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Meet
Marjorie

This is her situation:

- bbyears old and has recently become a grandmother
+ Hopes to work another 10 to 15 years before retiring
- Has $4 million in investment assets

+ Also has a 401(k) plan, which she’s funded for the
past 20 years, and a “cash balance” pension plan
through her employer

As Marjorie looks forward to her retirement and the
chance to spend more time with her grandson, she
has taken the opportunity to sit with her investment
advisor and discuss her financial position. She would
like to utilize the Legacy Protect strategy to make
sure she has money for her retirement, unexpected
financial challenges, and for a legacy she’d like to
leave her children and new grandson.

Use permanent life
insurance and the
Legacy Protect strategy
to ensure your clients’
families receive a
legacy and have assets
for retirement and
other contingencies.

Do you have clients who are parents or
grandparents and want to leave a legacy
for their children or grandchildren,
but aren’t sure how, with retirement
and unexpected financial setbacks
on the horizon?

See how one client manages

these issues.



IQI Bucket A: Marjorie believes that $1 million of her investment assets, her employer-
Retirement sponsored retirement plans and Social Security will provide her with a
A funds comfortable retirement. These assets make up what Marjorie and her

advisor consider her “Bucket A” retirement assets.

IQI Bucket B: To help protect against unforeseen retirement expenses, including potential
Contingency long-term care expenses, Marjorie has purchased a $500,000 permanent life
B funds insurance policy with a Long-Term Care Services® Rider. That, and $1 million

of her investment assets, make up what she and her advisor consider her
“Bucket B,” or the contingency portion of her assets.

IQI Bucket C: This leaves Marjorie with $2 million of other portfolio assets she doesn’t
Legacy funds expect to need for retirement. While not formally segregated, these are
c Marjorie’s “Bucket C” legacy assets. If Marjorie lives until age 87 (her

anticipated life expectancy) and earns an average return of 3% (net of taxes) on
these assets — her Bucket C assets will have grown to more than $5.1 million
by the time of her death (column 1 in chart on the following page). While
feeling that she is protected in her retirement makes her comfortable, her belief
that she can leave a significant legacy for her family and her new grandson is
exciting to her.

But, how certain is the $5 million legacy she has earmarked for her family? Although
Marjorie is a healthy and active 55-year-old woman, good health can be fleeting. A number of
her friends are already fighting serious health issues. And, although she and her investment
advisor are assuming a modest net 3% growth on her investment portfolio, that is not
something she can count on either. An ill-timed equity market correction could have a
devastating impact on her anticipated legacy.



What impact will life insurance
have on Marjorie’s legacy?

Immediately add $2.7 million. By purchasing a life insurance
policy today, Marjorie has grown her Bucket C legacy assets
from $2 million to $4.7 million, which is near the target amount
she hopes to accumulate for her heirs by age 87.

Potentially grow her investment by $1.6 million. If Marjorie
lives until life expectancy, after taking $28,217 (initially 141 bps)
of her investment gains each year to pay her life insurance
premiums, her $2 million Bucket C portfolio of investments
will still grow to over $3.6 million by the time she is age 87.

For a total of $6.3 million (3% gains). By combining her
investment portfolio with the life insurance policy, Marjorie

By taking less than half of

creates an anticipated legacy (Bucket C) at life expectancy the current return ($28,217
of more than $6.3 million (column 2 in chart below). She each year, initially 1.41% or 141
started with $2 million, adds $2.7 million (the amount of the basis points), and using it to
life insurance) and potentially $1.6 million more through purchase a permanent life
investment gains. That’s $1.2 million more than she’d have insurance policy with a face
without the life insurance. amount of $2.7 million, Marjorie

could leave considerably more

Or a total of $7.9 million (4% gains). If Marjorie’s investment .
money to her family.

advisor thinks her insurance adds diversification and protection
to her portfolio, her advisor may change her investment
strategy slightly by investing a bit more aggressively. If this
results in her earning 4% on her Bucket C assets instead of
the current 3%, her total assets at age 87 would be $7.9
million (column 3 in chart below) — or $2.8 million more than
they would be without life insurance.

Marjorie’s legacy

$7.9M

@ Lifeinsurance benefit
@ Investment gains

@ nitial investment assets

Without life insurance With life insurance, With life insurance,
3% gains 4% gains

All columns in this chart show the positions described above from age 55-87.



