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Introduction: My Story

You have to hurt in order to know. 
Fall in order to grow. 
Lose in order to gain. 

Because most of life’s lessons  
are learned in pain.

As a financial advisor for almost four decades, I am committed—

along with my highly competent, knowledgeable, and 

compassionate team—to partnering with my clients to help optimize 

their outcomes. I like to focus on solutions. In this book, I have outlined 

strategies that I hope will help you optimize your own financial and 

personal outcomes.

Before we jump into the details about financial planning, 

however, I want to share my own story with you. Hopefully, by sharing 

with you a little about myself and why should you care to hear me 

will be helpful to the cause. As I share with you some struggles I 

have overcome, you will see why I have devoted my life’s work to 

helping others find suitable financial strategies and make the most 

of what they have.

I Did Not Let a Congenital Condition Define Me

I was born two months premature in 1958. I was in the hospital 

for the first three weeks of my life because in the India of the 1950s, 

the survival rate for premature babies was pretty low. The doctors 

wanted to keep a close eye on me. My godmother, Kamala, took 

care of me while my mother was in recovery. Fortunately for me, I 

was able to survive that ordeal and, till, this day believe myself to be 

a member of the Lucky Sperm Club.

My development was somewhat delayed. Also, I did not realize 
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it because I didn’t know any different, but for the first several years of 

my life, I had a hearing loss since birth.

I did not know that I couldn’t hear properly; I just thought I heard 

what I heard. When I had to ask someone to repeat what they said, I 

just thought it was because they didn’t speak loudly enough, or they 

were not speaking to me. In other words, I didn’t know what I didn’t 

know, which is that I could not hear well. My loss of hearing was not 

across all frequencies; it was only at certain frequencies. So I could 

hear some sounds perfectly, like any normal person, but I could not 

hear some sounds at all. Over time, I learned to read people’s lips so 

I could understand what they were saying.

During my early years in school, because I couldn’t hear properly, 

I wasn’t able to learn as fast as the other children. As a student, I 

was not particularly comfortable, nor was I particularly successful. A 

lot of times, because I did not hear sounds properly, I would speak 

words the way I heard them, and I couldn’t understand why my 

communication was not getting through. What you speak is based 

on what you hear. And I did not even know that I was missing that 

connection. Some of my classmates even made fun of my muffled 

speech.

When I was about fifteen years old, one of the teachers told my 

parents that I needed to be tested, so my parents took me to have a 

hearing test. That is when they got the confirmation about my hearing 

loss. Back then, the technology for improving hearing was not as 

advanced as it is today. Essentially, they gave me a loudspeaker that 

was about the size of a Sony Walkman. I carried it with me, and it 

amplified all sounds—even those sounds I could hear perfectly fine. 

So the sounds I could hear well before became very loud—too loud. 

And the sounds I had not been able to hear before sounded very 

strange to me; I didn’t know what those sounds were. I never really 

adapted to that technology.

One of the best decisions my parents made for me, in terms 

of education, was to put me in a boarding school. My father was in 

the Indian Air Force and was reassigned to a new post every few 

years. If I had moved with them, my schooling would have suffered. 
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At age nine, I took a boarding school entrance exam which I failed. 

In retrospect, I am glad I failed because it would have landed me in 

a different boarding school with perhaps a very different experience. 

Thanks to my parents’ commitment and encouragement for a very 

healthy self-esteem from early childhood, I was not in any way 

disheartened when I failed. At age ten, I took the entrance exam 

again and ended up getting into Mayo College Ajmer.

Mayo College is a boys’ residential public school in Ajmer, 

Rajasthan, India. It was founded in 1875 by Richard Bourke, the 6th 

Earl of Mayo, who was also the Viceroy of India from 1869 to 1872. 

The school is one of the oldest public boarding schools of India.1

The boarding school had an excellent sports infrastructure, and 

several different sports were played simultaneously. That is what 

paved the way for my strong sportsman’s spirit. At Mayo, I formed 

enduring bonds with friends that last till this day. Also, I was able to 

excel beyond academics and focus on becoming a well-rounded 

person. I participated in aquatics and swam at the Rajasthan state 

level.

