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Evaluating Your Financial Health

Have you had a check-up of your financial
health recently? Like an annual physical from your
doctor, a regular review of your financial health is
important.  You can give yourself a check-up by
reviewing the four basic strategies of a healthy
financial condition: accumulating savings, manag-
ing debt, preserving assets and distributing assets.
Keep score as you go along.

If you have defined your savings objectives, from
retirement income to remodeling the kitchen, and
created a family budget, give yourself 2 points.
These steps help provide a road map to achieving
your objectives.  If you are maximizing the power

of your savings by taking advantage of tax-deferred
vehicles such as your company 401k or IRAs, give
yourself 3 points.  If you have savings beyond
these vehicles, you are ahead of the game. Give
yourself 4 points.

Debt is a steep impediment to accumulating
assets.  If you have no continuing credit card bal-
ances or loans on depreciating assets, such as a car,
give yourself 2 points.

What if you can no longer earn your income?
Life, disability and long term care insurance
should be part of your asset preservation strate-
gy.  If you have reviewed your insurance needs

and have adequate insurance in place, give
yourself 2 points.

A distribution strategy includes creating a will, a
health care advance directive and power of attor-
ney.  Review your existing accounts, policies and
company benefits to ensure titles and beneficiary
designations are correct.  Consider trusts and gift-
ing plans to minimize estate taxes.  If you have the
right documents in place, have reviewed your titles
and beneficiaries and considered your trust and
gifting options, give yourself 3 points.

If your score is less than 12, you have some
work to do.  Good financial health will allow
you to pursue your life’s dreams with confi-
dence. A check-up now and then can help you
achieve and maintain it.

StanCorp Investment Advisers is a fee-only personal financial planning and investment management firm.  Portfolios are managed for
proper diversification within client risk tolerance. Rigorous investment selection and monitoring processes ensure that every recom-
mendation adheres to strict performance criteria.  StanCorp Investment Advisers is a subsidiary of StanCorp Financial Group, Inc.
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Draft a Quarterback for Your
Estate Planning Team

A great football team is led by a talented quarter-
back who executes a game plan with the confi-
dence of his coach and teammates. Similarly, a suc-
cessful estate planning team is led by a talented
Lead Advisor who “quarterbacks” the estate plan-
ning process with the confidence of the client and
team of financial, legal and tax professionals. 

A well selected Lead Advisor provides advantages
throughout the estate planning process.  The Lead
Advisor draws on a wealth of knowledge to ask
tough questions, prioritize issues, keep focus, com-
municate goals, coordinate meetings and provide
qualified assessment of team members.   In addition,

a Lead Advisor provides access to a broad range of
products, services and solutions.  Ultimately, the
Lead Advisor’s goal is to service the estate plan for
generations, efficiently and with best execution.

Important considerations when picking a
Lead Advisor:
Professional Disciplines – An advisor with multiple
disciplines, such as tax, investment and insurance,
is better suited to lead an estate team than a single
disciplined advisor. 
Track Record – Years providing estate planning servic-
es?  Demonstrated success through economic cycles?
Client Base – Number of active clients?

Testimonials – Reputation with past and present clients?
Network – Can advisor access the best profession-
als in the country? Will advisor customize the estate
team to suit the client?
Internal Resources – Does advisor have internal
capability to analyze tax, legal, investment, insur-
ance, foundation and charitable concepts?
Transparency of Fees – Will advisor provide full dis-
closure and explanation of fees associated with all
professionals on the estate team?

Draft a talented Lead Advisor to quarterback
your estate team, call your plays, and place the bur-
den of running the estate process on a professional.
The Lead Advisor will help you realize your estate
and legacy goals with better results, less hassle and
more peace of mind.

Chamberlain Group is an independent financial services organization that provides customized investment, insurance, and estate plan-
ning strategies.  Chamberlain Group is a Lead Advisor to a select group of executives, business owners, individuals and families who wish
to preserve and grow assets for generations.  www.cgwealth.com – Tel (949) 553-0313.  Securities Offered Through Girard Securities, Inc.,
a Registered Broker-Dealer and Investment Advisor, Member N.A.S.D. and S.I.P.C. – Ins. Lic. No. 0D10216 
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DRA: New Implications for Estate
and Long-Term Care Planning

The Deficit Reduction Act of 2005 (DRA),
signed by President Bush in February 2006, aims
to reduce government spending by cutting federal
Medicaid funding. Included in the DRA are provi-
sions to tighten Medicaid’s long-term care eligibili-
ty requirements, which shift the responsibility for
paying long-term care costs away from the govern-
ment and back onto the individual. 

