
Charitable Case Study

The Client:

Bill, age 82, is a retired executive and large donor to his 
alma mater. He has recently established a gifting 
program in which he will give $1m over the next 6 
years to the University and $9m at his death.  The 
initial $1m will be given according to the following 
schedule: $500,000 year one, $100,000 annually years 
2-6.  It's also worth noting that Bill has significant 
liquidity and income from other substantial assets.  
He has also recently applied for life insurance and was 
declined by two separate carriers. 

The Concern:

Bill is concerned that with an unstable economy 
coupled with a volatile stock market, it will end up 
costing him more than the $9m present value to fund 
his gift at death.  Therefore, he would like to investi-
gate options that will accomplish the following: 

 • Guarantee that it will cost no more than $9m  
  (present day value) to fund his gift at death

 • Allow him to take income off of the asset   
  during lifetime equal to 4% after tax (of which  
  he will use a portion of to make the initial $1m  
  gift)
   
 • Allow him to enhance future value of gift if  
  possible

The Solution:

Crescent Wealth Management utilized a unique strat-
egy that coupled the use of a rated, lifetime Single 
Premium Immediate Annuity ("SPIA") with a No 
Lapse Guarantee Universal Life insurance policy.  We 
were able to create significant arbitrage by obtaining a 
favorable offer on the life insurance.  The result was 
that we were able to structure a plan that provided Bill 
with enough guaranteed lifetime income to: 

 • Pay his 4% net income

 • Pay premium on a $13,000,000 guaranteed life  
  insurance policy
   
 • Use additional income to pay the $1,000,000 of  
  gifts over the next 6 years

Please see disclosure page for complete disclosure information. Crescent Wealth Management, Inc. does not provide legal or tax advice. 

C R E S C E N T  W E A L T H  M A N A G E M E N T



C R E S C E N T  W E A L T H  M A N A G E M E N T

Charitable C A S E  S T U D Y

  
DONOR’S

FUTURE GIFT ASSET

$9,000,000

DONOR’S
RETAINED INCOME

Year 1 = $0

Year 2-6 = $260,000

Years 7+ = $360,000

GUARANTEED
LIFETIME INCOME

Donor Transfers

Future Gift Asset to

Enhanced Income Strategy

$4,000,000 Increase

from Current Plan

INSURANCE
DEATH BENEFIT

$13,000,000

All Years

ANNUAL GIFT
TO UNIVERSITY

Year 1 = $500,000

Year 2-6 = $100,000

Years 7+ = $0

CUMULATIVE GIFT
AT LIFE EXPECTANCY*

$1,000,000

TOTAL GIFT
AT DONOR’S DEATH**

$14,000,000

$1,350,000 Annually

(Generated by $9,000,000)

FINAL GIFT
AT DONOR’S DEATH*

$13,000,000

**Based on life expectancy
 Please see disclosure page for complete disclosure information.

*Life expectancy for 82 year old male is 7 years or 89 years old



Charitable Case Study Disclosure

Securities are offered through Mid Atlantic Capital Corporation (MACC) a broker dealer, Member FINRA/SIPC. 
Financial advice offered through Crescent Wealth Capital Management, LLC, a registered investment adviser. Non-
variable Insurance products are offered through Crescent Wealth Management, a member of Partners Financial, a 
division of NFP Insurance Services, Inc., which is a subsidiary of National Financial Partners Corporation. Crescent 
Wealth Management, Crescent Wealth Capital Management, LLC, and National Financial Partners Corporation are not 
subsidiaries or control affiliates of Mid Atlantic Capital Corporation.

Not all persons using this material are registered to offer securities products or investment advisory services.  Neither 
Crescent Wealth Management, Crescent Wealth Capital Management, Mid Atlantic Capital Corporation, or Partners 
Financial offer tax or legal advice.  Clients should consult with their individual tax and legal professionals prior to enter-
ing into such transactions.

Single Premium Immediate Annuities make fixed payments for a contracted time frame. Payments, which consist of 
principal and interest, are typically not adjusted for inflation so the buying power of the payments issued may erode 
over time. Please note the decision to annuitize is irrevocable, and principal cannot be withdrawn at a rate greater than 
the contracted payout rate.  For illustrative purposes only.  Guarantees subject to the claims paying ability of the issuing 
insurance company.
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