete and e-Sign  

the questionnaire, 
a follow-up phone 

interview is scheduled to 
help keep the application 

moving smoothly.

When the application is 
received, your clients 

will get a welcome email 
from Pacific Life inviting 

them to begin the 
AboutMe online health 
history questionnaire.

1 Product availability: Pacific Life Insurance Company’s PL Promise Term (Policy Form #P16LYT or ICC16 P16LYT and S16LYT 10, S16LYT 15, S16LYT 20, S16LYT 25, or S16LYT 
30, and PL PROMISE GUL No-Lapse Guarantee Universal Life Insurance (Policy Form #P18PRUL and S18PRUL or ICC18 P18PRUL and ICC18 S18PRUL, based on state of 
policy issue. AboutMe Online Health History is available with PAL+ drop tickets. Requires a unique email address for each insured.

Help your client prepare! 
Share the What Happens Next flyer with your client to help them 
gather all the necessary medical documentation they may need. 

Secure  
Online Portal

When applying for life insurance in this digital age, many of today’s clients would welcome an online method for 
gathering health history on their own time. 
 

The AboutMe Online Health History Tool—available with drop tickets on Pacific 
Accelerated Life+ (PAL+) streamlined underwriting—is an all-digital alternative to the 
phone interview.

3 41
Welcome 

Email
Automatic 
Reminders Follow-Up

1 of 2
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For greater ease and efficiency, eDelivery from Pacific Life is here for you. Digital delivery of your life 
insurance policy lets you access and sign your policy and pay electronically so you can take care of 
business at your convenience. 

Here’s how it works.

STEP 1     Check Your Inbox For An Email

Your Policy Is Issued, Now What...
PL eDELIVERY
For PL Promise Life Insurance Products¹ 

Keep your eyes on your 
inbox for an email like this! 

Pacific Life Insurance Company

1 PL Promise Term (Form Series P16LYT and S16LYT10, S16LYT15, S16LYT20, S16LYT25, or S16LYT30, varies 
based on level premium period chosen and state of policy issue). PL Promise Conversion UL (Form #P17LY-
CUL, varies based on state of policy issue). PL Promise GUL (Form Series P18PRUL, S18PRUL, varies based on 
state of policy issue).

Once your policy has been issued, you (the 
policyowner), will receive an email to accept  
the policy and eSign your forms. The email will  
be sent from eDelivery@PacificLife.com.

Sample Email

Re: Your Life Insurance Policy from Pacific Life

Dear Your Name,

Policy Number: Your Account Number

Your life insurance policy is ready for your review and approval.
Follow the instructions below to receive your policy package.
You must complete the process electronically before your policy is effective.
To access your policy package, you will need to follow the link below.
This is a time sensitive process and requires your immediate attention.

Access Policy

PACIFIC LIFE UNDERWRITING GUIDE:
CONFIDENCE FOR GENERATIONS

1 of 28 
PLF4249-0325  3/25 

Pacific Life  
Insurance Company For financial professional use only. Not for use with the public.

Investment and insurance products: Not a deposit • Not insured by any federal government agency
Not FDIC insured • No bank guarantee • May lose value

For financial professional use only. Not for use with the public. 

What to Expect  
After Submitting an Application

For financial professional use only. Not for use with the public.

https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/products/pl-promise-multi-product/LFC3660.pdf
https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/underwriting/underwriting-new-business/15-52370.pdf
https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/products/pl-promise-multi-product/15-49664.pdf
https://www.marketing.pacificlife.com/documents/MasterLinks/15-52813.pdf
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Internal Wholesalers
Ivy Noel (Sr. Internal Wholesaler) 
Debbie Browning (Sr. Internal Wholesaler) 
Andy Federspiel (Sr. Internal Wholesaler)
LynInternalSales@PacificLife.com   |   (888) 900-9777 
Sales Desk Hours: M-F 9AM–5PM ET / 6AM–2PM PT

Policyholder Services
LYNCustomerService@PacificLife.com   |   (844) 276-0193

Contact Us

New Business
LYNLifeNB@PacificLife.com   |   (844) 276-5759

Advisor Services
For contracted BGAs and Producers: 
ProducerServicesCoordinators@PacificLife.com   |   (844) 238-4872
For new contract submissions:  
LYNFrontEndLicComm@PacificLife.com   |   (844) 238-4872

PL Promise Sales Territory Map

http://www.marketing.pacificlife.com/documents/MasterLinks/15-47372.pdf
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Paciifc Life Insurance Company

  MENU

When You Re�ommend

a Carrier, What Matters

Most to You?

