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33.7%	
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Where There’s A Will… 
One-third of practitioners unwilling to provide insurance 
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66.3%	
  
Will	
  Provide	
  

33.7%	
  
Won’t	
  Provide	
  

Where There’s A Will… 
One-third of practitioners unwilling to provide insurance 

Ns=522	
  for	
  pie,	
  346	
  for	
  call-­‐out	
  

	
  
	
  
0%	
  =	
  Very	
  Successful	
  
35.3%	
  =	
  Somewhat	
  Successful	
  
16.4%	
  =	
  Successful	
  
34.1%	
  =	
  Not	
  Very	
  Successful	
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  =	
  Unsuccessful	
  
	
  
	
  



Investment 
Consultants 

Wealth 
Managers 

Elite 
Practitioners 

Investment Management 100.0% 100.0% 100.0% 

401(k)/Other Retirement 77.3% 95.8% 91.4% 

Securities 76.1% 74.1% 80.0% 

Lending/Mortgages 11.8% 76.2% 90.0% 

Trust Services 1.4% 93.0% 92.9% 

Investment Banking 2.2% 28.7% 62.9% 

Life Insurance 0.5% 88.1% 100.0% 

Commercial Banking 0.0% 49.7% 52.9% 

Executive Benefits 1.9% 70.6% 65.7% 

N=628 

Products	
  Provided	
  
More	
  than	
  half	
  of	
  all	
  Elite	
  PracHHoners	
  offer	
  everything	
  



Making sure heirs are taken care of 90.6% 

Luxury lifestyle 88.7% 

Best practices for dealing with advisors and attorneys 86.8% 

Sophisticated tax strategies 85.8% 

Being unjustly sued 83.5% 

Lifestyles of the exceptionally wealthy 83.2% 

Family offices 78.9% 

Making meaningful gifts to charity 78.2% 

Not being able to meaningfully enhance lifestyle 77.9% 

Losing money in a divorce or other family conflict 76.4% 

Identity theft 73.6% 

Ns=106,	
  127,	
  119,	
  182,	
  127,	
  113,	
  106,	
  106,	
  101,	
  106,	
  95	
  UHW	
  

What’s	
  Important	
  to	
  the	
  Ultra-­‐Affluent?	
  
It’s	
  not	
  always	
  what	
  you	
  think…	
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It	
  Is	
  Estate	
  Planning	
  
Making	
  sure	
  long-­‐term	
  goals	
  are	
  addressed	
  intelligently	
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It	
  Is	
  Asset	
  ProtecHon	
  
Securing	
  hard	
  and	
  soW	
  assets	
  in	
  a	
  Hme	
  of	
  uncertainty	
  



Estate	
  Liquidity	
  
Estate	
  EqualizaHon	
  
Create	
  an	
  Income-­‐Producing	
  Asset	
  
Sell	
  Appreciated	
  Property	
  
Transfer	
  Concentrated	
  Stock	
  PosiHon	
  

Five	
  Common	
  Uses	
  for	
  Life	
  Insurance	
  
Be	
  conversant	
  (not	
  expert)	
  in	
  each	
  area,	
  have	
  a	
  network	
  


