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It is an honor to serve as your President of 
the 82nd year of the Philadelphia Estate 
Planning Council (referred to as the “PEPC” 
or the “Council”). After joining the PEPC in 
1997 as a young CPA working at KPMG, I 
never could have imagined that I would 
have the opportunity to address the 
members of our prestigious Council in our 
newsletter as the President. The past two 
years have been extremely challenging 
for the PEPC in so many ways. The current 
and previous leadership and Board have 
dealt with numerous, unprecedented 
issues. Thank you to all of you who 
support the PEPC through membership, 
attendance, sponsorship, time, personal 
commitment and thought leadership. 
Your involvement increases the value of 
what the Council offers to our members.

I am extremely proud that since 
September we have seen an increase 
in our in-person attendance with 
one meeting requiring us to change 
rooms to Lincoln Hall to accommodate 
almost 100 people (with another 
35-plus virtual attendees). As a council 
we continue to strive to provide high 
quality speakers on thought-provoking 
topics of current interest. The Board has 
decided to continue to offer the monthly 
meetings both in-person and virtually to 
accommodate all our members.

I am very thankful for an extremely 
talented Board that serves with me. I am 
especially appreciative of the support 
from the individuals who serve on the 
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Executive Committee as we continue to 
adapt our programs and the Council to 
our new environment. The members of 
the Executive Committee are as follows:

Vice President: Stephanie Sanderson-
Braem, Esq. – Stradley Ronon Stevens  
& Young, LLP

Treasurer: Christopher Borden, CFP 
– Stedmark Partners at Janney 
Montgomery Scott LLC

Secretary: Jacklynn Ann Barras, J.D., LL.M. 
– BNY Mellon Wealth Management

Immediate Past President:  
Eric Hildenbrand, CFA – Coho Partners

The Council has already had three 
phenomenal luncheon speakers who 
have driven in-person attendance. 
In September, Jeffrey D. Haskell, the 
chief legal officer from Foundation 
Source, spoke on “Private Foundation 
Insights: Compliance Fundamentals 
& Compensating Board Members.” In 
October, Michael B. Liebeskind, the 
founder of Golconda Partners/Mandorlo 
International, SALI Fund Services, Covala 
Group and Winged Keel Group, covered 
a very timely, if perhaps controversial 
topic: “Private Placement Live Insurance 
(“PPLI”) – What Every Estate Planner 
Should Know.” In November, Michael 
Gregory, ASA, CVA, the founder of Michael 
Gregory Consulting LLC with 28 years 
of experience with the Internal Revenue 
Service, covered another inciteful topic on 
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Rising Up – Planning 
for Higher Interest 
Rates
William C. Hussey, II and Franca Tavella

Introduction
​The Federal Reserve has now raised the 
federal funds rate six times in 2022 in an 
effort to curb inflationary pressures in 
the U.S. economy.  This included raising 
the key rate by 75 basis points at each of 
its June, July, September and November 
meetings.  The rate now sits at levels not 
seen since before the 2008 financial crisis.  

The federal funds rate has a direct 
effect on many other interest rates 
that ultimately may impact our clients’ 
estate planning goals.  Specifically, as 
interest rates rise, there likely will be 
corresponding increases in the Applicable 
Federal Rate and the so-called “Section 
7520” rate, both of which are used to 
determine the tax implications of certain 
gifts and other transfers for federal 
transfer tax purposes.  
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providing an income stream for the 
donor or another person and benefiting 
a charity important to him or her.  Lastly, 
and perhaps most attractive, is the 
charitable deduction available to the 
donor for income tax purposes, which 
is equal to the actuarial value of the 
remainder interest passing to the charity.  

​In a high interest-rate environment, 
a CRAT is even more advantageous; 
not only do high interest rates tend 
to produce a higher deduction, but 
they make it easier to satisfy the IRS 
requirements referenced above.  With 
CRATs, the actuarial value of the 
remainder interest is valued at its present 
value using the Section 7520 rate.  When 
the Section 7520 rate is higher, the value 
of the donor’s retained interest is reduced.  
As a result, the value of the charity’s 
remainder interest increases (making it 
easier to satisfy the 10% requirement) and 
consequently also increases the donor’s 
charitable deduction.

​As mentioned above, the Code also 
requires that a CRAT pass the “probability 
of exhaustion test.”  This means that on 
the day the CRAT is created there must be 
no more than a 5% probability that the 
non-charitable income beneficiary will 
survive the exhaustion of the trust.  This 
test is addressed at length in Revenue 
Ruling 77-374.  For a CRAT to pass this 
test, the Section 7520 rate must be equal 
to or greater than the percentage used 
to determine the annuity payment (5% 
being the minimum).  Clearly, the low 
interest rates of recent years have made 
it nearly impossible for donors to pass 
this test.  Although the IRS previously 
provided practitioners with language to 
include in trust instruments to remedy 
this issue, it is only a relatively recent 
solution, and will not be necessary if and 
when the Section 7520 rate reaches 5% or 
higher.  

​It is important to note here that the 

continued on page 4
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estate and gift tax returns: “How to Avoid 
and What to do if Audited by the IRS.”

The next two luncheons and the 
program in March, which will be a 
cocktail reception, will cover a variety 
of topics. The first luncheon, which we 
have specifically moved to the week 
after Heckerling, will cover the topic of 
“Special Needs Planning & the Rise of 
Directed Trusts.” The final luncheon prior 
to the Annual Meeting will be a thought-
provoking session on “Strategies to 
Maximize your Social Security.” We are still 
working to find a best-in-class speaker for 
the Annual Meeting. Stay tuned!

I look forward to a great year, I look 
forward to seeing more of you in person.  
Thank you for the honor and privilege to 
serve as your President of the Council. 
Please feel free to reach out to me with 
any suggestions.

​Accordingly, estate planning practitioners 
and other advisors should contemplate 
how interest rate sensitive planning 
techniques are impacted in this changing 
environment.  This article will explore 
selected gift and estate planning 
techniques that tend to perform better 
in a higher-interest rate environment and 
are therefore most likely to gain traction 
moving forward.

Charitable Remainder Annuity 
Trust
​A Charitable Remainder Annuity Trust 
(“CRAT”) is an estate planning vehicle 
where the donor contributes assets to an 
irrevocable trust that pays a fixed annuity 
to the donor (or other beneficiary) for 
a term of years and then distributes 
the remainder to a designated charity 
(or charities) at the end of the term.  To 
qualify as a CRAT under the Internal 
Revenue Code of 1986, as amended (the 
“Code”), the trust must satisfy certain 
requirements, two of which are relevant 
to this discussion: the annuity amount 
must be at least 5%, but no more than 
50%, of the initial fair market value of 
the property contributed to the trust; 
and the value of the charity’s remainder 
interest must be at least 10% of the 
initial fair market value of the property 
contributed to the trust.  The Code also 
requires that on the date the CRAT is 
created, it must pass the “probability 
of exhaustion test” which is explained 
in further detail below.  If a donor can 
satisfy these requirements, then utilizing 
a CRAT will be advantageous for several 
reasons, including the receipt of fixed 
income payments and the ability to defer 
or avoid payment of capital gains tax on 
the transfer of appreciated assets to the 
CRAT.  Additionally, in funding a CRAT, a 
donor is able to reduce the size of his or 
her taxable estate, while simultaneously 

Rising Up continued
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2017 tax legislation limits the usefulness 
of charitable deductions for many 
taxpayers due to the increase in the 
standard deduction.  This is less likely to 
be a concern for the category of clients 
who might be considering a CRAT.  The 
deduction generated by a CRAT is likely to 
exceed the standard deduction threshold.