I was keenly aware of the sacrifices my family made to afford 

me this boarding school opportunity, on an Indian Air Force officer’s 

meager salary. My parents’ love and teacher’s encouragement fed 

my determination to not let my congenital hearing loss define me or 

prevent me from succeeding. I even served as the School Monitor in 

my senior year.

Despite my hearing loss, I graduated from high school—not only 

second in my class, but also, I was ranked fourteenth among the 

entire population of graduating seniors in the whole country. In India, 

about 15,000 of us took the All India Higher Secondary exam in 1975. 

I wasn’t expected to do well, but when it mattered most, I was able 

to succeed. As my wife, Anila, likes to say, under pressure, I perform. 😊

To finish high school at the top 0.001 percent of my fellow 

graduates, despite my hearing loss, shows what you can accomplish 

when you are determined. I have always believed that there is no 

bigger disability than a bad attitude. If your attitude is good, all 

obstacles come to instruct, not obstruct. I am grateful that in my 
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early childhood, I cultivated a healthy attitude toward all things in 

life.

It’s your attitude, not your aptitude, that 
determines your altitude!

At Mayo, along with swimming, I took up squash as a sport. The 

sport of squash was invented in a prison. I loved it because I could 

play it on my own, using the walls. In addition to my good grades, 

my sports excellence helped me gain admission into St. Stephen’s 

College, the oldest (est. 1881) and best college, now part of the Delhi 

University in Delhi, India.

I continued to play squash at the national level. It is quite a 

demanding sport, both physically and mentally. At one point, my 

only goal in life was to be a top-level squash player, perhaps even 

turn professional, and teach the game to others.

In college, I was pretty independent. By then, my father had 

retired from the Indian Air Force, and my family had settled in Delhi. 

Even then, my parents afforded me an opportunity to live on campus, 

though it was not customary for the students who lived in town to do 

so. Playing competitive squash afforded me opportunities to travel 

to other parts of the country and play with various players. Living on 

campus definitely enhanced my bonds with my batchmates, as well 

as my squash contemporaries.

Thanks to my experiences at Mayo and St. Stephen’s College, 

I formed friendships that sustain me till this day. I graduated with a 

bachelor’s degree in economics, with honors.

Off to Nigeria and Then the United States

When I graduated from college in 1978, I went to Nigeria to work. 

In 1971, Nigeria had joined the Organization of Petroleum Exporting 

Countries (OPEC) to contribute to decisions on global energy 

demand and supply issues with the other OPEC member countries. 
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Because Nigeria was a major oil producer, the country was attractive 

in potential income opportunities for young people who were just 

starting their careers, certainly in terms of Indian currency. At that 

time, one Naira was equal to $1.70.

While working in Nigeria, I visited the United States several 

times, and life brought me to the United States in 1983 for good. I 

remember that $1 was equal to 7.80 Indian Rupees (INR), and now $1 

is equal to approximately INR 78; I would say we have experienced 

considerable devaluation of the Rupee to the Dollar.

At that time, I did not want to work for someone else because 

no company would pay me the kind of income that I was used to 

earning as an expatriate in Nigeria. I didn’t want to cut my income, 

and I was willing to pay the price for success—essentially the price 

everyone pays, either before success or after failure.

I thought, “No disrespect, but instead of working for a bank or 

any other company on a salary, I want to build my own business.” 

Though I did not have any capital to invest, I did have a background in 

Economics and Finance. I decided to get into the insurance business 

to learn the ropes, which paved the way to my Financial advisory 

business.

Launching My Insurance Career at New York Life

In late 1983, I decided to start on the insurance side of the 

business because everyone needs insurance—protection—whether 

or not they understand or realize the value of it. My thinking was that 

most people need insurance, whereas not everybody has money 

to invest. I started working with New York Life. My managers, Alex 

Baqir and Frank DellaPenna, taught me the business. I’ve got to 

compliment them—it’s a good company, especially when you are 

just getting started. Their wonderful training programs offered a 

fertile ground for someone like me: young, ambitious, and willing to 

work hard. I must credit my winning attitude again to my upbringing 

and encouraging sports career.

After starting out in life insurance sales, I was named Rookie 



6

of the Year and soon became a top producer for a couple of 

consecutive years at my office in Silver Spring, Maryland. Then I was 

asked to replicate my habits and my strategies, attract other people 

into the business, and mentor them as a Sales Manager. I got into 

the recruiting game on behalf of New York Life and did that for a few 

years. As a matter of fact, that is how I met my wife, Anila.