From underwriting and our digital end-to-

end process to our award-winning service

and company strength, see some of the

ways Paciifc Life is innovating to help grow

your life insurance business.

Six Reasons to Consider

Paciifc Life

Which Product Is Right for Your Clients?

EXPLORE • INNOVATE •

ACCELERATE

with PL Promise

Resources to Help You Grow Your Life Insurance Business

Power
Of
Pacific -
6 ways
Pacific

02:16

To get started, click login

Log In

Please bookmark this page to return to ProducerBay.

For Financial Professional use only. Not for use with the public.

Paciifc Life is a product provider. It is not a ifduciary and therefore does not give

advice or make recommendations regarding insurance or investing products.

Paciifc Life Insurance Company is licensed to issue insurance products in all states

except New York. Product/material availability and features may vary by state. Insurance

products and their guarantees, including optional beneifts and any crediting rates, are

backed by the ifnancial strength and claims-paying ability of the issuing insurance

company. Look to the strength of the life insurance company with regard to such

guarantees as these guarantees are not backed by the broker-dealer, insurance agency,

or their aiffliates from which products are purchased. Neither these entities nor their

representatives make any representation or assurance regarding the claims-paying

ability of the life insurance company.

Copyright © 2025 Paciifc Life, Newport Beach, CA. These materials are distributed

through Paciifc Life, Lynchburg, VA (844-276-5759).
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  MENU

Practice Management

Discover ideas, solutions, and practice management

tools that can help grow client relationships and

unlock new opportunities.

Polic� Review Resources

Tools to help ensure clients' life insurance policies meet their current needs.

DOWNLOAD | Policy Review Conversation Starter   ▼

Policy Review Conversation Starter

Use this handy client worksheet to help start the policy

review conversation.

Download

Start with Replacement 
Wages to Retirement Age $________ x _____Years

+ Outstanding Debts $

+ Final Expenses $

+ College Tuition and 
Educational Expenses

$

+  
Dependent Care 
(Children and Elderly 
Parents)

$

– Existing Life Insurance 
Policies

$

– Cash, Savings, Other 
Assets

$

= Total Life Insurance Need $

IS IT TIME FOR A
LIFE INSURANCE CHECKUP?

Request a life insurance checkup from your financial professional.*

ODDS ARE, YOU HAVE A LIFE INSURANCE COVERAGE GAP

U.S. households have  
no coverage at all1

U.S. population has a  
life insurance need-gap1

That’s how long it would take for  
2 in 4 U.S. households to feel the impact 

of the primary income earner’s death.2

Life insurance can help protect your family or business from the financial impact of 
your premature death. But life changes fast. Make sure your policy keeps up.

NEARLY

1 IN 2
NEARLY

2 IN 5

HOW MUCH 
MAY BE ENOUGH?

A life insurance checkup can help  
provide you with the peace of mind  

that  your current needs are covered. 

Did you get married?

Did you have a child?

Did you start a business or new job?

Did you purchase a new home?

Did you increase your household debt?

Did your issuing carrier have a downgrade 
in financial strength ratings? 

IS YOUR POLICY 
UP-TO-DATE?

Pacific Life Insurance Company

1 of 2
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NEARLY

6
MONTHS

Speak to your financial professional about your specific situation.