Charitable Gift Annuities
​Another estate planning technique 
that works well in a high interest-rate 
environment is the use of a charitable 
gift annuity (“CGA”).  A CGA is a contract 
between a donor and a charity where 
the donor makes a gift to the charity in 
exchange for a fixed stream of income. At 
the donor’s death, the charity receives the 
remainder of the gift.  A CGA thus serves 
in a similar fashion to a CRAT without the 
expense of creating and administering 
a trust.  In the CGA context, the donor’s 
gift is set aside in a reserve account and 
invested by the charity.  The annuity 
payment that the donor receives varies 
among charities, and is based on several 
factors, such as the size of the gift and the 
donor’s age.  The annuity payment is a 
fixed amount. It is interesting to note that 
the CGA payment is guaranteed by the 
charity no matter how the investments 
perform, because the CGA payment is 
backed by all the charity’s assets, not only 
the donor’s gift.

​Given the similarities between CGAs and 
CRATs, CGAs are attractive for the same 
reasons CRATs are when interest rates are 
high, i.e., larger charitable deductions.  
Here, the charitable deduction equals 
the amount of the donor’s contribution 
in excess of the present value of the 
retained annuity.  In addition, the donor 
also will receive more income than they 
would have in past years as interest 
rates continue to rise.  This is because 
the maximum rates of return relied on 

by most charities are established by 
the American Council on Gift Annuities 
(“ACGA”), which monitors certain interest 
rates that underlie the investment return 
assumptions used to create their rate 
schedules.  On May 17, 2022, the ACGA 
increased its suggested maximum payout 
rates, and it is expected to do so again in 
the current environment if interest rates 
continue to rise.

Qualified Personal Residence 
Trust
​A Qualified Personal Residence Trust 
(“QPRT”) is yet another estate planning 
technique that operates in a manner 
similar to a CRAT, albeit with different 
assets and remainder beneficiaries.  
With a QPRT, the grantor transfers his 
or her primary home or vacation home 
into a trust while retaining the right to 
live in the home for a term of years; at 
the end of the term, the home passes 
to the remainder beneficiaries (for 
example, the grantor’s descendants) free 
from gift and estate tax liability.  Like a 
CRAT, computing the present value of 
the beneficiaries’ remainder interest is 
determined by the Section 7520 rate.  
Therefore, when interest rates are higher, 
the value of the gift of the grantor’s home 
is lower, which ultimately lowers the 
potential taxable value of the gift to the 
QPRT.  This is a popular technique used 
to transfer vacation property to the next 
generation.  Two points to keep in mind 
when contemplating this strategy, and 
in particular, the term of the QPRT: 1.  If 
the grantor wishes to continue using the 
property after the end of the term, she 
must pay fair market value rent to the 
remainder beneficiary or beneficiaries 
(if the remainder beneficiary is a grantor 
trust, the payment of rent will have no 
income tax effect); and 2. The grantor 
must survive the QPRT term to have the 
transferred property excluded from her 
estate.

Conclusion
​Interest rates are on the rise and this 
trend is expected to continue for the 
foreseeable future.  In this environment, 
CRATs and CGAs most likely will become 
more popular tools that estate planners 
reach for on behalf of their clients.  
Practitioners also should consider the 
use of QPRTs, which may have fallen out 
of favor when interest rates were low 
but are certainly a more viable option 
now.   Conversely, rising interest rates may 
lessen the efficacy of private annuities, 
grantor retained annuity trusts (“GRATs”) 
and charitable lead trusts (“CLTs”).  We, 
as estate planning advisors, should 
therefore be paying close attention to the 
Federal Reserve and advising our clients 
accordingly.  

William Hussey is a partner in Kleinbard’s Trusts & 
Estates Practice and is a member of the Business 
& Finance Department. He counsels clients on 
structuring business and investments in a tax-
efficient manner. Bill counsels individuals and 
fiduciaries on all phases of estate and wealth 
transfer planning, including business succession 
and asset protection. He also advises non-profit 
clients on qualification and maintenance of tax-
exempt status issues. He has frequently lectured 
and regularly publishes articles on tax and estate 
planning topics.

Franca Tavella is an associate in Kleinbard’s 
Trusts & Estates Practice and is a member of 
the Business & Finance Department where she 
focuses her practice on estate planning, estate 
and trust administration, and taxation. She also 
has a special focus on guardianship proceedings 
involving the person and estate of incapacitated 
individuals, and she handles all aspects of 
guardianship administration. In addition, Franca 
regularly assists clients with the formation of 
non-profit organizations, including obtaining 
tax-exempt status.
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Life insurance can be the largest 
unmanaged asset that a client owns, and 
it is rarely appraised or valued. Policy 
owners allocate significant liquidity 
on an ongoing basis to fund a policy, 
sometimes long after they transition 
out of the original need that the policy 
was put in place to protect. Even after a 
traditional policy review and exploring 
historical non-forfeiture options such as 
a surrender, reducing the death benefit, 
or 1035 exchange, the client is left feeling 
as if they are not in an optimal position. 
Creating awareness and educating 
policy owners that the life settlement 
market exists can result in many planning 
opportunities, as well as mitigating risk 
and liability for the advisory teams. Asking 
the simple question, “when was your 
life insurance last appraised” can be the 
catalyst for many planning discussions.

Many policy owners have paid into 
policies for decades and want more than 
the intrinsic value of ownership when 
considering exiting it. The opportunity to 
take advantage of a secondary market, to 
capitalize on the numerous institutional 
buyers competing in an auction to deliver 
more value than other exit strategies, 
is an important option to discuss with 
policy owners. Getting clients in the habit 
of valuing their life insurance, like how 
they appraise other assets, could create 
additional cash flow for other planning 
needs.

The definition of a life settlement is the 
sale of an existing life insurance policy 

for an amount greater than the cash 
surrender value, but less than the death 
benefit. The existence of a secondary 
market that will purchase a policy 
gives policy owners the opportunity to 
appraise and monetize their existing life 
insurance policies for potentially more 
than what the carrier would give them 
for the same policy. This alternative can 
fund other business, retirement, and/or 
caregiving needs. It also could free up 
cashflow by reallocating premium dollars 
to fund coverage for adult children or 
grandchildren. A life settlement isn’t a 
product sale. It is a solution that when 
viable and appropriate can be a better 
alternative than surrendering or allowing 
an existing policy to lapse.