In the early 1990s, I realized that I had enjoyed solving problems 

for my clients far more than recruiting or managing other producers. 

Till this day, I take pride in helping my individual and corporate clients 

understand the power of life insurance and its many creative uses 

and help design solutions for pennies on the dollar.

Around that time, I completed my Certified Financial Planner™ 

(CFP®) designation. According to the CFP Board’s code of ethics, you 

have to be independent to be a CFP. This made perfect sense to 

me because, regardless of how expansive a company is, no single 

company can possibly have every solution to every client’s needs, 

all the time, in a cost-effective fashion. Independent advisors, on 

the other hand, can provide suitable solutions from many different 

companies, which provides clients with a vast array of options. That 

scenario appealed to me a lot because I have always been focused 

on finding appropriate strategies for my clients.

At the end of 1995, I made the decision to leave New York Life 

and strike out on my own. I became a personal producer as well as a 

recruiter. That’s where I learned my next lesson.

I became a General Agent for John Hancock Life Insurance 

Company. I lasted for about three years in the agency ownership role, 

but I was not having fun. Once again, I was spending too much time 

managing the business and the people and too little time managing 

client relationships, which was—and is—the most important aspect 

of the business to me till this day. They say experience is never 

wasted; you always learn. That is true. Even though I was not happy 

at John Hancock as a General Agent, I continued to establish my 

connections and increase my knowledge of the insurance industry.
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You cannot do only the things you are 
comfortable with;  

to grow, you have to go for it!

In 1999, Integrity Financial Group was formed, and I’ve been an 

independent producer ever since then. The only people I answer to 

are my clients. I don’t work for any company, and I am not beholden 

to any strategy or product. Our team’s only goal is to optimize 

outcomes for our clients.

During my thirty-seven years in business, I have experienced all 

kinds of ups and downs. I’ve seen people and products come and go 

from this industry. I’ve served clients through many life events such 

as marriage, childbirth, business formation, bankruptcy, divorce, 

premature death, premature disability, long-term nursing-care costs, 

and business mistakes. I’ve known people who thought they would 

return to their home country when they retired but didn’t because 

their kids and grandkids are here. Serving my clients through a lot 

of situations, upheavals, and uncertainties has made me a better 

advisor. I’m able to take the teachings of experiences from one 

client’s situation, obviously without jeopardizing any confidential 

information, and apply the lessons learned therein with another 

client who might have had the same outcome but was able to fare 

much better because of the knowledge my team and I had gained 

and were able to share.

An Important Life Lesson

Having been through a divorce and other business failures 

myself, I have learned an important life lesson: to stick with what I 

know.

In early 2000, I invested in a restaurant franchise and set out to 

open several restaurants around the area. It’s a business that looks 

very mundane and relatively easy as an investor. Everybody eats out, 

right? But we quickly learned that it is actually a very difficult and 

demanding business. Though we operated for a few years, the effort 
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became a significant cash drain. In a situation like that, eventually 

you have to cut your losses. After a few years of struggling to make 

it work, it had to be shut down and written off.

The lesson I learned there is that it’s better to stick to your 

core competency. You can’t be all things to all people. Yes, you 

can diversify a little bit—but do it in areas related to your specialty. 

Today, in addition to handling our clients’ life, health, disability, and 

long-term care insurance needs, we also manage investments, 

401(k) plans, defined benefit plans, IRAs, employee benefits, and 

other products. In short, we are providing comprehensive financial-

advisory and wealth-management services to businesses and 

families.

These areas are all connected. But there is really no connection 

between a restaurant business and a financial advisory business. I 

made a renewed commitment to my core business.

I think it is wise not to stray too far from your core competency.

Everyone Needs a Coach

I realized that, as a business owner, the positive side was that I 

was not answerable to anybody., I enjoyed a lot of independence. 

But the negative side was that I had no sounding board as I had 

when I worked for a company. I needed somebody who would tell 

me what I needed to hear, not what I liked to hear.

Every Olympian or exceptional athlete you can think of—including 

Tiger Woods, Tom Brady, and Michael Jordan—have coaches, even 

when they are at the top of their game.

