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3 Does the loan still pay for itself?
The 98-year test on the next page covers crediting: what the index actually pays. It doesn't cover the loan, because there
isn't 98 years of daily loan-rate data to run the same way. So we stress the loan side differently: against the two toughest
borrowing climates on record, the same two the original version of this deck used before we expanded the crediting side.

1980s–90s Rate Spike
1980–1999, Fed Funds–pegged loan

Average loan rate 7.62%

Average credited return 9.66%

Average annual spread +2.04%

Years credit < loan cost 6 of 20

The Great Depression
1930–1949, loan held flat at 4.00%

Average loan rate 4.00%

Average credited return 4.51%

Average annual spread +0.51%

Years credit < loan cost 12 of 20

Loan rate (that year) Credited return Credited return, market negative

1980 1999 1930 1949

Averaged over each 20-year window, credited return outpaced the loan rate in both eras: by about 2 points a year through
the rate spike, and just over half a point a year through the Depression, even with the loan held at a flat 4% for two straight
decades.

That average hides real years where it didn't work out that way: credit fell short of that year's loan cost in 6 of 20 years in
the rate spike, and 12 of 20 in the Depression era. That's not a flaw we're hiding; it's exactly why the plan isn't structured to
be paid off year by year. Cash value compounds over the life of the loan. A handful of flat or expensive years leans on that
accumulated value; it doesn't break the design on its own.

Loan rate modeling reflects the same two historical stress scenarios used in this framework's original version. It is not a projection of future borrowing
costs, which move with the carrier's general account yield and market interest rates.

4 This isn't timing the market
Every year resets. The client isn't betting on picking the right month to start; they're betting on the design holding up no
matter which month they started. We tested all twelve entry months separately, all the way back to 1928.
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Every entry month lands inside a 1.3%-point band: November is the softest at 7.6%, July the strongest at 8.9%. Whichever
month a client signs on the 14th, the long-run math is nearly identical. That's not luck. It's the annual reset doing its job.

The Stream Plan · thestreamplan.com Page 2 / 4






