WHAT IF...?

THE PERSON
EVERYONE COUNTS ON
DIES

UNEXPECTEDLY

A plain-language guide to protecting the people,
plans, and businesses that depend on you

REAL-LIFE QUESTIONS. CLEAR LIFE INSURANCE SOLUTIONS.
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OPENING / WHY THIS GUIDE

WHY THIS GUIDE -
AND WHY NOW?

Most people do not wake up thinking about life
insurance. They think about the mortgage, work, school
schedules, aging parents, the business, and everything
that has to get done this week.

That is understandable. Life insurance asks us to
picture a future we would rather not imagine.

Families and businesses, however, quietly build plans
around people. One person may provide most of the
income. Another may care for children, manage the
home, support an aging parent, keep the books, hold
key customer relationships, or know how the business
actually works. Often, nobody assigns a dollar value to
those responsibilities until the person doing them is no
longer there.

WHO WOULD
FEEL THE
FINANCIAL
IMPACT IF YOU
WERE NOT HERE
TOMORROW?

The answer is not always the person with the largest paycheck. A stay-at-home parent provides work
that would be expensive to replace. A grandparent may provide regular care. An adult child may help
support a parent. A business owner may have personally guaranteed a loan. A key employee may
hold knowledge and relationships the company cannot quickly rebuild.

This guide is designed to make those needs easier to see before they become

urgent.
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OPENING / LIFE CHANGES

LIFE CHANGES.

WHAT YOU NEED TO PROTECT
MAY CHANGE WITH IT.

Marriage, buying a home, welcoming a child, changing jobs, taking on debt, supporting a parent,
starting or growing a business, or becoming a business partner can all change your responsibilities.

Coverage purchased years ago may still fit perfectly. The amount of protection, who receives the
money, how long the coverage lasts, or what it was intended to protect may also need to change as
your life changes.

There is no cost or obligation to have the first conversation. Its purpose is to identify who depends on
you, what may need protecting, which options could meet those needs, and what those options
would actually cost.

A USEFUL REVIEW BEGINS WITH TWO SIMPLE QUESTIONS

WHO DEPENDS ON ME NOW?

WHAT INCOME, CARE, KNOWLEDGE, OR DECISION-MAKING
WOULD NO LONGER BE PROVIDED IF | WERE GONE?

EVENT Someone central to a family or business dies unexpectedly.

SCENARIO The people left behind are grieving, but income, caregiving, debt, business decisions,
and deadlines continue.

NEED Time, stability, organized information, and enough money to keep important plans from
collapsing at the worst possible moment.

SOLUTION A coordinated plan may include organized records, current legal documents,
emergency savings, and life insurance designed to provide the money needed for the
responsibilities at risk.
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OPENING / THE PRACTICAL QUESTION

WHERE WILL THE
MONEY COME FROM?

When someone dies, the people left behind are grieving. At the same time, bills, responsibilities, and
important decisions do not stop.

How will the household replace income or Savings, investments, and emergency

unpaid care? reserves matter. Legal agreements,
beneficiary choices, wills, powers of attorney,
succession instructions, and current business
valuations may matter too.

Can the mortgage, rent, and everyday bills still
be paid?

Will education, retirement, or caregiving plans

have to be abandoned? Many thoughtful plans eventually reach the
same question: Where will the money come
Can personal debts or guarantees create from when the plan has to work?

pressure on the family?

If there is a business, can it keep paying people
and serving customers?

Can an ownership transfer or buyout actually

be funded? LIFE INSURANCE IS NOT THE
WHOLE PLAN, BUT IT CAN

PROVIDE THE MONEY THAT
HELPS THE PLAN WORK
WHEN TIME HAS RUN OUT.

The pages that follow use familiar situations to connect an event to the real need it creates and the
type of life insurance solution that may address it.
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FAMILY PROTECTION / EVENT + SCENARIO

FAMILY
PROTECTION

The person
cannot be
replaced. The
work, income,
care, and
stability they
provided can be
planned for.

THE FAMILY STILL
HAS TO KEEP GOING

A spouse, parent, adult child, caregiver, or other loved one dies
unexpectedly.

