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The Power couple

LIAAC
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New world conclusions in action
What we’ll examine

A “next generation high net worth investor” (next gen HNWI)

• We'll compare two strategies:

• Traditional portfolio: $3M 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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• Pete and Pam Power spent 20 years 
building a $3M portfolio. 

• They've achieved what most dream of—
security for their family. But one 
conversation with an advisor exposed a 
blind spot: what if their portfolio could 
actually work harder, with less risk?

• Consider a rhetorical question:

• "What if I told you: Same portfolio, 
lower volatility and higher net-to-
estate value? Would you want to see 
how?"

Sun Life - Life insurance as an asset class

Case study – HNW couple
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• Pete & Pam Power – ready to get their 
portfolio is as great a shape as they are!

• Have a $3m investment portfolio and are 
under-insured.

• Planning, diversification and strategies 
designed to maximize estate values are of 
key interest to them (want to leave an 
estate to their children).

• Wants (some) liquidity with investments 
but are willing to invest for the long-term 
to protecting what they’ve built.

Sun Life - Life insurance as an asset class

Case study – HNW couple
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Current investment portfolio
The Power’s investment portfolio aligns with 
the CapGemini World Wealth Report 2025.

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

Key concerns
Looking to address estate planning goals 
and improve the chances they’ll have a 
healthy estate to leave to their children.

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

Personal details
The Power’s prefer liquidity when investing 
but are want to balance those goals with 
their long-term needs and goals.

Advisors “are expected to deliver highly 
personalized, multi-generational, 
geographical, and asset advisory services.”
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$3 million invested into a long-term 
investment portfolio (without rebalancing)

Re-allocate with insurance (over 10 years) :

• Move fixed income to ($50k/yr): 
• $940k JLTD Sun Par Protector II, PUA, 

offset in year 11, DSIR current – 1%

• Move equities to ($50k/yr): 
• $1.5m SunUniversalLife II Joint Last, 

Insurance + Fund, Level cost, investment 
yield of 5.9%

Case study – HNW couple

Sun Life - Life insurance as an asset class

VS
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Case Study – Pete & Pam Power
Re-allocation of insurance using LIAAC approach
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Case Study – Pete & Pam Power
Re-allocation of insurance using LIAAC approach
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Case Study – Pete & Pam Power

Looking at the big picture when using LIAAC approach
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Case Study – Pete & Pam Power
Looking at capital preservation when using LIAAC approach

Portfolio value range 
with 90% probability:
 
• The standard deviation 

drop of .34% might sound 

small, but over time and for 

a couple  near-retirement, 

that's the difference 

between sleeping well and 

worrying about market 

downturns.
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Case Study – Pete & Pam Power

Portfolio liquidity using 
common LTV:
 
• Address liquidity concerns 

within the context of the 

overall portfolio.

• Useful to demonstrate 

liquidity for those with 

complex financial planning 

needs.

Looking at liquidity when using LIAAC approach



Sun Life - Life insurance as an asset class 12

Case Study – Pete & Pam Power

Clients often ask:
 
“But what if I need some 
money early on or yearly in 
retirement?”

 By year 15, collateral 

value on the UL exceeds 

pure investment 

liquidity—just not in the 

traditional sense. 

Looking at liquidity when using LIAAC approach – addressing the liquidity question
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Case study summary – Pete & Pam Power  

Capital preservation & estate maximization
 Only insurance can provide the tax effective wealth preservation solution that 

leads to peace of mind investing.

 The couple continue to hold equities and ‘safe assets’ through insurance and 
continue to enjoy some of the needed liquidity, investment options and 
transparency valued.

Highly personalized, multi-generational solution
 The Power’s estate plan can be bolstered through a strategic combination of Par & 

UL insurance, which leads to $2.6M additional net-to-estate value while reducing 
portfolio volatility.

 Par & UL offer complementary solutions and over time work in synergy to improve 
their overall estate plan (e.g., access to UL cash value upon the first death)
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