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Despite the title, this article isn’t about football.   Even so, you should 
keep reading... 

I recently taught a personal finance course for retirees at Caldwell Col-
lege.  In the end, I realized that I was not only a teacher, but a student as 
well.  I gained a deeper understanding of what folks know (and don’t 
know) about preparing for retirement.  During the course, certain finan-
cial themes began to emerge and I realized that everyone needs to know 
this stuff!   

Since it is almost football season, I’ve decided to call them “the big 10”.   

1. Know Your “Number”  
Do you know how much money 
you’ll need to live in retirement?  
Today’s retirees are enjoying a 20 
to 30 year retirement, so you’ll 
need to fund your lifestyle for at 
least that long.  Furthermore, you 
must know the true cost of your 
lifestyle by accounting for total 
expenses.  This includes “regular expenses” like your mortgage and oth-
er household bills, plus “irregular expenses” like buying a new car, tak-
ing a big trip or giving a large gift to your children.  
 
2.  Know Your “Draw Down” Rate  
Now that you know your total expenses, you can tally your income 
(which typically consists of a Pension and/or Social Security in retire-
ment).  Any shortfall will be withdrawn from your investments.  The per-
centage you need to withdraw is called your “draw down” rate.  Many 
financial planners (myself included) like to see a draw down rate of 
about 4% annually.  This rate should allow for larger withdrawals later 
in retirement as your expenses will inflate over time...even if your life-
style doesn’t.  The earlier you retire, the lower your draw down rate 
should be. 
 
3. Know Your “Panic Point” 
We’ve coined the term “panic point” or the amount of money you’re 
willing to lose in your account before you begin to panic.  For some cli-
ents, their panic point is low, while others are more moderate.  We help 
clients understand their panic point and build a strategy to avoid it.  If a 
client “panics out” during a bad market, they will have never enjoyed 
what future gains there might have been.   
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Life insurance is often viewed purely as a form of protection to replace 
income and cover expenses in the event of a loved one’s untimely death.  
While this is the most common purpose, life insurance can also be used to 
accomplish many other financial goals.  One in particular, is maximizing 
the assets you have accumulated and efficiently transferring them to your 
intended beneficiaries at death.   

Let’s look at an example of how this might work: 

Andrew and Mary (both aged 65) have been retired for a few years and are 
beginning to think about leaving money to their adult children who are 
now starting families of their own.  They are comfortable financially and 
feel reasonably confident they have enough assets and income to sustain 
their retirement lifestyle.  It is their desire to leave an inheritance to their 
children while maintaining control of their assets while still alive. 

 

Potential Solution:  

Purchase a joint permanent life insurance policy with a $1M guaranteed death benefit  

Annual premium:       $15,078  
 
Lifetime premiums paid (assumes death at age 89):  $361,872 
 
Inheritance:        $500,000 to each child (total $1M)  
 
Tax-free rate of return:      7.43% 
 
At the recommendation of their financial planner, Andrew and Mary meet with an estate plan-
ning attorney to establish an irrevocable life insurance trust (ILIT) which will serve as the owner 
and beneficiary of the joint life insurance policy.  This allows the $1 million death benefit to pass 
(free from state and federal estate taxes) to their children who are the designated beneficiaries 
of the ILIT.          

 
Whether you intend to leave money to relatives, friends or a favorite charity, a properly structured life 
insurance policy can help leverage existing assets or expendable income to provide a predictable and 
potentially tax-free inheritance.   
 
As part of an overall financial plan, a life insurance death benefit can be seen as a separate asset class 
complimenting and offering diversification among other assets such as your home and retirement in-
vestments.   
 
Factoring in your legacy intentions along with health status will help determine if life insurance is a via-
ble component for your financial plan.  If you are interested in learning how this type of life insurance 
and/or the use of an ILIT trust might benefit you and your family, please contact us at 973-761-0400.   
 
Joint life insurance information is reflective of a $1 million guaranteed joint universal life policy issued by Nationwide Insurance 
Company for a 65 year old couple with a standard health rating.  Tax-free rate of return is reflective of a 25% tax bracket.  This 
information is not intended to be a substitute for individualized tax or legal advice.  We suggest that you discuss your specific 
situation with a qualified tax or legal advisor.  Insurance guarantees are based on the claims paying ability of the issuing com-
pany. 

By Braden Schipke, CFP®, CERTIFIED FINANCIAL PLANNER™, Paraplanner 
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Legacy Planning with Life Insurance 
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Making The Most of A College Tour 

I’ve been living in denial about how much time we have left before sending 
our daughter off to college.  The truth is that it’s only 5 years away (yikes!)  
Since many of you are much closer than that, I’m sharing some ideas to make 
the most of your college visits this summer.   

1. Be A Fly On The Wall:  Contact professors in advance and ask permission 
to sit in on a class while on campus.  Rather than just doing the standard 
tour, your child can observe students in a classroom setting and get a 
sense of the culture.  Be sure your child sends the professor a thank you 
note. 

2. Put On Your Snow boots:  We have a friend who systematically took his 
daughter to all of her “top” schools in the harshest weather for its region.  
For example, they visited Syracuse University in January (lots of snow) and 
the University of Alabama during a July heat-wave.  Let your child experi-
ence their school of choice at its “worst” so there aren’t any surprises later 
on. 