For the family, there is first an empty place where a person should be.
The person who shared decisions, provided comfort, and carried part of
everyday life is no longer there.

The household still has to function. Bills arrive. Children need care. Work
schedules change. Someone may have to take time away from a job.
Family members begin looking for insurance information, account details,
passwords, legal papers, and the names of trusted advisors.

If income stopped, the family may have to make major decisions while
still in shock. If the person did not earn a paycheck but provided
childcare, transportation, elder care, meals, or household management,
replacing that work may create a new monthly cost.

NEED

Immediate cash for urgent expenses, continuing income during the

adjustment period, money to preserve the home and long-term plans,
and organized information that reduces avoidable stress.
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FAMILY PROTECTION / SOLUTION

START WITH WHAT

THE FAMILY WILL NEED

SOLUTION

Start with what the family would need the money to do, how much each responsibility could cost,

and how long it is likely to last.

= |Income replacement: Provide a reliable pool of
money while children are dependent or a
spouse adjusts.

= Home protection: Pay off or reduce a mortgage,
or provide money for rent and other housing
costs.

= Care replacement: Help pay for childcare, elder
care, transportation, meals, or household
support previously provided without a
paycheck.

= Education and future plans: Protect college
funding or other goals that depend on future
income.

= Debt and final expenses: Keep urgent costs
from forcing the family to sell assets or borrow.

= Long-term or lifelong needs: Provide for a
dependent with special needs, support a legacy
goal, or address expenses that do not end on a
fixed date.

Term life insurance can protect needs that last for
a set number of years, such as the working years,
the length of a mortgage, or the years children
remain dependent.

Permanent life insurance may fit needs expected
to continue for life, such as final expenses,
lifelong support, estate costs, or leaving a legacy.
Some families use a combination.

Once the need is clear, the family can compare
suitable options and their actual costs before
deciding what fits the budget.

THE RIGHT SOLUTION IS THE ONE

THAT FITS THE FAMILY'S NEED AND
BUDGET - NOT THE ONE WITH THE
MOST IMPRESSIVE NAME.

Review who owns the policy, who will receive the money, and the amount of coverage. A policy can remain in
force and still fail to reflect a divorce, remarriage, new child, business change, or outdated plan.
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BUSINESS CONTINUITY / EVENT + SCENARIO

BUSINESS
CONTINUITY

THE FAMILY'S
LOSS AND THE
BUSINESS'S
NEEDS ARE
DIFFERENT.
BOTH REQUIRE
IMMEDIATE
ATTENTION.

THE BUSINESS HAS TO
KEEP RUNNING

An owner, partner, or central decision-maker dies.

The family is grieving. At the same time, employees want to know who is in
charge, customers expect commitments to be kept, vendors need answers,
payroll is approaching, and lenders may be watching.

Immediate questions begin. Who steps in temporarily to handle the day-to-day
responsibilities? Who is expected to take over permanently? Who has access to
the person's files, computer, passwords, phone, and calendar? What calls,
meetings, payments, and decisions were scheduled or promised?

The person who died may have approved payments, held banking access,
managed a major account, signed contracts, guaranteed a loan, or made
decisions no one else realized were theirs to make.

The company may discover that much of its continuity plan lived in one
person's head.

NEED

Clear temporary and permanent leadership.
A written order of what must happen first.

Access to essential files, accounts, calendars, and business relationships.

Working capital while revenue, leadership, or ownership is disrupted.

Time to recruit, reorganize, communicate, and make sound decisions.
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BUSINESS CONTINUITY / SOLUTION

THE CONTINUITY SOLUTION
A PLAN NEEDS FUNDING TO WORK

SOLUTION

A business continuity plan should identify who can act, what must happen first, where information is
stored, and how employees, customers, vendors, and lenders will be kept informed.

Life insurance can provide financial breathing
room. Depending on the plan, the money may
help the business:

®  Meet payroll and other fixed expenses during
the disruption.
= Replace temporarily lost revenue.

= Hire experienced temporary leadership or
professional support.

= Recruit and train a permanent replacement.

