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The Principal Financial Group® offers complimentary business planning services to help you get in front of 
business owners and offer unique services. The reports from these services provide important information to 
business owners regarding the value of his or her businesses and the impact that value can have on many 
aspects of their financial futures.

Informal Business Valuation and Business Planning Report

You and your client will receive, at no cost, an informal business valuation prepared by our Advanced 
Solutions team of professionals including CPAs and consultants using five commonly used methodologies. 
The report also provides suggested solutions, based on the unique needs of your business. In addition, our 
team is available to discuss the highlights and recommendations with you, and answer any questions you 
may have.

Buy-Sell Review

This report includes highlights of your client’s buy-sell agreement and any recommendations our Advanced 
Solutions team of CPAs and attorneys may have, based on the client’s business needs. The review also 
includes a summary of your client’s buy-sell agreement funding and options to help meet any identified 
funding deficiencies.

Providing these value-added services to your business-owner clients and prospects can help open a variety of 
business case sales opportunities for you!

The Sales Process

Our six-step process will help you get acquainted with the type of prospects you might focus on in the 
business market. Then we’ll guide you through the approach, the fact-finding meeting as well as requesting 
and presenting a proposal. Finally, we’ll provide an overview of the process for submitting the business.

Introduction
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STEP 1 UNDERSTAND THE BUSINESS MARKET

Access the following materials at www.principal.com/businessplanning.

Sales Process Guide

STEP 2A PRE-APPROACH

•  Use the Generate Sales with Informal Business Valuation and Buy-
Sell Reviews brochure (BB10350) to better understand the market 
and which types of businesses make good business planning services 
clients and prospects, as well as the opportunities and sales that can 
be uncovered. 

•  Review the Sample Informal Business Valuation Report (BB11286) and 
Sample Buy-sell Review Summary (BB9868SPRES) to get familiar with 
the components of these reports.

• Use the Informal Business Valuation Training Presentation (BB11517) 
to understand how to use this report as an advisory and sales tool.

Business Planning Services 

Supported Solutions

FOR BUSINESS OWNERS

<Date> 
 
<Client name>  
<Address 1> 
<Address 2> 
<City, State ZIP> 
 
Dear <Client name>, 
 
When you’re ready to take the leap and plan to exit your business, you can turn to the Principal 
Financial Group®. We make the exit planning process easier with free value-added services, proven 
expertise and products designed to soften the landing when you or a co-owner exits the business. 
 
Free Powerful Services and Expertise 
 
Do you have an existing buy-sell agreement?  If so, have any significant changes taken place – perhaps 
a change in ownership or size of your business changed since the agreement was drafted? Our team of 
exit planning experts will provide a FREE Buy-Sell Review to ensure your plan is on track – providing 
you with valuable information and answers to key questions. Our comprehensive Buy-Sell Review: 

• Includes a FREE informal valuation of the business 
• Identifies potential agreement oversights and funding deficiencies 

 
If there is no agreement in place, are you wondering how the value of your business might impact your 
future?  Now may be a good time to put an exit strategy in place.  Our FREE Informal Business 
Valuation and Business Continuation Proposal can help: 

• Define a strategy to exit the business on your terms 
• Identify potential funding considerations  

 
Whatever your situation, our free services make it easy for you to get started.  I will be contacting you 
soon to schedule a time to discuss your needs. 
 
Sincerely, 
 
 
 
<Financial professional name> 
<Title> 
<Company> 
 

 
Although a Buy-Sell Review from The Principal® provides a valuable starting point, it does not provide you with a legal opinion as to the legal or tax 
implications of your agreement or to the appropriateness of any funding strategies. The Principal cannot provide you with any legal document or revise 
existing legal documents. The valuation will not be a substitute for a formal valuation nor does it establish a value for tax purposes. The review is 
intended to help identify your objectives for the buy-sell agreement and issues that must be addressed to help ensure your objectives are being met. 
While this communication may be used to promote or market a transaction or an idea that is discussed in the publication, it is intended to provide 
general information about the subject matter covered and is provided with the understanding that The Principal is not rendering legal, accounting, or 
tax advice. It is not a marketed opinion and may not be used to avoid penalties under the Internal Revenue Code. You should consult with 
appropriate counsel or other advisors on all matters pertaining to legal, tax, or accounting obligations and requirements. 
BB10245 I  07/2010  I  t1007220157  