Life Insurance is an Asset
Life insurance is an asset that is often 
not a line item on a balance sheet or 
recognized as a piece of property that a 
client owns. It should be treated like any 
other asset. Treating life insurance as an 
asset allows it to be a vehicle to create 
cash flow for other planning needs. Like 
real estate, art, and jewelry – before your 
clients decide what to do with it, it should 
be valued. Once they understand the 
value, they can act.

Life insurance has three potential exit 
values: the death benefit, the cash 
surrender value (CSV) or its fair market 
value (“FMV”). Policy owners can appraise 
life insurance policies, even term 
insurance, for its FMV in the life settlement 
market. This gives a policy owner the 
opportunity to maximize its value rather 
than just lapsing or surrendering the 
policy back to the insurance carrier for 
minimal value. How did life insurance 
become classified as property and viewed 
as an asset?

According to the Government Accounting 
Office report on life settlements, “The 
right of conveyance stems from a 1911 
Supreme Court decision, Grigsby v. 

Russell. The Supreme Court noted that 
it was desirable to give life insurance 
the characteristics of property.” Many 
consider Grigsby v. Russell as the genesis 
for life settlements. However, the many 
advantages of uncovering the FMV of life 
insurance would not be fully realized until 
almost a century later in the institutional 
secondary market.

Through consideration of a life 
settlement, advisors and their clients 
can appropriately value and potentially 
monetize life insurance policies to solve 
immediate financial or non-tax planning 
needs. The life settlement option is 
particularly relevant when: (1) a client 
plans to cease paying premiums; (2) the 
policy’s cash value is declining; and/or 
(3) the client outlives or otherwise no 
longer needs the insurance coverage 
for its intended planning purpose. 
Life settlements also can support exit 
strategies for underfunded (or poorly 
performing) policies owned in irrevocable 
insurance trusts, as well as unwinding 
complex structures like premium finance 
and split-dollar for additional value. 
This solution continues to be integrated 
into estate and business planning, and 
it should be included when financial 
professionals and fiduciaries make an 
assessment in the client’s “best interests.”

Over the past 20 years, regulation and 
transparency have increased in the 
market, resulting in the life settlement 
option being available in all states. 
Departments of insurance and financial 
services around the country regulate 
these transactions and require market 
participants to be licensed and have their 
forms and authorizations approved for 
use with consumers.

The Market Participants
The market today is highly regulated 
and there are specific licenses for the 
parties that represent the policy owner 

Maximizing Life 
Settlement Value 
Through a Policy 
Auction
Jamie Mendelsohn
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Maximizing continued

and for those that represent the investor. 
These two licensed parties are the 
life settlement broker, who serves as 
the seller’s representative, and the life 
settlement provider, who serves as the 
buyer’s agent. The broker is 100% aligned 
with the policy owner and has a duty to 
provide transparency and a best practice 
approach to the market. The broker’s 
role is to craft the strongest negotiation 
possible to deliver the highest FMV for the 
life insurance policy. Brokers do this by 
managing a life insurance policy auction 
that puts providers in competition with 
each other, forcing them to bid against 
each other to purchase the insurance 
policy from the policy owner.

Like other property sales, competition 
drives more value to the seller. Knowing 
the different market participants and 
ensuring your client is aligned with a 
party that represents them in the auction 
is very important. In a recent sale, a male 
age 75 with a $3 million guaranteed 
universal life policy, initially reacted to 
advertising by a provider, a single buyer, 
to whom he was going to sell his policy 
for $180,000. The client and his advisory 
team went to a life settlement broker who 
negotiated 30 bids, resulting in a sale 
price of $270,000. Seller representation, 
competition and negotiating on the 
policy owner’s behalf delivered an 
additional $90,000 to the policy owner. 

The sale created the cash flow for the 
client’s other planning needs, as well as 
mitigated risk to the advisors by ensuring 
they had documented a best interest, best 
practice approach to the market.

Helping clients to recognize the 
importance of knowing the value of a 
policy before making any decisions or 
taking any actions will have long lasting 
impact. Discussing the opportunity to 
take an illiquid asset and monetize it 
when clients are going through a financial 
transition, whether to fund business, 
retirement, long term care or charitable 
endeavors, can be a powerful client 
conversation.

Business Owned Life Insurance
According to a Wharton School Study, 

“almost 85% of term 
policies fail to pay a 
death claim; nearly 
88% of universal life 
policies ultimately 
don’t terminate 
with a death benefit 
claim.” Many of 
these low cash value 
polices were forfeited 
back to the insurance 
company for their 
cash surrender 

value without anyone in the planning 
community asking for an appraisal to 
uncover any additional life settlement 
value. It is important to understand that 
you don’t need to be a life insurance 
expert to help your clients uncover life 
settlement value and protect their best 
interests. In another example, a seller’s 
representative worked with an advisory 
team to a retiring business owner to 
value an existing $3 million term life 
insurance policy on his life. The business 
owner was going to allow the policy to 
lapse; however, the advisory team went 
through the valuation process and the 
life settlement auction. After 18 bids, the 

policy sold for $490,000.

Questions to Ask When Selecting 
a Life Settlement Resource
• Are you a licensed provider that buys 

policies with a fiduciary duty to 
investors, or a licensed broker that 
forces a policy auction, acting as a 
fiduciary to the policy owner?

• Are life settlements your core business? 
How many life settlements have you 
completed in your career?

• Will you disclose your pricing and 
value analysis, as well as longevity 
underwriting to select life expectancy 
estimates?

Ideal Client for the Current 
Market
The life settlement solution will be 
most relevant to retirement-age clients. 
However, we recommend you discuss 
this option with all policy owners and 
interested parties to your clients’ life 
insurance assets. If the life settlement 
sale is the outcome of the valuation, the 
owner(s), insured(s), and beneficiary(s) 
are required to sign off on the sale. Most 
market buyers are purchasing policies on 
insureds over the age of 70, that is, those 
with life expectancies under 18 years. 
Nonetheless, there is a limited market for 
insureds under age 70 if certain variables 
exist. Many times, the policies that are 
most interesting to purchasers will have 
some type of health arbitrage since the 
origination of the policy (e.g., insureds 
rated preferred at issuance of a policy 
but who now fall in a standard or sub-
standard rating class). Most buyers will 
require the last three years of medical 
records on the insured for their medical 
underwriting reviews. Unlike the initial 
medical underwriting process, the life 
settlement process isn’t physically invasive 
for the insured as there are no required 
medical exams or blood tests. Buyers 
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are analyzing the medical history to 
determine the life expectancy/ longevity 
data points on the insured(s). There are 
a limited number of buyers who will 
consider purchasing a policy without any 
medical records.

