In Circus Terms, This Would Be Like Walking 

a High Wire Without a Net
Mrs. Jones was an 80-year-old widow.  Her husband of 62 years had been the Chairman of an international Fortune 500 industrial firm.  The Jones’ have 4 children, all of which are living in various parts of the world.  Mr. Jones accomplishments provided him with not only 7 figure salaries, but also stock options and other investment assets that upon his death were transferred to his wife, which currently has a value of approximately $30 million. That’s the good news-
The bad news is that Mrs. Jones has had a series of significant health problems that all started in 1977.
First she developed angina and heart disease.  In 1992, shortly after her husband’s passing, she was diagnosed with lung cancer.  Thankfully, the diagnosis was discovered early, but not without having to succumb to 37 radiation treatments and 6 doses of chemotherapy.  Not surprising, all of these personal and health problems had a major effect on the mental outlook of Mrs. Jones and she began to experience depression as well as becoming extremely overweight.

Is it any wonder that our broker was having a real problem in securing a sufficient amount of insurance for Mrs. Jones due to her age and her significant health issues?  In addition, obtaining the proper insurance for this high risk would be very expensive.  It would also have a material effect on Mrs. Jones’ investments as well as her cash flow.  Gifting issues were also a major concern for Mrs. Jones and her advisors.  As mentioned, the insurance premium would be very large which would cause significant gifting issues.

The broker had dealings with 4 general agents and had inquired of each of them as to solving Mrs. Jones’ insurance needs.
He knew of our experience in working with brokers who have high net-worth clients as well as our access to high-quality carriers.   These elements of experience combined with quality have enabled our agency to have great success in placing insurance for the most difficult cases.

Problem solving and finding creative solutions to these problems are a hallmark of our agency.   During the past 25 years, we have built strong and trusting relationships with our carriers.  These relationships have allowed us to satisfy our brokers and ultimately their clients.  These good relationships with our brokers and carriers and the knowledge we possess allowed everyone involved to effect a premium financing program, enabling this high-net-worth client to finance life insurance premiums from a third-party lender.

If You Have High-Net-Worth Clients and Would Be Interested in

Learning More About These Premium Financing Programs, Please Contact

Us and Allow Us to Provide You With A Free Kit Full Of Sales Ideas.

The Selario Agency, Inc.

800-331-7113
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