•  Send the Business Planning Services Approach E-Mail (LF151) to help 
your clients understand the importance of a current business valuation 
and buy-sell agreement. Or, you can –

•  Mail the Approach Letter (BB10245) to help your clients understand 
these services can help them secure their financial futures. 

•  The Business Planning Services Supported Solutions brochure 
(BB9852) can be mailed or used as a “leave behind” when approaching 
business owners about our complimentary business planning services.

•  Send the Business Valuation Approach Email (LF502) to point out how 
the value of a business influences so many aspects of a business and its 
owner’s future.

A funded buy-sell agreement is an essential business-planning tool to help enhance the stability and value 
of closely held businesses. A properly funded and well-drafted buy-sell agreement can:

The Principal Financial Group® offers complimentary services to help ensure your existing buy-sell agreement is 
effective. These services provide you with: 

Once implemented, it is important to review and update the provisions and business valuation formula of a 
buy-sell agreement to ensure it continues to suit your circumstances.

The reports from these services provide a starting point for discussions with your tax and legal advisers either to 
address potential concerns or confirm that your agreement is up-to-date and meets your current objectives. 

• Provide departing owners a market and fair price for an asset that might 
otherwise be hard to sell.

• Permit remaining owners to prevent an unqualified individual from 
acquiring an interest in the business.

• Minimize business disruptions resulting from disagreements  
among owners.

• Provide assurance to employees, customers, suppliers and creditors that 
the business will remain strong through owner transitions. 

• A complimentary informal business valuation using five commonly used 
valuation methods; satisfies financial requirements during life insurance 
underwriting process.

• A summary of any issues and recommendations regarding an existing  
buy-sell agreement (if applicable)

Solid Platform

Complimentary Services

The Principal Financial Group® 6

Based on the company details you provided, following are estimated informal valuations for your business
using five generally accepted methods of valuation. Your company profile suggests the highlighted value
below may be most appropriate for your business.

ADJUSTED BOOK VALUE METHOD
Assets, with adjustments, less liabilities - generally represents the
"liquidation" value

$182,000

CAPITALIZATION OF EARNINGS METHOD
Amount of capital that would have to be invested at a specified rate to yield
the current average net annual earnings of the business

$865,000

EXCESS OF EARNINGS METHOD
A combination of the Adjusted Book Value and Capitalization of Earnings
methods

$1,005,000

DISCOUNTED FUTURE CASH FLOW METHOD
Projected future business earnings forecasted, then discounted using an
appropriate rate

$769,000

MULTIPLE OF DISCRETIONARY EARNINGS METHOD
Earnings provided by goodwill, times a multiplier; adjusted book value is
added to this number

$1,038,000

HIGHLIGHTED VALUE $1,038,000

Business Valuation ProposalBuy-Sell Review
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Buy-Sell Review 

 
 

Prepared for 
Kramerica, Inc.  

Omaha, Nebraska  
 

Thank you for requesting a Principal Buy-Sell Review. We have received the 
following documents: 
 

• Shareholder Agreement (“Agreement”), dated March 30, 2007, 
unsigned 

• Business Planning Fact Finder (“Fact Finder”) 
• Unaudited Financial Statements for 2013 and 2012 

 
Please note this Buy-Sell Review (Review) is based on our review of these 
documents and is intended to be used as a basis for discussions with your tax 
and legal advisors. To the extent these documents are invalid or other pertinent 
documents exist of which we are not aware, the observations, 
recommendations and analysis contained in this Review may be inaccurate. 
The Principal Financial Group® (The Principal®) does not provide tax or legal 
advice.  
The Buy-Sell Review does not provide you with a legal opinion as to the legal 
or tax implications of your agreement or the appropriateness of any funding 
strategies. The Principal cannot provide you with any legal document or revise 
existing legal documents.  The valuation will not be a substitute for a formal 
valuation nor does it establish a value for tax purposes. The Review is intended 
to help identify your objectives for the buy-sell agreement and any issues that 
must be addressed to help ensure your objectives are being met. 

