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M. Jean Guy

From Couples to Entrepreneurs: When $3M Becomes $23M

LIAAC
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New world conclusions in action
What we’ll examine

A “next generation high net worth investor” (High Net Worth investor)

• We'll compare two strategies:

• Traditional portfolio: $23M invested conventionally, versus, 

• LIAAC optimized strategic reallocation to permanent life insurance

• We'll measure three critical outcomes:

• Risk reduction (portfolio volatility)

• Estate value (net estate to beneficiaries)

• Liquidity (access to funds during lifetime)
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• Jean Guy just sold his business for 
$23M—and now faces the eternal 
dilemma: How do I protect this against 
volatility without boring returns?

• From business sale to legacy, let’s help 
Jean consider his alternatives.

• Jean likely has some structures in place 
post-sale —corporate holding companies, 
trusts etc., but still has unfulfilled 
planning objectives. 

Sun Life - Life insurance as an asset class

Case study – High net worth
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• Jean Guy – MNS 50

• Has a liquid $23m investment portfolio 
resulting from the sale of his business.

• Is interested in locking-in some of the 
wealth he’s created.

• Wants (some) liquidity with investments 
but is willing to ‘invest for the long term’.

• Wants to preserve wealth and reduce risk 
but with some higher individual risks 
(barbell portfolio idea).

Sun Life - Life insurance as an asset class

Case study – High net worth
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Current investment portfolio
Jean’s investment portfolio aligns with the 
North American CapGemini World Wealth 
Report 2025.

“Next-gen HNWIs seek seamless, 
omnichannel financial interactions, with a 
strong preference for video calls.”

Key concerns
Wants to address estate planning goals 
given the recent sale of his business.

“Next-gen HNWIs also appreciate concierge 
services, including those with a focus on 
medical care, advice, and education.”

Personal details
Jean has term life insurance policies up for 
renewal in the next few years but overall is 
under-insured.

Advisors “are expected to deliver highly 
personalized, multi-generational, 
geographical, and asset advisory services.”
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$23 million long term investment portfolio 
without rebalancing

Re-allocate with insurance over 15 years:

• Move fixed income to ($162k):               $2.5 
million Sun Par Protector II, PUA, offset in 
year 16, DSIR current – 1%

• Move equities to ($152k):                         
$5.0 million SunUniversalLife II, YRT85, 
Level insurance, illustration rate 5%

Case study – HNW investor

Sun Life - Life insurance as an asset class

VS
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Case Study – Jean Guy
Re-allocation of insurance using LIAAC approach
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Case Study – Jean Guy
Re-allocation of insurance using LIAAC approach
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Case Study – Mr. Jean Guy

Looking at the big picture when using LIAAC approach
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Case Study – Mr. Jean Guy

Looking at the big picture when using LIAAC approach
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Case Study – Mr. Jean Guy
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Case Study – Mr. Jean Guy
Looking at the big picture when using LIAAC approach
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Case study – Mr. Jean Guy

Capital preservation
 Only insurance can provide the tax effective wealth preservation solution that leads to 

peace of mind investing.

 Jean continues to hold his equities and ‘safe assets’ through insurance and continue to 
enjoy some of the needed liquidity, investment options and transparency he values.

Highly personalized, multi-generational solution
 Jean expect to evolve his estate plans; using a combination of Par & UL he is able to 

adapt (e.g. plenty of flexibility to increase the insurance funding above projections 
shown).

Medical care, advice and education
 Par & UL offer complementary solutions suited to Jean, and locks-in his existing good 

health (ideally the solution is complemented with CII & other).
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Case Study – Mr. Jean Guy
Addressing common concerns

Concern versus reality:
 "Insurance is illiquid" 

• Collateral value actually increases by year 15 and beyond.

“Returns are too low" 
• Tax-free growth + death benefit creates superior after-tax IRR. 
• The LIAAC reallocation reduces risks and allows Jean to take 

increased investment risks elsewhere.

"Too complex for clients" 
• New LIAAC Excel tool makes analysis simple and transparent.

"What about flexibility?" 
• UL allows investment changes and is built for payment flexibility.
• Par allows changes in dividend options.
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