I had heard a lot of good things about Coach Dan Sullivan and his 

program called The Strategic Coach®, so I signed up for the three-year 

program. It was an investment in myself and quite intensive. After about 

a year of doing all the work and traveling to Chicago every quarter, I 

was getting frustrated because I was spending a lot of money with the 

coach, but I was not seeing any results.

One day, I remarked to my coach, “Dan, you just figured out a 

way to increase my overhead, but I’m not seeing any results.”
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He said, “Remember, you signed up for a three-year program. 

Are we into the third year yet?”

I said, “No.”

“Just keep it up,” he advised. “Do what you have to do, and you 

will see the difference.”

Boy, was he right! After another year, I suddenly started to notice 

the difference. That coaching program has been highly instrumental 

in how my team and I operate our business today—with our clients, 

our business, our free time, and our resources. Honestly, if not for 

that program, we probably would not be doing business the way we 

do it today. I cannot say enough good things about The Strategic 

Coach.

No one person has a patent on all the good ideas in or for any 

business. It is important that you not only work in your business, but 

that you also work on your business. Now I am constantly looking at 

ways to enhance not only the outcomes for our clients, but equally 

important, to enhance the way we do our business in a way that 

benefits our clients and our team.

Today, I take a lot of pride in being a mentor and an educator at 

heart to everyone we meet, including our clients, prospects, other 

advisors, and allied professionals. They say that teachers often learn 

more from teaching than the students themselves. I believe that is true.

Modeling Work–Life Balance for Our Clients

One day, someone asked me, “How long will you keep doing 

this?”

I replied, “I enjoy my business and serving my clients. I don’t see 

myself completely retiring from it ever—at least not any time soon.”

One strategy that will enable me to continue working as long 

as I wish is that I take the time to create a good balance in my life. 

Anila and I love to travel a lot and spend time with our beautifully 

blended family. We have three boys, two wonderful daughters-in-

law, a two-year-old grandson who is an absolute joy, and a brand-

new granddaughter.
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In addition to serving our clients, I enjoy playing golf and my 

Rotary service. Those are my top priorities. Fortunately, I am blessed 

with a good team at work, a strong support system at home, and 

technology that enables me to enjoy this balance.

As I apply effective strategies to my own life, I also share them with 

my clients. I strive to help them optimize their outcomes, not only in 

terms of financial confidence and strength, but also in terms of taking 

the time to enjoy their lives along the way. We all live one heartbeat 

at a time; there are no guarantees in life—something we all recently 

learned from COVID-19 pretty much stopping everything in its tracks. 

Regardless of our age or net worth, we have all been touched by this 

storm. By sharing our experiences with the children and grandchildren 

of our clients, we strive to learn and grow from this situation and to 

minimize its impact on our finances and well-being.

My golf handicap is still a little higher than I would like, but overall, 

Anila and I love the situation we are in. We have a lot of gratitude for 

our clients and feel blessed with the business, our life together, and 

our good health.

I am also grateful for the support I have received throughout my 

life. The blessings I now enjoy could not have happened without my 

parents and teachers being the beacon of light in my early life. And 

today, I am incredibly fortunate to have the support I receive from 

my staff, my clients, and my wife. If I had to do it all over again, I may 

not wish to change much.

Each one of our so-called “failures” teaches 
us something that propels us to a greater 

degree of success.

How we look at things—our perspective—is important. Some 

people look at a glass half-empty, and some people look at the 

same glass and consider it half-full. I prefer to be the eternal optimist. 

A positive attitude may not let us do everything, but it will let us do 

anything better than a negative attitude will.
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Even though hope is not a strategy, my approach is to plan 

for the worst and hope for the best. I sleep peacefully every night, 

despite all the noise in the market.

I hope you can identify with at least a part of my story. Even if one 

idea in this book will help you navigate the noise in your life, in your 

career, and in the market, I would consider it a mission accomplished. 

We all learn from the difficulties we endure; they can make us better 

and stronger individuals than we ever thought ourselves to be capable 

of. Although I may not be able to help you avoid obstacles in your life, 

I do hope to help you navigate them with ease and learn, along with 

you, some of the valuable lessons they present. I hope the strategies 

in this book will help you do just that.