Background Information 
• Kramerica, Inc. (“Company”) is a Nebraska corporation which has elected to 

be taxed as an S corporation. 

 

Informal Business Valuation 
and

Business Planning Report

The PrinciPal Financial GrouP®

PresenTed To

<customizable line 1>

<customizable line 2>

PresenTed BY

<customizable line 1>

<customizable line 2>

<customizable line 3>

<customizable line 4>

Based on Financials From

<customizable line 1>

we’ll gIVe you an edge®

Business Planning Services 

Generate Sales with  
Informal Business Valuations  

and Buy-Sell Reviews

Step into the Business Market by offering a value-add service that sells! 
These complimentary services are great “door-openers” for business cases 

that can lead to life and disability insurance sales. 

• Small businesses represent 99.7 percent of all employer firms.1

• Small businesses are responsible for 42 percent of the total U.S. payroll.1  

• Consider the real opportunity for you as a producer. Small-business owners represent a lucrative 
market with significant risk-protection needs. More than half of all U.S. individuals with more 
than $3 million in investable assets own a business.2

• Results from The Principal Financial Well-Being IndexSM from the Principal Financial Group®, 
and results from other research, show that small-business owners’ existing coverage levels reveal 
opportunities to increase sales. 

• According to LIMRA, approximately 20 percent of small firms pay for life insurance coverage 
through the business. Of those firms, nearly half do so to reimburse the company in case of the 
loss of a key employee or owner.3

• The most common reasons small firms carry business life insurance are to reimburse the 
company for the loss of a key employee, repaying business-related loans or mortgages, 
providing estate liquidity for an owner’s family and funding a buy-sell agreement or stock 
redemption plan.4

The Opportunity
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Buy-Sell Review 

 
 

Prepared for 
Kramerica, Inc.  

Omaha, Nebraska  
 

Thank you for requesting a Principal Buy-Sell Review. We have received the 
following documents: 
 

• Shareholder Agreement (“Agreement”), dated March 30, 2007, 
unsigned 

• Business Planning Fact Finder (“Fact Finder”) 
• Unaudited Financial Statements for 2013 and 2012 

 
Please note this Buy-Sell Review (Review) is based on our review of these 
documents and is intended to be used as a basis for discussions with your tax 
and legal advisors. To the extent these documents are invalid or other pertinent 
documents exist of which we are not aware, the observations, 
recommendations and analysis contained in this Review may be inaccurate. 
The Principal Financial Group® (The Principal®) does not provide tax or legal 
advice.  
The Buy-Sell Review does not provide you with a legal opinion as to the legal 
or tax implications of your agreement or the appropriateness of any funding 
strategies. The Principal cannot provide you with any legal document or revise 
existing legal documents.  The valuation will not be a substitute for a formal 
valuation nor does it establish a value for tax purposes. The Review is intended 
to help identify your objectives for the buy-sell agreement and any issues that 
must be addressed to help ensure your objectives are being met. 

Background Information 
• Kramerica, Inc. (“Company”) is a Nebraska corporation which has elected to 

be taxed as an S corporation. 

 



STEP 2B SAMPLE APPROACH SCRIPTS

Use this Script to approach clients about our business planning services. 

Mr./Ms. Business Owner, This is _________________ with _______________ 
(The Principal or DBA). 

Opening option 1 after sending pre-approach brochure: I recently sent 
you a <letter, email, brochure> outlining the unique business planning 
services I offer that can help you identify the value of your business for 
planning and protection purposes. Informal business valuations and buy-sell 
reviews have become popular planning tools with my business-owner clients. 
Skip the next paragraph.