= Meet obligations created by a personally
guaranteed loan.

= Fund an ownership purchase or other
succession obligation.

Experienced leadership that can step in
immediately is rarely inexpensive. The business
needs enough time and money to find the right
person instead of being forced to accept whoever
is available.

The policy protecting the family and the policy
protecting the business will usually be separate.
They serve different purposes and pay money to
different people or organizations.

The policies should be coordinated with legal and
tax advisors so the written agreements and
funding all support the same plan.

LIFE INSURANCE IS NOT THE
CONTINUITY PLAN. IT CAN

PROVIDE THE CASH THAT GIVES
THE PLAN A FAIR CHANCE TO
WORK.
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OWNERSHIP TRANSFER / EVENT + SCENARIO

OWNERSHIP
TRANSFER

WHO OWNS THE
BUSINESS NOW?

A business owner dies, and their ownership interest passes according to
legal documents and state law.

A surviving owner may expect to keep running the company. The deceased
owner's spouse or children may inherit an interest and expect fair value. They
may want no role in the business - or they may want a role the surviving owner
never expected.

In a sole-owner company, the family may suddenly inherit the entire business.
They may depend on its value but know little about running it. Employees may
not know who can approve decisions. A willing successor may exist, but no
workable transfer has been funded.

The family may inherit an asset with real value, but that value may be reduced
by business debts, taxes, leases, payroll, and other obligations. Before anyone
can decide what to do, they need a clear picture of both what the business
owns and what it owes.

NEED

= A documented answer to who should own and operate the business.

= A current, understandable method for valuing the ownership interest,
including both assets and debts.

= A fair way for the family to receive value without forcing a rushed sale.

= Money available when the ownership transfer is triggered.
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OWNERSHIP TRANSFER / SOLUTION

THE OWNERSHIP SOLUTION
DECIDE, DOCUMENT, AND FUND

A buy-sell agreement can state what happens when an owner dies, who may or must buy the
interest, and how the price will be set. The agreement, however, does not create the purchase
money.

Life insurance is often used to fund that promise. In a
cross-purchase arrangement, the owners generally buy
coverage on one another. In an entity-purchase
arrangement, the business generally owns the policies
and buys the deceased owner's interest. The better

structure depends on the number of owners, tax and A PROMISE TO BUY AN
administrative considerations, and the agreement itself. OWNERSHIP INTEREST IS ONLY

AS STRONG AS THE FUNDING
When the plan is coordinated correctly, the family can AVAILABLE WHEN THE

receive value for the ownership interest, and the PROMISE HAS TO BE KEPT.
surviving owner or business can continue without an
unwanted partnership or a damaging search for cash.

A sole owner needs a different path. The plan may
identify a buyer or successor, give the family
instructions, provide cash while the company is sold or
transferred, and protect employees and creditors during
the transition.

Is the agreement current and signed?
Does the valuation still reflect the business?

Do the policy owners and the people or business receiving the money match the
agreement?

Has business growth made the funding inadequate?
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KEY-PERSON PROTECTION / EVENT + SCENARIO

KEY-PERSON
PROTECTION

THE HARDEST
PERSON TO
REPLACE MAY
NOT BE THE
PERSON WITH
THE HIGHEST
TITLE.

YOUR MOST VALUABLE
EMPLOYEE NEVER COMES BACK?

A key executive or employee dies.

The person may be a top salesperson, technical expert, operations leader,
relationship builder, rainmaker, estimator, chef, physician, project manager, or
simply the person everyone calls when something goes wrong.

Their knowledge may not be documented. Their customers may be loyal to
them personally. Other employees may not be ready to take over. A
replacement may need months to learn what this person built over years.

The company can know exactly what it needs to do and still lack the money and
time to do it well.

NEED

Cash to absorb temporarily lost revenue or productivity.

Resources to recruit, compensate, and train the right replacement.

Time to transfer relationships and reassign work thoughtfully.

Protection for working capital and lender confidence.