About This Book

This is a story about preparing for the future, and I believe that 

both consumers/investors and financial advisors will benefit from 

it. At Integrity Financial Group, my team and I specialize in building 

financial plans for clients based on strategies for various generations, 

as well as for small, closely held businesses and nonprofits. We serve 

many people who have investible assets exceeding $1 million; pre-

retirees ages fifty to seventy; younger professionals in high-paying 

white-collar positions such as doctors, IT consultants, engineers and 

lawyers as well as small-business owners.

Whatever your situation is, the key is to be prepared and to plan 

for the future. The coronavirus, or COVID-19, pandemic has thrust 

a lot of people into financial hardship because they didn’t plan for 

a disruption in their income. Yet if history is a guide; every crisis 

presents plenty of opportunities to be seized.

This book is intended to educate you about financial topics. 

However, to truly optimize your financial outcome, we recommend 

that you work with a highly competent, trustworthy financial advisor 

to navigate the complex world of financial planning and get your 

financial house in order. An experienced, independent, credentialed 

financial advisor who adheres to the fiduciary standard (always acting 
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in the best interest of the client) is worth his or her fees in gold.

It is critical that you work with a financial advisor who will develop 

a financial plan that is thoughtfully tailored to your unique needs, 

dreams, and financial situation. Advisors who provide financial 

plans built from templates, without getting to know you as a unique 

individual, are doing a huge disservice. Be wary of any advisor who 

begins offering you products or services without fully understanding 

your situation and goals.

A Rx without a diagnosis is malpractice.

The overwhelming majority of our clients have had some level 

of planning done previously. Regardless of all the good work done in 

the past by their advisors, our clients find it worthwhile to get a fresh 

opinion through another set of eyes. The biggest omission we see 

during these reviews is the lack of a periodic review or document 

audit. Because financial planning and each client’s unique needs are 

dynamic, and no one person or firm has a patent on all the good 

ideas in the business; often we are able to add significant value by 

capturing opportunities and closing any gaps in our clients’ strategies 

to optimize their outcomes.

I wrote this book because I feel there is a dearth of written 

material about these important strategies and how to implement 

them. I hope these strategies and solutions, based on my almost 

forty-year career as a financial advisor, will help you optimize your 

outcomes.
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CHAPTER 4

The Tax Man Cometh

Taxes are the single biggest factor that will 
separate people from their  

retirement savings.

Not all money is taxed the same.

Tax laws are complex. For a proper perspective, the following 

facts will show you just how lengthy our tax laws are. Consider that 

there are:

 • 272 words in the Gettysburg Address

 • 1,458 words in the Declaration of Independence

 • 783,000 words in the Bible

 • 11,400 words in the tax law of 1913

 • 3 million words in the tax law today

It is important to understand the tax implications of every financial 

move you make, as well as the order of taxation. Your financial advisor 

will help you avoid marginal tax traps, based on your tax bracket; 

allocate tax-sensitive assets; consider gifting strategies; deciding 

what and whom to pay now vs. later; and manage the dynamic bracket 

results in higher income and lower taxes.
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Defined Benefit Plans: The Largest Tax Deduction 
for Business Owners

The largest single tax deduction available to business owners 

under the current tax regime is a defined benefit plan. For many 

small businesses, including self-employed individuals, these 

plans can offer greater income tax deductions than even defined 

contribution plans such as 401(k)s, SIMPLE IRAs, and Simplified 

Employee Pensions (SEPs). They work particularly well for groups of 

five or fewer employees when the owners are highly compensated, 

over age forty, and the rank-and-file employees are younger, with 

much lower compensation.

With 401(k) plans, the contributions are known, but the benefits 

are unknown because the employee takes the investment risk. In 

contrast, with a defined benefit plan, the risk is on the employer; 

the employee is guaranteed a defined pension benefit amount. The 

employer typically funds the plan by contributing a regular amount, 

usually a percentage of the employee’s pay, into a tax-deferred 

account.

As a practical matter, many business owners terminate these 

plans at retirement and then transfer assets to an IRA, which can be 

invested per their preferences. This can include a guaranteed life 

income by using a commercial annuity, which is often less expensive 

than the administrative costs of maintaining the defined benefit plan 

during the withdrawal phase.