There are buyers for all policy types with 
face amounts of $100,000 to $50 million+ 
on individuals or survivorship policies. 
Universal life (“UL”) policies are usually 
the most competitive in today’s market. 
The following policy types have the 
highest demand in the current market: 
guaranteed universal life (“GUL”), as well 
as policies with riders, such as no-lapse 
guarantee (“NLG”) and return-of-premium. 
There is interest in all UL products, as well 
as in term insurance that is convertible to 
a UL product. Whole life (“WL”) products 
have a limited market, since most WL 
products have high cash values, and the 
majority of buyers don’t want to take cash 
to buy cash. There is current capital in the 
market looking to purchase WL policies 
on insureds over the age of 65; however, it 
is limited in scope.

The types of institutional capital 
purchasing life insurance policies are 
private equity, hedge funds, pension 
funds, large multifamily offices, and asset 
managers. These buyers are looking for 
high single-digit, low double-digit rates of 
return and there is a high demand in the 
market for life insurance policies. Many 
of these investors view their allocation in 
the life settlement space as part of their 
alternative asset allocation.

Aging Population Increases 
Demand
Due to the maturity of the secondary 
market for life insurance, and health 
arbitrage that has been fueled by 
increasing longevity, the stage has been 
set for you to help many of your clients 

Maximizing continued
reaching retirement age and beyond. 
According to the U.S. Department 
of Health Statistics, Americans aged 
85 and older are the fastest growing 
demographic group. Furthermore, 
individuals at higher income levels are 
likely to live 8-12 years longer than their 
counterparts at lower income levels 
because of access to better health care 
and a healthy lifestyle. Currently, there 
are approximately 70,000 people in the 
U.S. over the age of 100; by 2045, this 
population is expected to number over 
700,000. Does the planning you are doing 
with your clients take into consideration 
them living well into their 80s, 90s or past 
100? Is there a risk if you aren’t managing 
your clients’ life insurance policies 
assuming they could live well into these 
later ages?

Where to Identify At-Risk Policies
If you are working with retirement age 
clients or persons that sit on the boards 
of companies or charities, integrating the 
policy review and valuation of their life 
insurance assets can have meaningful 
results. With the changing landscape of 
life insurance, many policy owners don’t 
understand their insurance or how the 
products vary in their premium needs. UL 
policies require the most management. 
Many of these policies have been severely 
impacted by a sustained low interest rate 
environment. What happens to an ILIT 
that is holding a UL policy if the agent 
who sold the policy has since retired 
or is deceased? Who is managing the 
policy performance? What happens if 
the insured is living much longer than 
expected and premium requirements 
are increasing dramatically? It has been 
our experience that most ILIT trustees, 
planned-giving departments of charities 
and businesses don’t routinely appraise 
their policies.

Imagine a decision made by an ILIT 
trustee to discontinue paying premiums 

because they were escalating and too 
expensive. This is a fact pattern we went 
through with a healthy client that expects 
to live well into his 90s. The trust owned 
a $2 million GUL policy on a male age 87 
in good health with a zero cash surrender 
value (“CSV”). The policy premiums were 
escalating, and the decision was made 
to surrender the policy. On the surface 
that would seem like a logical decision. 
However, a policy valuation revealed 
significant value. We represented the 
policy owner and advisory team in the 
negotiations and sale of the policy. During 
the auction stage, more than a dozen 
offers were negotiated to secure an FMV 
of $665,000. The sale resulted in a big win 
for the family, with the trust beneficiaries 
satisfied and the trustee not having the 
liability that may have resulted if instead 
the trustee had surrendered the policy for 
$0. The moral of the story is that before 
making any material changes, all life 
insurance policies should be appraised for 
FMV.

Liquidating a Policy to Fund 
Long Term Care and Retirement 
Needs
Many older clients own one or more life 
insurance policies and often drop their 
policies because their original need no 
longer exists, they want to eliminate 
escalating premium payments, they are 
living longer than expected, or they just 
need some additional liquidity to help 
with medical and retirement needs. Below 
are descriptions of two additional life 
insurance FMV solutions that ended in a 
life settlement:

1. Funds needed for long term care 
(LTC) expenses – An advisor contacted 
us about a $100,000 policy on a 
90-year-old male that was no longer 
affordable. His adult children were 
helping to pay his skilled nursing home 
costs. The client’s daughter voiced 
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concerns about her cash flow to the 
advisor, who then educated her about 
the life settlement option. The decision 
was made to appraise the policy and 
determine its viability in the market. It 
qualified for sale and after receiving a 
half dozen offers in the auction, sold for 
$56,000, delivering capital to fund the 
client’s skilled nursing home expenses 
for a few years.

2. Policy no longer needed – Many 
clients outlive the need for their life 
insurance. A recent sale was the result 
of a healthy couple age 90 and 89 that 
no longer wanted to fund a policy 
since its purposes no longer existed. 
After negotiating 29 offers in the 
market, their $2.9 million policy sold 
for $300,000 over its surrender value. 
The client was thrilled to have use of 

Maximizing continued
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those dollars today versus having to 
pay another approximate $1.8 million 
into the policy (based on their longevity 
estimates).

Ensuring your clients have seller 
representation, which will force 
competition among multiple buyers, will 
help protect you and your clients in a life 
settlement transaction. Recognizing life 
insurance as a potentially valuable asset 
can help clients with retirement, wealth 
preservation, LTC, bankruptcy, divorce, 
charitable and other financial planning 
needs.

PRACTICE TIP:
Always secure an appraisal of your clients’ 
existing life insurance prior to making 
any material changes to a policy. Add this 
simple question to your annual review 
and check list - “When was the last time 
your life insurance was appraised?”

Jamie L. Mendelsohn is the Executive Vice 
President of Ashar Group – a family-owned 
business with a national footprint. Since 2003, 
Ashar Group has partnered with financial 
professionals, fiduciaries, broker-dealers, and 
institutions serving as an independent advanced 
planning resource in the secondary market 
for life insurance. Jamie works with advanced 
planners and fiduciaries. If the decision is made 
to sell a policy as a life settlement, she negotiates 
with licensed buyers on behalf of her clients. 
Jamie speaks nationally at financial services 
conferences, and estate planning councils, and 
provides continuing education for both financial 
and insurance professionals.
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The first uniform principal and income 
act (the “Act”) was enacted by the 
Uniform Law Commission (“ULC”) in 1931 
to harmonize and codify common law 
trust accounting principles in the United 
States.  The Act subsequently has been 
updated and amended several times 
due to significant changes in law and tax 
policy, updates to accounting practices 
and the use of new financial instruments 
(like puts, call, options).1  With significant 
changes in fiduciary investment practices 
and new uses and designs of trusts, 
ULC has again updated the Act.  The 
new name (and acronym), The Uniform 
Fiduciary Income and Principal Act 
(“UFIPA”), heralds the expansion of the 
power to adjust, the introduction of 
unitrust provisions, and a change in the 
governing law of a trust.  Most states 
rely on some version of the Act2 and 
since UFIPA’s approval in 2018, six states 
have adopted it and three states have 
introduced bills for adoption.3 

A. �Fiduciary’s Power to Adjust:  
Origin and Purpose

The Act’s most significant change is the 
expansion of a fiduciary’s power to adjust. 
Before discussing this change, it might be 
useful to examine the historical interplay 
and alignment between the Uniform 
Prudent Investor Act (“UPIA”) and UFIPA.  
Both UPIA and UFIPA are cornerstones to 
a fiduciary’s duties and responsibilities.  
They both play an important role in trust 
investment and administration.  

