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CUSTOMER PROFILE 
• Unmarried person who is primary beneficiary of generation skipping trust 
• Trust assets in excess of $10 million 
• Little other net worth 

LIFE INSURANCE 
• More than $1 million for estate conservation purposes to be owned by trust 
• Lifetime FlexPlusSM universal life insurance policy 

THE CHALLENGE 
A wealthy grandparent funded an irrevocable trust with real estate and made their grandchild the 
beneficiary.  The grandchild would receive income for life. At death the trust proceeds would pass to 
the grandchild’s heirs.  If the grandchild had no heirs, the trust proceeds would go to charity.  The trust 
applied for a large life insurance policy on the grandchild for estate conservation purposes.    The 
grandchild had few other assets. Is there a reason for the trust to own life insurance on the grandchild, 
since the trust assets will only be included in his taxable estate if he dies leaving heirs?  

HOW WE PLACED THE BUSINESS 
The first step was to determine the grandchild’s interest in the trust.  The attorney who represented 
the trust (and the family) provided us with a letter detailing their estate planning objectives, the 
reasons he had recommended the coverage, and how the trust worked.  We also reviewed parts of 
the trust agreement to verify the information provided.    
The second step was to determine the value of the trust assets.  Estimates provided on the 
application and supporting documents varied.  Once we got the list of assets, the reason for this 
became clear:  The assets consisted largely of rental properties in an area where values had risen 
sharply in the years since the properties were gifted to the trust.  One of the estimates had not 
considered this increase. 

The third step was to determine whether the amount of coverage applied for was reasonable.  If the 
grandchild died leaving heirs, the value of the trust would be included in his taxable estate.  There was 
no way for anybody to know whether he would eventually have heirs, and, if he did, whether they 
would outlive him.  In this case, we helped underwriting determine that the risk of loss was sufficient to 
justify coverage in the amount requested. 
 
RESULT 
The agent’s hard work in gathering information and the cooperation of the client’s legal counsel 
helped us to piece together the puzzle of this case.  The end result was that the trust was able to 
obtain the amount of life insurance coverage it needed to insure the beneficiary. 

Genworth Financial companies include:   
Genworth Life and Annuity Insurance Company, Richmond VA 
Genworth Life Insurance Company, Lynchburg, VA 
Genworth Life Insurance Company of New York, 666 Third Avenue, 9th Floor, New York, NY 10017 
Only Genworth Life Insurance Company of New York is licensed in New York. 
Variable products issued by Genworth Life and Annuity Insurance Company 
and in New York by Genworth Life Insurance Company of New York. 
Principal Underwriter: Capital Brokerage Corporation (dba Genworth Financial Brokerage Corporation in Indiana) 
6620 West Broad Street, Building 2, Richmond VA  23230, Member FINRA/SIPC 
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This partial product description does not completely present all features, benefits 
limitations as explained in the policy, which is controlling. See the latest Product and 
Features guide for more information. 

Lifetime FlexPlusSM is subject to Policy Form No. ULFCL02SP et al. (Genworth Life & Annuity) 
or ULGE02SP et al. (Genworth Life). Product and benefits may not be available in all states. 

Lifetime FlexPlusSM NY is available only in New York and is subject to Policy Form No. 
ULAML02SP (03) (Genworth Life of New York). Only Genworth Life of New York is licensed to 
conduct business in New York. 

The Genworth Financial companies wrote this content to help you understand the ideas 
discussed. Any examples are hypothetical and are used only to help you understand the ideas.  
They may not reflect your client’s particular circumstances.  Your clients should carefully read 
their policies.  
 
All guarantees are based on the claims-paying ability of the issuing insurance company. 

 

 


