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How the CEO built finance  

behemoth Blackstone
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L O U  N I S T I C O   /   S A U G A T U C K  F I N A N C I A LL E A D I N G  A D V I S O R S

Q: 

How can I protect my  
most valuable asset?

  Many of our young professional cli-
ents begin financial planning conversa-
tions upon realizing they need both a 
thoughtful financial plan and life insur-
ance to protect their loved ones in the 
event of their premature death. After pur-
chasing their first home, they also look to 
protect what they think is their most valu-
able asset. Interestingly, very few clients 
realize that their most valuable asset is 
typically something that will never appear 
on their balance sheets: their ability to 
earn future income.

Long-term disability insurance is a cru-
cial part of any thoughtful, comprehen-
sive financial plan. It’s arguably as 
important if not more so than any other 
type of insurance because of the size of 
the future asset it protects, the likelihood 
it will be needed, and the magnitude of 
risk facing those who have inadequate 
coverage. Though the likelihood of dis-
ability is often underestimated, statistics 
show that a 30-year-old is four times 

terms, all types of coverage work by re-
placing a portion of a worker’s predisabil-
ity income for a specified period when a 
disability event meets each of the require-
ments defined by the policy.

While we can’t outline every consider-
ation, here are a few crucial definitions 
and policy elements that you’ll want to 
think about when evaluating a policy.

Definition of disability A policy’s defi-
nition of disability outlines what condi-
tions are required for the policy to pay a 
benefit. This is a critical element of every 
policy, and there are a wide range of op-
tions to consider. A knowledgeable advi-
sor can assist with navigating these 
options, including industry-specific defini-
tions, which can be critical for specialists 
like surgeons. 

Benefit amount This is the amount the 
policy will pay out in the event of a dis-
ability. Typically, insurers will not under-
write 100 percent of predisability income 
so clients often try to maximize this 
amount to limit the financial risk of a dis-
ability event as much as possible.

Taxability If the policy is an employee 
benefit and the employer receives a tax 
deduction on the premium payments, any 
benefit received would be considered tax-
able income to the employee. Policies pur-
chased with after-tax dollars typically 
provide a tax-free benefit.

Exclusion period In the event of dis-
ability, there is a period of time that must 
pass before long-term disability benefits 
are paid. Typically, employers have either 
a 90- or 180-day short-term disability plan 
that provides some coverage during this 
exclusion period. You’ll want long-term 
coverage to start as soon as any short-
term coverage period ends.

Benefit period The benefit period de-
fines how long benefits can be paid, either 
for a fixed maximum number of years or 
until a certain age.

Cost of living adjustment (COLA)  
COLA is often an optional element that 
provides an annual increase in the benefit 
amount and is typically indexed to the 
consumer price index. A policy without 
this feature will have a level benefit whose 
purchasing power will be eroded over 
time by inflation.

Portability By owning a supplemental 
policy outside of an employer-sponsored 
long-term disability plan, you can keep 
the coverage no matter where or when 
you choose to work. Most coverage of-
fered through an employer cannot be 

more likely to become disabled before 
age 65 than to die prematurely. The So-
cial Security Administration reports that 
currently, one in four 20-year-olds can 
expect to be out of work due to a dis-
abling condition for a full year or more 
before reaching retirement age. 

A 2017 study by the American Council 
of Life Insurers indicated that nearly a 
third of working Americans do not have 
disability coverage beyond the limited 
coverage Social Security offers. Yet the 
consequences of long-term disability can 
be severe. A 2014 study published in the 
Maine Law Review identified medical bills 
(26 percent), lost job (20 percent) and ill-
ness or injury of one’s self or family mem-
ber (15 percent) as the primary reasons 
for consumer bankruptcy filings.

Beyond the expense, one barrier to 
having proper long-term disability cover-
age is its complexity. Coverage choices 
include numerous elements, options, rid-
ers and definitions. To put it in simple 
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continued after you leave the company. 
Having adequate disability coverage in 

place is a critical component to any com-
prehensive financial plan. Working with a 
knowledgeable advisor can help minimize 
risk and ensure financial security for you 
and your loved ones in the event of an un-
expected long-term disability. l
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“ Your most valuable asset is 
typically something that will never 
appear on your balance sheet:  
your ability to earn future income.”

A B O U T  S A U G A T U C K  F I N A N C I A L

Saugatuck Financial 
provides comprehensive 
financial planning and 
strategy implementation for 
high net worth and emerging 
high net worth individuals, 
families, businesses and 
institutions. SF partners with 
each client to create and 
implement a tailor-made 
financial plan integrating 
risk management, wealth 
management, tax strategies, 

estate planning and retirement income distribution planning—all under 
one roof. SF’s advisors are consistently recognized among the top 
advisors within the industry, and their team takes pride in providing 
world-class strategies and platinum-level service to each client.
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Saugatuck Financial is featured in Worth® 2019 Leading Advisors™, a special section in every edition of Worth® magazine. All persons and firms appearing in this section  
have completed questionnaires, have been vetted by an advisory group following submission by Worth®, and thereafter paid the standard fees to Worth® to be featured  
in this section. The information contained herein is for informational purposes, and although the list of advisors presented in this section is drawn from sources believed to be reliable and  
independently reviewed, the accuracy or completeness of this information is not guaranteed. No person or firm listed in this section should be construed as an endorsement by Worth®, and Worth® will 
not be responsible for the performance, acts or omissions of any such advisor. It should not be assumed that the past performance of any advisors featured in this special section will equal or be an 
indicator of future performance. Worth®, a publication owned by Clarim Holdings, is a financial publisher and does not recommend or endorse investment, legal or tax advisors, investment strategies 
or particular investments. Those seeking specific investment advice should consider a qualified and licensed investment professional. Worth® is a registered trademark of Worth.
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alfred.schor@nm.com 
203.221.5229

Justin Charise, CFP®

Founding Partner & Wealth Management Advisor
justin.charise@nm.com 

203-221-5275

Saugatuck Financial 
274 Riverside Ave., 4th Floor,  

Westport, CT 06880 
saugatuck-financial.com
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