The approval of UPIA in 1994 modernized 
the law of trust investments by codifying 
for the first time the “prudent investor” 
standard previously promulgated by the 

American Law Institute in its Restatement 
(Third) of Trusts: Prudent Investor Rule 
(1992).4 The origins of this standard, 
now codified, can be traced back to 
changes in the “prudent man” standard 
that occurred over time in common law.  
These changes were the result of the 
introduction of new types of investments, 
a better understanding of the behavior of 
capital markets, and a shift away from the 
singular focus on the preservation of trust 
principal to a modern portfolio theory5 
that focused on total return investing.

The codification of the prudent investor 
standard triggered major updates to the 
Act, including the addition of the power 
to adjust.  Prior to the introduction of the 
power to adjust, income distributions 
were analyzed under a “traditional 
approach.”   This approach required 
a trustee to determine the settlor’s 
objectives, ascertain the financial needs 
of the beneficiaries, and then allocate 
the trust’s assets between stocks and 
fixed income to support the needs of the 
income beneficiary.  The introduction of 
the power to adjust allows a fiduciary to 
adjust between principal and income.  
RUPIA-08 commentary notes that the 
purpose of Section 104 was to enable a 
trustee to select investments using the 
standards of a prudent investor without 
having to realize a particular portion of 
the portfolio’s total return in the form of 
traditional trust accounting income such 
as interest, dividends, and rents.  

1.� Power to Adjust:   
Then and Now

Under former Section 104, the power to 
adjust could only be exercised if three 
threshold hurdles (subject to other 
limitations) were overcome: (1) the trust 
assets were invested and managed under 
the prudent investor rule; (2) the trust 
provisions define the current income 
beneficiary’s rights using traditional 
accounting principles; and (3) the 

fiduciary was unable to act impartially 
after applying UPIA or the governing 
instrument.6   In other words, the power 
to adjust was available only if a trustee 
was unable to administer the trust 
impartially.7 

New Section 203(a) of UFIPA provides as 
follows:  

Except as otherwise provided in the 
terms of a trust or this section, a 
fiduciary, in a record, without court 
approval, may adjust between income 
and principal if the fiduciary determines 
the exercise of the power to adjust will 
assist the fiduciary to administer the 
trust or estate impartially. 

Noticeably absent are the former Section 
104 threshold hurdles.  Instead, when the 
power to adjust is exercised, a fiduciary 
need only consider if the adjustment 
assists the fiduciary in administering 
the trust estate impartially. This change 
signals a shift from restrictive to 
permissive language.  The new language 
not only expands a fiduciary’s power, 
but also allows for greater flexibility in 
drafting governing instruments.

2. �Factors in Determining 
Whether to Adjust

Although Section 203(a) expands a 
fiduciary’s power to adjust, it is important 
to note that it is not without limitations.  
First, if a power to adjust is expressed 
within the governing instrument, then 
the fiduciary must act according to the 
governing instrument’s terms.  Second, in 
deciding whether and to what extent to 
exercise the power to adjust, a fiduciary 
must still consider the factors that 
previously were found in Section 104(a), 
and are now revised extensively in Section 
201(e), and set forth below:    

• 	 the terms of the trust; 
•	 the nature, distribution standards, and 

expected duration of the trust; 

The New Uniform 
Fiduciary Income and 
Principal Act 
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• 	 the effect of the allocation rules, 
including specific adjustments between 
income and principal, under Articles 4 
through 7 of UFIPA; 

•	 the desirability of liquidity and 
regularity of income; 

•	 the desirability of the preservation and 
appreciation of principal; 

•	 the extent to which an asset is used or 
may be used by a beneficiary; 

•	 the increase or decrease in the value of 
principal assets, reasonably determined 
by the fiduciary; 

•	 whether and to what extent the terms 
of the trust give the fiduciary power 
to accumulate income or invade 
principal or prohibit the fiduciary from 
accumulating income or invading 
principal; 

• 	 the extent to which the fiduciary 
has accumulated income or invaded 
principal in preceding accounting 
periods; 

• 	 the effect of current and reasonably 
expected economic conditions; and 

• 	 the reasonably expected tax 
consequences of the exercise of the 
power.8

3. �Restrictions on the Power to 
Adjust

Previously, the Act prohibited a fiduciary 
from exercising the power to adjust if 
it could be determined by the terms of 
the trust that the grantor’s intent was to 
deny trustees this power.  Now, the Act 
eliminates this guessing game.  Rather, 
it is presumed that the trustee has the 
power to adjust unless the power is 
expressly denied or limited under the 
trust agreement. 

A fiduciary also is prohibited from 
exercising the power to adjust if the 
exercise or even the possession of the 
power might result in unfavorable federal 
tax results previously expressed in former 

UFIPA continued
Section 104(c) of UPIA, such as:   

•	 loss of the marital deduction
•	 loss of the annual gift tax exclusion
•	 loss of annuity trust or unitrust 

treatment
•	 loss of charitable deduction 
•	 loss of grantor trust treatment
•	 exposure to estate tax 

Section 203(e) of UFIPA also adds adverse 
results, not previously contemplated by 
prior versions of principal and income 
acts, such as

•	 disqualification of a trust to hold 
S corporation stock as a qualified 
subchapter S trust (QSST) (defined 
under Section 102(19)(B))

•	 loss of grandfathered or exempt status 
for generation-skipping transfer tax 
(GST) purposes (defined under Section 
103(19)(D) and (E))

•	 a taxable gift by a beneficiary or 
fiduciary

•	 jeopardizing of exemption for public 
benefit purposes 

Finally, the power to adjust can only be 
exercised by an “independent person” 
as defined in Section 102(11).9  UFIPA 
commentary notes that the definition 
was added to “protect against unwelcome 
tax consequences” and in large part is 
similar to the definition of a “related or 
subordinate party” found at Section 672 
of the Internal Revenue Code of 1986, as 
amended.   Section 102(11) defines an 
“independent person,” as a person that is 
not

(A) for a trust:
(i) �a qualified beneficiary determined 

under Uniform Trust Code Section 
103(13); 

(ii) �a settlor of the trust; or
(iii) �an individual whose legal obligation 

to support a beneficiary may be 
satisfied by a distribution from the 
trust.  

(B) for an estate, a beneficiary;

(C) �a spouse, parent, brother, sister, or 
issue of an individual described in 
subparagraph (A) or (B);

(D) �a corporation, partnership, limited 
liability company, or other entity 
in which persons described in 
subparagraphs (A) through (C), in the 
aggregate, have voting control; or

(E) �an employee of a person described in 
subparagraph (A), (B), (C), or (D).