Life insurance to protect your clients’ legacies

Life insurance can be an important component of retirement and estate planning. Your clients may be

aware that life insurance can be used to create a source of potential supplemental retirement benefits
and, with a long-term care rider, can help protect them from the high cost of long-term care. But, they

may not realize life insurance can also be a key component of a well-balanced legacy portfolio.

A permanent life insurance policy is the one product designed to protect against what is probably
the biggest threat to achieving your clients’ legacy goals — an early death. That’s why they may want
to consider the Legacy Protect strategy — because it can complete their legacy goals immediately,
simply by redirecting a portion of their investment returns to pay for a life insurance policy. And by
diversifying the risk profile of their portfolio, Legacy Protect may also give them more confidence

when investing their portfolio’s principal.

An easy way to explain this concept to your clients. Ask
for our Legacy Protect Concept brochure — a client-approved
piece illustrating this concept in straightforward language.
It may be just what you need to show your clients what
they need to do to protect their legacy and ensure they’ll
have the money they need for retirement and unexpected
financial setbacks, too.

Backed by our strength and stability. You want to have
confidence the insurance company you choose has the
financial strength to fulfill its obligation to you now and
in the future. Equitable Financial Life Insurance Company
enjoys an illustrious 165-year history and tradition of
helping their customers reach their most important goals.
Equitable Financial Life Insurance Company of America
also issues our life insurance policies.

Providing stability and reliability to our clients since 1859.

To learn more, contact Advanced Markets or visit equitableLIFT.com.

The Long-Term Care Services™ Rider is available for an additional cost,
and does have restrictions and limitations. Be sure to review the product
specifications for further details.

Life insurance policies are issued by Equitable Financial Life Insurance
Company, (NY, NY) or Equitable Financial Life Insurance Company of America,
an Arizona stock company with an administrative office located in Charlotte,
NC. Distributed by Equitable Network, LLC (Equitable Network Insurance
Agency of California, LLC in CA; Equitable Network Insurance Agency of
Utah, LLC in UT; and Equitable Network of Puerto Rico, Inc. in PR), Equitable
Advisors, LLC (member FINRA, SIPC) (Equitable Financial Advisors in MI & TN)
and Equitable Distributors, LLC, (NY, NY). Variable life insurance products are
co-distributed by Equitable Advisors, LLC (member FINRA, SIPC) (Equitable
Financial Advisors in MI & TN) and Equitable Distributors, LLC. When
sold by New York state-based (i.e., domiciled) Equitable Advisors Financial
Professionals, life insurance products are issued by Equitable Financial
Life Insurance Company, 1345 Avenue of the Americas, NY, NY 10105.

Please be advised that this document is not intended as legal or tax advice.
Accordingly, any tax information provided in this article is not intended or written
to be used, and cannot be used, by any taxpayer for the purpose of avoiding
penalties that may be imposed on the taxpayer. The tax information was written

to support the promotion or marketing of the transaction(s) or matter(s)
addressed, and you should seek advice based on your particular circumstances
from an independent tax advisor. Neither Equitable Financial, Equitable America,
Equitable Network nor Equitable Distributors provide legal or tax advice.

A life insurance policy is backed solely by the claims-paying ability of the issuing
life insurance company. It is not backed by the broker/dealer or insurance
agency through which the life insurance policy is purchased or by any affiliates
of those entities, and none makes any representations or guarantees regarding
the claims-paying ability of the issuing life insurance company.

Equitable is the brand name of the retirement and protection subsidiaries of
Equitable Holdings, Inc., including Equitable Financial Life Insurance Company
(NY, NY); Equitable Financial Life Insurance Company of America, an AZ stock
company with an administrative office located in Charlotte, NC; and Equitable
Distributors, LLC. Equitable Advisors is the brand name of Equitable Advisors,
LLC (member FINRA, SIPC) (Equitable Financial Advisors in MI & TN). The
obligations of Equitable Financial and Equitable America are backed solely
by their claims-paying abilities. The 165-year reference applies exclusively
to Equitable Financial Life Insurance Company.

Life Insurance: - Is Not a Deposit of Any Bank « Is Not FDIC Insured - Is Not Insured by Any Federal Government Agency
- Is Not Guaranteed by Any Bank or Savings Association - Variable Life Insurance May Go Down in Value
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