*In order to sell life insurance products, a financial professional must be a properly licensed and appointed life insurance producer.
1Source: 2024 Insurance Barometer Study Report 1.
22024 Insurance Barometer Study Report 2.

https://cloud.email.pacificlife.com/plpromise-practicemanagement
https://life.pacificlife.com/plpromise-resources.html#tabs-2ba8e9b6fc-item-9fb4306e9c-tab
https://cloud.email.pacificlife.com/plpromise
https://plexpress.pacificlife.com/pro-web/login.html
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The Pacific Life Difference
Pacific Life Insurance Company

Life insurance is essentially a promise to help provide financial protection, but how do you know you can rely on  
that promise? To start, Pacific Life is one of the largest insurance companies in America and consistently earns 
high financial strength ratings.1 It’s also a mutual holding company. This means we answer to our policyowners—
not shareholders, allowing us to focus on the long-term and develop financial solutions that evolve with the times  
and your needs. 

 Our Numbers Tell the Story

Talk to your financial professional* about life insurance from Pacific Life. 

We Put 

YOU 
at the Center of  

What We Do

*In order to sell life insurance products, a financial professional must be a properly licensed and appointed life insurance producer.
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Insurance products can be issued in all states, except New York, by Pacific Life Insurance Company or 
Pacific Life & Annuity Company. In New York, insurance products are only issued by Pacific Life & Annuity Company. 

Product/material availability and features may vary by state. 

Ratings as of May 2023. For current ratings, visit PacificLife.com/Ratings.

Recognized as a leader in the financial services industry with more than 150 years of experience, Pacific Life attributes 
its success to a commitment to long-term stability, growth, and outstanding customer service. This commitment is 
reflected in our consistently high ratings received from the rating agencies.

Pacific Life Insurance Company’s organization is relatively unique as we are part 
of a mutual holding company structure.

We are not a publicly traded company; therefore, we do not need to consider performance of a stock price 
when making decisions.

INVESTMENT AND INSURANCE PRODUCTS ARE:
• NOT FDIC INSURED • NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY

• NOT A DEPOSIT OR OTHER OBLIGATION OF, OR GUARANTEED BY, THE BANK OR ANY OF ITS AFFILIATES
• SUBJECT TO INVESTMENT RISKS, INCLUDING POSSIBLE LOSS OF THE PRINCIPAL AMOUNT INVESTED

PACIFIC LIFE INSURANCE COMPANY AND PACIFIC LIFE & ANNUITY COMPANY RATINGS

S&P Global

(Very Strong)

AA-

Fitch Ratings Ltd.

(Very Strong)

AA-

A.M. Best

(Superior)

A+

Moody’s Investors Service

(Excellent)

Aa3

Second highest 
of 16 ratings

Fourth highest 
of 21 ratings

Fourth highest 
of 21 ratings

Fourth highest 
of 21 ratings

Ratings range: A++ to S 
(Superior to Suspended)

Ratings range: AAA to R 
(Extremely Strong to  
Regulatory Action)

Ratings range: AAA to C 
(Exceptionally Strong  

to Very Weak)

Ratings range: Aaa to C 
(Exceptional to  

Extremely Poor)

THE PACIFIC LIFE EXPERIENCE
Life Insurance for Your Family, Business, and Estate
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Pacific Life Insurance Company
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Why Pacific Life

https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/working-with-us/why-pl/15-53460.pdf
https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/working-with-us/why-pl/Pacific-Life-Ratings.pdf
https://life.pacificlife.com/content/dam/paclife-lid/public/plexpress/working-with-us/why-pl/15-48566.pdf
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Pacific Life is a product provider. It is not a fiduciary and therefore does not give advice or make 
recommendations regarding insurance or investment products. 
Pacific Life Insurance Company is licensed to issue insurance products in all states except New York. 
Product/material availability and features may vary by state. 
Insurance products and their guarantees, including optional benefits and any crediting rates, are 
backed by the financial strength and claims-paying ability of the issuing insurance company. Look to 
the strength of the life insurance company with regard to such guarantees as these guarantees are not 
backed by the broker-dealer, insurance agency, or their affiliates from which products are purchased. 
Neither these entities nor their representatives make any representation or assurance regarding the 
claims-paying ability of the life insurance company.
Life insurance is subject to underwriting and approval of the application and may incur monthly policy charges.
The home office for Pacific Life Insurance Company is located in Omaha, Nebraska.