  Opening option 2 in person or via cold call: I would like to share with you 
the unique business planning services I offer that can help you identify the 
value of your business for planning and protection purposes. My business-
owner clients have found these services to be beneficial planning tools. We 
have a team of CPAs, attorneys and financial consultants that has already 
provided these services for more than 2,000 clients nationally.  

 My business clients tell me they’re interested in understanding the impact the 
economy has had on their businesses over the past few years. Offering these 
services, at no cost, allows me to provide value, and help them quickly identify 
their financial priorities — both at the business and personal level.  

Most business owners express frustration about being contacted by advisors 
who are looking for problems to fit with the solutions they offer. For 
example, they might say, “Let me look at your 401(k)” or “Let’s look at your 
health insurance premiums this year.” They seem to focus on what they have 
to offer instead of identifying your priorities. The business planning services I 
offer help business owners like you do just that, identify your top priorities.

 Obviously, the top concerns for most business owners are:

 1) Growing their businesses

 2) Effectively managing changes in their businesses

 3)  Eventually retiring from or transitioning out of their businesses — on 
their own terms.

The complimentary business planning services I offer can help you focus on 
your priorities, whether they involve preparing for retirement, identifying 
who will manage your business should an unexpected change occur 
or helping you protect the integrity and value of your business as you 
transition out. All of these things usually start with having a good idea of 
the value of your business today, updating the value over time and having a 
plan in place for managing that process through your intended retirement 
or transition out of your business.

  If I could have just 20 minutes of your time, <now (if in person)> OR, <later 
this week, or early next week> to share samples of our business planning 
services reports with you, I believe you will find them to be valuable tools 
for your business. All we need to get started are the latest three full years of 
your company financials, your buy-sell agreement, if you have one, and the 
answers to a few simple questions. What time works best for you?
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STEP 3 FIRST MEETING FACT-FINDING SESSION

REQUESTING A PROPOSAL

•   Thank your prospect for his or her time and remind him or her why you’re 
there (the value you bring) and reiterate the information you discussed in 
the approach script.

•   What can we get started for you?

•   Complete the entire Business Planning Services Fact Finder (BB10847)

 –   Collect copy of buy-sell agreement.

 –   Collect the most recent three full years of company financials (income 
statements and balance sheets) or business tax returns.

•  Present the Sample Informal Business Valuation and Business Planning 
Report (BB11286) – This piece will allow you to give an overview of the 
value provided by this informal valuation service. 

•  If the client has a buy-sell agreement in place, present the Sample Buy-Sell 
Review Report (BB9868SPRES) to offer buy-sell review service as well.

Business Planning Services  |  Fact Finder

Protect Your Business.  
Help Secure Your Future.

Your business is your future. We offer complimentary business planning services that can help you 
protect your business and secure your future. By answering a few key questions, we can help you 
start the business planning process.

 
Do you KNOW 

the value of your 
business?

 
Are you comfortable 

that the current 
value you have in 

mind reflects the true 
market value, and 

that it is up to date?

 
Do you have a  

Buy-Sell 
Agreement?

Has it been two or 
more years since it 

was reviewed?

Has your agreement 
been impacted by:

•  The economy?

•  Change in tax law?

•  Change in owners/
employees?

Why you need a 
current valuation:

•  Source of retirement 
income

•  Identifying a buyer

• Tax impact

•  Impact to your 
spouse/heirs

Many business owners 
assume their business 

value is “book value” or 
a multiple of revenue 
which may not be a 

fair reflection of market 
value.

Consider the benefits of 
a Buy-Sell Agreement:

Create a market for your 
business — it helps:

•  Identify a buyer

• Determine the sales price

• Protect your spouse/heirs

Sample Agreements are 
available to assist in creation 
of new agreement

Actions:

• Complete reverse  
side to request an 
Informal Business 
Valuation

• Collect three years of 
financials or business 
tax returns to submit 
with request.

Actions:

• Complete reverse side to  
request a Buy-Sell Review

• Collect and provide copy 
of existing agreement with 
request.

