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If you’re like most people, it’s not that you don’t appreciate the 
value of life insurance. In fact, many people believe they need more 
coverage. However, thinking about buying life insurance, talking 
about buying life insurance, discussing the reasons for buying life 
insurance—all of this makes many people feel uncomfortable.

Here are just some of the reasons why you may be putting off buying the life 
insurance you know you need. As you read below, try to identify^ what, if anything, 
is holding you back.

I don’t have enough time. You’ll get around to buying life insurance, but not 
today. With all the things you have to do, buying life insurance can come off as a 
low priority. Plus, the whole idea of discussing life insurance isn’t a whole lot of 
fun. Nonetheless, buying life insurance is really an important task that should be 
addressed. Life insurance can help ensure that your family will have enough money 
to meet their financial obligations in the event of your death.

The subject is boring and morbid. If you really don’t like to think about 
death, you’re not alone. Some people say that the very thought of starting the life 
insurance buying process makes them feel stressed out. It’s a subject we would 
rather ignore than address.

It doesn’t have to be that way. People who do act on their life insurance needs 
tend to focus on the positive aspects: the idea of meeting their responsibilities to 
provide for, and care for, their loved ones. They think of it as contingency planning, 
protecting their families against the uncertainties of life. They also recognize that 
life insurance is really about life and love, so that if they die prematurely their 
spouse and children are ensured a positive quality of life.

I don’t know where to start. If you don’t have a clue about which type of policy 
is right for you, or how much life insurance you need, join the club. Few of us truly 
understand life insurance—why we need it, what type of policy is best, how much 
we need, when and how benefits are paid, how benefits may be taxed, and more.

Thinking you need to have all of the answers about which type of life insurance 
is best for you is sort of like needing surgery and thinking you need to know 
which type of scalpel to use. That’s the surgeon’s job. In the same respect, the right 
insurance or financial professional can answer your questions and guide you 
through the process of selecting the policy that best suits your needs, budget, and 
objectives.

Life insurance isn’t a high priority, compared to the other expenses I have.
For many underinsured people, it is not so much that they don’t want the life 
insurance they need; it’s just difficult to find the extra dollars to pay for it.

Buying life insurance you can’t afford benefits no one. If it causes your family 
hardship or requires you to make choices that seem incongruous (“Gee kids. I’d 
love to take you on vacation, but our life insurance premium is due.”), you will 
eventually discontinue the policy. Then you lose, and your family loses.

That’s why it is important to purchase a policy that meets your needs and your 
budget. Fortunately, there are many types of life insurance available. These include 
term life insurance policies and various types of permanent (cash value) life 
insurance policies. Term policies provide life insurance protection for a specific 
period of time. If you die during the coverage period, your beneficiary receives 
the policy’s death benefit. If you live to the end of the term, the policy simply 
terminates, unless it automatically renews for a new period.

Permanent insurance policies offer protection for your entire life, regardless of 
future health changes, provided you pay the premium to keep the policy in force.
As you pay your premiums, a portion of each payment goes toward building up the 
policy’s cash value, which may be accessed through loans or withdrawals. (Keep in

mind, though, that loans and withdrawals will reduce the cash value and the death 
benefit, and could cause the policy to lapse, which may result in a tax liability if 
the policy terminates before the death of the insured). The cash value continues to 
grow—tax deferred—as long as the policy is in force.

Several different types of permanent life -insurance are available, including whole 
life insurance, universal life insurance, variable life, and variable universal life.

The bottom line. It is easy to understand why people tend to put off purchasing 
the life insurance they know they need. But look at it this way: buying life insurance 
is one way you can help secure your family’s financial future. And what could be 
better than knowing your loved ones will be protected, even if you are no longer 
around to take care of them? None of us is guaranteed tomorrow, which is why we 
need to make plans today. Contact a financial professional for an insurance review.

This material has been provided for general informational purposes only by 
Greg Patterson of Atlantic Wealth Management, located at 712 Bridges Street, 
Morehead City, NC 28557. Mr. Patterson can be reached at 515-7800 or greg@ 
myatlanticwealth.com. He offers securities and advisory services as an Investment 
Adviser Representative of Commonwealth Financial Network, Member FINRA/SIPC, 
a Registered Investment Adviser. Information presented here has been developed by 
an independent third party, Broadridge Investor Communication Solutions, Inc., 
copyright 2018. Commonwealth Financial Network is not responsible for its content 
and does not guarantee accuracy or completeness, and it should not be relied upon as 
such. This material is general in nature and does not address your specific situation. 
For your specific investment needs, please discuss your individual circumstances with 
your representative. Commonwealth does not provide tax or legal advice, and nothing 
in the accompanying information should be construed as specific tax or legal advice.
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Minimum deposit $1,000
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1-year 2.35% APY* Minimum deposit $1,000

* Annual Percentage Yield (APY) effective 08/21/2018. CDs offered by 
Edward Jones are bank-issued and FDIC-insured up to $250,000 
(principal and interest accrued but not yet paid) per depositor, per 
insured depository institution, for each account ownership category. 
Please visit www.fdic.gov or contact your financial advisor for 
additional information. Subject to availability and price change. CD 
values are subject to interest rate risk such that when interest rates rise, 
the prices of CDs can decrease. If CDs are sold prior to maturity, the 
investor can lose principal value. FDIC insurance does not cover losses 
in market value. Early withdrawal may not be permitted. Yields quoted 
are net of all commissions. CDs require the distribution of interest and 
do not allow interest to compound. CDs offered through Edward Jones 
are issued by banks and thrifts nationwide. All CDs sold by Edward 
Jones are registered with the Depository Trust Corp. (DTC).
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