Insured Benefit Retirement Plan

The following chart shows how quickly taxation can erode your 

money’s growth:
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If a Dollar Doubled Every Year,  
What Would Its Value Be in 20 Years?

Tax-Free Gains Gains Subject to 24% Tax
No Tax on Gains Amount Each 

Year
Doubled Gains After Tax New Amount to 

Double
Starting Year $ 1 1.00

1 2 1.00 2.00 0.76 1.76
2 4 1.76 3.52 1.34 3.10
3 8 3.10 6.20 2.35 5.45
4 16 5.45 10.90 4.14 9.60
5 32 9.60 19.19 7.29 16.89
6 64 16.89 33.77 12.83 29.72
7 128 29.72 59.44 22.59 52.31
8 256 52.31 104.62 39.76 92.07
9 512 92.07 184.13 69.97 162.04
10 1,024 162.04 324.07 123.15 285.18
11 2,048 285.18 570.37 216.74 501.93
12 4,096 501.93 1,003.85 381.46 883.39
13 8,192 883.39 1,766.78 671.38 1,554.76
14 16,384 1,554.76 3,109.53 1,181.62 2,736.39
15 32,768 2,736.39 5,472.77 2,079.65 4,816.04
16 65,536 4,816.04 9,632.08 3,660.19 8,476.23
17 131,072 8,476.23 16,952.46 6,441.93 14,918.16
18 262,144 14,918.16 29,836.33 11,337.80 26,255.97
19 524,288 26,255.97 52,511.93 19,954.54 46,210.50
20 $ 1,048,576 $46,210.50 $92,421.00 35,119.98 81,330.48

Note: In 20 years, almost $1 million is lost in taxes.

The above is a hypothetical example that is demonstrating a mathematical principle. It does 
not illustrate any investment product and does not show past or future performance of any 
specific investment.

To protect your portfolio from tax erosion, one solution your 

financial advisor might recommend, based on your situation, is 

an Insured Benefit Retirement Plan (IBRP). This solution provides 

seven layers of tax insulation because your income is free from the 

following:

 • Federal income tax

 • State income tax

 • Local income tax

 • Capital gains tax

 • FICA/Social Security tax

 • Any effect on alternative minimum income tax
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 • Any negative impact as a consequence of the American 
Taxpayer Relief Act 2012, patent protection, and the 
Affordable Care Act

 • Any impact on needless taxation of Social Security benefits

Without proper planning, taxes can erode much of the wealth 

you have worked so hard to accumulate. It is critical that every 

financial decision you make is made with a focus on minimizing your 

tax burden. Let’s look at more ways to reduce your tax burden.

Forgo Deductions Today to Have a Better Outcome 
Later

One situation many people are not aware of when it comes to 

tax planning is that they put money into a retirement plan and take a 

current-year deduction, not realizing they are potentially creating a 

huge problem for themselves down the road.

When you are taking a deduction on an investment, realize that 

the contribution you are making to that investment will be a lot more 

later, when you withdraw that money, because hopefully, it will grow 

over time.

For example, let’s say you put $25,000 in a retirement plan each 

year for ten years. Hopefully, by the time you take that money out in 

retirement, you will have a lot more money than the $250,000 you 

initially put aside. If it has not grown, it means your investment didn’t 

do well, or your investment advisor didn’t do well for you.

When you take that money out later, on the back end, it is going 

to be fully taxable. Is it better to take a deduction on $25,000 and 

pay tax in full on $1 million, or is it better to forgo the deduction on 

$25,000 and not have to pay tax on $1 million? Obviously, nobody 

knows what the tax rates are going to be in the future. Think about 

the stimulus the US government paid out in the spring of 2020 

following the coronavirus crisis.

Think about the mortgage crisis of 2008, when the government 

increased the deficit so much. Besides, entitlement programs such 

as Medicare are like a “fiscal cancer.” In fact, according to some 
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studies, Medicare is five times more expensive than Social Security. 

Somewhere along the line, the tax rates will have to creep up. The 

current marginal rates are not even close to the highest they have 

been in our history.

The following graph shows the federal historical marginal tax 

rates from 1913 through 2020.

History of Tax Rates, 1913–202023

1. As adjusted by the Consumer Price Index Inflation Calculator 

from the US Department of Labor, Bureau of Labor Statistics, 

at http://www.bls.gov/data/inflation_calculator.htm.