Action:

Consider other 
planning needs 
by completing the 
Business Priorities 
Checklist

Action:

Complete reverse side 
to request a Business 
Continuation Proposal

NO

NO

NO

NO

NO

YES

YES

YES

YES

YES

1 2

3

4

5
NOT
SURE

Informal Business Valuation 
and

Business Planning Report

The PrinciPal Financial GrouP®
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we’ll gIVe you an edge®
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Buy-Sell Review 

 
 

Prepared for 
Kramerica, Inc.  

Omaha, Nebraska  
 

Thank you for requesting a Principal Buy-Sell Review. We have received the 
following documents: 
 

• Shareholder Agreement (“Agreement”), dated March 30, 2007, 
unsigned 

• Business Planning Fact Finder (“Fact Finder”) 
• Unaudited Financial Statements for 2013 and 2012 

 
Please note this Buy-Sell Review (Review) is based on our review of these 
documents and is intended to be used as a basis for discussions with your tax 
and legal advisors. To the extent these documents are invalid or other pertinent 
documents exist of which we are not aware, the observations, 
recommendations and analysis contained in this Review may be inaccurate. 
The Principal Financial Group® (The Principal®) does not provide tax or legal 
advice.  
The Buy-Sell Review does not provide you with a legal opinion as to the legal 
or tax implications of your agreement or the appropriateness of any funding 
strategies. The Principal cannot provide you with any legal document or revise 
existing legal documents.  The valuation will not be a substitute for a formal 
valuation nor does it establish a value for tax purposes. The Review is intended 
to help identify your objectives for the buy-sell agreement and any issues that 
must be addressed to help ensure your objectives are being met. 

Background Information 
• Kramerica, Inc. (“Company”) is a Nebraska corporation which has elected to 

be taxed as an S corporation. 

 

•  Send completed Business Planning Fact Finder, 
three years of financials and/or the buy-sell 
agreement (if applicable) to Advanced Solutions.

 –  Five to seven business-day turnaround on  
 informal business valuations 

 –  Fifteen to eighteen business-day turnaround on  
 buy-sell reviews

•  When you receive the reports, review the results. If 
you have questions, contact Advanced Solutions at 
800-654-4278, ext. 75328 to schedule a call.

STEP 4

 
 

WE’LL GIVE YOU AN EDGE® 

Principal National Life Insurance Company and Principal Life Insurance Company, Des Moines, Iowa 50392-0001, www.principal.com 
While this communication may be used to promote or market a transaction or an idea that is discussed in the publication, it is intended to provide general information about 

the subject matter covered and is provided with the understanding that none of the member companies of The Principal or its representatives are rendering legal, accounting, 
or tax advice. It is not a marketed opinion and may not be used to avoid penalties under the Internal Revenue Code. You should consult with appropriate counsel or other 

advisors on all matters pertaining to legal, tax, or accounting obligations and requirements. 
Insurance products from the Principal Financial Group® (The Principal®) are issued by Principal National Life Insurance Company 

(except in New York) and Principal Life Insurance Company. 

Not FDIC or NCUA insured 
May lose value • Not a deposit • No bank or credit union guarantee 

Not insured by any Federal government agency 

BB10847C-05  |  11/2014  |  ML 14-004828  |  t12120600ai 

Which proposal(s) are you requesting?   Informal Business Valuation    Buy-Sell Review 

Please complete the following information: 
 
1. Business name:       
1a. Number of business owners:     1   2   3   4+ 
1b. Owner(s): Name  Age  Ownership %
 #1                
 #2                
 #3                
 #4                
1c. Children of owners: Number in business    
  Outside of business    
1d. Nature of business/industry:       
1e. Headquarters – City, State:       
1f. Issue state:        
2. Total number of employees:  1-9  10-50 
  51-200  201-500  501+ 
3. Years the business has been operating?     
 