12



KEY-PERSON PROTECTION / SOLUTION

THE KEY-PERSON SOLUTION

PROTECT THE COMPANY DURING THE GAP

With key-person life insurance, the business generally applies for, owns, and pays for coverage on an
essential employee - with that person's knowledge and consent. The business is generally the

beneficiary.

If the insured employee dies, the benefit gives the
company flexible funds to manage the disruption.
It may be used to recruit and train a successor,
reassure customers, replace lost profit, satisfy
lender concerns, protect working capital, or
support a planned wind-down if the business
cannot continue in the same form.

The amount should be tied to the financial
exposure, not a symbolic value placed on a life.
Useful estimates may include expected lost profit,
replacement cost, transition time, debt
requirements, and the cost of maintaining
customer relationships.

Separate coverage may be appropriate if the goal
is to provide a personal benefit to the employee's
family or support retention. Executive bonus or
other benefit arrangements serve a different
purpose and should not be confused with
key-person protection.

YOU CANNOT REPLACE THE
PERSON. YOU CAN GIVE THE

BUSINESS RESOURCES TO
SURVIVE THE LOSS OF WHAT
THAT PERSON DID.

Who would be hardest to lose now - and has that answer changed as the company has

grown?
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PERSPECTIVE / WHY | WROTE THIS GUIDE

PERSPECTIVE

NO SCARE
TACTICS. NO
PRODUCT
LECTURE.

WHY | WROTE
THIS GUIDE

| wrote this guide because life insurance conversations often begin too
late - or begin with the wrong question.

People are commonly asked how much coverage they want before anyone has
helped them see what they are actually protecting. A family may think only
about replacing a paycheck and overlook the cost of care, the mortgage, a
parent's support, college plans, or the years it may take to rebuild financial
stability. A business owner may think only about family protection and overlook
ownership obligations, loan guarantees, working capital, or the employee the
company cannot easily replace.

THE USEFUL QUESTION IS NOT, "WHICH POLICY SHOULD

YOU BUY?" IT IS, "WHAT WOULD BECOME FINANCIALLY
HARDER FOR THE PEOPLE AND PLANS THAT DEPEND ON
You?"

Once that question is answered, life insurance becomes easier to understand. It
is money placed behind a specific promise: keep the family in its home, replace
income, pay for care, preserve education, buy an ownership interest, protect a
company during a transition, or leave something meaningful behind.

| wanted to put those conversations into ordinary language. No scare tactics. No
product lecture. Just situations people recognize, questions worth asking, and a
clear explanation of how insurance may help.
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PERSPECTIVE / ONE TOOL, MANY JOBS

ONE TOOL,

MANY DIFFERENT JOBS

The same policy type is not right for every person, and the same amount is not

right forever.

A young family may need affordable income
protection for the years children are at home. A
household with a stay-at-home parent may need
money to replace care and household work.
Someone supporting an aging parent or a person
with special needs may face a need that lasts
much longer. A business owner may need one
policy for the family and separate coverage tied to
an agreement or company obligation.

The solution may involve term insurance,
permanent insurance, or a combination. The
important part is matching the length of time,
amount of coverage, policy owner, and person
receiving the money to the job that money must
do.

It also means reviewing coverage. Families
change. Businesses change. Income grows.
Mortgages and other debts are paid down.
Children become independent. Ownership shifts.
Key people emerge. A policy that once fit can
become too small, too large, too short, incorrectly
owned, or directed toward an outdated
beneficiary.

A GOOD LIFE INSURANCE PLAN
SHOULD BE UNDERSTANDABLE

ENOUGH THAT YOU CAN EXPLAIN
WHAT EVERY POLICY IS THERE TO
ACCOMPLISH.

If this guide makes you notice one responsibility you had never counted before, it has done its
job. The next step is a conversation about what is already in place, where the gaps may be,

and what fits your priorities and budget.
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PLANNING / COST + BENEFIT

WHAT ABOUT THE COST?
WHAT ABOUT THE BENEFIT?

Life insurance has a cost. That cost depends on age, health, coverage amount, policy type, length of
coverage, underwriting, and other individual factors. There is no honest one-size-fits-all price.

The simplest first step is to find out what suitable options actually cost. Then compare the premium
with the job the policy needs to do and the amount your budget can support consistently.

