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I think most people think of 
Life Insurance as something 
they’re supposed to buy, in 
the very unlikely event of 
their premature death. But, 
in reality, Life Insurance 
can play many other rolls. 
So, I thought in recognition 
of September, being Life In-
surance Awareness Month, 
I would share some unique 
uses for Life Insurance that 
you may not be aware of. 

1. Provide Income Re-
placement. A sound finan-
cial plan shouldeliminate 
as much risk as possible. In 
the event of the loss of in-
come, Life Insurance can be 
used to help meet the on-
going financial needs of the 
spouse and/or children, so 
their lives aren’t completely 
turned upside down at such 
a tragic time.

2.  Estate and Legacy Plan-
ning. Life Insurance is de-
signed to payout, roughly 
a 5-7% compound internal 
rate of return on the “death 
benefit” (based on the life 
expectancy of a client). 
Most permanent policies 
allow you to put a large 

lump sum deposit in and 
leverage a huge death bene-
fit. Plus keep in mind, if the 
death benefit is paid out, it’s 
also tax free.

3.  Business Uses. What 
would happen if one of the 
owners of a partnership 
dies? Life Insurance can be 
used to fund a “Buy/Sell 
Agreement” which provides 
the funding mechanism for 
the surviving business own-
er to buy out the remaining 
value of the business from 
the heirs. After all, you may 
not want their family to be-
come YOUR new business 
partners.

4. Maximize Your Pension.
When you make your final 
election on your pension, 
you will be forced to elect 
whether or not you want a 
survivor benefit. This elec-
tion could reduce your life-
time pension income by 
as much as 20% or more! 
Buying life insurance to pro-
tect that income, may be a 
compelling reason to have 
permanent life insurance, 
among many other pension 
related reasons.

5. As an Investment. For 
most, you should max out 
your 401(k) and Roth IRA’s 
before even considering Life 
Insurance as an investment. 
However, if you’ve done 
that and are looking for 
additional ways to save for 
retirement, Life Insurance 
has some very unique char-
acteristics, such as tax de-
ferred cash values, followed 
by tax free withdrawals and/
or loans. Just keep in mind, 
if the loans cannibalize the 
cash values and the poli-
cy lapses, there could be a 
huge tax liability. Request 
an in-force illustration to 
make sure there won’t be 
any hidden surprises down 
the road. 

6.  Long Term Care. Tra-
ditional Long-Term Care 
Insurance has become so 
expensive and many people 
argue, “If I don’t use it, I lose 
it!”, which is absolutely true. 
Many permanent Life In-
surance policies today allow 
you to include a Long-Term 
Care Rider, which provides 
income to help with Long-
Term Care costs. 

Policies today are very dif-
ferent than they were in 
the past. It may be a great 
opportunity to dig that old 
contract out and review it. If 
you don’t have an agent that 
you work with, please feel 
free to contact our office to 
schedule a complimentary 
meeting to evaluate your 
options. 

Well, the kids and teach-
ers are all back to school! I 
know a few recently retired 
teachers that are happy 
they can say otherwise. You 
know who you are!On Sat-
urday, September 1st, Main 
Street’s Island Rum Festival, 
is free and has something 
for everyone. Labor Day is 
coming up onMonday, Sep-
tember 3rd and September 
11th is a solemn reminder 
of the 2001 terrorist attacks. 
   If you know someone 
that might enjoy reading 
this newsletter, please let 
us know. We would love to 
share it with your neigh-
bors, friends and family. 

Respectfully, 
Scott Weidman, CFP®
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Insurance
➢ Life Insurance (term, variable, universal 
and whole)
➢ Long Term Disability Insurance
➢ Long Term Care Insurance
➢ Buy / Sell Funding
➢ Business Overhead Expense Insurance
 
Services
➢ Hourly Consulting
➢ Retirement Projections and Evaluation
➢ Income Planning
➢ Asset Allocation and Risk Management

Investments
➢ Mutual Funds
➢ Variable Annuities
➢ Equity Indexed Annuities
➢ Fixed Annuities
➢ Stocks / Bonds
➢ Public Non Traded REIT’s (real estate 
investment trusts)

Account Types
➢ Fee Based Advisory Accounts
➢ Brokerage Accounts
➢ Third Party Money Managers
➢ 401k Rollovers
➢ IRA’s and Roth IRA’s

Phone: 386-308-5842
Fax: 386-840-3866
Mobile: 386-299-2893
E m a i l : s c o t t . w e i d m a n @
jwcemail.com
340 S. Beach Street, Suite #128, 
Daytona Beach, FL 32114

Mon-Fri: 9:00 AM - 5:00 PM 
Evenings and Saturdays available 
by appointment.
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For the past 18 years I’ve 
been slowly and steadi-
ly building this financial 
planning and investment 
advisory business, one 
client at a time, through 
the old “Blood, Sweat and 
Tears” approach. Through-
out my career, I had done 
very little in the way of 
marketing the business. In 
fact, I really didn’t know 
how to even go about 
marketing. I think I do a 
pretty good job at educat-
ing clients about investing 
and managing risk, getting 
their finances organized 
and helping them see how 
the future may unfold. But, 
I just didn’t know how to 
share that message effec-
tively. So, about a year and 
a half ago, I met Mr. Rod 
Harter, owner of Specialty 
Marketing Consultants. 
Rod gave me his book 
called “Market the ‘Bleep’ 
out of it: Getting Your 
Business Where You Want 
It to Be”.

In his book he talks 
about, “If you were 
tasked with this job 
-How would you go 
about catching a bird?”

Most people would grab 
a net and run into the 
woods, aimlessly and 
recklessly swooshing at 
anything foolish enough 
to come close.This is how 
most business owners try 
to gain new customers or 
clients. I know, this is how 
I had been marketing my 
business up to this point. 
But Rod has shown me 
how to build a “Bird Feed-
er”, which has completely 
changed the way I think 
about how I am marketing 
the business. 

Instead of randomly chas-
ing anyone that may look 
like a potential client, I 
am now focused on cre-
ating something of value 
that engages and educates 
“the right people” to want 
to work with our firm. In 
fact, this newsletter is one 
of those elements. After 
all, who prints out paper 
newsletters anymore and 
actually writes the con-
tent? No one!

Everything has become 
so commoditized today 
that something as sim-

ple as a paper newslet-
ter, written by the owner 
of the business, sent in the 
mail in a hand addressed 
envelope is such an an-
tiquated anomaly but a 
very powerful means of 
connecting with your au-
dience. 
   Now, I’m not going to let 
you in on all ofour juicy 
marketing secrets we’ve 
been working on together, 
but I will suggest, for any-
one interested in building 
their own birdfeeder, to get 
involved in a Mastermind 
Marketing Group. Regard-
less of your business, we all 
share the same challenges, 
finding customers or cli-
ents willing to pay for the 
products or services we of-
fer. Period. 

Rod hosts a Mastermind 
meeting on a monthly ba-
sis and by bringing a small 
group of business own-
ers together in one room, 
with one common goal we 
are able to help each oth-
er identify both strengths 
and weaknesses. Yes, it is 
a time commitment, but it 
forces me to step “out of ” 
my business and focus “on 
my” business. If you feel 
like, you too, have been 
haphazardly trying to mar-
ket your business and want 
to learn more about how 
to build your own “Bird 
Feeder”, give me a call and 
I would be happy to intro-
duce you to Rod. Happy 
bird hunting! 
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