2. For simplicity, unless otherwise noted, the historical federal 

income tax rates here refer to the highest tax rate.

3. http://data.bls.gov/cgi-bin/cpicalc.pl 

4. http://www.irs.gov/pub/irs-soi/05inrate.pdf, p. 8.

The government can get the money it needs 
by taxing, borrowing, or printing.

Most of our clients are well-to-do, and in the future, they’ll be 

even better-to-do. Therefore, their tax rate isn’t going to go down. 

In fact, when they retire, they probably will have finished paying off 

their mortgages, so they won’t have the benefit of the mortgage-

interest deduction on their taxes.
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Business owners who retire and then sell their businesses will 

no longer have business deductions. Once their kids are grown, they 

will no longer get exemptions for children. So you can see that often, 

in retirement, even if your income is the same or a little bit less than 

it was when you were working, your taxable income could be higher 

because you’ve lost all the deductions.

Also, it is important to know that, depending on your total 

provisional income and your state of residence, up to 85 percent of 

your Social Security benefits could be taxable.

The point I’m making is that sometimes, it’s better to forgo the 

deduction today so you can have an optimized outcome later.

I have seen people fixate on current-year taxes while failing to 

plan for taxation in future years. You also have to look at taxation of 

assets to the next generation, or maybe the next two generations. 

That requires strategic planning based on your own personal goals. 

This is a critical conversation, and we believe financial advisors need 

to address it with their clients. We want to make sure we focus on the 

future as well as the present and not just what’s already happened—

last year’s income, for example.

Our team focuses on what can we do now so that the outcome 

for you and your family will be optimized five, ten, or fifteen years 

down the line, and into the next generation. We collaborate with 

CPAs, estate-planning attorneys, and any other experts who are 

integral to helping to optimize your outcome.

We encourage everyone to think about the future—beyond your 

current situations.

A Depressed Market Can Offer Opportunities

You have to be opportunistic. When the market is in a downturn, 

it presents a great opportunity for clients whose portfolios have 

been beaten down to do something called a Roth conversion. This 

is a great solution, and it is an option I present to clients when we 

are experiencing a depressed market. In some cases, it is wise to 

convert money into a Roth IRA. Even though you will have to pay tax 
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on that money today, you will be able to benefit when the economy 

rebounds, and then the appreciation and the distribution in the future 

will be tax-free.

There will always be changes in tax law, and we will navigate 

them. I strongly encourage you to seek out the advice of a competent, 

compassionate, independent financial advisor to help you ensure 

you are optimizing your tax situation.

You manage investments on the way in 
but manage taxes on the way out.

Seven Deadly Sins (Taxes) You Can Avoid by Using 
an Insured Benefit Retirement Plan

A properly crafted supplemental retirement plan funded with a 

non-MEC (Modified Endowment Contract) permanent life insurance 

plan optimized for accumulation will provide preferential tax 

treatment via insulation from the following:

1. Federal income tax

2. State income tax

3. Local income tax

4. Capital gains tax

5. FICA/Social Security tax/Medicare tax

6. There is no effect on the alternative minimum tax 

(AMT), and

7. Can be free of Estate and Gift taxes.

Always pay taxes at the lowest rates.
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Minimize Estate Taxes24 by Using Life Insurance

When wealthy people pass away, their estates are subject to 

taxation.

An estate tax is a levy on estates whose value exceeds an 

exclusion limit set by law. Only the amount that exceeds that 

minimum threshold is subject to tax. These levies are assessed by 

the federal government and about a dozen state governments. They 

are calculated based on the estate’s fair market value, not on the 

amount the deceased person originally paid for its assets. There 

may also be a tax levied by the state in which the deceased person 

was living at the time of his or her death. Under what is known as the 

unlimited marital deduction, the estate tax does not apply to assets 

that will be transferred to a surviving spouse. However, when the 

surviving spouse who inherited an estate dies, the beneficiaries may 

then owe estate taxes if the estate exceeds the exclusion limit.25

Let’s say an estate is worth $15 million. With the 2020 exclusion 

limit of $11.5 million, federal estate taxes would be owed on less than 

$4 million of the estate.