B. Uniform Unitrust Language
Often a fiduciary will convert a trust to 
a unitrust to balance the competing 
interests of the income and remainder 
beneficiaries.  Under a unitrust, the 
income beneficiary receives a distribution 
based on a fixed percentage of the fair 
market value of the trust’s assets, whether 
income is equal to, greater than or less 
than that amount.  A unitrust eliminates 
the need to balance the impact of 
allocating receipts and disbursements 
between income and principal. 

Until 2018, there was no uniform unitrust 
act; rather 36 states had enacted statutes 
permitting a trustee to convert to or from 
a unitrust or to change a unitrust.10  For 
the first time, UFIPA adds an entire article, 
Article 3, to the Act, providing authority to 
a trustee to convert a trust to a unitrust.  It 
is apparent that the Drafting Committee 
reviewed and considered existing 
state unitrust statutes,11 but as UFIPA’s 
commentary notes, Article 3 is “broader 
and more flexible” than most state 
statutes. For example, a unitrust rate may 
be the commonly used “fixed” unitrust 
rate (often an amount between 3% - 5%) 
or the rate could vary each period using a 
market index or other published date or a 
mathematical blend of market indices.12  
The determination of the fair market 
value of a trust also can vary by payment 
frequency, the valuation date and the 
types of assets that may be excluded.13  
Furthermore, a unitrust period is no 
longer required to be fixed to a calendar 
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year.  Rather it could be any 12-month 
period, a calendar quarter, a three-month 
period, or any other period prescribed by 
the unitrust policy.14 The variations and 
features outlined in Article 3 will provide 
greater flexibility to estate planners and 
administrators in meeting beneficiary 
needs and balancing competing interests 
while reacting to ever changing capital 
markets.  

C.  Uniform Governing Law
The other significant change in UFIPA is 
the introduction of a new Section 104 
that clarifies, and hopefully provides a 
unified approach, to the governing law 
applicable to the income and principal 
rules.  Are the income and principal rules 
governed by the “rule of construction” or 
the “rule of administration?”  Recall that a 
rule of construction is generally governed 
by the law of the place where the trust 
was created.  A rule of administration is 
generally governed by the law of the situs 
of the trust.  A trust’s situs varies - it may 
be the state where the trust originated, 
the state whose laws will govern the 
trust, or the place of administration. New 
Section 104 provides clarity: if the trust 
agreement is silent, then the governing 
law for principal and income rules will be 
the principal place of trust administration 
rather than those from the state in which 
the trust was created. This aligns with the 
other uniform codes such as the Uniform 
Trust Code (Sections 107 and 108) and the 
Uniform Directed Trust Act (Section 3).  

As is detailed above, UFIPA adds much 
needed flexibility to modernize trust 
administration.

1 The Uniform Principal and Income Act (UPIA-
31) was revised in 1962 (the “Revised UPIA,” or 
“RUPIA-62”), and then again in 1997 (“RUPIA-97”).   
Although the RUPIA-97 was updated with minor 
revisions in 2000 and 2008 (“RUPIA-00” and 
“RUPIA-08,” respectively), the RUPIA-97 was the 
last major update.

UFIPA continued
2 Forty-six states and the District of Colombia 
have adopted the 2000 amended version of 
UPIA, and thirty-six states have adopted the 2008 
amended version.  

3 Arkansas, Colorado, Kansas, Utah, Virginia, and 
Washington have adopted UFIPA in some form, 
while California, Missouri, and Tennessee have 
bills pending before their state legislature.  

4 Uniform Prudent Investor Act, Prefatory Note 
(Unif. Law Comm’n 1994)

5 Modern Portfolio Theory requires a trustee 
to address levels of diversification and risk in 
investment choices.  

6 UPIA §104 cmt. (Unif. Law Comm’n 2008)

7 UFIPA §203(a) (Unif. Law Comm’n 2018)

8 UFIPA §201(e) (Unif. Law Comm’n 2018)

9 UFIPA §203(e)(7)

10 The states that enacted such statutes are 
Alabama, Alaska, Arizona, California, Colorado, 
Delaware, Florida, Georgia, Illinois, Indiana, 
Iowa, Kansas, Kentucky, Maine, Maryland, 
Missouri, Nebraska, Nevada, New Hampshire, 
New Mexico, New York, North Carolina, Oregon, 
Pennsylvania, Rhode Island, South Carolina, 
South Dakota, Tennessee, Texas, Utah, Vermont, 
Virginia, Washington, West Virginia, Wisconsin, 
and Wyoming.

11 See September 2016 Committee Meeting – 
Compilation of States’ Statutory Text (2016 Sep 
RUPIA Westlaw – List of 2184 Editors and Revisors 
Notes for Refs and Annos.)

12 UFIPA §306(a)

13 UFIPA §307

14 UFIPA §308

Alfred Marshall, the famous British 
economist of the 19th century said, 
“economics is the study of mankind in 
the ordinary business of life.”  This field of 
study is useful and may have application 
beyond simply mainstream uses like 
predicting future inflation or gross 
domestic product. This use of economic 
modeling may hold promise for estate 
planning advisors.

To begin, it is the job of an economist to 
study the relationship between resources 
and the outputs produced by those 
resources, using multiple indicators 
to predict future trends.  The primary 
tools that economists use to predict 
future trends are found in the field of 
econometrics, which is the application of 
statistical techniques to analyze economic 
data. 

The uses of these statistical techniques 
can work for data beyond the economic 
type.  For example, statistical analysis may 
be used by a political analyst to determine 
how political affiliation effects a voter’s 
likelihood to vote for a certain candidate. 
In this use, these techniques may include 
finding the mean and median of a dataset 
while testing the probability of an event 
occurring.

The primary tool used by an economist 
is the building of linear and nonlinear 
regression models. These models provide 
a formal approach to analyzing the 
marginal effect that an independent 
variable has on a dependent variable. 

Econometrics and 
Estate Planning: A 
Promising Way to 
Enhance Outcomes
Victor S. Levy and Gregory Rothkoff
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The marginal effect is how economists 
understand cause and effect and make 
future predictions. A linear model (shown 
below) shows with a straight line how 
the independent variable, “X,” effects the 
dependent variable, “Y.” The independent 
variable is what causes the change in the 
dependent variable. So, in the political 
analyst example, political affiliation (X) is 
what causes the change in the likelihood 
to vote for a certain candidate (Y).

In the real world, it is rare to find a 

situation where two variables are 
accurately related with a linear scenario, 
so economists tend to use nonlinear 
regressions (sample curve shown 
below) that relate the independent 
and dependent variables with a curve. 
The curve is about putting a real-world 
scenario into a statistical format and 
trying to forecast outcomes. 

When building models, economists 

attempt to replicate a real-world scenario 
by adding control variables that are 
additional factors that also may effect the 

outcome (dependent) variable. Economics 
does not only describe fiscal policy, it 
also shows how society functions on a 
larger scale. As a result, it is important 
that economists build their models with 
control variables to account for the many 
complex interactions that occur in society. 