Cost and need sometimes pull in different directions. If the ideal amount is not affordable, prioritize.
Protect the most important years or the largest unavoidable obligations first. Some protection can be
more useful than waiting indefinitely for a perfect plan.

BUY AN AMOUNT AND STRUCTURE YOU CAN UNDERSTAND, AFFORD, AND

KEEP IN FORCE.

The benefit answers a different question: What
could money arriving at the time of loss make
possible?

Replace income before savings have had
decades to grow.

Preserve the home and everyday stability.

Pay for care, education, debt, or final expenses.

Create time for a family or business to make
decisions.

Fund an ownership promise or protect a
company through disruption.

Savings and investments remain important, but
most need time to grow. Life insurance serves a
different purpose. Once coverage is in force - and
subject to the policy's terms - the death benefit
can be available even if the insured dies before
there has been time to accumulate the full
amount another way.

No one knows when a loss will occur. A family or
business may have decades to build those funds -
or it may need them next month.

THE UNIQUE VALUE OF LIFE INSURANCE IS TIMING: IT CAN PROVIDE A POOL OF
MONEY BEFORE THERE HAS BEEN TIME TO BUILD IT ANOTHER WAY.
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PROFILE / WAYNE MARGULIES

ABOUT
WAYNE MARGULIES

LIFE INSURANCE ADVISOR

Wayne Margulies has spent more than 15 years helping individuals,
families, and business owners identify risks that are easy to overlook
and difficult to solve after a loss.

His work begins with the people and responsibilities behind the
numbers. Who depends on this income, care, or support? What unpaid
work would have to be replaced? Which financial obligations would
continue? What happens to the business if an owner or essential
employee is suddenly gone?

Wayne translates those questions into a practical plan. That may mean
protecting a family's income and home, providing money for care or
education, supporting a business succession plan, funding a buy-sell
obligation, or helping a company withstand the loss of a key person.

Clients should understand exactly what each policy is intended to
protect. A life insurance policy intended to protect the family may
replace income, pay for care, help meet financial obligations, and allow
the family to remain in its home. A separate business policy may provide
working capital or fund the purchase of an owner's share. Wayne
explains those connections so clients are not left to figure them out on

lals HE el their own.

CANNOT BE

REPLACED. THE Wayne leads the planning, and his clients benefit from the full resources
FINANCIAL of the firm. From straightforward family protection to complex buy-sell
CONSEQUENCES OF or cross-purchase funding, each plan is coordinated around the client's
LOSING THEM CAN needs, objectives, and budget.

BE PREPARED FOR.
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CLOSING / LET'S CONTINUE THE CONVERSATION

LET'S CONTINUE
THE CONVERSATION

You do not need to know which policy you need before starting the conversation. You only need to
know who and what you do not want to leave financially exposed.

IF YOU WERE NOT HERE TOMORROW, WHO WOULD HAVE A FINANCIAL
PROBLEM NEXT WEEK, NEXT YEAR, OR TEN YEARS FROM NOW?

Would your household lose income, care, or A useful review looks at what is already in place,
both? what the coverage is intended to accomplish,
what has changed, and where the most important
gaps may be. The next step can be as simple as
having that conversation.

Could the family keep the home and continue
important plans?

Is someone depending on you for long-term
support?

Are the people listed to receive your life
insurance still correct?

WAYNE MARGULIES
If you own a business, does everyone know

what you want to happen? LIFE INSURANCE ADVISOR

Is a buy-sell or succession plan documented, 646.515.2303
valued, and funded?

wayne.margulies@yahoo.com
Which employee would be hardest for the

company to lose?

This guide is for general informational purposes only. Individual circumstances vary, and any insurance recommendation should be based on a review of the
individual's specific needs and eligibility. This material is not intended as tax, legal, or accounting advice. Please consult the appropriate professional regarding your
individual situation. Insurance products, features, and availability may vary by state. Policy terms, conditions, limitations, and exclusions apply. All guarantees are
subject to the timely payment of required premiums and the claims-paying ability of the issuing insurance company.
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