Wouldn’t You Feel Terrible 

If Your Client Lost 2/3 of His Retirement Savings?
Many high net-worth individuals have accumulated significant amounts of tax-deferred funds in qualified retirement plans.  Unfortunately, at death, retirement plans are subject to income and possible estate taxation.

To preserve and protect their wealth, individuals might want to use a strategy that uses pre-tax dollars in a qualified plan to leverage the plan’s value and create an after-tax benefit.  This is accomplished via the purchase of a life insurance policy inside the plan and the subsequent sale to an irrevocable trust.

Here Are the Facts:

· A couple both in excess of 65 have an estate worth approximately $10 million

· They are still active owners-employees in their closely held business and 22 years ago set up a qualified profit-sharing plan.  (PSP)

· The plan now has a value in excess of $2 million.

· Currently neither party sees a need either now or in the future to use these funds

· The couple desires to leverage the pre-tax dollars to provide after tax benefits for their children

     Here’s the Solution:

· The qualified profit sharing plan purchases a universal life insurance policy on the lives of the couple with a $10 million death benefit.

· The death benefit is based upon the ultimate need of $5 million.

· Scheduled premiums are to be paid by the plan for 3 years.

· An irrevocable trust is established and the profit-sharing plan trustee sells the policy from the PSP to the irrevocable trust

· The trust has no assets to purchase the policy and obtains a loan from a lender.  The lender can lend the funds NOW to the trust that will be needed in the future or lend the funds at the time of the sale.  Either way, once the policy is purchased, the trust will pay interest annually and determine when to pay the loan principal.

· Once the trust purchases the insurance policy, the death benefit proceeds would be excluded from the taxable estate.

In a strategy using qualified plan assets with a subsequent sale, there are a number of tax, ERISA, and legal issues to consider.

Sound Interesting, But a Little Confusing?
Let Us Help.  During our 25 years of experience, we have worked with our numerous carriers and have built a knowledge base and level of mutual trust that has resulted in providing solutions to our brokers that satisfy their clients.  We have programs to preserve your client’s assets and insure that your client and his heirs do not suffer financial disasters.
If You Have High-Net-Worth Clients and Would Be Interested in Learning More About WEALTH-SAVING PROGRAMS, Please Contact Us and We’ll Provide You With A Free Kit Full Of Sales Ideas.
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