Thus, to predict voter outcomes, the 
political analyst may add an additional 
variable to their model to account for the 
income level of the respondent because 
that factor often effects an individual’s 
likelihood to vote for a certain candidate. 
After an economist builds an economic 
model and conducts regression analysis, 
she will use hypothesis testing to find 
whether the independent variable had 
a significant effect on the dependent 
variable. Through these statistical 
techniques, economists are able to both 
support their economic theories with 
empirical evidence and make future 
predictions. 

Professionals from all different sectors use 
econometrics to enhance their practices. 
Here is another scenario from outside the 
estate planning field where we might see 
econometric methods used.  Prior to this 
season’s World Series run, the Philadelphia 
Phillies had gone through a sharp decline 
in ticket sales over the last few seasons 
and the majority owner, John Middleton, 
wanted to create an advertising campaign 
to raise ticket sales and bring fans back to 
Citizens Bank Park. To do this, he enlisted 
the expertise of the Phillies marketing 
department. The marketing team chose 
to run several commercials throughout 
the day on a local television network. 
Middleton did not want to spend too 
much money on advertising because 
his team’s roster was very expensive, so 
he asked his marketing team to analyze 
how the amount of money spent on 
commercials effected ticket sales. 

The marketing team built a nonlinear 
statistical model to create this report for 
Middleton. The independent variable, 
X, was the amount of money spent 
on advertising, and the dependent 
variable, Y, was ticket sales. Of course, 
poor performance from the Phillies at 
that time also influenced ticket sales, so 
the marketing team chose to include 
the team’s record as one of their control 
variables. After building the model, 
the marketing team ran a nonlinear 
regression, and the resulting curve 
looked like a half upside-down U-shape 
(as shown on the below graph). This told 
the marketing team that the marginal 
effect on the graph from points 1 to 2 
was greater than the marginal effect of 
points 3 to 4, and therefore spending 
additional advertising money after a 
certain point would be inefficient. Next, 
they conducted a hypothesis test to 
confirm for Middleton that the advertising 
campaign had a significant impact on 
ticket sales. This analysis neglected to take 
into account the impact a World Series 
run would have on ticket sales, which we 
imagine will factor into ticket sales for 
2023.

Now we see how econometrics and 
statistical methods are used in the world 
of political analysis and marketing, but 
how can we apply these tools to the field 
of estate planning? Here are two scenarios 
to show how econometrics can inform 
estate planning outcomes.

Econometrics continued

continued on page 14
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Econometrics continued

Example 1 – Predicting the 
Longevity of Trust Resources
This scenario involves using past data 
to create a prediction for the future. The 
first step in tackling this example is to 
identify independent (X) and dependent 
(Y) variables. The independent variable 
will be the age of the trust (time) and the 
dependent variable will be asset (cash) 
consumption. Since we are looking to 
figure out how long the trust resources 
will last, the available trust resources will 
be treated as an upper limit. This is all 
shown on the graph below.

It is important to know that econometrics 
only works if there is data involved. 
Therefore, the estate planning economist 
would need to have data for the chosen 
variables, such as data that details the 
trust’s past distribution and expense 
history. In addition, we must include 
control variables to account for outside 
factors influencing the trust assets. For 
example, we may want to include future 
tax rate predictions (for non-grantor 
trusts) or additional generations of trust 
beneficiaries being born (as is typical in 
dynasty trusts). These data points will 
allow a more accurate analysis as to how 
the trust assets are effected. An example 
curve is shown below.

When we conduct the nonlinear 
regression, it will tell the marginal 
effect an additional year has on the 
consumption of trust assets. That is, how 
many additional trust assets would be 
spent during an additional year of the 
trust’s existence. We will then use the 
predicted future shape of this curve to 
predict how much longer trust assets may 
last. As seen on the above graph, as the 
trust’s age increases, the consumption of 
trust assets is expected to get closer to 
the trust resources’ upper limit. This comes 
as no surprise. In a real-world scenario, we 
may find that asset consumption may go 
up sharply every 20 years based on new 
generations of trust beneficiaries being 
born. Therefore, a real-world curve may 
look like this:

As depicted above, the steep parts of 
the nonlinear curve represent increased 
spending as a result of a new generation 
using the trust assets. As time goes on, 
the control variable would be changed 
to account for the changing variables 
impacting trust asset consumption aside 
from the trust’s age. As helpful as this 
model may be in making predictions, it is 
important to note that it is only one piece 
of evidence and that a holistic approach 
must go beyond the quantitative into 
the qualitative aspects of a trust’s 
administration to really add greater 
certainty to the predictions.

Example 2 – What is the 
likelihood of taxes going up or 
down in the future based upon 
current and 10 years of prior 
spending?
When trying to find likelihoods, we use 

a nonlinear “logit” regression to find the 
probabilities. This technique is about 
measuring the parameters of a logistic 
model. Like the previous example, we 
would use past data to predict the future. 
The independent variable (X) is spending 
patterns from the previous ten years, and 
the dependent variable (Y) takes two 
forms as a probability. That is, assuming 
the trust is a non-grantor trust, either 
trust income taxes went up (100%) or did 
not go up (0%). Additionally, we would 
include a control variable to account for 
the outlay of cash from those previous ten 
years. These variables are shown on the 
graph below.

continued on page 15
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The shape of the below graph shows what 
a logit regression looks like. The vertical 
(Y) axis represents the probability, and the 
point on the line is the specific probability 
given a certain point on the horizontal (X) 
axis.

The above graph represents the past, but 
we are treating that as a model for the 
future. Consequently, this graph would be 
interpreted as when spending patterns 
are either increased or decreased, the 
probability of taxes increasing in the 
future would fall at some probability 
between 0 and 100. Additionally, we 
could include control variables to account 
for changes to the scenario that may not 
have been present in the past, but that we 
expect to be there in the future. 

Economic modeling could be used to 
enhance an estate planning practice. It 
creates a methodology to look at past 
metrics to draw estimations about the 
future. Such information could prove 
useful to practitioners in advising clients 
and supporting certain recommendations. 
Finally, it represents a potentially 
promising way to enhance the efficacy 
of planning advice and may be worth 
consideration, specifically in providing 
guidance about the future.  

Victor Levy is President of Levy Wealth 
Management Group LLC, a registered investment 
advisory firm in Philadelphia, PA, and is the 
author of The Kitchen Table Financial Plan.

Gregory Rothkoff is pursuing a Master’s degree in 
Economics at American University in Washington, 
D.C. and was a summer associate at Levy Wealth 
Management Group LLC. 

Econometrics continued

Annual Meeting:
The PEPC Annual Meeting, Seminar and Reception was held on May 10, 2022 at the 
National Constitution Center.  This was the council’s first in-person annual meeting in 
two years!  Over 150 attendees heard from Christopher Hoyt on “Retirement Accounts: 
Planning for Inherited Accounts, Marital Rights, and Charitable Uses.” 

