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Meir Eliav

Despite Challenging Times

By Daniel Jimenez

If there was a life settlement hall of fame, then Meir Eliav would
surely be among the first class of inductees. In 1991, Eliav es-
tablished Legacy Benefits Corporation, one of the nation’s first
viatical and life settlement providers. As a pioneer in the settle-
ment industry, he was a founding member and past-President of
the Viatical and Life
(VLSAA), currently known as the Life Insurance Settlement
Association (LISA), the industry’s largest trade association.

Settlement Association of America

Eliav was born in Argentina and emigrated to Israel in 1964,
where he studied finance at Tel Aviv University and subse-
quently earned an MBA. He has over 30 years of international
finance experience beginning in 1974 when he joined Bank
Hapoalim, the largest Israeli bank, initially serving as comptrol-

ler of one of the bank’s international banking subsidiaries. Sub-
sequently, he was transferred to the U.S. to manage the bank’s
new operation in California, which included responsibility for
the bank’s operations on the west coast of the United States.

Prior to establishing Legacy Benefits, Eliav joined a private con-
glomerate in New York, serving as the President and CEO of
one of its banking subsidiaries and later as the CFO of the entire
group, which dealt primarily in manufacturing, aviation leasing
and trading.

Here are Eliav’s thoughts on the changing role of life settlement
providers, his reasons for starting the industry’s first trade asso-
ciation, and the potential for future life settlement securitiza-
tions.

The old business model where
providers held policies in trusts
and tracked them has changed.
Many providers now simply buy
the policies in order to flip them
to a financing entity.

There has been an evolution in the way
that providers have operated. Historically,
providers were purchasing policies as
originators for financing entities or funds.
Two or three years ago, big financial in-
stitutions started to enter the life settle-
ment market. Some of the large banks
began to operate in the dual roles of act-

H LOCATION

Legacy Benefits Corp. is headquartered in New York City.

H  SIZE

25 employees.
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ing as a provider as well as a financing
entity, and are currently competing with
companies like ours. They have the ad-
vantage of having tremendous resources
at their disposal to utilize the value of
those policies in different ways.

How can providers continue to
offer value to their clients given
these changes?

We recognized quite some time ago that
the market was changing. We needed to
start looking outside the box as to what
we could do to build on our reputation
and the advantage of having been in the

H BACKGROUND

business for so many years. We wanted to
further develop our expertise in buying
policies and to play a wider role in the
industry. I felt that the function of the
provider was changing and if we did not
evolve into something bigger and better
we would stay where we are, which
meant falling behind our competitors.

We concluded that we needed to bring
substantial equity into the firm in order to
expand our position in the marketplace.
Doing that would enable us to compete
with the larger institutions. That proved

(Continued on page 23)

In 2004, Legacy Benefits became the first ever to originate a port-

folio of life settlement assets for a securitization transaction un-
derwritten by Merrill Lynch and rated A1/Baa3 by Moody’s Inves-

tor Services, a milestone for the firm and industry.

Legacy has originated policies for leading global institutions and

since 2008 has been utilizing its own substantial equity to acquire,

warehouse and trade policies and portfolios as part of its role as

an industry market maker.
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(Continued from page 22)

to be accurate. In January of last year, we
completed a sale of 50% of the company
to a US subsidiary of a large public com-
pany (KMN Holdings Ltd., formerly
known as Mofet Holdings, Ltd.) and as a
result of this transaction, substantial
capital was infused into Legacy Benefits.

This change allowed us to play a broader
role because we are now able to utilize
our equity to purchase any policy that
comes through our door that has an eco-
nomic value, regardless of whether we
have a buyer for that policy. We purchase
that policy for our own balance sheet and
to add it to our policy warehouse portfo-
lio. We can now keep the policies while
we look for opportunities to unload them
to the appropriate purchaser. Legacy also
now has the ability to participate as an
investor and/or lender in a life settlement
structure, as we have successfully already
done this year.

What will happen to other pro-
viders who don’t have resources
to build their own policy ware-
house?

They will face a challenge. More and
more funds and financial institutions that
we see entering the market are looking in
that direction. They expect that the com-
pany not just act as a provider or policy
originator but also be someone with “skin
in the game.” They want the provider to
do more than just go out and buy a policy.
The profit margins and fees for providers
as well as brokers are diminishing. The
role of the provider that enters into an
origination agreement and expects only to
have access to cash to buy policies is cer-
tainly diminishing. In the end, small pro-
viders will leave the market and the larger
ones like us will play a more extensive
role in the industry.
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Legacy Benefits was the first
provider to do a securitization.
Tell me about some of the chal-
lenges that were involved.

We had decided to change our business
focus from viatical settlements to life
settlements so we faced a challenge as to
how we were going to finance buying
larger policies. It became clear to us that
we had to use a totally different business
model and that we had to have the finan-
cial backing of a Wall Street institution.
Finding financing was a great challenge
at the time because, unfortunately, the
viatical settlement industry was the sub-
ject of unfavorable publicity and had
earned a bad reputation as a result of the
illegal activities of certain participants in
the industry. We all know about the
crimes that were committed and of certain
individuals who were put in jail for their
actions.

