
Case Study #1
A 55-year old plastic surgeon was looking to enhance his 

retirement plan. We were able to design a 412(i) fully insured 
Defined Benefit retirement program that allowed the doctor 

to contribute approximately $255,000, of which he and his 

wife would receive $244,000 or 94%. Approximately $150,000 

was invested in fixed income annuities and $100,000 was  

invested in high cash value life insurance. In addition to getting a  

substantial tax deduction, the doctor also obtained $1,083,000 

of life insurance protection for himself and $291,000 on his 

wife. Revenue to Kolinsky Wealth Management was $80,000, 

which was shared with our professional partner.
1.

Case Study #2 
A young professional commodities broker with a wife 

and four children sold his seat on the New York Stock  

Exchange in exchange for common stock when the Exchange  

went public. Instantaneously, his net worth was in excess of 

$12 million. Upon closing this transaction, he immediately  

had a sizeable estate tax liability. There was a need to buy 

life insurance as funding for future estate taxes so we  

created an Irrevocable Life Insurance Trust and updated his 

wills. The client purchased a $10 million second-to-die life  

insurance policy with an annual premium of $18,500, generating  

revenue of $16,650 that was shared with our partner. 
1.

Case Study #3
An 80-year old man recently sold his business for $20  

million, and no longer felt he needed a $1 million Universal  
Whole Life policy that he owned that named his wife as  

beneficiary. The cash surrender value on the policy was  

approximately $75,000. We were able to shop the sale of the 

policy in the life settlement market and are proud to say that we 

were able to sell the policy for $190,000 (net after commissions) 

to the insured. The sale generated approximately $20,000 in  

commission and $7,000 to our professional partner. 
3.
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SUCCESS STORIESDear Professional Partner,

Industry research states that for  

every $1 million of annual revenue that 

a typical accounting firm has, there is a 

potential for $100 million of assets  

from clients to manage. $100 million of  

assets would generate approximately  

$1 million of gross revenue to the  

partnership. What is the potential  

for assets under management in  

your practice?

We are very proud of the sophisticated 

financial and tax planning techniques 

that we have implemented for our high 

net worth clients and would like to share 

some short case studies with you. We 

hope that when you read this, you think 

of some of your own clients that might 

benefit from a similar type of planning.

Sincerely,

Steven I. Kolinsky, CLU, ChFC 

Managing Member & Founder, 
Kolinsky Wealth Management, LLC.

1.
State life insurance license required for sharing insurance commissions.

2.
State securities license required for sharing commissions on securities transactions.
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Case Study #4 
We took over an existing 401(k) plan for a company with 800 employees 

and $25 million in assets. The plan was with Vanguard and the client was not 

happy with the performance of the investment accounts or with the servicing of 

the plan. We moved the plan to Great West and revenue to our firm was $125,000 

and $36,000 to our professional partners. 
2.

Case Study #5 
A 47-year old self-employed entrepreneur was a 90% owner of a $10 million  

business, and his key executive was a 10% owner. He was concerned that if  

something happened to him, the company would be sold at less than market value.  

We implemented a Buy/Sell Agreement where the minority partner bought  

a $9 million term policy and our client bought a $1 million term policy 

on his partner’s life. This cross-purchase arrangement guaranteed to our  

client and his family that if he should die, the family would receive $9  

million regardless of what happened to the business after his death. A  

simple Buy/Sell Agreement guaranteed liquidity for our client’s estate. The 

total commission was $14,000, with $4,800 to our professional partner. 
1.
 

Case Study #6 
A 68-year old woman lost her husband. Under her husband’s will, $1 million went into 

a Unified Credit Trust for her benefit as well as her children’s, and the balance of her 

husband’s assets were left to her outright. Fortunately, the client did not need income 

from this Credit Shelter Trust to maintain her lifestyle. We were able to leverage 

this trust to leave her children in excess of $6 million in life insurance. The trust was 

the owner and beneficiary of the policy. The premium was approximately $150,000, 

yielding $120,000 of revenue to Kolinsky Wealth Management and $35,000 to our 

professional partner. 
2.

 
 
Case Study #7
A bed and breakfast spa client has 150 employees, but only five are highly  

compensated. The B&B has a 401(k) plan with below average participation,  

despite having an employer match and conducting several employee education 

meetings. As a result, the highly compensated employees were allowed to  

contribute only half of the allowable IRS limit. In order to compensate for this 

shortfall, we implemented a nonqualified deferred bonus plan for the highly  

compensated employees. Through this plan, they were able to maximize their  

desired tax deferred contributions, which were above and beyond what they could 

do through the 401(k) plan. Both employer and employees were highly satisfied. The 

revenue to our firm was $90,000, and to our professional partner $25,000. 4.

1.
State life insurance license required for sharing insurance commissions.

2.
State securities license required for sharing commissions on securities transactions.

3.
State license may be required for sharing commissions on a life settlement.  

  Contact your state insurance commissioner for more information.
4.

Depending on the product used for this strategy, a state license may be required for sharing revenue. 
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