EVENT SPOTLIGHTS:

https://www.philaepc.org/


WWW.PHILAEPC.ORGPHILADELPHIA ESTATE PLANNING COUNCIL

16 BACK TO TABLE OF CONTENTS

Golf, Tennis and Yoga Outing
Our 25th Annual Golf, Tennis & Yoga Outing was held on August 8, 2022.  
The golf and yoga outings were held at Whitemarsh Valley Country Club.  
The tennis outing was held at the Merion Cricket Club.  

https://www.philaepc.org/
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November Meeting
Sponsored by: 

Thank You to Our 
Meeting Sponsor

Welcome Back Party
The 2022 Welcome Back Party was a sold-out event!  This annual event was held at the 
Fitler Club on September 13th.  

October Meeting
Sponsored by: 

Thank You to Our 
Meeting Sponsor

https://www.philaepc.org/
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Claudia Antell	 Funding the Klal

Kelly Barry	 Archer & Greiner P.C.

Michael Billiris	 SEI Private Wealth Management

Doug Bobrow, CFA	 J.P. Morgan Private Bank

Lee Bye	 Glenmede Trust Company, N.A.

Christopher Datino	 KPMG LLP

Gregory Davis	 Vertex Financial Advisors

Joseph DiMaio, Jr., CFP	 Bryn Mawr Trust

Tess Fanning	 KPMG LLP

Betsy Ffrench	 Wilmington Trust, NA

Mark Gernerd	 Modera Wealth Management

Jillian Golden, JD	 Glenmede Trust Company, N.A.

Katie Greenawalt	 Rockefeller Capital Management

Benjamin Greenfeld	 Waldron Private Wealth

Phillip Groff	 KPMG LLP

Stephanie Haler	 Commonwealth Trust Company

Deborah Hare	 The Bryn Mawr Trust Company

Timothy Hewitt, CFP	 Wealth Enhancement Group

Damon Ireland	 Birch Run Investments

Candace Jerome	 Stonehage Fleming

Philip Jodz	 Fiduciary Trust International

Rashawn Johnson	 KPMG LLP

Brandon Kaletkowski	 OceanFirst Bank

Nicole LaBletta	 LaBletta & Walters LLC

Keri Laign	 Marsh Private Client

Maciej Libucha	 AltaView Advisors

Hal Margolit, CPA/MST	 Withum Smith + Brown

Meredith Mayes	 Glenmede Trust Company, N.A.

Matthew Moreno	 Fairman Group Family Office

Richard Morgenstern	 Morgenstern Waxman Ellershaw

Ellen Mulcahy	 Cohnreznick

The Philadelphia Estate Planning Council 
Welcomes New Members
For June, August, September, October, November

Justin Murphy	 Foundation Source

Griffin O’Donnell	 Marsh Private Client Services

Dominique Pacetta	 1919 Investment Counsel

Gina Parissi	 Haverford Trust Company

Leanne Parks	 Heckscher, Teillon, Terrill & Sager

Kayci Petenko, JD, MBA, LLM (tax)	 Fleming Petenko Law

Jasmyne Peterson	 Bank of America Private Bank

Sarah Powers	 Nemu

JR Raebiger	 Waldron Private Wealth

Ryan Rasmussen	 PNC Private Bank

Tiffany Revels	 Isdaner & Company

Joe Roskos	 FBO Services, Inc.

James Saintvil	 Jayde Law PLLC

Matthew Salvitti	 City National Bank

Sam Sjosten	 Glenmede Trust Company, N.A.

Andrew Slade, CAP	 Glenmede Trust Company, N.A.

Alexander Starr	 Freeman’s Auction

Laura Stegossi	 Goldman Sachs

Jason Thompson	 Rockefeller Capital Management

Craig Turner, ASA	 AltaView Advisors LLC

Devyani Vig	 KPMG LLP

Meredith Walsh	 Glenmede Trust Company, N.A.

Brandon White	 Glenmede Trust Company, N.A.

Susan Wilusz	 Value Management Inc.

Teague Wright	 Lion Street

David Ziccardi	 Valiant Appraisal Services, LLC

 

https://www.philaepc.org/
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From the NAEPC 
Engagement 
Committee
PEPC is a member of the National 
Association of Estate Planners & Councils 
(“NAEPC”) and as a member of PEPC you 
are as well.  NAEPC serves estate planning 
councils with goals of excellence in estate 
planning, education and collaboration.  
Among your benefits as a member are 
access to:

• the NAEPC Journal of Estate & Tax 
Planning, which provides regular 
updates on important information 
regarding the world of estate and tax 
planning 

• Professional Designations like the AEP® 

(“Accredited Estate Planner”) (see below 
for how to obtain more information 
about the AEP® designation)

• The Robert G. Alexander Webinar 
Series providing estate planners with 
high quality, multi-disciplinary and 
supplemental education

• An outstanding Annual Conference with 
national speakers 

Among the featured speakers at the 
Annual NAEPC Advanced Estate Planning 
Strategies Conference held in Florida this 
past November were Sam Donaldson 
and Christian Hoyt.  Among the featured 
presentations were “Understanding 
Blockchain and Digital Assets” by Ric 
Edelman and “Understanding Blockchain 
and Digital Assets 2.0: Taxation, Reporting, 
and Planning” by Abigail Rosen Earthman, 
JD, LLM.  Information about the 2023 

conference is available on the website, 
NAEPC.ORG.

We will hold another virtual education 
program, “AEP® Explained,” this winter 
to present information, and answer 
questions, about the Accredited Estate 
Planner designation. 

If you have an interest in serving on our 
NAEPC Engagement Committee or want 
to know more about the committee or 
NAEPC, please reach out to me.

Tim Zeigler,  
NAEPC Engagement Committee Chair
Certified Senior Advisor® 
Kamelot Auction House
Director of Business Development 
TZeigler@Kamelotauctions.com
215-815-4983 (text or voice)

Learn More

It's no secret. Income tax is the largest expense for most investors. Let our nationally
acclaimed financial specialists and strategic partners showcase how our tax strategies
can help generate savings for your clients while bringing evolved planning opportunities,
increased referrals, and higher revenue to you and your firm. 

Our tax strategies include: 
·         Reviewing and Assessing Insurance Portfolios 
·         Maximizing Social Security Benefits 
·         Utilizing Private Placement Life Insurance (PPLI) and Private Placement  
          Variable Annuity (PPVA) 
  
Click below to gain access to an informative discussion about the benefits of PPLI and
PPVA with OneTeam Financial Director Gina Ference and Golconda Partners Founder
Michael Liebeskind. 

 We review your clients tax strategies to help find money 
and bring those savings back into their lives.

Securities and Investment Advisory offered through M Holdings Securities, Inc., a registered broker dealer, member member FINRA/SIPC. OneTeam
Financial LLC is independently owned and operated. File #5273591.1

To learn more about how OneTeam Financial's tax strategies can help generate savings for your clients, 
Contact Gina Ference gina@oneteamfinancial (908) 392-0901

https://www.philaepc.org/
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