3. Feel The Vibe:  If you visit during Spring Break, prepare your high-schooler for a quiet campus.  
While this is a convenient time to visit, there might not be much “life” on campus and it may seem 
artificially subdued or “boring” to your child.   

4. Keep It Close:  Seeing a few schools nearby might be a good idea even if your child plans to go fur-
ther away.  By keeping it local at first, you can zero-in on your child’s preferences (ie: urban campus, 
large school) without much investment.   

5. Keep An Open Mind:  If you have the time and resources, it’s not a bad idea to see schools that don’t 
initially meet your child’s ideal criteria.  Your child might be surprised by how he or she feels once 
they are physically on campus. 

6. Make Memories:  Take pictures with your smart phone, jot notes on your iPad, grab a copy of the 
school paper.  All of these things will help you reflect on your visit like a mental “scrap book” of each 
school when you return home. 

7. Raise Your Hand:  Ask questions of the school administration or participate in a parent information 
session.  You’re trusting this school with your child, their education and well-being!  Ask about cam-
pus safety and how they enforce security.  Even better, encourage your child to “be in charge”.  Hav-
ing them ask the questions is empowering as they make this decision.  Don’t be tempted to be the 
only “voice” for the day.   

8. Drop In Unannounced:  If possible, visit a residence hall (preferably where Freshman live) and ob-
serve.  Sit in the dining hall and eat lunch.  If you’re not feeling too shy...ask some students on cam-
pus how they like it.  Explain that you’re a prospective student and ask them to be candid.   

9. Plan Ahead:  Some schools require pre-registration for a tour.  You may be able to schedule a visit to 
see specialized facilities (such as a chemistry lab or art studio).  Most importantly, leave some time 
during your visit to just wander around campus and the surrounding town. 

10. Travel Light:  As tempting as it might be to tour with friends and family, it’s not a good idea.  It can 
distract you from getting the information you need.  Comments from others could end up influenc-
ing your child’s decision.  Choosing a school is serious business, so limit the party to your child and 
you.       Adapted from www.wjs.com:  Making The Most of College Visits, February 16, 2014. 

By Cherie Leanza, Vice President, Marketing 
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4. Know Your “Participation Point” 
Your “participation point” is the amount of money you hope to gain by par-
ticipating in the US stock market.  If you can satisfy your “participation point” 
you may have a good portfolio, but if you can satisfy it without reaching your 
panic point...you may have a superb portfolio!  Not an easy task… 
5. Know Your Preferences  
If you’re unsure about your investment preferences, they’ll become clear 
after you go through a tough market.  Do you like dividend income?  Do you 
prefer guarantees? Maybe you even prefer researching and picking your own 
stocks.  You will have more patience with volatility in your portfolio if your 
investment preferences are included in its construction. 
6. Have Realistic Expectations  
Risk and return are inextricably linked and you can’t get high returns with a 
low risk portfolio.  Over long periods of time, markets are efficient. Don’t be 
lulled into a false sense of security a heavily stock-laden portfolio won’t have 
a substantial correction over time. Typically the faster a portfolio goes up in a 
good market the faster it will come down in a bad market.  
7.  Don’t Procrastinate  
Consider making adjustments to your investment strategy now if you fear 
you will run out of money in retirement.  Consider reducing expenses and 
lowering your “draw down” rate .  You may even have to work part-time to 
add some income.  We tend to procrastinate with things that are unpleasant.  
The longer you wait to get your finances on track, the more sacrifices you will 
have to make. Kill the monster when it’s little. 
8. Be Patient  
As a society, we are increasingly more impatient.  If our internet connection is 
too slow...we get fidgety.  If a friend takes too long to email or text us back, 
we get insulted!  We show the same impatience with our investments and 
judge their success over short periods of time (ie: 1 day, 1 week, 1 year) rather 
than over a more realistic time frame or a full market cycle (4-6 years).  Due 
to market volatility, it’s likely you’ll see greater fluctuations over the short 
term.  Over longer periods of time the market has a chance to move in multi-
ple directions (up, down, sideways) and delivers a more predictable and nor-
mative return.  Measure your risk in the short term and your returns over the 
long term. 
9. Get Your House In Order  
Review your Estate Plan and the associated documents (Will, Living will and 
Power of Attorney).  These are the minimum documents everyone should 
have and we suggest that you have secondary choices for all key positions 
(such as Executor and Power of Attorney) in case your primary is unwilling or 
unable to serve. It is better to have an imperfect estate plan than none at all.  
10. Buyer Be Ware   
Financial professionals can earn income in a variety of ways including com-
mission, pay by transaction or even hourly fees.  Other fees are often hidden 
and imbedded in the price of certain financial products .  Our general ap-
proach is to charge an annual fee, based on client assets under management.  
Therefore, we can only earn greater fee if we grow your assets.  Our fees are 
transparent appearing on client statements.  These fees may also be tax de-
ductible.  Rest assured that all advisors charge fees.  When engaging an advi-
sor, be sure you know how they are getting paid. 
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