SOLUTION SNAPSHOT
GENERATIONAL WEALTH TRANSFER

What can be achieved...

* Gen 1 Genders & Ages: Male1, Age 48;
Male2, Age 44

* Gen 2 Genders & Ages: Male3, Age 24;
Male4, Age 22

*  Goal: Implemented cross-purchase term
life insurance coverage for buy/sell
purposes. Male1 was uninsurable, so
there was a need to convert his existing
term policies to permanent coverage
within the conversion window.

*  Business Ownership:
Male1 51%; Male2 19%;
Male3 15%; Male4 15%

*  Wrote $6M of converted coverage and
$9M of new coverage

OPPORTUNITY

HEIRMARK, LTD is independently owned and operated. Securities and investment advisory services offered through M Holdings Securities, Inc. a r
Examples are for illustrative purposes only and not intended to represent or guarantee that anyone will achieve the same or similar results. The
regard (o the subject matter covered and are provided with the understanding that Heirmark is not engaged in rendering tax, legal, or actuarial services. If tax, legal, or actuarial advice is required, you should consult your accountant, attorney, or actuary.

Heirmark does not replace those advisors.

...with the right tools...
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4 ...and the right team.

*  Determine if any of your clients have an
insurance need, based on the Identifiers
outlined

* Ifyou identify a potential opportunity to
help your clients reach their goals,
contact us to review the options

RAYMOND C. NASH
CEO & Principal

rnash@heirmark.com
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