Coming from the banking industry where
I worked for so many years, I realized
when 1 founded Legacy that in spite of
the fact that the industry was not regu-
lated at that time, I had to operate with
the highest standard of ethics because I
knew then that sooner or later the indus-
try would be regulated across the country.
However, approaching the big banks was
a challenge because the attitude was, “If
you are in the viatical settlement busi-
ness, then you must be a bad guy.” So, we
had to show them that not only weren’t
we a bad guy, but we were doing things
the right way.

We had a lot to do in educating the bank-
ers that this was a sustainable business
model. We had to convince them that
there is value to the consumer and to the
financing entity and that, therefore, we
should pursue it. So that’s what we did. It
took us a long period of calling on many
of the big banks but we eventually were
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able to get the attention of Merrill Lynch.
Merrill Lynch recognized that they could
work with us and come up with a busi-
ness structure that made sense.

The recent AIG deal is the first
successful securitization since a
failed attempt in 2006. What
kind of an impact will it have on
the industry?

The truth is that we don’t know. We don’t
know because most of the details of that
transaction have not been made public.
We are unclear to what extent this is a
transaction that has been offered to inves-
tors or if it is a deal that has been done
internally within different departments of
AIG to improve their overall financial
situation. However, I think it’s a very
positive development. The fact that a rat-
ing agency was able to give them a strong
rating is very positive.

Obviously, the large number of policies
involved [in the transaction] is very im-
portant. I’'m glad that it happened because
investors will have something to look at
[when considering life settlement invest-
ments]. The rating agencies will find it
easier to follow this transaction and hope-
fully others like it will come to the mar-
ket.

You were one of the first presi-
dents of the viatical association
now known as LISA. What was
your primary reason for starting
an industry association?

I fought very hard in the early 90s to es-
tablish an association. There were just a
few companies who were dealing in viati-
cals at that time. We decided that in spite
of the fact that we were competitors, there
were many aspects and issues that we
needed to deal with that would affect all

(Continued on page 24)
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(Continued from page 23)

of us either positively or negatively. We
realized that if we put our resources to-
gether, we would be able to achieve much
better results when talking to state regula-
tors rather than having representatives
from each individual company doing so
on their own. That vision was absolutely
right because then suddenly the industry
had a voice. We were able to show the
world that we were serious business peo-
ple getting involved in an industry that
made sense. In the beginning, the associa-
tion only had 20 or 30 members. We
eventually started growing and the rest is
history.

What is your general outlook on
the future of the industry?

I am now more positive than I have ever
been about our industry even considering
the very difficult times that we have all
lived through since last September. Dur-
ing the last part of 2008 and the begin-
ning of 2009, some investors acted like
this was the end of the world and we’d all
have to go back to farming to survive. I
did not share that view. I have remained
very positive about this country’s econ-
omy and specifically, about what our in-
dustry has to offer. I’ve always felt and I
continue thinking that the life insurance
industry is a very important pillar of our
economy and that it will continue to be
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sustained. As a result, the life settlement
industry will endure and prosper.

The business model of buying a life in-
surance policy from someone that no
longer needs it, and by doing so, provid-
ing funds to that policy holder, offers a
tremendous value that didn’t exist a num-
ber of years ago. The value of this trans-
action is being recognized more and
more. Many seniors didn’t know that they
had the option of life settlements. The
more people that learn about life settle-
ments, the more policies will enter our
market. B

Dear Providers: You've Come a Long Way, Baby

ates ethically and properly. Their assemblages of documents
get more scrutiny, or are the only legally allowed documents for
transactions.

Providers keep elaborate records and proof the policies which
come to them for sale so as to avoid future questions for inves-
tors and for the policy-selling public. They interface with the
brokers and—in ever more states—ensure that the process is
proper, documents are in order and that the deal gets done. They
serve as much more than a passive investor, but instead form the
heart of the industry, necessary for it to function in the manner
that it does. The success of these entities has been remarkable
as they have wrestled through the change from being small and
largely uninformed investors to transforming into large and
complex organizations.

The challenge that lies ahead may be greater though. To keep
the industry progressing, Providers will have to continue to offer
much leadership on the appropriate roles of all parties, help cre-
ate appropriate regulatory structures, and act as police on the
beat of the settlement arena. They will be the instruments, if
successful, for adequate and organized gathering of data about
the industry and its participants.

Changing Roles

Providers, as we all recognize, come in all sorts of business out-
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fits and conditions. Some have massive capital and some excel-
lent providers have little of their own capital to deploy but con-
tinue to do a great job and serve the public well. Providers,
more and more, are taking on the role of industry police, offer-
ing to research the adequacy and appropriateness of the policies
they acquire for investing interests. Some look diligently, while
others may not, at the appropriate levels of licensing for all par-
ticipants in the industry. LISA’s new tools for looking at licen-
sure will surely offer more solid evidence to the public of the
essential role of a good Provider in the process.

So whether they serve as obscure investors or as sophisticated
regulatory surrogates/overseers of the settlement industry, Pro-
viders must be here to stay. More than life insurance companies
who are supervised for solvency, but get relatively little atten-
ion from regalaiors in iheir market conduci, good Providers are
helping regulators and the public to have confidence in the set-
tlement option. Providers have a bright future and great tasks to
do beginning with doing business properly with licensed invest-
ment enterprises and settlement brokers.

Hats off to Providers, the backbone of the industry. B

Doug Head is the executive director for the Life Insurance Set-
tlement Association (www.thevoiceoftheindustry.com).
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