Where families will most likely feel the DRA’s affect
is in their bank accounts. Narrowed Medicaid eligi-
bility guidelines will leave more people faced with
paying long-term care expenses out-of-pocket at a
time when nursing home costs continue to rise. 

Retirement planning tools, such as long-term
care insurance plans, may be appropriate for those
concerned about draining their retirement savings
and other investments. Consulting an insurance
agent or financial advisor about these important
changes is recommended.

Consumers also should be familiar with the DRA
changes to eligibility guidelines for Medicaid nurs-
ing home benefits that affect asset transfers and the
treatment of home equity and annuities. 

The Medicaid penalty period, or look-back peri-
od, has been extended from three years to five
years for individuals that transfer assets at less than

fair market value (divesting assets, giving cash gifts
or transferring mortgage titles to family). The look-
back period effective date now begins on the date
of the Medicaid application, not the date of the
asset transfer, which can limit transfers pre-
planned solely to create a Medicaid qualification.

Under the DRA, treatment of home equity and
annuity transfers are no longer exempt from penal-
ty period consideration. Medicaid applicants with
more than $500,000 in home equity may now be
ineligible for long-term care benefits, as deter-
mined by individual state guidelines. Asset trans-
fers to annuities are currently prohibited during
the look-back period except when the state is list-
ed as the annuity’s named beneficiary for at least
the amount of the Medicaid benefits provided.

Established in 1879, Bankers Life and Casualty Company is a subsidiary of Conseco, Inc. Bankers is a leading provider of
retirement planning solutions, focusing exclusively on the financial security needs of seniors. Bankers offers a broad prod-
uct portfolio including Medicare Supplement, long-term care and life insurance, and annuities through career agents in
more than 160 branch offices nationwide. For more information, visit wwwwww..bbaannkkeerrss..ccoomm or call 11--880000--223311--99115500. 
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Retirement Income: Uncommon
Approach To Common Question

For many retirees and near-retirees, the “golden
years” often give rise to an unexpected question: 

Just how do I turn my retirement savings into
retirement income? 

They’re not alone in wondering. Seventy-eight
percent of retirees have no income plan, according to
LIMRA International’s Retirement Planning Study,
2003. 

Two common answers to that question often raise
reservations. Retirees can opt to invest their nest eggs
in mutual funds and draw on them year after year,
but some worry that they might outlive their savings.
Alternatively, they can purchase a lifetime annuity

with a lump sum payment, but some worry that they
are giving up flexibility to address future needs. 

Now, however, a new approach provides a balance
of security, control and flexibility by giving retirees a
way to turn tax-qualified retirement savings (e.g.
401(k) and IRA accounts) into inflation-adjusted
monthly payouts that last their lifetime -- like a pen-
sion, in some respects.

Here’s how it works: Working with an advisor, a
retiree rolls over tax-qualified retirement savings into
an IRA, where the money is invested in mutual funds
(whose value will fluctuate with the market over
time). A special calculator determines the hypotheti-

cal amount of lifetime monthly income those savings
can sustain based on such factors as life expectancy,
investment amount and survivorship needs.

The retiree then decides how much of that month-
ly income he or she wants to guarantee through the
purchase of an income annuity within the same IRA.
Retirees can purchase the guarantee in a lump sum,
or, more likely, transfer assets in smaller increments
over a number of years from a mutual fund model
portfolio to the income annuity. They can stop, speed
up or slow down the transfers at any time. 

With this program, currently available only
through certain investment advisors, the retiree gets
the convenience of a single IRA account, a single
statement, and a single income check that includes
mutual fund withdrawals and annuity payments.  

MassMutual Financial Group is the fleet name for Massachusetts Mutual Life Insurance Company (MassMutual) and its affili-
ates, with more than 13 million clients and over $395 billion in assets under management at year-end 2005.  Founded in 1851,
MassMutual is a mutually owned financial protection, accumulation and income management company headquartered in
Springfield, Mass. MassMutual is on the internet at wwwwww..mmaassssmmuuttuuaall..ccoomm..

To read the full report, go to
www.finance-insights/massmutual.asp

http://www.finance-insights.com/bankerslife.asp
http://www.finance-insights.com/massutual.asp