Since my entry into this business in 1983, the estate tax has 

fluctuated up and down. In fact, there was time when there was no 

estate tax. Tax laws often change according to who is in the White 

house and which political party is in the majority.

Again, we can use life insurance in creative ways to minimize the 

estate tax.

Here is a great example of how that works. Jack Kent Cooke 

was the owner of the Washington Redskins. The lifelong dream of 

his younger son, John Kent Cooke, was to own the Redskins. But 

when the elder Cooke passed away in 1984, his son was not able 

to assume ownership of the team because his father had not done 

adequate estate planning.

George Albright, a trusts and estates lawyer in Washington, DC, 

and a former chairman of the Virginia State Bar’s trusts and estates 

board of governors, said about Jack Kent Cooke’s will, “It’s the most 

bizarre will I’ve ever seen.” Cooke puzzled lawyers by choosing to 
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leave the bulk of his money and his prized football team to the 

foundation instead of to his son, John Kent Cooke; cutting his widow, 

Marlene, out of the will only weeks before he died; and deleting the 

names of others who were included in earlier versions of the will.26

And when a person dies and money is owed to the IRS, the IRS 

wants your best asset, not your worst asset. The Cookes essentially 

had to sell the Redskins to satisfy the estate tax obligation to the 

IRS.

Estate taxes are due only when the second spouse of a married 

couple passes away. That’s because when one spouse passes away, 

the other spouse is usually the beneficiary of the entire estate of the 

decedent.

In practical terms, couples often go on vacation together. They 

drive together, and they fly together. If an accident happens, it’s 

entirely possible that both spouses could die at the same time. 

When the second spouse of a couple dies, the estate tax is generally 

payable within nine months of that person’s death.

Selling Real Estate to Pay Estate Taxes

Sometimes people are forced to sell real estate to pay estate 

taxes. In the example shown below, estate tax in the amount of 

$10 million is due. When the investor sells real estate to pay the tax 

(Plan A), he or she is able to come up with the entire amount due—

$10 million. But with Plan B, the investor uses life insurance, with 

an annual capital transfer for ten years, and comes up with only $2 

million of the $10 million estate tax that is due.
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Selling Real Estate to Pay Estate Taxes

$10,000,000 Estate Tax

Plan A - Sell Real Estate Plan B - Use Life Insurance
Market Value $40,000,000
Payoff Mortage -28,000,000
Net $12,000,000
Commissions (5% x 40,000,000) -2,000,000*
Net Available to Pay Taxes $10,000,000

Annual Capital Transfer $200,000
For 10 Years x 10
Total Funding to Pay Taxes $2,000,000

Note: Selling real estate results in the loss of property, growth and income and incurs 
commissions. The total insurance funding in this case is equal to the commissions alone paid 
on the real estate sale.

Irrevocable Trusts Can Help You Manage Estate 
Taxes

Another way to minimize the amount of taxes your estate 

incurs upon your death, or upon your spouse’s death, is to create an 

irrevocable trust—a trust that cannot be changed or canceled after 

the document has been signed. This sets it apart from a revocable 

trust, which can be altered or terminated and becomes irrevocable 

only when the trust maker, or grantor, dies.

You also can use an irrevocable trust to protect assets from 

being wasted or misused or to protect the assets of an individual 

who has a disability.27

When you set up an irrevocable trust, you give up control of 

the assets placed in the trust. This creates a completely separate 

tax entity because the trust isn’t managed or controlled by you, the 

grantor, and it’s not yet controlled by your heirs or beneficiaries. The 

trust pays its own taxes, and it is typically managed by a trustee.28

If you set up an irrevocable trust, put funds into it that you will 

not need to use during your lifetime because you will not be able to 

get those funds back.

You can put money into the trust that the trustee can use to pay 

the premiums on a life insurance policy. This will keep that insurance 

policy outside your own personal assets and provide tax-free liquidity 

for estate tax purposes. That means your beneficiaries will not have 



73

to sell homes, businesses, or other assets.

Chapter 4 Call to Action:
Now that you are familiar with not only income tax but also 

estate tax matters and some possible solutions to mitigate 

or eliminate negative consequences; have a discussion with 

your financial, legal and tax advisors as part of a collaborative 

team to determine the customized solution appropriate for 

your situation and get them installed sooner than later to get 

ahead of any possible detrimental changes in tax laws.