 
4. Type of business entity and tax status: 

  Corporation 
  Taxes as:  C corporation    S corporation 
  LLC 
  Taxed as:  Partnership    C corporation 
    S corporation 
  Partnership 
  Sole Proprietorship* 
5. Annual growth rate:      % 
6. Do you have a buy-sell agreement?  Yes  No 
 If yes, provide a copy of the agreement. 
7. If there is no written buy-sell agreement, to whom do  
 you intend to sell to?:  Family  Key employee 
   Third Party  Co-owner 
8.  Attach the most recent three years of income  
  statements and balance sheets, or three full years of 
  company tax returns 
* In addition to providing three years of Schedule Cs, please include an  
 informal balance sheet of business assets and liabilities 

 
Proposals will NOT be provided without an indication of a valid Principal agency, or BGA and/or bank/wire relationship. 
 PRODUCER AND PROPOSAL DELIVERY INFORMATION 
 Advisor name:        Phone number:       
  CFP  CLU®  ChFC®  CEBS  LUTCF  Other:        Email address:       
 Bank/wire relationship:        Should anyone else (Producer or BGA) receive this proposal? 
 Principal agency/Brokerage General Agency (BGA) office:  Name:       
        Email address:       
 Principal Wholesaler:         

From receipt of completed RFP and all necessary documents, please allow 5-7 business days for Proposals and up to 15-18 days for a
Buy-Sell Review. 
Questions can be sent to newrfps@exchange.principal.com or call: 800-654-4278, ext. 55436. 

IMPORTANT: When sending us the completed RFP, please make sure you include 3 years of financials 
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STEP 5

STEP 6

PRESENTING THE PROPOSAL AND COMPLETING APPLICATIONS

SUBMITTING THE BUSINESS

Key planning considerations

ExIT PlANNINg  

Buy-sell Agreement – Businesses with two or more owners need a 
buy-sell agreement fully funded with life and disability insurance. if one 
already is in place, a buy-sell review could be conducted by The Principal. 
a solution you may have or want to consider is <insert “cross-purchase 
buy-sell agreement”, “entity-purchase buy-sell agreement”, “wait and see 
buy-sell agreement” or “short-year election”>. 

Business Continuation general Partnership – This buy-sell technique 
offers the owners a step-up in basis and can be funded with one policy per 
owner.

Buy-sell Agreement – it is important for businesses with a single owner to 
have a formal succession plan. You may want to consider a <insert “one-way 
buy-sell arrangement”, “no-sell buy-sell” or “sole owner transition plan>. 
otherwise, you should have at least enough personal life and disability 
insurance to protect your family if something should happen to you. 

select Buy-Out Plan – if you have a key employee to pass the business to 
or that can buy the business, you may want to consider a one-way buy-
sell arrangement along with a select buy-out plan. This will help the key 
employee save for a down payment on the business buy-in. 

Multi-Owner Buy-Out solution – as a professional service firm with 
multiple owners and substantial liquidity needs, you may want to consider 
this funding strategy for buying back owner equity interest to meet 
business succession liquidity needs in the event of an owner’s death, 
disability, or termination of employment.  

Business succession Planning – in order to help you successfully 
transition out of your business, numerous buy-sell and transfer strategies 
are available. The Principal can consult with you to identify a solution best 
suited to your unique needs and company characteristics. 

BUsINEss PROTECTION

key Person life Insurance – it is likely that your business relies heavily 
upon  the talents of your key employees. consider purchasing life 
insurance policies on all owners and those key employees integral to 
the success of your business. The Principal offers a key person calculator 
to help you and your financial professional determine the appropriate 
amount of coverage. 

Recruit, reward, retain key employees  – consider offering <insert 
“a nonqualified Principal executive Bonus Plus plan”, “a nonqualified 
Principal serP select plan”, “nonqualified Principal select reward Plan” or 
“an executive nonqualified excess Plan> to help fulfill a valuable benefit 
for select key employees that can also help you recruit, reward and retain 
those who are vital to the success of your business. 

This informal business valuation reveals some planning considerations for your business. Please review the 
summary of your planning options below and rank your priorities according to the specific needs of you 
and your business. Then, set a target date for implementation and work with your financial professional 
on next steps.

