
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

MILLERWEALTHADVISORS.COM 
CONTACT US  BILL MILLER, CFP CLU, ChFC, AEP  561.613.0130  BILL@MILLERWEALTHADVISORS.COM 

LEVERAGE YOUR IRA AND FULFILL YOUR LEGACY 
New Tax Law Preserves Incentive to Donate to Charity Directly from IRA After Age 70 ½  

THE SITUATION 
Harry and Ruth Diamond1, ages 71 and 67, are a retired couple living at The Polo Club in Boca Raton. They both 
play in their club’s tennis league and enjoy good health. The Diamonds have two married children and five 
grandchildren. Their net worth is $25 million. They have a bond portfolio that earns approximately $1 million 
per year and Harry has an IRA valued at $2 million. The couple generally gives $100,000 annually to the 
Alzheimer’s Association because Ruth’s father suffered from that disease. Every year, Harry complains to his 
accountant that he pays too much income tax and now worries that he will lose $24,000 in itemized deductions 
under the new tax law.  
 
THE STRATEGY 
Harry and Ruth met with their financial advisor and accountant over coffee at Bagelworks to discuss Harry’s 
income tax concerns and a new strategy for donating to the Alzheimer’s Association.  
 The advisors explained that Harry’s IRA is the least tax-efficient asset to pass on to his children.  
 Harry wants to reduce the tax liability from the additional $80,000 Required Minimum Distribution (RMD) he 

receives annually. 
 The accountant explained that the new tax law preserves the incentive to make a direct gift of up to 

$100,000 annually from an IRA, if age 70 ½ or older, without inclusion in the donor’s taxable income. 
 The financial advisor recommended that the couple take $100,000 annually for 10 years from Harry’s IRA 

and allow the charity to purchase a second-to-die life insurance policy on the couple. If the Diamonds are 
approved as “preferred” risks, they could leverage $1 million of lifetime gifts into a $3 million legacy. 

 
SPECIFIC STEPS 
The financial advisor recommended the following steps to accomplish the Diamond’s philanthropic goal:       
 Submit a preliminary application to the preferred insurance company. 
 Upon approval, have the charity apply for, own and be designated as the beneficiary of the new policy. 
 At issue, have Harry process a $100,000 direct IRA distribution to the charity to pay the premium.    
 
 

THE OUTCOME 
By using a qualified charitable distribution from Harry’s IRA to fulfill their philanthropic goals, the Diamonds may 
reduce their current taxable income and save on estate taxes too. The leverage obtained from life insurance is 
closer to 10:1 since the children would be left with only 38% of the IRA, if subject to income and estate tax. 
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1This is a hypothetical example for illustrative purposes only. The 
experience of this client may not be representative of the experience of all 
clients and is not indicative of future results. Any tax advice contained 
herein is of a general nature. Further, you should seek specific tax advice 
from your tax professional before pursuing any idea contemplated herein.  
Variable Insurance products are sold by prospectus. For more information 
about the product, including its features, charges, and expenses, please 
read the prospectus. Please consider the charges, risks, expenses, and 
investment objectives carefully before investing. The prospectus is 
available from your financial professional. Securities offered through 
ValMark Securities, Inc., Member FINRA, SIPC. Investment Advisory 
Services offered through ValMark Advisers, Inc., a SEC Registered 
Investment Advisor. 130 Springside Drive, Akron, OH 44333. 
800.765.5201. Miller Wealth Advisors, LLC is a separate entity from 
ValMark Securities, Inc. and ValMark Advisers, Inc. 
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