PRIORITy 
RANkINg 

TARgET  
DATE

• Present the completed Informal Business Valuation 
and Business Planning Report to the client.  

•  Schedule a conference call if you would like 
Advanced Solutions to assist with the discussion of 
the informal business valuation report or buy-sell 
review with your client. 

•  Review and rank the planning considerations at the 
back of the Informal Business Valuation and Business 
Planning Report.    

•  Be sure to take disability income insurance and life 
insurance applications with you — both term and 
permanent — so you can get underwriting started 
right away!

DD 849 B-6 Page 1 of 1 
Insurance products from the Principal Financial Group® (The Principal®) are issued by 

Principal National Life Insurance Company (except in New York) and Principal Life Insurance Company. 
This completed document is for restricted use only. No part may be copied nor disclosed without prior consent of The Principal®.

Principal Life Insurance Company 
Principal National Life Insurance Company 
Members of Principal Financial Group®

Buy Sell Plan 
Submission Checklist 

Only one company is the issuer and responsible for obligations of any 
given policy and is hereinafter referred to as “the Company”.

DATE
PLAN DESIGN  Cross Purchase Buy Sell: Entity Purchase Buy Sell: 
(Check one box)   Corporate Cross Purchase  Corporate Stock Redemption 

 Partnership Cross Purchase  Partnership Entity Purchase 
 One Way / Sole Proprietor  Corporate Section 303 Stock Redemption 
 Business Continuation General Partnership  

Cross Purchase / Entity Purchase mix:   Corporate Wait & See Stock Purchase 
EMPLOYER Employer Name
INFORMATION

Federal Tax ID #

Fiscal Year End Date 

Business Structure 
 C-Corp  S-Corp LLC/LLP Partnership Sole Prop  Other 

Address

City State Zip Code
       

Phone # Fax #
( ) ( )

Does employer have qualified plan(s) with The Principal®? Yes  No 
Does employer have an ESOP? Yes No

If Yes, is it fully administered by The Principal? Yes No

EMPLOYER This person is authorized to receive correspondence & sign on behalf of the employer. 
CONTACT  Employer Contact Name Company Title

Phone # Email
( )

BILLING Type:  Consolidated List Bill to Employer EFT Direct Bill (per policy) 

Mode:  Annual  Semi-Annual Quarterly Monthly

SUBMITTING  Along with this form, submit the following:
THIS PLAN Life insurance application(s)

DD2721 Consolidated Premium Statement Agreement (if List Bill applies)
Life insurance illustration(s) or illustration disclosure
Copy of the Buy Sell Agreement

Fax (1-866-542-1359) or Mail to Business Market Administration 
Overnight Courier
Principal Financial Group 
801 Grand Ave 
Attn: IDPC 8th floor 
Des Moines, IA  50392-1520

Regular Mail 
Principal Financial Group
PO Box 10431 
Des Moines, IA  50306-0431

•  ALWAYS complete and submit the appropriate 
Business Submission Checklist (DD849) when 
submitting business cases! 

•  Get credit for your BOES cases, and give your 
clients the benefit of receiving the experience and 
dedication of our Business Market Administration 
department, which has more than 12,561 cases 
and 25,373 policies under management:* 

 –   Dedicated business case administrator 
 –   Plan-level reporting 
 –   Consolidated reporting and billing services   
 –   Employer and participant access to account 

information 24/7 via our secure Internet site

*As of September 30, 2014.
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WE’LL GIVE YOU AN EDGE®

Principal National Life Insurance Company and Principal Life Insurance Company, Des Moines, Iowa 50392-0001, www.principal.com

Insurance products from the Principal Financial Group® (The Principal®) are issued by Principal National Life Insurance Company (except in New York)  
and Principal Life Insurance Company, Des Moines, IA 50392.

For financial professional use only. Not for distribution to the public.

Not FDIC or NCUA insured 
May lose value • Not a deposit • No bank or credit union guarantee

Not insured by any Federal government agency


